CHANGING  ALL COMMUNICATIONS FROM

DESCRIBED MATERIALS

TO

DESCRIBED FUNCT IONS

. FIRST IS THE DEVELOPMENT OF THE INFORMATION W' [CH WILL MAKE IT

CF LISTI\GS OF CAT-

POSSIBLE, . THEN THE CHANGING OF THE THINKING sysrr
ALCGUES, FROM ;,iATERIALS AND cost ‘1O FUNCTIONS Az‘D COST.

ALL_WﬂNTS AND NEEDS ARp FOR FUVCTIOVS - BITWER “US““ OR "AQS TTf(

'm;i “QUILDDG BLOCKS™ EITHER OF PRODUCTS OR SERVICE:, ARE FUN c*rzo;

ALL €0sTS M" TO PROVIDE “’UNCTIO“‘S THE PURCHASER VANTS. _
- ALL CO’JDARISO‘S ARE BASED UPON mmcnoas. -~ USE & A,S'm*“ﬂc -
‘ \ND COSTS. ' )

. ALL DECISIONS ARE BASED UPON FUNCTIONS - USE & AESTHETIC -7 

~AND COSTS.

STILL, ALL CATALOGUES,ALL MATERIAL LISTS,MOST PURCHASE LEQUISIT-

- IONS,MOST SALES PROMOTION EFFORTS ARE IN THE LANGUAGE OF

MATERIAL, ALTFOUGH NO ONE WANTS A MATERIAL ~ HE WANTS A FUNCT!
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- TTOUR® VALUE‘;’.EKGINEERINC ECHMNIQUES BAVE TAUGHT US THAT. FUNCTIONS CAN 7 ¢
BE IDENTIFIED AND PRICED. THE PRICE I3 THE COST OF PERFORMING THEM

BY ANY SPECIFIC MEANS. THE VALUE THEN BECOMES THE LOWEST COST TO ACH-

IEVE THE FUNCTIOH. THE VALUE 1S DETERMINED BY THE STATE <" THE ART
AND THE EFFECTIVENESS WITH WHICH THE BEST ALTERNATIVES WER . ~URSUED.-
IT IS KNOWN TO BE PRACTICAL WITHIN NARKGY LIMITS TO LIST FUMCTIONS,
DESCRIBE THEM, LIST THEIR "VALUE® (LOWEST COST WAY TO RELIABLY ACC-
OMPLISH THEM), THEN LIST THAT MEANS OF ACCOMPLISHING THEM. DESIGNING
THEREAFTER,WITHIN THAT LIMITED PRODUCT AREA PROCEEDS RAPIDLY ON THE
BASIS OF FUVCTION AND FUNCTION VALUE LISTING.

WHY NOT NOW MAKE IT UNLVERSAL? WHY NOT "GROW" THIS LISTING OF FUNC-
TIONS UNTIL DRASTICALLY BETTER ANSWERS ARE SECURED IN MUCH LESS TIME

O\’ A BROHD SCALE.
YOU

1 AI’ SURB ALYl OF/HAVE EITEER ASKED, OR HAVE BEE\I ASKED, W\NY TIPL_,S
‘,‘JUST .‘IHAT IS DIFFERENT ABOUT ' JE ENGINEERIMNG, TPObE GCOD CR..ATI
APPROACHES HAVE BEEN USED BY SUUTESSFUL PECPLE ALWAYS - WHAT IS DIFF=-
ERENT7Y THE ANSWEQ IS THAT;IT IS A WHOLE SYSTEM OF THOUGH T BASED -

DESCRIBED
OF/MATERIALS AND GROUPS OF MATERIALS.

