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About the
Challenges

VSM Challenges

In addition to the digital learning, we've
included four challenges you can access
at the end of each lesson.

You can complete one or more of these
challenges to ensure you understand the
fundamental principles of VSM and
apply your knowledge in different
scenarios.

The challenges give you a variety of
business scenarios and roles in which to
apply your new VSM knowledge. Each
challenge gets a little harder but, the case
study and challenges will prepare you for
a VSM Kaizen.

Can you complete the challenges?

QUICK LINKS

* Fortive Learn
* InsideFortive
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https://www.fortivelearn.com/
https://fortive.sharepoint.com/sites/InsideFortive/
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Quote to Cash

Introduction

Unlimited

Opportunities
R 4% provides software to
Unlimited customers who create

Opportunities solutions for their end
customers

Unlimited Opportunities has received feedback from their
customers that the process for quoting new direct software sales
via responding to a request to quote is cumbersome and
competitors are doing a much better job. This matches internal
feedback and frustration in the many departments that touch a
Deal. Management decides they need to improve the process and
identifying the major problems by doing a Value Stream Map.
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Challenge 2:
Creating a Current State Map

Directions: Look at the following background information ‘

and then calculate the Takt Time for Unlimited Opportunities -

in the box below. Unlimited
UDDOPtlInItIBS

The kaizen team at Unlimited Opportunities starts by seeking to understand
the core problem of quote to cash. Unlimited Opportunities know they need to
“Close Won” 2400 deals each year.

» There are 240 workdays annually for the sales team.
* The team works 10 hour days.

From this information - can you calculate Takt Time?

Total Available Production Time .

Average Customer Demand
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Challenge 2:
Creating a Current State Map

Directions: Look at the following background information -
and then determine how you will use this data to create the -
Current State Map for Unlimited Opportunities. Unlimited

Opportunities

A team is chartered to review the process from Quote creation to Close Won.

The team starts by seeking to understand the core problem they will focus on.
Unlimited Opportunities needs to “Close Won” 2400 deals each year (use this to
calculate Takt Time). It is decided to improve the Quote creation to close Won
process from average 50 days to 25 days. There is also clear management view
that within that process the deal review step is taking too long (7 days).

While walking the process together, starting at the step closest to the customer,
the team gathers some data at each process box (numbered 1, 2, etc. below):

1. The Opportunity Close Process is the final process step before the invoice
is sent to the customer; this step is where contracts and invoices are
generated. Data for the process data box:

a) There are 4 functions that touch this process (all captured in one
process/data box); there is interaction between the functions as they
do their work:

|.  Sales moves the opportunity to deal review and submits the
documentation (15 minutes/deal) in the Customer Relationship
Management (CRM) System

ll.  Pricing audits the pricing (30 minutes/deal) using the Pricing
Audit Tool and documents in CRM

lll. Legal which audits the contract language (30 minutes); all
contracts are stored in the Legal SharePoint site

IV. Accounting which audits terms, has final say on the agreement,
and moves the deal to closed won (30 minutes) in CRM

b) 50% of all deals have to be reworked

c) 300 deals are waiting to be started
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Challenge 2:
Creating a Current State Map

Directions: Continued ...

2. Prior to closing an opportunity, there is the Negotiation Step where terms of
the deal are determined between the company and the customer. Data for
the process data box:

a) 3 functions are involved in this negotiation:
|.  Sales rep delivers initial documents to the
customer, discusses terms, works between the company and
the customer (5.5 hours)
Il. Legal reviews, agrees to, negotiates legal terms and contract
language (2 hours)
lll.  Pricing use the new Pricing Audit Tool to audit pricing and the
Price Creation Tool to rework pricing (30 minutes)
IV. Sales rep moved opportunity in CRM to “deal Review” to trigger
next process (30 minute)
b) 10% of all deals must go back through the process for rework
c) 200 deals are waiting to be started
d) 100 deals are in process at this step
e) Process has many potential paths depending on deal size, pricing,
discounts, contract terms, etc.

