MESA

International
Grows Stronger

And Stronger

FEATURE

MESA International is
taking an aggressive
stand in trying to guide
and communicate the fu-
ture developments of
MES technology. The or-
ganization has plans to
bring its message global.
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BY MARTY WEIL
ince its inception in 1992, MESA Inter-
national (Pittsburgh, PA) has worked to
build awareness and understanding
about the role that Manufacturing Exe-
cution Systems have played in successful
manufacturing. To further its cause, the
organization has gone to great lengths to
define MES and to spread the message
of the technology’s accomplishments.

“At our foundation, MESA International is a ven-
dor-based organization, whose members are de-
veloping MES technology,” explains Bill Hakan-
son, executive director of MESA International. “It is
up to the MES vendor to determine how the tech-
nology can best be developed to suit user needs.
During the past few years, MESA has worked hard
to define what MES technology is and how it ben-
efits the user.”

During its short lifetime, MESA has expanded
on the work that industry analysts Advanced Man-
ufacturing Research (Boston, MA) and the Gartner
Group (Stamford, CT) have done to define MES. It
is now clarifying and blending those perspectives to
come up with one united definition of MES.

MESA ROUNDTABLE. A giant step in that process was
taken recently at MESA’s first-ever roundtable.
The roundtable helped define how MES desig-
nates powerful products and services to control
plant-floor operation in ways that integrate with
other related manufacturing operations.

“The inaugural roundtable was a key event for the
organization and for the industry's future,” ac-
cording to Hakanson. “It was a significant success.
It not only increased awareness among the end-user
market, but also among the vendor market, which
should result in increased membership growth for
the organization.”

MESA is planning another roundtable event this
December in Atlanta, GA, and a series of roundtable
events is planned for different parts of the country
during the next several years.

In addition to the roundtable events, MESA plans
to continue to work with other allied organizations
whose events draw the kind of people that MESA
needs to reach with its message.

To further clarify its message, MESA’s members
recently created a list of MES functionality to help
set parameters for MES vendors.

“At this point in its young life,” says Tom Allen,

vice president of sales and marketing for Effective
Management Systems Inc. (Milwaukee, WI) and
new MESA International chairman, “MESA is try-
ing to define standards at a very basic level. The
first struggle is to create a common definition of
MES. The MES Functionality List is an effort to rec-
oncile the definition of MES and the functional ar-
eas that it touches.”

MESA’s Hakanson explains, “Our objective is to |

begin to communicate the same message regarding
what the technology is and what it can do. Because
MESA is a vendor-based organization, we want to
look at what the vendors interpret the technology to
be and validate that interpretation. We are working
toward a single definition that is global. As we
agree on that definition, we can communicate it
with one voice.”

GETTING AGGRESSIVE. MESA is taking an aggressive
stand in communicating its message about MES.
Since its first meeting in March of 1992, MES ven-
dors have met regularly to discuss the concept of
working together to promote the success of MES.

“With any new technology, the first job is to com-
municate that the technology exists and specify
how it works,” notes Hakanson. “By working to-
gether through a non-profit, non-commercial as-
sociation like MESA, the members can develop a
common definition of the technology and commu-
nicate it through mass media, speakers’ bureaus, di-
rect mail, etc.”

“We plan to continue to develop information and
speak about MES at every opportunity,” says EMS's
Allen. “These efforts get the word out, and in my
opinion, they are working.”

MESA’s programs provide audiences with a high
level of understanding about MES technology,
which helps MES vendors shorten the sales cycle
and increase the number of prospective MES users.
“Because of our efforts,” says Hakanson, “there
are a great number of manufacturing executives
who have heard the term and know what it means.”

To spread the word to an even wider audience,
MIESA is considering the possibility of MESA chap-
ters outside the U.S.

“There very definitely is a desire, at least within
the U.K,, to form a MESA organization in Europe,”

says Mike Wells, executive vice president of In- |

dustrial Computer Corp. (Atlanta, GA), and past
MESA International chairman. “Because MES ben-
efits have now been documented and can be pre-
sented in a tangible way, the MESA message is
starting to be communicated fairly well in Europe.
And there are many overseas manufacturers who
are exploring MES technology very seriously.”

According to Wells, there is a strong desire |

among a series of companies in the U.K. to form a
MESA organization in Europe. However, the struc-
ture of that organization may be different from its
U.S. counterpart, because of the different issues
that overseas manufacturers now face.