UPON DESCRIBED AND E’VMUATED FUNCTIONS AND GROUDS OF FIINCTIOF%S'INST;%AD
THE BENE FITS OF LISTINGS OF DESCRIBED ”U“ICTIO\Ib THEIR VALU” AND THE ~

MEANS FOR ACCO: IPLISHHHG THEM ARE PyiANYf 1 vIILL LIST SOME.
1. AS SPECIFIC' FUNCTIO?\IS ARE NEEDED, SELECTIO\I OF M‘F’ANS FOR ACCOMPLiSH—-
MENT WILL BE DIRECT, RATHER THAN A SEARCH OF PRODERTIES OF VARIOUS
COMBINATIONS OF MAI ERIALS AND THEIR COSTS. A
2. LISTINGS OF FUNCT‘IOND, THEIR DQ,SCRIPTIONS MEAMNS FOR ACCOMPLISHING
THEM AND THE RELATED COSTS WILL B:;CO?»,{E READILY AVAILABLE. THE DES
IGNER NEED O‘ILY SEL *CT THE LOWEST COST MEANS, F:{G“I PREPARED DATA,
AND PROCEED TO HIS NEXT TASK. |



3. JUST AS NEW MATERIALS,THEIR DESCRIPTIONS AND COSTS ARE NOW
ADDED TO LISTINGS, NEW FUNCTIONS,THEIR DESCRIPTIONS,THEIR COST

AND MEANS FOR ACCOMPLISHING THEM FOR THAT COST WILL BE ADDED.

4. AS NEWER,BETTER,LOWER COST MEANS FOR ACCOMPLISHING FUNCTIONS
ARE FOUND THE LIST OF FUNCTION VALUES WILL BE UPDATED. )

5« THE RESULTS ARE THAT ALL PEOPLE WORKING FROM THIS KNOWLEDGE
BENEFIT FROM THE RESULTS AND SEARCHES OF ALL PEOPLE, INSTEAD OF
THE PRESENT SYSTEM IN WHICH EACH DESIGNING GROUP SEARCHES PROPER-

' TIES OF MATERIALS, AND DOES RESEARCH WHICH DUPLICATES WORK OF THE
PAST AND WORK OF OTHERS.

6. COMPET ETITION WILL STILL EXIST, BUT WILL BE WORKING AT VORE EFF~
BCTIvE LEVELS. AS THE LISTINGS OF FUNCTIONS, THEIR DESCRIPTIONS ‘-
AND THEIR COSTS GROW.:, I \CH RESEARCH PROJECT MANAGER WILL START
'WITH THAT KNOWLEDGE AS HE RESEARCHES DIRECTLY INTO hOW TO ACCOM-.
PLISH ONE IMPORTANT FUNCTION AT EVEN LOWER COST. o

7. IT MAY BE CONCEIVABLE THAT A DEVELOPMENT GROUP MaY PROCEED FIVE

O TEN TIMES AS FAST BY USING THIS SYSTEM OF DEALING DIRBCTLY WITH
FUNCT1ONS AND TFPIR COSTS.

_ B.B“‘CAUS“ ELEMENTS OF CCbT ARr, INTEGERS OF THE -USE OF 'I'PE'RESOURCES
OF . P“ATERIA.,S AND FUELS AND HUMAN ENERGIES, AND BL,CAUSE EXPL.RIEN E

N e

SHOWS THAT LOWER COSTS ARE ACHIEVED By THIS FUVCLIOV'CODT SYSTE
VITAL RESOURCES WILL BE CONSERVED. |

I SPEAK WITH SUCH CO’\IFIDLNC:. BECAUSE OF THE BE’\IEFILS 1 hAVB SEEN

IN THE LIMITED APPLICATION OF THIS SYSTEM.  ONE ENGINEERING MANAGER,
WELL TRAINED IN VE FUNCTION STUDY TECHNOLOGY, TOLD HIS MARKETING PEO- -
PLE, "1 REQUIRE WHAT YOU BELIEVE YOUR CUSTOMERS WANT, AND WHAT YOU

