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/f 1) MARKET. QUESTIONNATIRE

TITLE —5“\0UR NAME —- AFFILIATION

1. State the title of your book (with subtitle, if any), and your name and affil-
iation as you wish them to appear in our advertising. \

YOUR READER

Please note: the better our marketing staff understands "what
your reader is like," the better they'll be able to appeal to
his specific problems and needs -~ and thus motivate him to buy.
In characterizing your reader below, please be as specific as
possible in describing who he is, how best to reach him, his
needs, and how your book meets those needs.

2. Describe the person(s) you had in mind when you wrote the book, specifying
typical job title(s), functions, and responsibilities.

3. Give three examples of typical problems the reader descrlbed above currently
" faces on the job without your book to help him.

4. What other books of appeal similar to yours is he (or his company) likely to
have purchased within the past few years?

5. To what trade publications, if any, is he likely to be subscribing?

6. Specify and explain the major benefit(s) he Wlll get from your book. For
example, how would he use it to:

a) save time and/or wor : e) help meet competition

b) reduce his (or company) expenses f) avoid costly risk or error

c) aid his decision-making - g) increase company sales or proflts
d) improve on-the-job performance . h) other :

7. Does your book also help him advance his personal career? If yes,vplease‘
explain how it might conceivably:

a) put him in better line for promotion ~ d) help him see what others 1n
b) improve relationships with superiors, his field are doing

subordinates, or assoclates e) win him personal recognition
¢) help stimulate his own ideas f) other

If this question is not applicable, pleasé explain.'

YOUR BOOK

The following information is.of utﬁost importance to our marketing

- staff in appealing to your reader "in his own terms." Please be as -
precise as possible. A statement such as 'This is the most conven-
jent compilation of needed information in the field" may well be
true, but not in itself convincing without detailed explanation.

" Your answers to the following will help convince the reader your
publishers know what they are talking about in terms of his needs.



10.

11,

S 12,

13.

14,

(2)

Describe your book in at least 100 words: 1its purpose, coverage, importance.

Is your book primarily a practical work, or will it appeal to your reader's
intellectual curiosity? Please explain.

Give a sentence or two summary of each chapter and include its title.
(Please expand the most important ones, explaianing why these should be of
particular inkterest.)

What special topics or material have you covered which heretofore have not
been treated in a work of this kind? (If these include significant recent
advances in your specialty, please elaborate.)

What needs does your book meet that should make it a '"must' for people in
the field?

How does your book compare with others in its category? (Please list books
that are competitive and tell how yours improves on each with reference to
benefit to reader. Include also characteristic weaknesses in competing
books which you have avoided.)

Which illustrations are best for promotion? (Please identify by figure
number or caption two or three 1llustrations that best characterize your
book and/or are graphically interesting.)

TRAINING AND EDUCATIONAL MARKETS

15. 1Is your book suited for training programs in industry? 1If so, please furnish
the names and addresses of individuals to whom we might write for quantity
sale,

16. List corporations, trade associations, societies, or other groups that might
purchase your book in quantity, again providing individual names and addresses
to whom we should write.

- 17. Does your book offer possibilities for college classroom instruction? If so,
for which courses and why?

18. Could an intensive Seminar conference or workshop be built upon your book?

YOUR BACKGROUND

19. Write a brief biographical account of your career, stressing your qualifica-
tions for writing this book. Please attach a glossy photograph of yourself,
5 x 7 or 8 x 10, suitable for use in promotion.

PUBLICITY

20. 1Is'there any significant relatiocnship between the material in your book and
events of current news interest? If your book itself is likely to have any
intrinsic news value, please explain,

21. Please list professional journals and trade publications which should re-



TECHNIQUES OF VALUE ANALYSIS AND ENGINEFRRING
REVISEDR ERITICN

l. Lawrence [, Miles---Retired
Originator of Value Analysis and Engineering Technoloqy
Former manacer of Value Analysis and Value Fneineering
at Gzaneral Zlectric Co.

2. lManacars and men resnonsible for effective use of time and
materials,

Presidents and General Mananers responsihle for competitive
sales and suitable earrlinas.

ef
Engineering Manacers resnonsible for desionasvstems,
products or services which will thoroughlv meet the
customers wants and needs, still cost less to produce

and/or operate than the work of competitors,

Mlanufacturing Managers responsible for decisions controlling
conpetitive selection and use of equipment and personell.

Sales lManagsrs resnonsible for wnroviding customers waats
and needs competitively and profitably.

Accounting Managers who enter decision making which controls
competitiveness and profitability.

Procurement and Purchasing Managers whose decision making
and actlions directly effect the competitiveness and earninas.

Managers of Administrative qgroups or services, whose need
is to achieve more of the services thelr constituents need
and want for the human and dollar resources available.

Engineers who design vproducts -or systems to meet customers
needs and wants competitively and nrofitablvy, ‘

DYV ¢
Buyers who have need or desire to contributefo their
employees ability to compete,or increase earninas.

Students of Enalineering, Manufacturing and Administration,
who wish to become competent for high success in competitive
enterprises. o ‘

3. Product costs are so high that he cannot sell competitively
at a profit and he does not know how he can significantly
remove costs without lowering quality or removing customer
wanted and/or needed features.

i
The Administrative group is called upon for more and more
services without a proportiornal increase Iin expendable funds.

‘ The Engineer is given a maximum cost for competitive prodaat
sy 53 Te¢m he is designing and he does not know how to keep all
‘ - quality and achieve that cost.
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Various books on Industrial Fnaineering.

Various books on Manufacturing processes.

Various books on Efficient Management, organization
and operation.

Also see copy of attached promotion sheet, just received,
apout the new bookyglpgofitable Value Engineering Through

Vepotesm k.G Pe

See Answer 1o Question 21.

He will find avenues of imnrovement he did not suspect.