3. The initial process step is Initial Document Creation and Delivery; the Order
documents, Statement of Work, and MSA are created and delivered back to
Sales. Data for the data process box:

a) Sales rep creates the quote request in CRM (10 minutes)

b) Pricing use the Price Creation Tool to generate the price
and documents in CRM (40 minutes)
c) Sales rep delivers to the customer (10 minutes)
d) 100 deals are waiting to be started
e) 0% rework
4. Information/system interactions
a) Customer Relationship Management System
b) SharePoint
c) Price Audit Tool
d) Price Creation Tool
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Challenge 2:
Creating a Current State Map

Directions: Using the information on the previous pages, create the Current
State Map for Unlimited Opportunities.
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Challenge 3:
Adding Kaizen Bursts

Directions: Look at the following information and determine -

how you will use this data to add kaizen bursts to the Current -

State Map on the next page. Unlimited
Opportunities

Now that we have the current state map documented, we are ready to
document the wastes that we observe.

We will document these wastes as we create the Current State Value Stream
Map with Kaizen Bursts. We can see a VERY large discrepancy between the
Lead Time and the Process Time (60 days vs 660 minutes) so we know there is
plenty of opportunity for improvement.

During the kaizen, we would be walking the value stream, talking to people,
observing what gets done (or doesn’t get done) and noting wastes and things
that just don't make sense. We want to focus on the areas that need to improve,
not on the solutions (yet). Use the 8 waste framework (and common sense) to
come up with a examples of wastes and document on your map with kaizen
bursts. The Inventory waste is obvious (300 deals sitting in from of opportunity
close as example) as is the Defect waste (50% rework during opportunity close).
What other wastes do you see?

©

Defects Overproduction Waiting Non-Used Creativity

@

Motion

Transportation
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Challenge 3:
Adding Kaizen Bursts

Directions: Add kaizen bursts to the Current State Map for ) '
Unlimited Opportunities. Unlimited
UDDOFtUﬂItIBS

Customer .
: ) X ’ ) ) TT= 60 minutes
Lezal SharePaoint Price Creation Price Audit Relationship )
ga Toal Tool e 10 Invoices per day
System
Customer
Initiation Customer
Invoice
Initial Documentation Negotiations Opportunity Close

m > Creation and Sharing
Q @ 2 m”e ‘%"’@4

OCT = 60 min. (serial)
Sales — 10 min.
Pricing — 40 min.

OCT =90 min. (serial)
Sales — 15 min.
Pricing — 30 min.

OCT = 510 min. (serial)
Sales — 330 min.
Pricing — 30 min.

Sales —10 min. I i Legal — E!{J min. _
Rework = 0% sales — 30 min. Accounting — 30 min.
Rework = 10% HERES
Work in Process — 100 deals
10 days 20 days 30days |ead Time = 60 Days

60 min. _ 510 min. 90 min.

Process Time = 660 min.
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Challenge 4:
Building the Impact Matrix

Directions: Look at the following background information -
and determine how you will use this information to add items A
to the Impact Matrix on the next page. Unlimited

Opportunities

As we document the wastes we will develop ideas for what we can do to make
improvements.

Some ideas may be well thought out (fix x by doing y); some may need further
understanding (problem solve metric z). For each of the kaizen burst areas
identified on the Current State Value Stream Map, we brainstorm the list of
improvements and use an affinity diagram to group them together.

Once grouped, we rate improvement ideas for the Impact they would have on
the wastes identified as well as the ease of implementation. We then take the
improvement ideas and map them on the impact matrix. For example, we have
a kaizen burst around there being 2 different pricing tools which leads to
defects and lost time.

An idea for improvement could be to combine the pricing tools and we have
rated that as high impact and hard to implement (meaning we would need
further planning to make that happen).

Another idea would be to align the 2 pricing tools as they are today to make sure
the way the fields are used and calculations are made will give us the same
answers. We believe that has a medium impact and would be a medium ease of
implementation.

What other ideas for improvement would you document?
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Challenge 4:
Building the Impact Matrix

Directions: Add your top improvement ideas to the Impact -
Matrix for Unlimited Opportunities based on your estimates

on the level or effort and impact for each. U""mit?d
Opportunities
High
Plan Immediate
Impact
Drop Consider
Low

Hard <—————— Ea3se of Implementation ——— —————————) Fasy
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Challenge 5:
Creating a Future State Map

Directions: Look at the following background information -
and determine how you will fill out your Future State Map e
on the next page. Unlimited

Opportunities

Given the impact matrix information on the impact of our future efforts, we will
create a Future State Value Stream Map.

This will document the improvements we commit to make to improve the
customer and employee experience. Note: We may not have the “how” fully
figured out (and will document our actions to close the gap next in the action
plan). An example of a large change from the current state to the future state is
the reduction in rework from 50 % to 5%.