WANT TO PROVIDE THEM. FENTIRFLY IN FINCTTON TERME — BINETTANE  ANR TLUDTD



TOLD HIS SUB-MANAGERS AND DESIGNERS "I WANT ALL LISTINGS AND COMPAR-
ISONS FOR YOUR WORK AND TO PRESEHT AND DISCUSS WITH ME,TO DBE MADT
WITHOUT ANY MATERIAL CR PART NAYES, BUT EXCLUSIVELY FUNCTIONS,FUNCT-
ION DESCRIPTIONS, AND COSTS". HE SECURED A CONSULTANT WHO WAS SKILL~
ED IN THE VE SYSTEM OF IDENTIFYING, NAMING,DESCRIBING AND EVALUATEING.
FUNCTIONS AND GROUPS OF FUNCTIONS,FOR THREE WEEKS, TO WORK WITH THE
MEN. |

THE PRODUCT BECAVE MARKETABLE AND PROFITABLE, BASICALLY BY THREE
TYPES OF CHANGES: o

1. COSTS WERE FOUND FOR FUNCTIONS WHICH MADE NO CONTRIBUTION,
AND WERE ELIMINATED. - _
2. SOME FUNCTION COSTS WERE FOUND WHICH WEKE MUCH HIGHE R‘THAN
_ THEIR VALU”. CHANGES KEPT QUALITY,AHD SECURED THESE FU\CTIOVS
| FOR THEIR VALUE. ' |
3. THE VALUE OF SOME FUNCTIONS WAS ssﬁu TO BE_LOVER THAN LHEIR
 COST BECAUSE OF THE POSSIBILITY OF COMBINING THEM WITH A
OTHER FUNCTION CHANGES REDUCED THE TOTAL COST OF THF TUO

FINALLY, 1 BELIEVE THAT CHANGING FROM THE "} AJERIAL" TO ”FE
FUNCTION® SYSTEM NOW Will BE PROFITABLE,PRACTICAL AND TIMELY - AND
THE TASK NOT BEYOND CAPABILITIES OF GROWING 1Nronan10N HANDLI&G
SYSTEMS.

AS 1 BOUGHT AN AIR CONDITIONER LAST MONTH,THE DEALER:PRESSED A
BUTTON AND SAID,"WE HAVE 10 IN THE WAREHOUSE, 7 ARE SOLD,3 ARE
AVAILABLE,B ARE IN TRANSIT FROM THE FACTORY TO THE WAREHOUSE®.
INSTANT , ACCURATE USEFUL KNOWLEDGE.

AS ANOTHER EXAMPLE OF TODAYS MAN-MADE INFORMATION HANDLING. I

>

 LIKE MAMY OF YOU, GOT A DIGITAL WATCH. ON THIS TINY. INCREDIELE -
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" *WITH SOME MONTHS 30 DAYS, SOMZ 31 AND ONE 28, I'LL HAVE TO ADJUST
AT THE END OF MOST MONTHS".  BUT NOT SO! AT ONE MINUTE UNTIL MID-
NIGHT WE WERE PLAYING BRIDGE. 1 SAID “NOW WE'LL MAXE A CRUCIAL TEST".

W o ATT Ty Y T AANNT T v ey b T AR Snad ™ 3 ~ B Ny / T 13
OnF SECOND AFTER MIDNMIGHT, I PRESSED THE BUTTON. 17 READPMARCH 1V}

]

BECAUSE OF SUCH SKILLS IN INFORMATION HANDLING, I NOW FEEL THAT

THE TIME HAS COME FOR"FUNCTION"LANGUAGE.
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.Continueing My ESSEHNTIAL THOUGHTS FCOR VA & VE