He will more clearly see exactly what each dollar of cost
actually "buys him"., Me will find many that buy him
little or nothing. - Not only he--hut also his men will get
hetter solutions to their problems, better means at lower
cost for continuing work that presents no problem (other
than cost).

a) - The discinlined thinkina will tune his mind and the
minds of his men to "Uxactlv what thev are trvinag to
do". He will be surprised by the clearer nicture
developed--and by the increased effectiveness toward
that task. He may, as a result accomplish 25% more
and each task bhetter,

b) The V A system is a professional system for reducina
his costs. ©Not only is it a disciplined thinkino
system which allows the same managers and men to aet
better solutions, but it is filled with sub=-techniques
which bear effectively right into the task of keeping
all quality and significantly lowering costs.

c) The disciplined thinking system can be taught, learned
and used to get better answers to any kind of »nroblem
or to better exploit any opportunity. It combines the
mind setting=--"Exactly what are we tryina to do"7 with
depth information searching--"Exactly what is the .
situation”?, with effective creativiiy which produces
new alternatives.

d) TFor mental workers i.e., management and professional
people, the step by step disciplines of thouaht make
possible about 25% more accomplishment per person.

e) The system was created In order to deal with competitive

situations. '"Whenever it is essential to maintain all
customer performance and features and do so at lower
costs, or to provide more customer performance and
Teatures without increasing costs, the V A systen,
used more effectively than the competition will
accomplish it.
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“b)
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Risks of error are reduced hecause the disciplined.
thinking system greatly deepens the "Information",
separates assumption fromsupposed information, searches
effectively for more appropriate alternatives, and
illuminates the decision making aresq with more than

the usual knowledqe.

The customer function base which separates the

customers needs and wants in to two types--Use functions
and Aesthetic functions, then?ssists in determining
exactly what t he customer really wants, then establishes
the appropriate cost of each (the value of the function):
by meaningful comparisons, makes it possible to
profitably make competetive sales.

As a company grows, expanding the capabhility of the
nresent management and vorofessional peonle makes it
unnecessary to locate, hire and pay salaries to added
new employees. It also provides healthy arowth and
expanded responsibility, with expanded capability for
present people. '

Fach person who learns and uses the discinlined
thinking system with its scheduled "Mind settina,”
Creativity, and good alternative development will
get better results on his mental task iob, He will
get good results sooner, and he can get sultable
results on more difficult tasks than bhefore. These
are the ingredients of a happy emnloyvee, a hapny
employer, promotion for the employee and more good
results for the employer.

All experienced englneering, administrative, purchasing
or management people know that progress toward chanages
which improve either performance or cost of a product
or service is retarded by the ever present personal
feelings of involved people. Experience has shown

that the system of functional approaches used with

the disciplined thinking steps goes a long way to

make the task objective. It provides a meaningful

and useful base for effective communication between
superiors, subordinates and associates which promotes
the objective which becomes common. It tends to
create an effective team.

The "best" idea is wusually not thouaht of until many
years later. Those who learn and use this disciplined
thinking system,. however, will much more often nroduce
a very good idea today. This is because methodically
setting the mind, illuminatino the situation with more
complete and more correct information, settina the
precise problem to be solved, then apnlyina intense
creativity, provides realistic details of the need,

" siructured tlme for creative involvement, planned idoa

development and a communlcafinq, understandlnq

environment of people who will want to use the idea
for overall tangible benefit._
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d) In competitive enterprise, what each must do both
as to customer function and his own costs is basically
determined by what the competition is doina in each.

The function identification, grounina, dividina,
‘naming, classifyine and evaluatina nroceedures,
together with the information search systems in the
information step of the disciplined thinkina allows
each man to make more meaningful compariscns, and to
more closely know what others are doing so that he

may do what 1is essential fto become or remain a leader.

e) Men who learn and use the disciplined thinking system
become different men. The system causes them to
become more objective, to search more for facts, to
depend more on facts, to pick the key issues, to set
solvable problems, to develop good creative solutions,
and to communicate in a common language with all
involved people.  Accomplishment, job satisfaction,
reputaticn for achievement and promotion are all results.

It is practicable to provide high quality products for

much lower costs, and for service and administrative groups
such as government units, hospitals etc., to provide much
more service at the same cost. To do so requires a different
than traditiocnal thinking system, based upon its own very
specific parameters. It results in providina exactly what
the customer needs and wants w ithout makino it necessary

for him to pay costs which bring nothing to him. '

The manufacturer of hinrh qualityv products can continue hiss
high quality, still sell in comnetitive markets at a qood
profit. The administrators of services can meet the needs

~for more services without reguiring increased funds.

To achieve this, the hook provides a step by sten thinking
system which can be learned and used by decision making
people. It better utilizes the minds ability to make
specific Search, to Create, and to Analyze. The system
starts with clear determination of the decision makers
purpose, proceeds with clear and specific determination of
the users needs and wants, and provides step by step dis=-
ciplirded thinking which will result in nroviding it to him
at lowest (for the time being) cost. '

It is wvital today to stop the trend or torrent toward

lower guality products, and higher cost services:; to make

it practicable for good companies to continue to manufacture
goocd products, and to sell them competitivelv at good
profits. It can be done by improving specific thinking
practices of those who make the decisions which either
permanently "Lock in" costs, or make those costs unnecessary.



In services, it means increased service to constituents
at the same cost.

[@e]
.

In construction, it means more living for the user with
lower mortgages. ' '

In administrative practices, it means real purposes
accomplished for much less cost.

In products, it means continued hlqh qualltv with
secure markets and good profits.

The dlsc1p11ned thinking of the Value Analysis system
provides these benefits.

7. This is a practical book born of a problem which was
growing more serious, and still unsolved. Each technique
grew from it's own need. Some manufacturers on some pro-
ducts and services had thinking processes in use which
allowed them to increase their markets at the competitive
expense of many others,and enjoy excellent profits, Others,
1o meet competitive selling prices, and keep some profit,
reduced quality. Still others went out of business,

The necessary proceedures, parameters, thinking and
evaluating systems which would firgt determlne precisely
"What is Quality? vs What is Waste?',then keep all quality
and utilize scheduled disciplined- thlnklng to produce,
select and develop alternatives which would have all quallty
but costs lower than ccmpetitors, did not exist.