“For instance,” says Wells, “in Europe, ISO 9000
certification programs have been in place for quite
some time. On the other hand, U.S. manufacturers,
however, do not have the same pressure to conform
to ISO 9000. This sort of difference would be re-
flected in the makeup of a new overseas MESA
organization. What we envision is an organization

that has the same look and feel of MESA, but would |



company. In addition, we are being of-
fered more and more bids.”

Brennolt says that MacLean-Fogg knew
that major improvements had to be made
on the shop floor because that's where
“the bulk of the costs of running this busi-
ness” were centered.

In 1990, an automated, real-time shop-
floor information system with bar-code
data collection became a priority. It sup-
ported the firm’s decision to go with an
EDI network with key customers. The
existing hardware and internally devel-

oped software was incapable of running |

EDI. At about the same time, it began to
look seriously at “something to serve the
shop floor"—i.e., an integrated informa-
tion system specifically designed for the

| manufacturing environment.

MacLean-Fogg makes a variety of steel
fasteners, such as lock nuts, screws, and
special components, at two plants—in Sa-
vanna, IL, and Mundelein, IL. Most prod-
uct is make-to-contract, and as many as
1,500 different items are routinely manu-
factured. The Mundelein facility alone
ships more than a billion pieces per year.

The Savanna plant went on-line with
MES first in March 1991, installing a mod-
ular software package named Time Criti-
cal Manufacturing-Shop Floor Informa-
tion System (TCM-SFIS) and Time
Critical Manufacturing-Enterprise Man-
agement System (TCM-EMS) from Ef-
fective Management Systems Inc. (Mil-

| waukee, WI). The EMS system is fully

integrated and addresses every function
and transaction that takes place on the
shop floor. It also integrates the data with
other databases, and planning, distribu-
tion, and financial management functions.

“We chose the EMS package because |

our primary mission was to provide real-
time shop-floor data,” says Brennolt, “and
the strengths of the EMS system were
on the shop floor.”

At the time, the EMS software version
4.3 ran only on Digital Equipment Corp.
VAX computers with the VMS operating
system, which is what MacLean-Fogg in-
stalled in its pilot program. Current ver-
sions are platform independent, which
means MacLean-Fogg has flexibility in
any upgrades it chooses to make.

The MacLean-Fogg system at Savanna
includes 30 terminals, 20 PCs, and 25 bar
code readers strategically located
throughout the plant. “We did not want
the PCs to be collection devices,” Bren-
nolt says. “We had to collect data auto-
matically so our operators didn’t have to
also become keypunchers.”

The Mundelein facility went on-line with
EDI in November 1992, and MES in No-
vember 1993, with 50 terminals, 30 PCs
and 20 bar-code data-collection points.

The EMS system immediately provided
MacLean-Fogg with two things: a lot of
valid data that had never before been

available, and a “view” of the manufac-
turing process on a real-time basis
throughout the entire organization.

Brennolt says MacLean-Fogg organizes
its manufacturing operations into five
processes: the primary forming process,
in which the steel is cut and formed into
the desired shape and size; a secondary
tapping process, which cuts threads in
the nut; secondary assembly or deflec-
tion, which produces the washer or lock-
ing part; outside processing, including
plating; and packaging and shipping.

The real-time aspects of the system also
help reduce costs. The Savanna opera-
tion has nearly doubled its sales and pro-
duction volume since 1990 without adding
indirect personnel. Inventory as a per-
centage of sales has also been reduced.

MacLean-Fogg has successfully become
a JIT supplier. Its ratings from key auto-
motive customers keep improving and
more husiness is being won.

MES Benefits
Plant Floor

In the paperboard packaging industry,
customer requirements are varied and
quality requirements are critical. Manu-
facturers must work closely with their
customers and respond rapidly to mar-
ket-driven style changes. Also, the fluc-
tuation in customer demand causes dra-
matic changes in order rates and short
delivery is essential in eliminating waste.

In an industry where the “quick ship-
per” gets the business, Rexham Packag-
ing has deployed an MES to reduce its
manufacturing cycle time and improve
on-time delivery performance. Rexham
Packaging (Pineville, NC) is a manufac-
turer of paperboard packaging for cos-
metics, personal care products, health
care products, and textiles. The company
is a business unit of Rexham Inc. (Char-
lotte, NC) and is part of Bowater plc of
London, England.