S M., SN
v AR RN

. USE VA TECHNIQUES TO PURCHASE FOR PROFIT

BEFORE LEARNING "HOW® TO  BECOME A RETTER PROFIT MAXER, THERE ART FIVE

DEICISIONS FOR THE BUYEX TO MAKE. HE MUST DECIDE: |
1. THAT HE IS THE "GOALIE" (AS IN HOCKEY OR SOCCER). THAT IT IS HIS
JOB TO SEE THAT NO HONEY GOES OUT WMLESS VALUE COMES IN, NO MATTER
WHAT. THAT HE DOSSNT COMPETE WITH HIS TEAMMATES ,NOR FAULT TEEM
FOR' THEIR MISTAKES, BUT HE DOES HAVE A JOB TO DO. VHEN THE PUCK
OR BALL SLIPS THRU, HE STOPS IT. IF IT GETS BY Hi¥ TOO ITS A LOSS,AND
COMPETITION WINS. T ’ S o
2. THAT HE WILL NOT JUST CATCH THE BALL AID QUICKLY THROW IT ON.
HE WILL KUN IT A MUANINGFUL DISTANCE TOWARD THE GOAL BEFORE HE
THROWS IT. HE-WILL NOT JUST GET A REQUISITION, AND HANDLE IT °
CLERICALLY. HE WILL CONTRIBUTE.
3. THAT, AS IN A GAME, HE WILL HAVE BLOCKERS AND STOPPERS WHICH
HE MUST OVERCOME. HE MUST EXPECT TIS,BE PREPARED FOR IT AND DO IT.
4, 7§§TMUST TEACH HIS TEAMMATES THAT HE IS COMPETENT TO RUN THE BALL
A MEANINGFUL DISTANCE, AND THAT HE WANTS AND EXPECTS TO DO IT.
5°}§%)WILL TEACH HIS VENDORS TO HELP HIM.

IT IS BY NO MEANS SUGGESTED THAT THE VA BUYING TECHNIQUES WHICH FOL-
LCY WILL ALLOW THE INEXPERIENCED PERSON TO BUY PROFITABLY, BUT RATHER
THAT THEY ARE ADDED TECHNIQUES FOR THE USE OF THE EXPERT BUYER. THEY
ARE FOR THE “COACHING OF CHAMPIONS“.  SPECIFIC "ONE-AT-A-TIME" VA
BUYING TECHNIQUES, SOME WITH BRIEF DESCRIPTIONS OF_EXAMPLES,FOLLOW,

THE READER WHO WISHES MORE DEPTH OF IN aﬁATION ABOUT ANY EXAMPLE WILL
FIND IT BY REFERING TO THE PAGE IN PARENTQESIS ie (57), IN THE MILES

BCUK,SECOND EDITION, MCGRAW-HILL BOOK CO.
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THE BUYER WILL LEARN FUNCT ION,KNOW FUNCTION, AYD IN SO FAR AS HE
CAN WILL PAY OUT NO MONEY WHICH LOES NOT BRING IN AN IDENTIFIED AND

WANTED FUNCTION. SOUE APIROACHES FOLLOW:

«"PURC hAsED PARl FUNCTION ANALYSIS."THE BUYER LEndNS THE FU”“”IOT

’OF THE PARTS HE BUYS. HE ASKS QUESTIONS.HE LEARMS.HE U\DVRSTANDS. .-
LITTLE,OR ‘
IF THb PART SEEMS TO CONTRIBUTE/NOTHIRG HE ADVISES THE RBQUISITIOV“R

AND ASKS HIM IF HE WISHES TO R“CO”SIDLR TO CANCEL OR CHANGE THE
REQUISITION.

Example (100)%Dust Cover"used inside another enclosure on elec-
- tronlc equipment. It cost %¥5.CO. Buyer saw no function, questioned
it. Engineering said "Marketing Require it". Marketing sald,"No

function, take it off.Only one customzrt wants ive I'11 chargo him
extra and put it on hiso '

2. “PURCHASING ‘PARTICLE' FUNCTION ANALYSIS". THE BUYER CREATIVELY »
AND IMAGINATIVELY EXAMINES EACH PARTICLE OF THE ITEM HE BUYS.IS THAT .
PARTICLE WORKING? ARE ALL PARTICLES WORKING.APPHOXIHATELY TO THEIR
CAPACITY, OR ARE SOME PARTICLES DOING NOTHING BUT ADDING WEIGHT AMD
VOLUME AND COST? WHEN HE FINDS NON~-WORKING PARTICLES WHICH HE KNOWS
HE MUST PAY FOR, HE RAISES THE QUESTION "CAN SOME OF THIS® NOW WORKIN
MATERIAL BE ELIMINATED, OR PUT TO WORK"?