The system that evolved included all of the techniques
and approaches required to accomplish the task. Examples
in the book show that by rejecting all cost that did not
contribute to a use function or an aesthetic function which
the customer needed or wanted, and by using the specific
- thinking system to establish and select the means for pro-
viding to him the functions he did want, 25 to 50% of cost
could usually be .ended -- with no decrease in customer functlons
features or qualities. .

, When used by The reader it can add a needed dimension to
his abilities and skills. He has had training and experience
for years in making decisions regarding performance factors
in his product or service. He has had to make constant de-
cisions efzecmlng cost,and has done the best he could Now
he will be able to nandle cost oriented décisionswith the same
skill, dispatch and effectiveness that he has handled his
performance oriented decisicns, This gives him skill in the
whole essential area. -



O, The purpose of this book is to.help the reader to
eep all values and cqualities in whatever he 1s doing,
nd to reduce all costs that do not so contrib ute, The

Chep.t Concepts and Approaches of Value Analysis and
Ingineering shows the reader why SO0 much un~necessary
cost exists in everything we do. It is normal. The
chavter presents the essential thinking system wanich
will identify these often un-recognized, un-contributing
costs, It sets forth .areas for examination, to aid in
identifying these costs. It identifies some factors
which must have specific ztkemkkem action to end the
n-necessary costs which they continue,

Chap.2 All Cost is for Function., Although all the cust-
omer or user wants in a service or product is the proper
Use and Aesthetic functions, the provider of that service
or product has a multitude of costs which bear no relatione: .-

"ship to customer function and do not contribute to 1it.

This chapter teaches how to separate, identify and clar-
ify the functions, first from the viewpoint of customer
use, next from the viewpoint of fully providing them by
more economical means. Step by step proceedures for the
latter include: separating into basic or second degree
functions, grouping functions,unifying functions and
their specifications and analyzing aesthetic functions.

Chap.? Evaluate the Function. A new and vitally useful
concept with its techniques was brought into being in

the Value Analysis system -- Evaluate the function.

This cnapter teaches how to place a value, or worth, or
appropriate cost in dollars and cents upon any function

or group of functions by meaningful comparisions, of di=-
verse nature, Since it does not take information from

past practice it does not prolong the inclusion of tra-
ditional unnecessary costs. Means for evaluating single
functions, groups of non-~interacting functions, and groups
of dnteracting functions are illustrated. Once functions
are evaluated, this becomes a gulde or measure, and re-
sults in achieving the functions for or near their value.

Chap.L Problem Setting System. The precise problem
wnich 1s to recleve the intense disciplined thinking,

to follow is very important., Here the reader will learn
by example how the problem is divided into "Mind" sized
steps, each of which is solvable, and the sum of which
solves the major oroblem and meets the whole need,

Chap.5 Prcblem Solving System, This'Landmark' chapter
teacnes the precise thinking system which will identify

costs as unnecessary, and create alternatives which have

a1l customer wanted qualities and functions, It starts

witihh the correct problem which has bhen "set' in chapter

L, First it must tune the minds of all who are working
together on the program -- to exactly what they are try-

ing to do, next it guides in the four mkzpsx tyves af +hinkine



vrogressive required, Information and Assumption gather-
ing and Improvement,Analysis for meanings.often resulting
in more effective ”oott¢a5” of the problem,Creative sol-

ution search until the needs have been met,and judicial
development uwntil disadvantages of the beLLe solutions

have been overcome or suitably minimized. In fact, when

a better answer to any problem 1s nceded, this disciplined
Thinking system concentrates and guldes” dll the mental
resources as 13 wed to the task, whether 1t be one or a

dozen or more, and gets surprizingly better solutions.

This ts because the thinking system has all of the essen-

tial dngredients. 1)Tunes each mind to exactly what it

is trying to accomplish at each moment. 2)Al1l thinking is
based on sound premises because of the penetrating search

for and improvement of specific information and assumptions.
%) All effort is upon a precise problem, of the proper size
which lends itself to solution, as developed in the depth
studies of customer function values in the Analytical think-
ing step. L)Depth, effective creativy in a creative environment
is used until real accomulishment results. 5)Creative judgement
picks alternative sulutions to the problem which meet the need
of the business, and, recycling specific parts through the
problem solving system when necessary, minimize the defects,
if any in the newer and better approaches.

Chap.6 Setting and Solving Management Problems. Perhaps

it would be more in management language to say: VEstablishing
and Ixploiting Management Opportunities’, To pull a weed im-
proves the garden, so does adding fertilizer (if it needs
fertilizer) or adding new plants. While the work of the
employee practitioner might average 75% improving some costs
or service or product that exists, and 25% creating new
benefits; the reverse is probably true of mamagemcnt - 25%
in minimizing problems in thne present and 75% in creating

new opportunities, new benefits,totally different actions.
Chapter 6 shows tae %aogablo of the disciplined thinking
oyote to erectLy 2 &5 management achievement of both types.

Chapn.7 Setting and solving "Services'" Problems, Services
exixt to accomnllsa some functions for someone. Any cost in
any service wnich does not dlrectly or 1na1rectly contrivute
toward performing some service the customer wants and/or needs,
is unnecessary cost., The service may be to move material,
move information, store information,move people,collect taxes,
pay pensions,house the illor repair the car., All lend them-
selves to direct difinition in language of function.Chapter
7 1llustrates now to adapt the thinking system of Value
Ana1J51s to services and 1llustrates w1th eXamples of use in
the Hospyital z=md in the municipal government.and in a com-

munlty service,
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Chavn.8 Results Accolcrators. The VA techniques are

L0 ZSENE h:xun solve the hard problems, problems in which

he feels ™ nere is'nt any better answer to this, I can't

keep all of this guality and reduce costs by 1/3". This

chapter spells cut some specific approaches, some of them

very wenetrating, which will,when used in conjunction
with the disciplined thinking system, accomplish it.

