tools to leverage purchasing power

OMPONENT AND SUPPLIER
management (CSM) systems
neatly fit in the gap that exists
between design engineering sys-
tems and business systems, and
especially the procurement function. A
CSM system consists of a comprehen-
sive classification scheme and a power-
ful scarch engine that allows engineers
and purchasing professionals to find com-
ponents quickly by describing their char-
acteristics or intended use. Fortune 1000
companies have been using CSM sys-
tems to maximize discounts, improve en-

combines information on commer-
cially available components and in-
ternally designed parts and assem-
blies. Its classification schemes fa-
cilitate cross-referencing items that
are functionally equivalent, but have
different part numbers.

As the leading supplier of CSM sys-
tems, Aspect Development, Mountain
View, Calif., has continued to refine
its product offering since the 1997
merger with its principal rival,
CADIS. In fact, the company just in-
troduced its next-generation enter-

‘We can see aggregated totals across nine
different enterprise resources
planning and MRP systems with a

one-button push.’

gineering efficiency and design reuse,
speed time-to-market, and reduce over-
all product costs.

CSM systems allow users to view
detailed specification information,
compare alternative parts and suppli-
ers, and perhaps most important, find
an equivalent item that has been ap-
proved for use and may already be in-
stock. To do so, a CSM search engine
uses a comprehensive database that
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prise CSM solution, called Aspect
CSM Strategic Product Development
(SPD), designed specifically for dis-
crete manufacturers.

“Aspect pioneered the component
and supplier management market with
products that bridge design and pro-
curement,” says Romesh Wadhwani,
chairman and CEO for Aspect. “This
new solution expands decision-sup-
port tools that engineers need to de-
sign the right components at the right
cost to optimize innovation and save
tens of millions of dollars per year.”

The price
you pay

3COM, others implement strategic sourcing

Component and
procurement management
systems combine information about
components, suppliers, designs, and
processes to facilitate supply chain
information sharing and limit
component proliferation. This
category of software includes
component libraries, and supplier
and ordering information. This
market is evolving from offering
electronic parts catalogs to providing
preferred supplier information and
integrated, corporationwide ordering
for maximum discounts.

3Com’s two phases

Aspect’s CSM solution has allowed
companies such as 3Com, San Jose.
Calif., to dramatically improve the effi-
ciency and cost-effectiveness of their
design processes. At 3Com, Aspect’s
Strategic Sourcing Management (SSM)
software suite aggregates information
from multiple data feeds, puts it into a
data mart, and allows users to access data
that’s been searched, sorted, and reported
along any combination of characteristics
the user desires, e.g., supplier, supplier part
number, commodity, and site.

Prior to implementing SSM, 3Com
did an excellent job of managing com-
modities and major global suppliers,
but its process was manual and accom-
plished by means of custom reports,
spreadsheets, and e-mail. The company
realized that the good work it was do-

ing with a limited set of tools could be
improved dramatically by implement-
ing better system tools. This need was
made more imperative by the
company’s aggressive position of mak-
ing strategic acquisitions and reducing
product life cycles.

3Com decided to implement the

SSM module to leverage the inbound
supply chain, with the objective of
providing global purchasing tools and
reports. A second phase would address
component reuse, with deliverables to
include preferred part search &
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Component management

selection for reuse and purchasing le-
verage, search & report for internal
and supplier data, and search for a com-
mon part-number registry.

“The Aspect SSM could compile the
aggregate data from nine different
material requirements planning [MRP]
systems that, prior to implementation,
couldn’t supply this information be-
cause they couldn’t communicate with
each other,” says Dan Jackson, busi-
ness development manager for Aspect
Development. “SSM now serves as a
translator empowering the necessary
communication.”

Before, with the quasi-manual pro-
cesses 3Com used to roll up information

With the KAPES planning and estimating system, Jag

3Com, “we can see aggregated totals
across nine different enterprise resources
planning and MRP systems with a one-
button push. This means that when we
negotiate with suppliers, we are armed
with information that can give us signifi-
cant price breaks. The company not only
has better information, but it has it
quickly,” Patkay adds.

The second phase—geared toward
component, commodity, and design en-
gineers—began implementation imme-
diately after Phase One went live. At that
point, the initial project team disas-
sembled, and ongoing management of
the system was handed off to 3Com’s
corporate information technology group.

€S

as value benchmarking, engineering, management, and analysis. (Photo courtesy Jaguar)

about commodities in preparation for
negotiations with suppliers, commod-
ity teams would spend several weeks
accessing and formatting the data nec-
essary to prepare for such negotiations.
With Aspect’s SSM in place, the same
data aggregation can be done in less
than 10 minutes, and not just on the
few commodities targeted by the teams,
but on all of 3Com’s commodities.
“Through Aspect’s solution for stra-
tegic sourcing,” says Jean-Pierre Patkay,
vice president of manufacturing for

With the greater purchasing leverage
gained by using the system, 3Com has
been able to source parts less expen-
sively and support better margins. This
has underscored the implementation’s
basic theme of better data, cheaper parts,
and improved margins. According to
3Com, the system has met its return-
on-investment (ROI) objectives.

The way 3Com is structured, the tar-
get user for the system is not really the
purchasing manager per se, but rather
members of the global commodity

102 February, 1999 http://www.manufacturingsystems.com

uar is better equipped to implement processes such

teams, many of whom are purchasing
managers. Because of its ability to cull
and analyze data from disparate
sources, and make accurate projections
on a global basis, the system is most
valuable to those within 3Com who
have global responsibilities.

The Aspect SSM enables 3Com to
leverage commodity, supplier, part, or
site, depending upon the business situ-
ation. At any given time, one or a com-
bination of these dimensions will be
the most effective lever for 3Com to
pull. 3Com’s Patkay notes that the le-
vers have been deployed with veritable
speed. “We are very pleased with the
speed of implementation and the rate
of ROI that Aspect’s solutions
provide,” he says. “The beauty
of the system is not only the
leverage it provides, but the
detail of information that as-
sures 3Com knows which lever
to pull.”

KAPEd crusaders

After the 1997 merger be-
tween Aspect and CADIS, the
CSM sector became a single-
vendor market. However, as re-
ported last year in Manufactur-
ing Systems (February 1998),
Boston-based AMR Research
didn’t expect the CSM market
to exist much longer with only
one vendor. Although Aspect
still holds the leadership posi-
tion, especially in stock items
and standard parts management,
PS Industry Solutions, Lake-
land, Fla., a company focused
on cost-estimating, is making a play
for the engineer-to-order side of the
business.

PS Industry Solutions offers its Knowl-
edge-Aided Planning and Estimating Sys-
tem (KAPES), which uses data about the
part’s characteristics, such as holes, sur-
faces, and fastening, to estimate the cost
to produce the part. AMR sees this prod-
uct as an attractive point solution for
OEMs, which may reduce the cost of
parts and help suppliers become more
competitive when bidding.
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