Example (57) The buyer bought 11¢ worth of steel 3 inches wide x
1/8 inch thick from which stampings were made for a shift lever
bracket on an appliance. He evaluated the function at 3¢. He saw
that the bracket was ~%, not 3" wide and that %" of steel scrap
along each side resulted from punching.Thlis was non functioning
steel he was paying for. He saw that there was waste steel all
‘t.the way ‘around-Why? Why not get the right width of steel and '
Just cut it off? He questioned it. The result pleased him greatly
The shape of the back end did'nt matter, so thez designer made it th
reverse of the front shape, so thatinstead of punching out each par
wlth scrap all around, now it was JLSt a cut~off operation, so that
by advancing the material two lengths for each stroke,one was cut

off and the other punchzd off. The result was no scrap,% the punchli
cost,; and no scrap handling.
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S« “SPECIFICATION FUNCTION ANALYSIS". EACH ITEM OF THE SPECIFICATION

WHICH ADDS COST, IS FCR THE PURPOSE OF BRINGING SOuE FUMCTION, SURFACE!

ANt T e - 3 7 B Pl ol T N ANT i T TN T b AR 5 J0E St ad
SECOTHER THAMN MNOHMAL CLEARANCES TIGHTER THAN ORMAL PERPENDICULARITSS

MORE EXACT THAN NORMAL. EACH ARE FOR SOMS FUNCTIONING PURPOSE. THEV
BUYER CHECKS EACH OTHER-THAN-NORMAL SPECIFICATION,TO LEARN WHICH ARE
ADDING COST, HOW MUCH, AND WHAT FUNCTION THEY PROVIDE. HE OFTEN | |
FINDS THAT SOME ARE NOT ADDING FUNGTION. HE THEN DEVELOPS THE AMOUNT

OF COST BENEFITS WHICH WOULD RESULT IF THOSE SPECIFICATIONS WERE MNOT

INCLUDED. HE PROVIDES THAT KNOWLEDGE TO HIS APPROPRIATE TEAMMATES SO

THAT PROPER ACTION MAY BE TAKEN.

Example (128) A smatl,very precise steel part resembiing the top
half of a shinglie nail was being purchased in quantities of 700,000
per year. They cost 6¢ each, $42,000 per year. The buyer questionzd
their function. They were'vaives” In the gas system of a refrigerato
They acted as a check valve. They were always mounted in an upright
position and were positioned in = the top of a tube so that any gas
filow from below oniy had to 1ift thelir welght to proceed,but any gas
trying to return was stopped. To shorten this interesting and val-
uable story,.all of the tolerances other than on thes underneath of
the head added nothing to functlion and were made normal. Surprisingl
the cost was lowered to 1/10 cert. $700. per year instead of $42,0C

4, "“PURCHASING AESTHETIC FUNCTION ANALYSIS". AESTHETIC FUNCTION IS

IMPORTANT. NO NEED TO MAKE IT IF IT DOESNWTTPLEASE THE CUSTCMER SO
THAT HE WILL BUY IT."AESTHETICU"FUNCTION IS BOUGHT THE SAME AS"USE™
FUNCTION, EXCEPTING, THE BUYER CANMOT USE AS XUCH OF HIS OWN JUDGENENT

TO

IN SELECTING WHAT IS "ARTFULY, HE MUST LEAVE THAT ENTIRELY/HIS TALENTE

TEAMMATE. HE DOES HOWEVER OFTEN. DEVELOP COSTS FOR ALTERNATIVES WHICH

MIGHT PROVIDE THE SAME,OR BETTER AESTHETIC VALUES, AT LOWER COST,'THIE

KNOWLEDGE GREATLY AIDS THE ARTFUL DECISION MAKER IN SELECTING BEST

"AESTHETICS" AT LOWEST COST.