Chap.9 Using The System., It is one thing to read about
the steps of a new khxmk mental process, it may be quite
another, to be able to use thesejsteps on ones own diffi-
cult problem. Three steps arc required in learning a

new skill., 1)Read the actions., 2)0Observe the actions. 3)
Get involved,take the actions, This chapter is step 2).
The reader can relaxedly see how the techniques of chapter
8, the Results Accelerators, work throughout the job plan to
crack the difficult ones and secure the results needed. g
It will help him to select the specific approcaches 10 use
to prevent his from belng prematurely-stopped before he
has achieved the results needed, -

Chap.10 Special Xnowledge Regquired. For the M.D. to per-
form his work well, he must have a special field of know-
ledge., Likewise the gourmet cn&ef or the electrical eng-
ineer, or the person who wants to succeed better than the
ordinafy in keeplnb all quality in a product of service,
and reduce costs significantly. This is vital., Without
this special knowledge the Dr, could'nt operate, the chief
couldnt cook, the engineer could'nt design a motor., The
reader will learn from this chapter the kind of kmmxkmz
field of knowledge he requires, to excell in value work,

Chap. 11 Understanding the Decision Environment., This is

a dreadful chapter, It will tTell the reader what he does'nt
believe, what he doesnt want to belileve, Since he will be

a decision maxer, it will first infuriate him. Then he

will start to interpret his experience in light of it., He
will re-read it., It will grow on him. He w1ll then see
whycertain important decisions which effected him, were
made as they were in the past., His attitude toward, and
his understanding of his business environment will there—
after be nore real more realistic, more practlcal more
effective,

Chap. 12 Effect on Other Work in the Business. Before
a short-stop was added to the baseball team, he was'nt
missed. Zach player on the field did XkE what was con-
sidered his, When it was decided that another man was
needed, to reduce losses in the area, and the short-stop
was added, it meant some re-adjustment of all of the
players in the field. They needed to know: 1) exactly
what would he do? and 2) how would it effect themn,

This chapter will tell the reader about the  interfaces
of his new accomplishments with others.,
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ype of task? This chapter tells him,

Chap. 14, BEssential Characteristics and Training for
Value Analysts and Engineers, This chapter
is for practitioners and managers. It tells the would-be
practitioner what training is required to give nimself
a reasonable chance to excell in this work., It tells
the manager who wants significant earnings improvement,
and/or competitive market bencfits, or, the manager who
wants much more service for the same cost, what character-
istics to look for in selecting personell for that im-
portant task, then what training he must expect to pro-
vide for themn,

Chap. 15. Vork Content Ior the Value Analyst, DIngineer,

and Consult”g;f Whenever a new system or
product, which will ax@ﬁmgkixh certaln nceds more eff-
ectively than its predecessors, becomes available, cer-
tain actions are required., If a much better tractor
became available,it would be vital to 1) tell decision
meking people about it, 2) Use it for them on their work
to show them exactly how much better it works, 3) Train
operators and perhaps establish operator training:.courses,
L) to advise users and potential users how it relates to
their need for equipment and services, etc. This chapter
outlines for the practitioner , these activities whaich it
is important that he conduct, gives him additional in-
struction in each of them, and suggests good balance which
has been frund to be effective,

Chap. 16 Motivation, Measurement and Tests.  This chapter
tells how to cause a business or service to use it,how to
cause the managers to support it, how to motivate good use
of the techniques from practitioners,and how to cause good
decisions which are based upon the better thinking. It pro-
vides measures, guides zxg tests and comparisons which aid
the manager or practitioner to increase the excellence of
the work being done,

Chap. 17 Advanced Technigues. Learning to use, and
using the '"Function Analysis System Technique" is like
doubling the horsepower in the car. It requires learning,
practice and the development of skill, then a produce or
service of any complexity can be handled, and thinking of
incredible clarity and value readily develops., '



Chap. 18. Using the System to Reduce Construction Costs.
Jritten for Architects and kngineers, Builders, Contractors
and Owners snows, and illustrates by example, how large am-
ounts of cost which bring no function continue to remain

and even to dncrease in building cost, It pin-points specific
items and areas which form a sound start for value work to
produce large reductions in unworking costs in the constr-
uction field.

Chap. 19. Problems for Assignment, Here are some real
examples, from competitive products,with enough exact info-
rmation so that the learner can check his growth in skill
in using the VA techniques to make large benefits in cost,
with no quality change. Sone learners will do better in.
some of them than was done in the actual work situation in
industry, but the actions taken in each case are in the
appendix for reference,

BXHEHEXXXE

APPENDIX, Here the learner will check his results on
the problems of Chap.19. Bivliography is included which
will help him expand and deepen his knowledge of the VA
approaches and techniques, Superior guidance in the
meking of''Make-or Buy'" decisions which will contribute
T0 earnings are included,
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il. Both the "What to' and the "How to" of a specific
system of disciplined thinking, which produces better
answers to business and /or service problems, By "Tuning
the minds®, then progressively sticking to the type of
thinking until it is thorougdly done, better answers are
produced., Peripaps best of all, by the same people, Man-
agement does not usually have to get new personell. Their

own people, with this system can cope with competition.

This book shows the read:«r how to apply the techniques to
reduce non-contributing costs 1in hospitals., The technlques
are applied, a:d examples provided,

For the first time, detalls of applying the system to
eliminate some of the '"wasted" cost, ie, costs which bring
no values of any kind to the owner or user, are shown and -
illustrated, Construction will be a $100 villion per year
job in America in the 70's, and there is not one Job which
would not benefit by the use of this disciplined thinking
systemn.

12, ‘e need KWXKXMmKdSauQVSKhQQKYﬁKxﬁﬁﬁxx to compete
profitably, in any endeavor, be it product or service,
makes this book a must. Generally, when the customer had
no choice, 1t was not necessary to have the better answers
this Dystem produces. But introduce competition, and it
becomes essentlal even essential when it is necessary to
produce a maximumnm of results in a minimum of time in R & D.

