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P Lean manufacturing seems to be one of those industry buzzwords that
will never get old. We all know the theory: eliminate waste at every level
of your operatlon, and the benefits quickly add up—increased effi-
cieney, decreased costs, and, most 6f the time, a healthier environment,

Az OFMs, however, you are in-aunjque sitnation in that you are really
only as good as your hundreds. of ‘suppliers. So-while you may have
already done your: “lean” homework and may have even. successfully
implemented some of the principles, the effects often don’t make it past
internal vperations, *

"In an ideat world, OEMs would share nhelr lean-knowledge and expert-
ise 'with their entire supply chain to benefit:all aspects of their opera-
tions, but what company has the time~—not to mention- the, funds—to

teach and evaluate each and every one of its supphers not to menuon. |

 the suppliers of 1ts suppliefs?
Theé-good news is there’s help. Through anew program headed by the

Us. Envrronmental Protection Agency and the National Instrtute of.

Standards and Technolog;fs Manufacturing Extension. Partnershlp
(MEP), you now have a group that s not only willing to educate yous sup-
ply chain but is also-willing to help your suppliers pay: for it
Called the Green Suppliets Network (GSN); the U.S: government sub :
sidized program endeavors to'teach small- to- medrum sized ‘suppliers

+ about “lean and green” practrces that they might not otherise have

access-to-die to staff and/or cost constraints. So what does that have to
do with you? Absolutely everything.

“Being involved with GSN -enables suppliers to look at ways to lean
their production processes, as well as improve their environmental per-
formance,” says Kristin Pierre, program director for GSN. ‘It also gives
OEMs an opportunity, not only to enable their suppliers.to achieve some
of those goals, but also get information back about what's happening in
their supply chains.”

Designed to start at the OEM level, the program takes a-chosen por-
tion of your supply chain and offers each supplier the option of going
through a review process that aims to improve products and processes,
increase energy efficiency, optrmlze resources and technologies to elimi-
nate waste, and identify cost-saving opportunisies. Yes that's right—cost-
saving opportunities that-could potentially.be passed on to the OEM.

In fact, during one of GSN's pilot programs with General Motors (GM),
an external research ficmn found that by extrapolating the cost savings of
just GM's tier-one suppliers, there was an estimated $390 million to $520
million dollars of economic value added. “That has a direct impact on
GM:s bottom line,” Ms. Pierre tells APPLIANCE.

She also says it fosters better communication between OEMs and a/l
of their suppliers. “We've heard from other OEMs that while they may
know who their tier-one suppliers are, they don’t necessarily know who
- their tier-two or tier-three. suppliers are,” Ms. Picrre notcs. At the same,
she adds, the program keeps eompanies at a comfortable distance since
_ athird party is evaluating and making suggestions, not the OEM. ‘
8o how does it work? The OEM begins the process by sending GSN a

| ing-the process.
‘they can determin (
~ with potential: return on i stment notes Msszrerrc

‘mine how muoh.of those cost'segments they want

| lettér stating its participation. From there, GSN meets with the OEM and
| identifies which suppliers they-want to target. Ms. Pierre recommends
| targeting. suppliers along a particular product line because it's easier-to
| capture the data and see the direct impact of the program but adds that

it doesn't have to be done that way.
Once a list is comprled each supplier is- 1nv1ted to partrcrpate in an

" informational Webcast hosted. by GSN and the UEM. If the supplier
-agrees’ o participate, MEP takes over and the review process begins,

which typrcally inc des a: pre- -assessment followed by the creatron ofa
value-stream ms the end of the review, the suppher réceives a-con-
fidential report that hstS'all ot £ he: ptunities that were idenitified dur-
ough cost-benefit analysis so that
unities take the most sense to go after

From there, the MEP ) i atmg suppliers’ data
and d1strrbutes one general,report f the 0 ) 1mportant note is -
that GSN. will not share’ facility- -§pecific datd with the OEM:;:only’ aggre-
gate data.is provrded "Supphers are enable : {mpowered to deter-
back-to therr
c’k;.th_‘e Tmore

OEM” Ms. Prerre explains, "Obvrously the more they
competrtrve they are>We leave that decrsmn in therr !
So'is-anyone really doing this? Yes, and it's not jus the. automotlve

-industry. Healthcare; aerospace, farm and-construction, and the office

furniture. industry are all active participants. In fact, the Business and
Institutional Furniture Manufacturers Association (BIFMA) has been
promoting the program since its launich late last vear:

- Allsteel, an office furniture manufactiwrer based-in Muscatine, A, U.S,,
has sticcessfully gone through the:progran,-and some of its suppliers-are
already implementing their initial projeets. “It has allowed our vendors to
see the flow potential for their business in a.way that they can see the
dollars and cents potenmal for making improvements, which:will gener-
ate positive environmental outcomes without us looking over their shoul-
ders at their books,” explains Scott Lesnet, Safety & Environmental
Affairs manager. Mr. Lesnet also says that while Mlsteel isn't expecting to
receive immediate cost savings by participating in GSN, it does feel the
program will help reduce the potential of cost increases inthe long term.

Steelcase, another office furniture producer, has just started the GSN
process and is anxiously awaiting the results. “We see it as a definite win-
win opportunity to have an ob]ectrve and experienced reviewer come in
and identify opportunities for removing inefficiencies and waste;” Mary
Ellen Mika, manager of Strategic Sourcing Services for Steelcase, tells
APPLIANCE. “A stronger supply base means a stronger Steelcase.”

Sold yet? I haven't even touched on the program'’s largest benefit to
U.S. OEMs—ihe global competitive advantage. Many of your suppliers
are probably [ocated outside of the U.S., which means they aren’t quali-
fied to participate in this program. Think about that. This could not only
be one way to maintain your U.S. suppliers and keep them competitive,
it could be an answer to Amerrca ] most pressing manufacturing issue.

Any takers? < ]
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Edftor’s Note: You can contact GSN by calling
Kristin Pierre at 202/564-8837 or e-mailing
pierre kristin@epa.gov.