Example (2) A small polnted trlangular shapsd piece of very thin
aluminium was used on the knob of an apptiance. It served two funct-
ifons. It coveredithe sciew which mounted the knob to a shaft and

it served as a pointer Indlcating the adjustment. It containad a

~ o~ —~ e

P . | . TP —

4 % .
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The buyer asked a supplier of tiny stampings to quote to the same
drawing,but make it of pre-polished stalnless steesl. He quoted
55,000 for a years supply of Interchangzadle parts. The style de-
signer said, "buy it, I like it better,and we add $15000. to earn-
ings. S
5. "ADDXTIONAL COST FUNCTION ANALYSIS". IS THE PART CR MATERIAL
READY TO USE, AS RECEIVED? IF NOT, WHAT IS IMMEDIATELY DONE TO IT?
WHAT 1S THAT COSTING NOW? COULD WE BUY IT READY-TO-USE? KON MUCH
MORE WOULD THAT COST?

1 PAUSE A MOMENT HERE TO POINT OUT THAT NONE OF THE DECISION MAKERS
IN THE SYSTEM HAVE THAT INFORMATION - UNLESS AND UNTIL THE BUYER GETS
1T. MUCH OF THE ADDED CONTRIBUTION WHICH THE BUYER CAN MAKE IS FROM
THE FACT THAT HE HAS SOURCES OF INFORMATION}WiHﬂ% IN FACT NEEDED,BUT
WHICH IS NOT DEVELOPED, EXCEPTING BY HIS ACTION.

Example (232) For 23¢ each the buyer bought thin strip steel 2 Inches

wlde which was uszd in pieces 8 inches long, more than 1,000,000

per year. Pursuing  the "Additio‘%% Cost Function A?alysis“ app-

roach he found that the part went” the product at 1034, Some for
making holes, but much for grinding,rounding and smoothing one edge.

He then proposed that he buy "mill edge" strip, by paying a small

price “extra",securing the smooth rounded edge,as reczived. This

lowered the "as used" cost to 43¢, adding $60,000 per miilion per.

year to earnings.
6. "SUPPLIER MANUFACTURING COST FUNCTION ANALYSIS™. ON LARGE VOLUME
COMPETITIVE ITE#S IT IS OFTEN IMPORTANT FOR THE BUYER TO KNOW MUCH
ABOUT THE MANUFACTURING PRACTICES AND PROCESS OF THE SUPPLIER. WiHAT
WORK IS HE DOING, AND WHAT COST IS HE INCURRING WHICH DO NOT ADD TO N
THE FUNCTIONS THE BUYER WANTS? THE SKILLED BUYER, IN THE PROPER
FRALEWORK OF BUYER-SUPPLIER CONFIDENCE CAN RELATE APPROXIMATE COSTS
TO FUNCTIONS IN THE SUPPLIERS OPERATIONS. HE OFTEN FINDS OPPORTUNITY
TO END COSTS WHICH DO NOT FUNCTION, ENDS THEM AND BRINGS BENEFITS
TO BOTH THE SUPPLIER AND THE BUYER.