15, There are few books in the field, although this vital
need will attract more, This book is a complete, organized,
teachable, learnable system, It takes the learner fr 1 the
beginning to the present in essential technique, witn "Left
Out'" steps. It covers the philosophy, the system and the
practice., Other books which I have seen, and there are not
many, discuss or illuminate parts of the system, and, I have
felt tend to create a need for this oook which teaches the
whole system.

The Inglish book by Gage, 1s like a friendly commentary.

on our first edition, It in effect says,'this is good in
Brittiad too', and illustrates 1t by Brittish examples.

In its 186 pages it packs lots of compliments for our book.

The swedisn book by Jan Ollner and others, emphasizes the
‘systematic progression of the job plan in a very eiffective
manner, Its 118 pages could be entitled "The Use of the
Value Analysis Job Plan™, and it contributes well in this
one area. It is named "Vardeanalys!

The 1970 book "Wardeanalys" by the swedish authors Olsen
and Perning carries a '"Forward! from me. It is 240 pages,
and I do not know what it says.
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14, Illustrations for promotion. Since I do not have a
copy of the Figs. I cannot use their new number designations,
but I hlll doscrlbc each as best I can from previous location.

It identifies costs whicn do not contribute function:
0old L4-1 and 4~2 pages 111 - 113
new probavly Nos, 9-1 and 9-2

Disciplined thinking exploits special opportunities to keep
all function without all costs, which exist thruout all areas
of humen activity.

Case study '"No Waste" from old nage 64

When each element of a product or service creating costs is
viewed as a "Function', and the function or functions eval-
vated by the system, as taught in Chap. 3, some figures very
different from the present costs usually are produced, and
each , on its own very valid basis,

01d page 176

In the''Constructioni I suggest the Fig. showing the bvefore
and after, on the canopy which covers the doorway. It is
of course in Chap. 18.

;
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The Use of the Techniques 111

example comprising two items of an assembly (Figure 4-1). Ttem 1l is a
stainless-steel button, and item 2 is a carbon-steel pin.

Basic Step 1: Identify the Function. This coincides with the “orienta-
tion phase” of the job plan.

The two items are parts of a heat- sensitive device which consists of a
nichrome tube having a high coefficient of expansion and an inner,
smaller, concentric quartz tube having a low coeflicient of expansion. As
the ambient temperature changes, the difference between the coeflicients
of expansion provides a motion
which operates clectrical control ’fz\_j

equipment. Item 1 is secured in @
one end of the nichrome tube, its (e

function being to provide a self- ITEM 1
centering receptable in which the  centering
g ! I CoRT ITEM 2

¥%-inch diameter quartz tube may
reliably rest. The function of item

2 is to transmit the motion from | ng
the opposite end of the quartz tube % ‘ _ - :x ;|
into the control device. Accord- U Q%Jﬁggz |} |II
ingly, it is necessary to provide one il L

° . ' ITEM 2 t,
part which will be supported on CENTERING M
one end of the tube, i.e., something PIN ﬁ
in the nature of a flange, and an- I

other part which will extend about S E}k’%

an inch beyond the other end of

the tube into the control device, ASSEMBLY
1€ SomCthing in the nature of an Fic. 4-1, Item 1, centering support; item
clongated member, such as a por- o centering pin; item 3, asscmbly.

tion of a nail. Also, a part is needed

which will extend into the center of the quartz tube for a distance of
perhaps an inch in order to keep the quartz tube and the metal part now
being studied in the approximate center, axially, of the nichrome tube.

Basic Step 2: Evaluate the Function by Comparison. It will be ob-
served that this is a tentative evaluation which will be revised as the
various techniques are used in greater depth later in the study. It will
also be observed that we have now progressed into the “information
phase” of the value analysis job plan. Before making even a tentative
evaluation of function, it is necessary to know the quantities involved
(50,600 per year), since quantities required have a major controlling in-
fluence on the number of processes that can be employed.

For the purpose of centering and supporting the 4-inch diameter
quartz rod, comparison may be made with a washer, perhaps 14, inch
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thick and % inch in diameter. Instead of the usual hole in the washer,
a conically depressed center will provide the self-centering and support-
ing feature. The washer is evaluated by comparison with a standard
stainless-steel washer, which would have a cost of about 14 cent. How-
ever, since this would not be made in quantities as large as ordinary
washers and would, perhaps, need some special tooling, a comparison
figure of 1 cent is set. Thus we now consider the value of the function of
item 1 to be approximately 1 cent, which is, in effect, the same as saying
that it is believed that, considering every suitable process, material, and
idea, the function can be reliably accomplished for that amount.

Item 2, when compared with a nail of about the same size, would cost
%o cent. Nails, however, are made in extremely large quantities, and a
nail in its usual form would not be suitable. The head would have to be
coined in the center, and a more refined point would probably be re-
quired. In that light, this function also is evaluated, by the adjusted
comparison, at 1 cent.

Basic Step 3: Cause Value Alternatives to Be Developed. Suitable
value analysis techniques that will cause value alternatives to be de-
veloped are now selected. In the present case, the techmques initially
chosen are:

2. Get all available costs.

4. Blast, create, refine.

5. Use real creativity.

7. Use industry specialists to extend specialized knowledge.
8. Utilize vendors’ available functional products.

11. Utilize specialty processes.

12. Utilize applicable standards.

While still in the “information phase” of the job plan, these facts are
established:

Item 1 is made on a screw machine from stainless-steel bar; its cost is
6 cents. The applicable drawings, specifications, and planning cards are
sought out.

Item 2 is made on a screw machine from %4-inch diameter steel rod.
Its cost, likewise, is 6 cents. Manufacturing and use information concern-
ing it are also accumulated.

By now proceeding into the “speculative phase” and applying tech-
nique 4, “blast, create, refine,” and technique 5, “use real creativity,” a
wide range of possible solutions is opened up. “Brainstorms” are con-
ducted and different approaches are explored. Likewise, a start is made
with the application of techniques 7, 9, 11, and 12.

