


TITLi, AIM, AND SCOPL OF BOOK

A. The purpose of this textbook is to provide the learner with gpecifi¢ infor-
mation concerning the system of Value Analysis and Value Engincering
techniques and their use. Thiz book covers the specific system of tech-
niques put together for the purpose of efficiently identifying large amounts
of unnecessary cost in all stages of the product cycle--before design, during
design, during manuiacturing, during purchasing work, etc.

B. Chapter I orients tie learner into this basic system of techriques for the
officient identification of unnecessary cost and provides the basis of under-
standing which will make the application of the Value Analysis techniques
understandable.

Chapter 1I provides and teaches a systernatic plan throughout which the
Value Analysis techniques are applied.

Chapter III describes, explains, and illustrates the thirteen specific tech-
niques which, in conjunction with the Value Analysis system accoraplish
the efficicnt identification of unnecessary costs.

Chapter IV provides further instruction and examples in the use of the
various techniques and groups of techniques in the Value Analysis system.

Chapter V introduces to the readers the vitally essential special knowledge
whieh is used in conjunction with the techniques. The total fund of special
knowledge will be built by the user; however, this chapter describes it,
shows how it is used, and provides typical knowledge in appropriate form
and of appropriate type.

Chapter VI comes to grips with the practical problem oi securing effective
implementation of jood value alternatives which are developed through
ase of the Valus Analysis system with its special techniques and knowledge.

Chapter VI provides very valuable guidance on the relationship of the use
+f Value Analysis ané Value Engineering techniques to the various work
areas in a business--the relationship to accounting, appearance design,
engineering, mwanufacturing, purchasing, quality control, sales, cost
raduetion activitics, otc.

Chapter VI provides gaidance and recommendations for effective organi-
wation in a business including structuring, number of personnel, use of
personnzl for the various types of bunrinessss {rom the smmallest businesses
to the lar;set ousinesses,

Chapter I shows the 2ssential qualifications, experience, and skills
required as a basi. for men who can learn the Value Analysis and Engineering
syaters and utilics it offectively.



Chapter X deals with the actual work content which must be accomplished

for effective Vzlue Lngineering. It describes the varicustypes of work

that are required and also provides guidance as to which types of work need
special emphasis in sales, in engincering, in manufacturing, and in purchasing.

Chapter XI deals with the vital subjects of mcasurements and teets which
establish the grade or degred? of excellence of the value practices and value
work. It also includes consideraticns important in the vital field of
motivation of value wurk,

Chapter X1l includes an extremely useful series of practical questions
bearing upon the Value Analysis system, its concept, its specific techninues,
its operations, its ovganization; in fact, zll of the subject matter in the text.
These questions carry the headings of the chapters to which they refer
making it practical to assign daily work on ihe areas throughout the book

o7 depth studies in zpecific areas. It alsoc includes specific prodlems

oy which an instructor can test the practical effectiveness of the learners
use of the subjeet matter. It further consists of a bibliography of Value
Analysis and Vulue cngineering tegether with recornmended allied reading.

WHAT ARL ITS EP.LCIAL FREATURLE Y
A. The Value Analysis and Engineering system has taken techniques from all

technologics and arranged them in a special system with appropriate em-
phasis to efficiently accomplish its task. These techniques are function
based rather than parts based or process based or materials based and
constitute a new and extremely efficient approach.

Probaply no departures in presentation of material have been wmnade. The
text describes the iroportant techniques, includes penetrating questions
which, when answered fally, will develop a substantial understanding ,
includes numercu. case histories to illustrate their use and dozens of actual
problems which will strengthen the learner’s ability to create effective
solutions.

‘the system cof Value Analysis techniques like other new effective systems
incerporates knowledge and technique from existing teehnologies where it

is available, arranges it in appropriate order, eniphasizes and de-zmphasi-es
it in 2 manner that makes it efficient, then intersperses teciiniques which

are eontirely new which are required fur this work., An entirely new technique
iu that of evaluating functions. This has not hitherto been done and experi-
ence aas shown it is, by all odds, a technigque of decisive strength.

Lhjs,

The Value Analy.is system iv a practical system.

In the matter of the use of this book in the classroor, it will be effeetive
in the following arcas: post sraduate and post experience training in
industrial engineering, design znzinsering, and procurement work,



Graduate instruction in the same,
Final year of college or equivalent courses in the same areas.

G. This question was alrecady answered--this buok contans problems and
questions as assignment aids.,

i
[
.