In 1990, Rexham Packaging determined
that it needed a more automated system
of shop-floor data collection. At that time,
it relied upon time sheets processed
through its accounting department to re-
port what had happened on the shop
floor. This manual process resulted in a
24-hour information lag on operations.

To improve its data collection, Rexham
Packaging implemented the FACTory
system from FACT Inc. (Clifton Park,
NY) in 1991. FACTory is open systems
software that enables manufacturers to
manage the scheduling, communications,
and execution of factory-floor and sup-
port activities. The system helps compa-
nies control diverse manufacturing pro-
jects as they move through the shop floor

and coordinate multiple departments, so
they execute work assignments as a syn-
chronized operating unit.

The FACTory system operates in a |

client-server environment of networked
PC systems that produces fast response
times for retrieving data at operator work-

stations, an important feature for Rexham |
Packaging. Its client workstations pro- |

vide operators with complete visibility to
all information regarding an order as it
travels through the shop floor.

Prior to installing the FACT system,
Rexham Packaging, for the most part,
had no computers on the shop floor. It
took a consultative approach with its em-
ployees as it introduced the technology to
the factory. It held meetings to demon-
strate the technology and set up a “famil-
iarization” workstation in the company
cafeteria that allowed personnel to learn
hands-on about using a computer.

Soon after the MES system’s rollout on
the shop floor, Rexham Packaging began
to achieve performance gains. For exam-
ple, the company had an on-time deliv-
ery performance of 83% in 1990. In the
first year of using its FACT system, on-
time delivery performance shot up to
95.4% and has remained consistently in
the 92% to 95% range since then.

“Adding the FACT system has helped
us set standards for our customers and
for ourselves,” says Gary Brogdon, plant
manager. “Our customers are getting
products quicker, which means we get
paid sooner for investments in raw mate-
rials, labor, and other business costs.”

Another important feature of its MES
application is improved data collection.
“With a manual system, you must assume
that the information gathered is accu-
rate,” says Brogdon. “With the FACT sys-
tem, we know the information is correct
and this high degree of accuracy is im-
portant to our plant operations.”

Rexham Packaging has also used its
MES application to help it determine bot-
tlenecks on the shop floor. It produces a
diverse mix of products and it faces con-
stant change from its customers regard-
ing graphics and packaging structures.

The benefits of MES have been dra-
matic. Rexham Packaging has cut its av-
erage manufacturing cycle time by more
than half, to 14.53 days. These cycle-time
reductions have produced a positive bot-
tom-line impact at the company. The av-
erage WIP inventory in 1990 was
$805,000. Since 1991, when it installed its
MES application, the average WIP inven-
tory has been $392,000.

Rexham Packaging has expanded its
initial system. The system is now provid-
ing realtime information on the status of
shop-loor jobs to sales, customer service,
manufacturing support, and shop-floor
personnel, enabling the company to pro-
vide fast response to customer inquiries.
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be free, based on our model, to develop their own
unique programs.”

Aside from building a bridge to the European
market, MESA is not necessarily interested in ex-
pansion. “Our major thrust isn’t necessarily, at this
point, to try to add a lot of new members,” says EM-
S's Allen. “We have regular members who meet the
criteria described in the charter, and we have as-
sociated members who have allied products.”

However, according to Allen, MESA is discussing
the possibility of enabling MRP vendors to partici-
pate in MESA. “It is interesting that MRP has been
around for more than a generation, yet we are not
aware of any association for MRP vendors,” em-
phasizes Allen. “Perhaps MESA will fill this void.
However, regardless of whether or not we open

MESA to MRP vendors, our mission isn't neces-
sarily to generate a whole big pile of members;
our mission is to continue to clarify what MES is
and why the marketplace ought to care.”

Hakanson concurs. “Really, what MESA is doing
is developing and defining a market. In that
process, there are individual corporate successes
and failures. Right now, we are seeing signals that
more and more companies are getting into the
MES business.”

Hakanson sees pressure from MES users as dri-
ving more vendors to invest in developing MES
products. “We're seeing more and more compa-
nies getting into MES or becoming aware of the
ned for MES,” says Hakanson. “That’s what is im-
portant. And, that's how we build our strength.”