First, the functional requirements and some ideas for accomplishing
the functions are set forth so that specialists can search their available
functional products and study the use of their specialty processes in
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relation to this need. Second, a search for applicable standard items is
started. ,

In next moving into the “program-planning phase” of the job plan,
certain programs are established. Two of them cover the following
actions. Specialists who use the coining process and specialists who use
the cold-upsetting process are encouraged to apply their particular
knowledge and to adapt their processes for the functions of item 1 and
item 2.

By the various steps of the “analytical phase,” it is determined that one
of the probable best selections for item 1 is the coining process and one
of the pxobable best selections for item 2 is the cold-upsetting process.

In the “program execution phase,” the suppliers selected are provided
with every possible assistance to assure accomplishment. Since the
assembly is small and is already in production, the suppliers are provided
with actual assemblies as well as
necessary drawings and, perhaps
fully as important, with encourage-
ment and with prompt answers to
their questions.

In the “status summary and con-
clusion phase,” suggestion sheets
are made out from the results pro- & D

BEFORE BEFORE €¢

. e . il
vided. These show that, with re- 2F @ L g —
tainment of complete interchange- \ )
ability of parts, the cost of item 1 AFTER AFTER 1 ¢

can be reduced from 6 cents to 2 g, 4.3, Centering support and pin after
cents, and the cost of item 2 can be  modification.
reduced from 6 cents to 1 cent.
The sheets also indicate in general how to proceed to accomplish these
results. Folders of supporting data are provided to appropriate people in
the decision and action area to enable them to identify and promptly
remove unnecessary cost.

It will be observed that the process is an objective, action-oriented,
searching study of:

What is to be accomplished.

What is the best way of accomplishing it, i.e., the lowest-cost way of
reliably doing it.

What are the best answers from the best sources using the latest
knowledge and technology.

What clear information is to be crystallized for the basis of decision
and action.

As skill is acquired, less attention is mecessary in selectmg the right
tools or techmques For the sake of effectiveness, however, each of the

basic steps, each of the provisions of the job plan, and each of the
special to. .aiques should be well learned and should be applied as a
well-arranged part of the user’s procedure.
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A shift lever bracket (Figure 3-8) on an appliance was used in quantity
and made of %-inch-thick steel 3 inches wide. A die the size and shape of the
required part was used. It blanked each item as required from the material,

64 Techniques of Value Analysis and Engineering

leaving a slight amount of trim all around. The part cost 11 cents. Its function
was evaluated at between 2 and 3 cents.
In the creative phase of study, dozens of possible approaches were listed;

for example:

Make of wire form
Plastic
Standard angle
Flattened tubing

Eliminate it

Combine with the handle

One phase of the creative study developed suggested changes for the tooling
used in making it. One suggestion was to cut off the piece instead of stamping
it out. It was then discovered that the part had an unusual symmetry in that
its edges were parallel and its top and its bottom could be identical. A new
punch was made which would provide identical tops and bottoms to the part
and which was itself the size of the required stamping. A slightly narrower steel

m————

-

/ )
L

|

|
|
T
|
|
L /
T~

Fie. 3-8. Normal stamping operation
with one piece formed at each stroke of
machine and waste around edges.

Fic. 3-9. Improved stamping operation
with two pieces formed at each stroke
of machine and no waste material.

material was ordered so that there would be no waste on the sides, and the
stamping operation would change to a cutoff operation. Since the stamping
die was then exactly the size of the part required and either the bottom or the
top would cut the shape required, the material was moved the length of two
parts at each stroke and the punch acted to shear off one part with its leading’
edge and another with its following edge. The result, as shown in Figure 3-9,
was that instead of one part with each stroke and waste all around, two parts
were secured with each stroke and no waste whatsoever was made. Cost be-
came 2 cents each. o ) .
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with a full understanding of the way costs are built up in the use of various
processes, he made up a sheet for each of the parts and each of the important
subassemmblies, with estimates of the costs based on 1he processes he had seen
being used. This gave him the information he needed to provide positive sug-

/ gestions to the vendor on steps that might be taken to lower the costs even
more. Further he was now in a position to advise the vendor on approximatelr
what costs he felt appropriate for many of the individual par;s and individual
subassemblies, and these costs the vendor could then use for comparison with
his own costs. The tabulation below includes two items: first, the cost which
the value engineer estimated after reviewing the supplier’s manufacturing
processes; second, the cost which he considered appropriate and which was
based on positive suggestions made to the vendor. The latter cost is designated
‘value.”

Item Estimated present cost Value
Spur gear................ $ 15.00 3 5.85
Gear......ovoi 20.00 7.25
Sleeve................... 105.00 90.00
Side plate................ 2.00 0.00
Bloek............. . 4.00 0.00
Shield.................... 5.80 1.80
Gasket........ ... ... 1.00 0.05
Gasket.........o. L 4.00 0.15
Adjusting sleeve........ ... 4.00 1.50
Spring................... 1.30 0.31
Pin........oooo 3.00 0.75
Special serew............. 1.00 0.10
Shoulder bolt............. 3.1 0.10
Spring retainer............ 3.50 0.05
Cartridge pump........ ... 137.00 89.00

———> It should be noted that, in making these suggestions, the value consultant
brought into play the various value analysis w‘echmques such as utilizing
vendors functional products, buying standard products and modifving them
slightly, using specialized vendors, and reevaluating tolerances which make 1o

— contribution to performance.

After study and implementation of the alternatives, the vendor was able
to make a new quotation of $1,800, and the redesigned equipment retained
its capability to accomplish the total function with reliabilitv. His costs had
been decreased sufficiently so that his company was still provided with its
proper earnings.

The use of sound value practices together with very much better valu
knowledge benefits both the user and the seller.

