Component manageme

30 MANY
GOMPONENTS,
30 LITTLE TIME

combine
information about components,
suppliers, designs. and processes
to facilitate supply-chain informa-
tion sharing and limits component
proliferation. According to Ad-
vanced Manufacturing Research,
Boston, this category of software
includes component libraries and
supplier and ordering information.
This market is evolving from offer-
ing electronic parts catalogs to pro-
viding preferred supplier informa-
tion and integrated corporationwide
ordering for maximum discounts,
among others.

Kodak, Honeywell see gains in better parts management

omponent and supplier manage-
ment (CSM) systems have
evolved from their role as an
electronic parts catalog to be-
come a key business system for
the '90s. For 20 percent of Fortune
500 manufacturers, CSM provides
supplier information and integrated,
companywide ordering capabilities,
which help these firms maximize dis-
counts, improve engineering effi-
ciency and design reuse, speed
time-to-market, and reduce overall
product costs.

CSM software can fill the gap be-
tween a company’s design engineering
systems and its business systems, ac-
cording to Advanced Manufacturing
Research (AMR), Boston. It does so
by means of a comprehensive classifi-
cation scheme and a very powerful
search engine that allows engineers and
purchasing professionals to quickly
find components by describing their
characteristics or intended use. The user
can then drill down to view detailed
specification information, compare al-

Marty Weil

Contributing Editor

ternative parts and suppliers, and per-
haps most importantly, find an equiva-

lent item that has been approved for

use and may already be in stock some-
where in the company. CSM search
engines use a comprehensive database
that combines information on commer-
cially available components and inter-
nally designed parts and assemblies,
and the classification schemes facili-
tate the cross-referencing of items that
are functionally equivalent but have
different part numbers.

Over the years, many companies have
attempted to develop homegrown CSM
systems. Most have found the task to
be too time-consuming and difficult.
Tektronics, Wilsonvillve, Ore., for in-

'FOR THE FIRST TIME, WE'LL
HAVE ALL OF OUR
COMPONENT, SUPPLIER,
COST, QUALITY, AND DESIGN
INFORMATION INTEGRATED
INTO ONE SYSTEM."
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stance, worked three years on an
in-house CSM system before turning
to Aspect Development, Mountain
View, Calif., a worldwide provider of
CSM solutions, for assistance.

According to Joe Prange, president
of Aspect, Tektronics developed
itsown software and assigned 10 en-
gineers to enter the company’s
160,000 active parts into a database.
But when they realized the effort
would take a year and a half, the
company abandoned the idea and
turned to Aspect for help.

For many years the CSM market
was split between Aspect and its ri-
val CADIS, Boulder, Colo., but in
November 1997, the CSM sector be-
came a single-vendor market when
Aspect acquired CADIS. AMR
doesn’t expect CSM to exist long with
only one vendor, however, believing
several initiatives backed by venture
capital are already underway to get
into this market before Aspect makes
the barrier to entry impossibly high.

Quick buck
For many large manufacturers, such
as the Equipment Manufacturing divi-
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sion of The Kodak Imaging Group,
Rochester, N.Y ., and Honeywell, Min-
neapolis, CSM systems have provided
a quick return-on-investment (ROI).
While the installation of a CSM system
typically costs more than $1 million,
according to Prange, it is not uncommon
for the system to pay for itself within a
few months. On average, he claims, CSM
users enjoy a $50-million ROL.

Bay Networks, Santa Clara, Calif., a
leader in the worldwide networking
market, for instance, expects that its
$2-million investment in CSM will pay
for itself within a year. “For the first
time, we’ll have all of our component,
supplier, cost, quality, and design in-
formation integrated into one system,”
says Terumi Irizawa, systems strategy
manager for commodity and supplier
management at Bay Networks. “This
will enable us to get products to mar-
ket faster, and it will give our people
the tools to be more productive.”

“The big return-on-investment comes
through procurement,” says Prange.
“With the tools to eliminate duplica-
tion of effort, big companies can con-
solidate the supplier base and negoti-
ate better with preferred suppliers.”

CSM SOFTWARE CAN FILL THE
GAP BETWEEN A COMPANY'S
DESIGN ENGINEERING
SYSTEMS AND ITS BUSINESS
SYSTEMS.

Bryan Stolle, CEO of Agile Soft-
ware Corp., San Jose, Calif., a sup-
plier of Windows and Java client/
server applications for desktop-based
product change management, agrees.
“For the purchasing manager, CSM
helps them get the part into inven-
tory and supports their dealings with
vendors and shippers. It helps them
with substitutions and better analyze
what they have in inventory. It helps
the company build the product at the
lowest cost possible. For really large
electronics companies there is also a
potentially huge gain. If you are a large
manufacturer and are buying a lot of
parts, you can use this information to
figure out how to consolidate with one
supplier and negotiate a better deal
for yourself.”

Source: Aspect Development

Component management systems have arrived on the scene hecause of the significant costs
associated with purchased components, especially in important industries such as automotive or

electronics.
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Procuring success

“Realizing that component deci-
sions are made in the first 10 percent
to 20 percent of the design cycle, and
often account for 70 percent or more
of total product cost, we knew it was
critical that designers have the infor-
mation they need to make the best
component decisions up front and for
that information be easily accessible,”
says A.J]. Calabrese, program man-
ager, materials management at
Eastman Kodak. “We didn’t want to
dictate to designers what components
to use in designs, but we wanted to
communicate to them good business
reasons for choosing certain compo-
nents. With the Aspect system, we
were able to integrate procurement’s
buying strategies with the designer’s
needs. Engineering wanted to have
purchasing involved early on, but did
not have the tools or a process that
encouraged their participation. Our
existing system served the needs of
procurement, but did not provide the
critical bridge to design.”

Few industries face shorter prod-
uct life cycles, faster development
cycles, or greater cost pressures than
consumer electronics. With compo-
nent selection and procurement ac-
counting for an increasing share of
both its designers’ time and its total
product cost, Eastman Kodak under-
stood that its competitive position
rested to a great degree on the ability
of its development and procurement
groups to work together. Like many
large manufacturers, Kodak had an
in-house, mainframe-based compo-
nent sourcing system.

Developed 20 years ago, the
flat-file database provided the neces-
sary data for procurement to order
components, but was incapable of
linking that information to the geom-
etries, footprints, simulation models,
and other design information that
designers needed. There was no way
to tell where to find CAD files for
any given component. Consequently,
reusing design information was prac-
tically impossible. Furthermore, since



Your ERP investment is safe with
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track record integrating with top
ERP applications.

Whether you've chosen software
from Baan, JD Edwards, Oracle,
PeopleSoft, QAD, Symix or SAP to
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ules. And data collection products
that deliver timely, accurate informa-
tion. Intermec enables your ERP
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