None
I. At this moment, I am not qualified to 3ay.

J. Velue Analysis techniques have been taught to several thoucand people in
our Company. However, the teaching has hitherto rslied upon the skill
of the instruetors rather than the adequacy of the text material. The
results have been extremely gratifying,

AL GeT FROM IT

&. dere is a new function based system of techniques oriented toward ' anye
thing that costs roney, whether it be a service, a product, a procgess
or whatever' which wili aid me to cificicotly identify and eliminate import-
ant amounts of non-working cost,

Be  The reader who uses the book for seli-study icust recognice that the dealing
with th technigaes i extrercly concentrated and he will not leacn to use
them Ly the voading, He should peruse it, thea start with the Valae . snalysis

prooach and the various techniques tudying them while working on specific
projects ot his swn on which he applies themn., Once he has mastered the
use of the techniques, then he will be ready to vecCeive more benefit from
the guidance later on in the text on how to organize, staff, how tu sceoure
implenientation of the alternat.ves, ote.

SIT Guldeasn WITH OTHARS IN Tl Fle Lh

HOW DO
A. I suppose that a person not {familiar with the content of this book would
consider that any buol on ¢ost reduetion, on industrial enginecring, on
; plification, anu related subjeet: war a competitor in this field.
Actually, the truth is exactly opposite. This text provides a systen: whieh
rosults in the teehnologies of all of those listed, and othe ve, bein; appropri-
ately used inthe usiness, Shis is a new fanetion based system for cvalu-
ating funetions and {,r seeuring the effective devaloproent of value alternatives.,

. The approach in Value Analysie is from a basis of dollars cost and function
secured frum those dollars. The method of creatment i8 to sharply study
these functions to identify exactly what is desired, then to place value--
Loeo, appropriate cost--upon the:n acgordingly. This system is easy to
anderstand because every dollar of expenss of every nature iz intendled by
its purchaser to buy some type of a2 "function., - The whole bazis of the study
of value in this fext i3 appropriately evaluating that function and providing
alternatives wiich will seeure it for its vaiue,




Many books exist which deal with manufacturing processes, with special ma=-
terials, with special concepts of design, with special systems of purchasing,
Each makes large contribution in its field. Value--i.e., appropriate cost—-
is secured by the proper use at the proper time of the technologies in all of
these fields, The techniques in this text bring into clear focus areas for
improvement from all of these technologies,

WHICH ILLUSTRATIONS ARE BEST FOR PROMOTION?

I require a little more time for study of this than I can give it at the present
writing. I will send this item in to you soon,

WHAT IS THE MARKET FOR INDIVIDUAL SALES?

A. Any executive who has profit accountability for a business or activity,
Any man in a business whose decisions affect the appropriateness of costs
and therefore the profits of the Company. Some are listed:

Engineering managers
Engineers
Manufacturing managers
Manufacturing people in many of the categories
Purchasing agents
Buyers
ales planning personnel

ales people, especially of a product or process which has some tech~-
nical content,

B, Engineering organizations, such as,...

IRE

ASME

AIEE

Brafting organizations

Management improvement organizations
NAPA ard similar organizations in the purchasing field
Societies of tool engineers—-of industrial engineers—and similar

Ce We have been forwarding these to ¥r, :fcks. We will forward others to you
as they come in.

WHAT 1S THE MARKET FOR QUANTITY INDUSTRIAL SALES?

A. For in-plant training courses in engiiicering, drafting, manufacturing methods,
purchasing., The book might be quite appropriate as a give~away for good will
to purchasing agents, buyers, etc, In general, the philosophies and approaches
find ready belief by purchasing people, perhaps importantly because it helps
bring closely into focus the changes which engineering and manufacturing people
must mgke in order tc allow purchasing to accomplish a very muck more profitable
job of buying,



B. Probably purchasing associations/
Perhaps industrial groups such as Electronic Industries Association/
Perhaps associations in the military or having much to do with military materiel
since the techniques taught are so extremely applicable to the design,
procurement, and cost of all military equipment

C. Howard L. C. Leslie Walter J. Cahners
Value Analysis, Inc. Industrial Education Institute
141 N. Broadway 25 Huntington Avenue
Schenectady, New York Boston lé Massachusetts

WHAT IS THE EDUCATIONAL MARKET?