It should be observed at this point that full recognition of certain
basic premises is necessary for the effective interplay of the relationships
in question. These premises are: '



TRATNING AND EDUCATIONAL MARKETS

15, This book was creatgd,developed and arranged to

meet four specific needs,It will save the reader time,

and moneyif he uses it, and it will, at the same time
provide him better knowledge and skill in the VA field,
Training programs and seminars in business and inde
ustry., 2) Classroom instruction din colleges, both for
un@of craduates and for continueing oducatlon. %) Management
fcadin g and guidance, and 4) Professional men, both
individually and *h%ough their professional societies,

—
S’

(I hope McGraw*Hill people will go ahead with all of
the good contacts I know they have, however 1 will
pvocr6851vely collect 1nf0rmatlon in this area and for-
ward it to you)

16, Society of American KHXXHEAKX Value EngineersZZZX
2550 Hargrove Drive, L-205, Smyrna. ‘Ga. 30080

(New officers for all chapters thruought the USA
are beling elected between now and May 31, I wiil get
and send to you the officers names when they become
available),

Elect rical Enmlneerlnb Societies
Mecanical i i

lnaubtrlal o n n

Quality Control 1

Construction, and Architectural Societies

Managenent Societies

‘Groups for improvement of operation of social graups,
such Govt deparitments, manicipal and State Govits,

Groups for dimprovement of Hospital Services, and es-
pecially for expan ding services at lower costs,

The management of any company wihich is in a competitive
business, and must do as well as competion, or a little
better, is a good prospect for this book, which, if
proverly learned and used by enough of their employees
would accomplish that objective,

17. For undergraduate, anc graduate degree teaching

in colleges, THIS IS A NLW SUBJECT TO MOST OF THEM.

some are starting, Traditionally it has been oupbosed

that 1f the engineer is taught to design, he can do it
suitably. With so much scilence to teach, there was no time
to teach a real system for creating designs of products

or serviceswhich would excell in lower costs, Now however
it is being recognized that the student must learn a good
system for handlingneconomicnufactors in his decision making,
Just as he is learning systems for handlingwperformancen
factors. Competition is increasing in almost all arcas,
and only those who know how to make good products and
ue£v1ces competltlvely will survive., It is going into the
college,
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Lawrence D Miles 1971

ir Miles, 7, i1s an educator,engineer and menager.

With degrees in Education from Nebraska VWesleyan Univ,
and llectrical Engineering from The University of Nebr.,
his carreer includes Engineering, Procurement, and Han-
sgement at General Blectiie Co ;h?ﬁugh@uﬁ a thirty year
period ,followed by five years as advisor and consultant
to industries in the United States and burope, who used
the system of Value Analysis Technigues to assist in the
task of maintaining quality and zsiz sales volume in |
hignly competitive markets aﬁ_proper profits,

His lectures and seminars in the universities, and for
professional sécietieS‘in the United States, Mexico and
Canada have enhanced the capavilities of thousands of men
and started many companies kumariHxiizx on the road toward
better profitability.

He is the founder and develbper of the System of Value
-~ Analysis and its specific techniques., TFor his work in
creating the system,General klectric Co awarded to him
its highest award for Extra Achievemeﬂ%?and for the
benefits 1t brought to the United States Navy, the Secretary
of the Navy awarded awsxmdex to him the Navy Destinguished
Service Award, Readers Digest reported to its readers
on the Value Analysis System under the title "Best Thing
Since Mass Production',

Mr Miles is now enjoying his life on Marylands Eastera

Shore with his charming wife Eleanor, and his Cruiser ""Duke"
- providing guidance

in semi-retirement, while xpwmuwddimex and leadership to some

professiconal and business organization s.



From the desk of -
LARRY MILES

Biographical data used for a
PURCHASING association group.
Enclosed for supplémental data
if desired.

OQur large volume markets will
not be reétricted to purchnasing,
therefore I would tend to avoid
over-playing my purchasing ex-~
periences, excepting in special-
ized market approaches,

Larry Miles
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PUBLICITY

20, Yes, there is strong relationship vetween this book
and the current events of today. Making the link that
would touch the publics "Hot Buttons' would require more
Publicity skill than I have, Here are some,

1) We are threatened with major disastor now because
of paralizing inflation which destroys pensions, in-
vestments and values Americans have worked for all of their
lives. Manufacturers are faced with the dilema of losing
profits because of rising costs, or raising selling prices
and losing more markets, This book is a specific systen
for lowering those costs,; saving the markets, the earnings,
and staying more inflation, With the system, the people in
place can do 1t themselves,

2) Construction costs are skyrocketing. This retards or-
derly growth ;qdnew homes, home ownership, industrial ex-
pansion needed, new socially oriented construction such as
nospitals,public buildings, roads and transportation systeus,
The system in this book, when it becomes effectively used
. in these areas, can stop the upward swing for 10 years. It
is time to do it now.

3) In costs of essential defense, the system taught in
this book has already eliminated hundreds of millions of
dollars of un-necessary costs, It is fully documented and
proven, still it is not now more than 1/5 used, Its benefits
in more adaguate defense for the dollars spent, can be in-
creased Iive times by more learning and more use by personell
of the military and suppliers of the military., It is needed,
We might truly say,"It i1s Required',

L) ZEssentially all socially oriented groups, such as
government groups, hospitals,and local governments are being
called upon for more services, The systewm in this book will
allow any and all of them to provide more services without
substantial increase in budgets. In most cases 25% to 50%
more services can be provided without more funds, if the
system is learned and used,

5) There is a restlessness among professional people to=-
day. They know that they could contribute more ~~- to their
own advencement, their job satisfaction, their employers,
and their society. Supplementing their knowledge and skills
with the problem resolving and solving system will allow all
of them to increase their contribution, wmany to double it.
Some professional people are between jobs today. Right now they
could learn the system in this book, and as a result find new
oppo;tgnity sooner, and make much larger contribution, to the
new job, : '
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20, continued

It seens to me that good publicity could have intrinsic
news value, but here again I am out of my line.

Here again "Necessity Mothered Invention" ., Here is a
book, boran of todays need to:

Stem rising costs and prices

Allow small business to "Turn Around", and make profits
instead of die.

Stop the trexnd toward lowering quality in a frantic
effort to stop the loss of markets and/or profits,
and end widespread dangers of bankrupcy.