« What other changes would you make to create the Future State Value
Stream Map?

* What is the new Lead Time and Process Time based on your changes?

() FORTIVE
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Challenge 5:
Creating a Future State Map

Directions: Using the information on the previous pages, create the Future State
Map for Unlimited Opportunities.
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Challenge 6:
Creating the Action Plan

Directions: Look at the following background information

and determine how you will fill out your Action Plan on the

next page. U“"mlted
[lpportunltles

Before our kaizen report out, we create the Action Plan. This is the commitments we
have made to close the gap from the current state to the future state. For example, if
we are going to reduce the backlog in front of opportunity close (and take out 27 days
of Lead Time!), we need to reduce the amount of rework that happens. An action we
could take is to do a Variation Reduction Kaizen on the process to identify where the
process breaks down and implement fixes to eliminate the rework.

What other actions would you capture on the action plan?

w— —
- Current High Level Situation St 'H
-~
Action Plan (2 FORTIVE [*™
Improvement Priority or Process to be Improved: Revision Date:
Action Plan Owner: Action Plan & PSP Gemba:
+
Management Owner: Meeting Cadence & Specific Time:
5
Action Plan Team:
Metric to be Improved: Timeline
7 =PLAN X = Actual letion dat
Planned Dates Target to Improve L ue competion cete
2018 2019
- - - Planned | Realized
Action Step / Kaizen Events Owner | Start Finish Status impact | Impact Status | Nov | Dec | Jan | Feb | Mar | Apr | May | Jun | Jul | Aug | Sept| Oct | Nov | Dec

Da this particular Activity John | 10/08/14 | 10/22114 [ On-Track 100 25| On-Target

Click here to download the Action Plan template file
from Inside Fortive.
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Subscription to Implementation

Introduction

Cumulus

provides software solutions
that monitor key activities
in a customer’s processes.

Cumulus has received feedback that the lead time from a
customer subscribing to a service and actually having the service
implemented is much too long. The delays are causing frustration
among the team and the increasing pressure of competition.
Management decides do a Value Stream Map to identify the
issues.
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Challenge 1:
Calculating Takt Time

Directions: Look at the following background &
information and then calculate the Takt Time for
Cumulus in the box below. Cumu1us

A team is chartered to review the process from Subscription to

Implementation. The team starts by determining how many projects they need
to complete every week.

« Cumulus needs to hand off 5 projects every week to the Customer and into
Post Go-Live Support.

From this information - can you calculate Takt Time?

Total Available Production Time .

Average Customer Demand

() FORTIVE
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Challenge 2:
Creating a Current State Map

Directions: Look at the following background

information and then determine how you will use Q@
this data to create the Current State Map for
Cumulus. Cumlﬂus

While walking the process together, starting at the step closest to the customer,
the team gathers some data:

1.  The Deployment Process is the final step before the customer is live on the
solution and can be handed off to the Support team. It includes planning
for the cutover date, training all users, preparation for post-go-live support,
and migrating data to support the Go-Live process. Data for the process
data box:

a) 1 project manager manages multiple resources/functions as
appropriate (on average 3 per project).

b) Cycle time varies from 1 day to 1 week with an average of 3 days.

c) 0%rejectrate

d) There are 30 projects waiting to be deployed

e) There are 15 projects in deployment

2. Testing occurs prior to Deployment and includes testing process and data
as well as training lead users:
a) 1 project manager with 3 functional resources
b) Cycle time is typically 5 days
c) 25%reject rate
d) 10 projects are waiting for testing
e) 4 projects currently in test

() FORTIVE
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Challenge 2:
Creating a Current State Map

Directions: Continued ...

3. Configure occurs prior to Testing and includes setting the system
parameters as well as migrating/validating data in a test environment:
a) 1 project manager with 3 functional resources
b) Cycle timeis 3 days
c) 25%reject rate
d) 50 projects are waiting for Configure
e) 25 projects in configure

4. Design occurs prior to Configure
a) 1 project manager with 3 functional resources
b) Cycle timeis 10 days
c) Rejectrate of 10%
d) 75 projects are waiting for Design
e) 10 projects are in process at Design

5. Project Plan
a) 15 people initiate the project plans
b) It takes about 4 hours to project plan and line up resources
c) Projects are planned 1 per week on Fridays
d) Thereis a 50% reject rate for the initial project plans
e) 25 projects are waiting to start project planning

6. The customer subscription comes into the Customer Relationship
Management system when a sale (with service) is closed.