MESA INTERNATIONAL MEMBERS

COMPANY
ABB Industrial Systems Inc.

Advanced Manufacturing Research (AMR)

Allen-Bradley Co.

Andersen Consulting

BBN Software Products

Camstar Systems Inc.

Consilium

Deloitte & Touche

EDS (Electronic Data Systems)

Effective Management Systems

FACT Inc.

Harnischfeger Engineers Inc.

Hewlett-Packard

Honeywell Inc.

1BM

The Indus Group

Industrial Computer Corp.

Intellution Inc.

Intermec Carp.

MDSS Inc.

Promis Systems Corp.

RWT Corp.

Setpoint Inc.

Silverline Industries Inc.

Square D/Crisp Co.

ADDRESS

650 Ackerman Rd., PO Box 02650
Columbus, OH 43202-1502

Two Oliver Street, 5th Fl.
Boston, MA 02109

747 Alpha Drive
Highland Heights, OH 44143

69 W. Washington St., Rm. 2007A
Chicago, IL 60602

150 Cambridgepark Drive
Cambridge, MA 02140

2105 S. Bascom Ave., Ste. 200
Campbell, CA 95008

640 Clyde Court
Mountain View, CA 94043

127 Public Square, Ste. 2500
Cleveland, OH 44114-1303

800 Tower Dr,, MS 2108
Troy, Ml 48098

1200 W. Park Place
Milwaukee, WI 53224

3 Tallow Wood Drive
Clifton Park, NY 12065

PO Box 1512
Milwaukee, WI 53201-1512

19091 Pruneridge Ave.
Cupertino, CA 95014

16404 N. Black Canyon Hwy.
Phoenix, AZ 85023

1001 W.T. Harris Blvd., MS 20Y/251
Charlotte, NC 28257

60 Spear Street
San Francisco, CA 94105

5871 Glenridge Dr., Ste. 300
Atlanta, GA 30328

One Edgewater Dr.
Norwood, MA 02062-4633

PO Box 4280
6001 36th Ave., W.
Everett, WA 98203-9280

1717 E. Ninth St.
Cleveland, OH 44114

1731 Technology Dr., Ste. 250
San Jose, CA 95110

1471 Business Center Dr., Ste. 900
Mt. Prospect, IL 60056

14701 St. Mary's Lane
Houston, TX 77079-2995

2605 W. 22nd St., Ste. 38
Oakbrook, IL 60521

5160 Blazer Memarial Parkway
Dublin, OH 43017

PHONE/FAX

614-261-2803
614-261-2703 fax

617-542-6600
617-542-5670 fax

216-646-3878
216-646-3152 fax

312-507-8291
312-507-2548 fax

617-873-8144
617-873-4751 fax

408-559-5700
408-559-5719 fax

415-691-6100
415-691-6130 fax

216-589-5962
216-589-3939 fax

810-265-0365
810-265-7569 fax

414-359-9800
414-359-9011 fax

518-373-1040
518-373-1039 fax

414-797-6624
414-797-6573 fax

408-447-4487
408-447-0198 fax

602-863-5523
602-789-4040 fax

704-595-6228
704-595-7897 fax

415-304-5000
415-904-5055 fax

404-255-8336
404-250-0602 fax

617-769-8878
617-769-1990 fax

206-348-2600
206-348-2851 fax
216-861-8100
216-566-7284 fax

408-441-9090
408-441-9099 fax

708-390-0200
708-390-9433 fax

713-584-1031
713-584-4329 fax

708-571-5555
708-571-5609 fax

614-765-4200
614-765-4279 fax

DELEGATE
Mark S. Muroski

Julie Fraser

Monte Roach

Jeff Rappaport

Janet Olsen

Sanborn Towle

Nicholas J. Samanich

Scarlett Navarro-Robertroy

Thomas G. Allen

John Lischefska

Larry D. DeMaster

Tom Peters

Curtis Chance

Allen R. Johnston

Richard MacAlmon

Mike Wells

Jeff Blossey

John A. Leibert

Roy Stark

Steven T. Zailyk

Eddie Whitfield

Paul Goodridge

Robert L. Goelz

“We’re seeing more
and more compa-
nies getting into
MES or becoming
aware of the need
for MES. That’s
what is important.
That is how we
build our strength.”
BILL HAKANSON
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