While accomplishing all of these good objectives, make
it profitible and possible to much more often com-
pete with off-shore manufacturers. JFor example the
attatched Zerox indicates that Japaneese lMfgrs. are
several years ahead of US in the learning and use
of the Value Analysis System . :

Last, and by no means least, here'fs a book which really
fights inflation e?ge%tévely, and does so by helping
gach person to do %1§mﬁgb better.

Y, RRERIANENY

Your people have better access to the precise magazines
than I now do, here on the Eastern Shore, so I will make

a list of catagories. The leaders should receive it.
1)  Management magazines
2) ZIngineering "
3) Design u
L)y New Product it
5) Manufacturing
©) Purchasing and
Materials Mgt." ‘
7) Some Sales oriented magazines!
8) Magazines of the professional societies related to

the above catagories.
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SOCIETY OF ANMERICAN VALUE ENGINEERS 27 March 1971

'Z@ what you see L8 Japanese, you're
q/ £, Twenty Japanese delegates came
nio Lown on shornd notice on Tuesday,

ma/‘u_/a 23nd, and met with s4ix members of
oun Cm;ofz,m at the Washington Hilion
Hotel. The delegation was sponscred by

ﬂre Tnstitute of Business Admindstration
& and Management of Tokyo, Japan. Each
maﬂneﬂ 05 the duzga/aon had been value

7 Ta s ok tuained. The deloaa as_billed as
Y et PR+ the "0 Cost fwba,bwy” WO =TT
7Ry e A . o %]
2% W g b Grs We Leawned that most Japanese X
ooy s -,MZLU vies have a very Large percentage Y
22,8 R Y full time value engineers enmﬁoged
ik = ' 7 fwug’uiw on the average of 200 VE's fon
T 429,000 wonkens. last year the
Gzox : - 7 Japanese trained about 1,000 employees i
22 Sre | 4dn workshop sessions. They are very - |
a’g z P 0 methodical and efficlent about training.  J
Edew

They concentnate on training one industry /i
pen yeak Like electronics, awtomotive,
. alrenadt, confections & foods, efc.

e
&
[

sy

=
wnas B
SSEEDRISEERIRAIRIERGIERILRACENE M .

Most Americans feel Lhat cheap Labor s Lhe neason Zheln products
cost Less, That is true Ln Japan. However, ocur visitorns told us Zhat
:t!fze cost of 'L’zammiuténg thein goods Lo Ehe USA in US shipping more than

0f-seLs Zhe Labon differenticl. That 48 why Zhey're 50 M‘/wng §orn VE.
And, VE is piwduuﬂg /‘LQAUL&S pon Zhem.

\

One other pd&/l/f we noticed.  The Japanese VE efforntl 48 nok inhibited
’sg' prdde of authornship, When they come Lo this country, Lhey come %o
owse/we, Lisken, JZecum and steal any good J{dea tney can Lay Zheirn hands
pon. A Lesson gor all of us. ;

o
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Confidential Market Survey = Export Supplement

1. Competition is becoming very keen among the
countries of Western Europe. Manufacturers must either
compete o¥ die, This system is as badly needed there
as it is in USA. '

A. This approach has about the same degree of acceptance
in Burope as in Usa.It does what they want to do better, It .
is not exotic tao them.They need it, and when they learn abiut
it, many of them want it.

B. This is supplementary to the approaches used in Europe
just as it is in USA. I do include in the chapter on
advanced techniques a sub-technique developed by a prof=-
fesional man in England. ’

C. Yes, Extensively and successfully for training seminars,
I myself have been involved with them in Sweden and in Eng-~
land. I know that some work has been done in Holland, Belgium,
Germany and France, and probably Italy. ' :

D.My language and standards are the same as usage abroad.

E, The previous edition is translated into most of the se
languages, Sales effort should point out the great adv-
ances, both in the system and the book which is now arranged

for teaching.

F. There is nothing in hg book which is negative to any
other country.

G. The Japanecese are soactive in learning this system which
1s so vital to them. They probably will, if it is well shown
to them, want to again produce it in Japaneese.

2. I can list some books. I do not know whether, in reality
they compete with ours, or whether they create interest which
will increase the sale of ours,

In England
Value Analysis by Gage 1967 McGraw-Hill

In Sweden
FunktionsKostAnalys by JanOllner and others 1967
Vé&rdeanalys by Erik Olsson and ULlf Perning 1970

There are probably some others in other countries,
but they have not come to my attention. ‘

3. A. I have had no education abroad.
B. I have conducted training seminars in Sweden,

Ingland,France,Holland and Switzerland, . -- Also Canada and
Mexico N
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3f continued ‘
" C. No other professional experience abroad.

L. I have no knowledge in the area of foreign schools.
and universities. .

5., see answer to 6-B

6. A, There is a Value Analysis society among the
scandanaivian countries, I have spoken at their meetin g
in Oslo. I do not recall the name. There are possibly
chapters in England and other countries.

" An excellent contact for this type of information is one
of your authors, who has probably already filled out thls
survey form., He was given the task by The Soc. of Am.
Value Engrs., of maintaining and establishing liason with
foreign areas., I suggest you get the information from
him. He is Arthur Mudge. Ty Hicks knows him,

B. In England ’ \ _ .
Value Engineering Ltd. 60 Westbourne Grove
Howard Leslie London, W 2, England
Arthur Garratt
Frank Horvath,value engineer, 318 Moston Lane East
EKKKEXWXXK%KXX ' ‘ New Moston,Manchester
v England 10"
Bruce Whitwell,Value Engr etc.20 Pelham Ct.
Hemel Hempstead
Herts,England

Fred Sherwin, Value Engr add. not known
In Norway :
‘Chris Rand in Oslo.
In Sweden ' v
- Ulf Perning - Stockholm
Erik Olsson o oo
Jan Qllner Lon
KarlEric Nordmark,ASEA Co. Vasteras, Sweden
(In charge of va’ activity for the company)
7. I am not famlllar with foreign Jjournals.

8. Some seminars for an organization in Paris but it was
about 8 yesrs ago and I do not still have any names. It
was organized by the Industrial Education Institute of
Boston. : -

'8 No.