7. All interactions are documented and supported in the Customer
Relationship Management system.
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Challenge 2:
Creating a Current State Map

Directions: Using the information on the previous pages, create the Current
State Map for Cumulus.
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Challenge 3:
Adding Kaizen Bursts

Directions: Look at the following information and @
determine how you will use this data to add kaizen
bursts to the Current State Map on the next page. Cumulus

Now that we have the current state map documented, we are ready to
document the wastes that we observe.

We will document these wastes as we create the Current State Value Stream
Map with Kaizen Bursts. We can see a VERY large discrepancy between the
Lead Time and the Process Time (220 days vs 21.5 days) so we know there is
plenty of opportunity for improvement. During the kaizen, we would be walking
the value stream, talking to people, observing what gets done (or doesn’t get
done) and noting wastes and things that just don’t make sense. We want to
focus on the areas that need to improve, not on the solutions (yet). Use the 8
waste framework (and common sense) to come up with a examples of wastes
and document on your map with kaizen bursts. The Inventory waste is obvious
(75 projects waiting for design as an example) as is the Defect waste (25%
reject/rework during Configure).

What other wastes do you see?

Defects Overproduction Waiting Non-Used Creativity

Motion

Transportation

() FORTIVE
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Challenge 3:
Adding Kaizen Bursts

Directions: Add kaizen bursts to the Current State
Map for Cumulus.

&
Cumulus

Customer Relationship Management System
A

TT=1day c
Y = * - ustomer
S * | ) (5 “Go-Live”
: ' . . per week
Customer : ' \ . .
Subscription i ' i *
Start |
; \ N . . Go Live
/ ! \ hand off
Project Y 3 2 -
Plan Design Configure Test Deploy
| 9 15 | @ 1+3 | 9 1+3 | - 1+3 | 9 143
25 75 50 40 30 =
Potential  |QCT =4 hour i OCT= 10 days ) OCT =3 days . OCT =5 days ? OCT = 3 days
Proects  |Batch = weekly| POIECYS pE — 409, |PTOIECS |pEy =950, | PTOISCIS Ipp ) o5e, |PTOIECES REJ=0%
jects _
REJ = 50% WIP = 10 WIP = 25 WIP = 4 WIP =15
Lead Time = 220 days
25 days 75 days 50 days 10 days 30 days
5 days 10 days 3 days 5 days
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24



Challenge 4:
Building the Impact Matrix

Directions: Look at the following background information Qf}
and determine how you will use this information to add
items to the Impact Matrix on the next page. Cumulus

As we document the wastes we will develop ideas for what we can do to make
improvements.

Some ideas may be well thought out (fix x by doing y); some may need further
understanding (problem solve metric z). For each of the kaizen burst areas
identified on the Current State Value Stream Map, we brainstorm the list of
improvements and use an affinity diagram to group them together.

Once grouped, we rate improvement ideas for the Impact they would have on
the wastes identified as well as the ease of implementation. We then take the
improvement ideas and map them on the impact matrix. For example, we have
a kaizen burst around there being 2 different pricing tools which leads to
defects and lost time. An idea for improvement could be to combine the pricing
tools and we have rated that as high impact and hard to implement (meaning we
would need further planning to make that happen).

Another idea would be to align the 2 pricing tools as they are today to make sure
the way the fields are used and calculations are made will give us the same
answers. We believe that has a medium impact and would be a medium ease of
implementation.

What other ideas for improvement would you document?

() FORTIVE
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Challenge 4:
Building the Impact Matrix

Directions: Add your top improvement ideas to the Q@
Impact Matrix for Cumulus based on your estimates on
the level or effort and impact for each. Cumulus
High
Plan Immediate
Impact
Drop Consider
Low

Hard <—————— Ea3se of Implementation ——— —————————) Fasy
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Challenge 5:
Creating a Future State Map

Directions: Look at the following background information Q@
and determine how you will fill out your Future State Map
an on the next page. Cumulus

Given the impact matrix information on the impact of our future efforts, we will
create a Future State Value Stream Map.