Example (63) Enormous quantities, 50,000,000 per year, of a tiny
ctalnice=s artesl nin 1716 dia. ¥ $/8 inchea lona were nurchased and
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and each operatlion which added cost, together with the function
provided by that cost. The results were most gratifying. Among
other non-functioning costs the buyer found that the wire bough?
was so large that it requlred 3 centerless grinding passas to
bring 1t to the right size and finish., The quantity was so large
that wire the exact slze wanted could be bought, at no premium,
and given one centerless grinding pass. The suppller had set his
own manufacturing tolerances at half those of the customer, and
threw away those between & and full allowable tolerance. Of course
they were included in hls costs. Changes were made in Inspection
and handiing. Cost bezcame 51,90 per thousand. The same changes

made on a similar additional part brout the added earnings per
year to over $100.000, . gt

7. "FUNCTIONING PRODUCT ANALYSIS". OFTEN REQUiSITIONS CALL FOR PRO-
DUCTS WHiCH THE BUYER BUYS. LEARNING WHAT THE FUNCTION NEEDED FROM
THE PRODUCT IS, THEN SECURING PROPOSALS FROM SUPPLIERS WHO MIGHT
PROVIDE THAT FUNCTION, BUT BY A DIFFERENT APPROACH, IS EXTREMELY
PROFITABLB. THE BUYER THEN SUBMITS THE PROPOSAL TOGETHER WITH ITS
COSTS TO THE REQUISITIONER FOR HIS STUﬁY, AND OFTEMN, HIS APPROVAL.

Example (334-19,3539-19) 3000 arching horns per year,made of bronze
parts Tormed and brazed cost $6.50 each. They were 15 inches long
~and about Rx2 inches. The function was to absord the heat of the
arc when the contacts were opzned, so that the arc would extinguish,
With this configuration and function in mind the buyer submltted

- 1t to a supplier of shell-moldings. He suggestied a shell-molded
casting of the same slze,shane,and heat-absorbing propsrtles. With
this knowledge and the quotation of $2.25 each pilus 55¢ each for
the first year, the buyer submitted the proposal to the production

people. This new knowledge allowed them to lower costs $10,000
to $12,000 per year,.

8."SUPPLIER MANUFACTURING PROCESS FUNCTION ANALYSIS" THIS IS QUITE |
SIMULAR TO #6,BUT DIFFERENT. FUNCTION BUYING IS A MNEVER-ENDING PROCQSS
THE BUYER CONSTANTLY LEARNS THE FUNCTIONS WHICH ARE BRING PERFORMED ,i
BY THE MATERIALS HE BUYS. HE USES HIS KNOWLEDGE AND SKILL TO?MATCH |
UP THE FUNCTION NEED WITH SPECIALTY SUPPLIERS CAPABILITIRS. HE TRIES
DIFFERING APPROACHES. HIS BATTING AVERAGE BECOMES PRETTY GOOD.

Example (147,218) 800,000 J-bolts per year were belng purchased

for 1134 each. They wzre 8 inches long,made from 3/16 Inch dla.

steel rod. Threze of them supported the heavy wsight of the TV tubz
and the surrounding coils and apparatus. They had a 3 inch radius

haonolt an Aane oA ArmAd darm et ~ £ L4

Y
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. “evaluated their function by several comparisons and decided that"j;"
‘2 or 3¢ was the maximum possible value of the function. In that '’
quantity, he wouldnt pay more than & or 4 cents for a bolt that
length and size, Certalnly the J-bolt should be made by a supplier
who used roll threading and automatlic bending and cut=-off equipment.
He asked one for a quotation. The vendor rzplied that the drawliog
calls for cut threads, which puts it on the slow screw machinz
equipnent. As conirasted, he would make it with rolled thread
wnich would be interchangeable. He quoted 13J. The engineer examined
the suitability of roll threads vs cut threads. He found that
roll threads were a little stronger bzcause the mztal is worked a
little. He changed. Purchase cost became 1347Z instead of 113d,
adding $80,000 of earningse.