I am, of course, disqualified from answering this question as drawn because

I have not been teaching. However, there is pertinent information in this
area. This is put in shape as a textbook so that the professors who plan
the curriculum for electrical, mechanical, industrial, and similar engineering
courses should be very much interested in using it as a text. Furtiiermors,
as an advanced course for men who are taking purchasing electives. it will be
outstanding. This text is a result of our industrial work in developing bet-
ter problem-solving methods for the identification of unnecessary cost, The
curriculum planner who learns in enough depth precisely what is covered by
this text will find that it covers an area which has never before been taught
using a proven approach developed from experience. One deterrant for early
understanding of this may be the fact that they will recognize a number of
the ™bits and pieces™, the specific techniques, and not recognize that the
extremely large accomplishment is the result of using known techniques, some
with greater emphasis, adding a few very essential and hitherto unknown and
unused techniques, and incorporating all into an appropriate system for the
identification of unnecessary cost.,

WHAT IS YOUR BACKGROUND?

A, We include some biographical accounts from which you can extract that which
is useful, We will also provide this brief rumning account for you.

Craluate - Nebraska Wesleyan University with major in education - 1925

Experience as principal - urban high school,

Graduate Electrical Engineer -~ University of Nebraska - BSEE - 1931

Joined General Electric - Engineering Training Program

In 1932 - became design engineer in vacuum tube engineering department

Always seemed tu have a driving interest in the cost of all the factors that
enter intc engineering decisions, This interest led to an assignment
in 1938 with Harry L. Erlicher, vice president of purchasing.

During the period from 1938 to 1544 carried responsibilities in procurement
of military materials, such as, at different times for the Manhattan
Project - which developed the atomic pump - the B-29 gun turrets,
turbo superchargers and other similar vital material. During this
period of time, of necessity, worked in areas involving real deptn of
both purchasing and engineering considerations. Furthermore, manufac-
turing processes and procedures and problems were constantly a large
factor,

1944 to 1947 - purchasing agent of one of the General Electric plants,



Late 1947 - returned to headquarters staff - started development and formali-
zation of the systews of techniques veported in the text.

Since this time, my principal work has been developing and guiding a group which
would further extend knowledge, prove feasibility of the knowledge in actual product
areas, teach and consult the various product departinents in the effective utilization
of the techniques.

At the saine tirne, since it is the policy of the General Electric Company to be a

good citien and to make extra contributions, I have iollowed this line of work to

the extent of miaking, I presume, approximately 140 to 200 presentations. These
:nclude presentations at sorne of the annual mneetings of national socicties, at the
wniversity of California, and others. (Incidentally, we have beea invited to give
presentations to some of the various universities many many times through this
period which we have been forced through shortage of time and resources to decline,
More details can be provided from our records to you in this arca if they are useful.)

[

he biographies attached will indicate a few more important items.

i, Lawrencs . Mileg
Manager - Value Servige
General Slectric Cowpany

C. Liverican Urdnance Assuciation
National s.szociation of Purchasing Agents
whaizman - Value ‘ngincering Committee - Electronic Industrics Zssociation
kdison Club
Mohawl Club
tebrasks . celeyan
University of Nebrasika

WHERE sHOULD NUWE 0¥ YOUR 800K Bi CIRCULAT <D
A, Purchasing Magazine

American Machinist Majgazine

Lesign News

Management hethods iMagarine

it This information will be g

[

pelicd at a later date,
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MARKET SURVEY

AUTHOR UNIT
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McGRAW-HILL AUTHORS

MARKETING A BOOK

We take pride in the thoroughness with which we seek
the market for all books pearing our imprint. The spirit
of the agreement that we make with the author i_s that

each book is 2 geparate business yenture into which we
have entered as @ partner of the author.

In marketing his book, the author can be of material
assistance to US. He knows the subject better than Weé
can ever Know it, and he knows the type of man to whom
he intends his book to appeal- For these reasons, we always
welcome the assistance and suggestions of the author.

Speciﬁcaﬂy the author can assist the publisher, first in
defining the scoP€ and purpose of the book and suggest-
ing special features to be emphasized in the publicity,
and, gecond, in recommending special periodicais to

which copies would be gent for review, and lists of pros-
pective purchasers which may well be circularized.

The aim of the McGraw-Hill Book Company is to secure,
for every Yook on which its imprint is placed, the widest
ossible circulation both in the United States and abroad.
Vet the author, more than the publisher, is in touch with
the activities of his own field, and as @ supplement to our
regular procedure and the contacts of our organization,
we welcome the suggestions and comments of the author

in carrying out the spirit of the pubiishing agreement.