9. "NON-WORKING COST FUNCTION ANALYSIS®. EACH PURCHASE COST IS TO
SECURE SOME WANTED FUNCTION, THE DUYER WILL LEARN WHAT THAT FUNCTION
IS. OFTEN HE CAN IDENTIFY,IN THE PRODUCT, THE PART OR PARTS WHICH
PERFORM THAT WANTED FUNCTION. HE WILL ALSO FIND SUPPORTING ITEMS,NOT
PERFORMING THE MAIN FUNCTION, WHICH ARE ADDING MUCH TO COST. HIS SUPP-
LIERS MAY SUGGEST LESS COSTLY MEANS TO PROVIDE THIS SUPPORT.VA TECH-
NIQUES CALL THESE "SECONDARY"FUNCTIONS. PROPER CHANGE IN THEM DOES
'NOT EFFECT THE WANTED FUNCTION FROM THE DEVICE. IT'S THE BUYERS JOB
TO DEVELOP THIS KNOWLEDGE AND REFER IT TO APPROPRIATE SUPPLIERS FOR

THEIR PROBABLE CONTRIBUTION.

Example (108) Large quantities of a tiny radlo frequency trans-
former - about twice as largsz as a grain of rice,cost 39¢ each.

The buyer reasoned,"where is the cost? only a small amount of two
tiny wires, held close together, perform the function. He discusszd
it with the supplier. The wires were wound on a tiny spool.4 holes
were drilled in the spool ends and working by microscope the wires
were threaded through those holes. It was very siow and costly.
Clearty, the principal costs in the purchased item added no function.
The laboratory was asked for an adhesive which would not react with
the Insulation on the wires and which would have long life. It was
provided. Thz wires were wound on a support tab,touched with a spot
of adhesive,and the transformer was functional and Interchangeable.
Cost became 19¢.Earnings were Increased $40,000 per year.

10. COMBINING TWO VA PURCHASING TECHNIQUES - “CC&BINATION OF PURCHASING
SPECIFICATION FUNCTION ANALYSIS AND PARTICLE FUNCTION ANALYSISY. SINCE
EACH TECHNICUE HAS BEEN PRESENTED (TECHNIGUES 2 & 3) IT IS ENOQUGH TO
HERE SHOW THE REMARKABLE BENEFIT OF USING THE TWO IN COMBINATION.

THE BUYER WILL LEARN TO USE SEVERAL SIMULTANEOUSLY,OFTEN WITH NUCH RESU



 ‘Example (127) 2,000,000 per year of small iron screw machine

parts cost 3+¢ each,$70,000. They were % inch diameter x % Inch -
long,with a slightly larger flange at one end. Tolerances 2and
finishes were very exact overall. What was the function? Thay
were “pole pleces™. Thelr function was to carry electromagnetic
flux up from the flanged end out through the cylindrical sides,

in radio and television speakers. The small end of the speaxer
conz nounted a light cylindrical coil which “Tloated" closely »
around them without touching. Spaced closely outside of the floating
coll was the electromagnet. c e

To functlon properly, the flang-end surface must be real smooth.
and flat, so that un-wanted alr-gap does not exlist, The sides must
be very perpendicular to this surface so that the floating speaker
coll which surrounds them can have close dimznsions, still not touch
The buyer questioned,"What is the function of the flange?” It is for
convenient mounting. "Does the top of the pole plece whis in air
In the cone have any function? No. It was.seen that since the
useful flux goes out through the sides,a conical shap of materlal
in the top was not functioning. -

The buyer called in a supplier of "colned" steel parts. Told him:
1. We need 2,000,000 per year. 2.Smooth and flat surface on the
bottom. 3. Close tolerance and close pzrpendicular tolerance on the
sides.. 4. Flange can vary normal amounts In thickness and diameter
5% Exactness of lengtiiis mnot important,in fact some material might
be removed from the inside top. '

The supplier quoted 13¢ on colned "buttons" of iron. He could cut
of the slugs on a high speed shear,{which produces a little variatl
in their lenth. He would coin them in a closed die with mirror
smooth surfaces. Any slight variations would come in the flange or

top end. The change was made. ldentical performance and $40,000
additional earnings were the result.
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