NOTE: Please answer questions on separate
sheets of paper and return promptly. In using
the information submitted for the sales pro-

1. State the title, aim, and scope of your book.

A. Describe your book in about 100 words, stating in general terms its purpose and the

su

g{g%%i_itmyg's. When giving title, tell whether final or tentative, and include any
(-

B. Please give a one-sentence summary of each chapter. If some are particularly more
important than others, please indicate these and briefly tell why.

2. What are its special features?

Point out in detail the distinguishing features which make the book outstanding, elaborat-
ing on such questions as:

A.

B.

What new approach to the subject has
been taken?

What departures in presentation or
treatment of materials have been made?

What recent advances in the field have
you covered?

D. What special topics or material have you

covered which heretofore have not been
treated in a work of this kind?

. What key words best stress the type of

treatment (practical, theoretical, sim-
ple, technical, ete.) ?

Keeping in mind the use of your book in classroom instruction, please answer the following:

F.

3. What will the reader get from it?

At what grade levels would the book be
usable (high school, trade or vocational
school, industrial or business training,
technical institute, college) ?

What distinctive classroom helps, such
as problems, questions, discussion top-
ics, review exercises, ete., does the book
offer?

H. What complementary instructional ma-

terials for use with the book are avail-
able? How used?

What other books, and in particular
what McGraw-Hill books, are especially
suited as companion or supplemental
volumes?

. If the materials in your book have been

tried in classes, how long and in what
form were they used?

A. If you were a prospective purchaser of this book, what single, outstanding feature would

persuade you to buy it?

B. Briefly outline how the reader who uses your book for self-study will benefit from it,
indicating any materials, methods, illustrations, or data of a practical or “how-to-do-

it” nature.

4. How does it compare with others in the field ?

A. List books that are competitive, in whole or in part, with your book and tell how yours

B.

differs from them.

Point out how your book improves on each with reference to: (1) approach; (?)
arrangement and method of treatment; (3) ease of understanding; (4) size; ete. List
also any characteristic weaknesses and omissions in competitive books which you have

avoided.

5\.Which illustrations are best for promotion?

o Please select two or three of your book’s illustrations which may be of special interest for
promotion purposes. Please identify them by figure number, or chapter location, or caption.
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motion of your book, we shall do so with dis-
cretion; therefore, do not hesitate to answer
questions candidly and completely.

6. What is the market for individual sales ?

A. What type of reader can use your book for self-study?
B. Give the names of societies and other special groups of individuals to be circularized.

C. Furnish the names and addresses of individuals and organizations with whom you have
had contacts, who should be circularized.

7. What is the market for quantity industrial sales?
A. For what type of industrial organization would your book be most appropriaté for
training purposes or as a give-away for good will, etc.?

B. Give the names of societies or other special groups that might purchase your book in
quantity for resale or as a gift or premium to their members.

C. Furnish the names and addresses of individuals in industry with whom you have had
contacts and who might be interested in quantity purchase of the book.

8. What is the educational market?

If you are teaching or have taught, and the book is usable in classroom instruction, please
answer the following:

A. Is the book the result of your teaching activities?

B. What is the title of your course in which this book will be used?

C. If similar courses are often given under other titles, what are the most common ones?

D. What is the length of this course in credit hours and classroom hours?

E. How is time divided among lectures, quiz, or recitation periods, and laboratory periods?

F. If la}?boratory work is given in the course, how is it conducted and what manual do you
use’

G. What is the average size of the sections in which classes are conducted ?

H. What courses are prerequisite to yours, and in turn for what other courses is yours a
prerequisite?

I Give the names of former associates or students now teaching courses in which the

book might be used as a text.

9. What is your background?
A. Write a brief biographical account of your professional career, stressing your special
qualifications for writing this book.

B. Include your name exactly as you desire it to be used in conjunction witH the advertis-
ing of your book, and give your present position.

C. List your associations, both personal and professional, which should influence its sale,
as well as your college, fraternities, and home address.

D. Please attach a glossy photograph of yourself, 5x7 or 8x10, suitable for promotional use.

10. Where should news of your book be circulated ?

A. List the periodicals and journals which should be most effective media for reviews of
\your book.

B. Give names and addresses of appropriate company house organs, alumni and fraternal
ublications, local newspapers, and other special media to which we can direct publicity
about you and your book.
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