This will document the improvements we commit to make to improve the
customer and employee experience. Note: We may not have the “how” fully
figured out (and will document our actions to close the gap next in the action
plan). An example of a large change from the current state to the future state is
the reduction in reject rate from 25% to 10% at Configure.

« What other changes would you make to create the Future State Value
Stream Map?

* What is the new Lead Time and Process Time based on your changes?

() FORTIVE
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Challenge 5:
Creating a Future State Map

Directions: Using the information on the previous pages, create the Future State
Map for Cumulus.
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Challenge 6:
Creating the Action Plan

Directions: Look at the following background

information and determine how you will fill out your

Action Plan on the next page.

&

Cumulus

Before our kaizen report out, we create the Action Plan. This is the commitments we

have made to close the gap from the current state to the future state. For example, if

we are going to reduce the backlog in front of Configure (and take out 40 days of Lead

Time!), we need to reduce the amount of rework that happens. An action we could

take is to do develop Pre-Configured Configuration Templates.

What other actions would you capture on the action plan?

Do this particular Activity

John

Impact | Impact

10/08/14 | 10/22/114 | On-Track 100 25| On-Target

S— s
- Current High Level Situation Summary:
o
Action Plan (2 FORTIVE [*™
Improvement Priority or Process to be Improved: Revision Date:
Action Plan Owner: Action Plan & PSP Gemba:
P
Management Owner: Meeting Cadence & Specific Time:
P
Action Plan Team:
Metric to be Improved: Timeline
Planned Dates Target to Improve B X__=Actuzl completion date
2018 2019
a 5 . Planned | Realized
Action Step / Kaizen Events Owner | Start | Finish | Status status | Nov | Dec | Jan | Feb | Mar | Apr | May | Jun | Jul | Aug | Sept| Oct | Nov | Dec

Click here to download the Action Plan template file

from Inside Fortive.
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Lead to Proposal

Introduction

’ Marketing Gurus
P is a consulting firm that
Marketing provides customers with
Gurus marketing solutions that fit
their needs.

Marketing Gurus’ revenue is falling behind the industry
benchmarks. Discussions with customers and employees points
to the Lead to Proposal process being too long and competitors
are doing a much better job. Management decides that they need
to do something to improve the process and decide to create a

Value Stream Map.

31
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Challenge 1:
Calculating Takt Time

Directions: Look at the following background 9
information and then calculate the Takt Time for Marketin
Marketing Gurus in the box below. Gurus

A team is chartered to review the process from administering a Potential Lead
through sending the Proposal to the customer for approval. The team needs
to reduce the time it takes to get a proposal to the customer.

* Marketing Gurus needs to send out 60 proposals per week.
« The team works eight hour days, five days per week.

From this information - can you calculate Takt Time?

Total Available Production Time .

Average Customer Demand

() FORTIVE
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Challenge 2:
Creating a Current State Map

Directions: Look at the following background 9
information and then determine how you will use

this data to create the Current State Map for Marketing
Marketing Gurus. Gurus

While walking the process together, starting at the step closest to the customer,
the team gathers some data:

1. The Proposal Process is where proposals are prepared and then sent to
the customer for purchase order approval. Final Process Step; data for the
process data box:

a) There are 45 people that work on proposals

b) Cycle Time of 60 minutes

c) Reject rate of 70%

d) There are 200 Request for Proposals waiting to be worked on

2. Prior step is performing a demo with the customer:
a) 62 people can perform demos
b) Demos take 8 hours in person
c) 20% of the demos don't turn into Request for Proposals (rejection
rate)
d) There are 300 Demos waiting to be planned

3. Prior to doing a demo, potential Projects are Managed to get a demo
planned:

a) 62 people can project manage creating demo plans (same people as
perform the demo)

b) Demo plans are documented in the Customer Relationship
Management System

c) Cycletimeis 9 hours

d) There are 2100 projects waiting to be managed

e) 60% of the potential projects don't become demo plans
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Challenge 2:
Creating a Current State Map

Directions: Continued ...

4. Prior to that is Dispositioning takes leads and turns them into projects:
a) 70 people disposition leads/create projects
b) Cycle time is 30 minutes
c) There are 1600 leads waiting to become projects
d) 75% of the leads don't turn into projects (reject rate)

5. First process step is Administration of potential Leads:
a) 6 people administer the leads into the Customer Relationship
Management System
b) Rejection rate is 0%

6. Information/system interactions

a) Allinformation is entered/interacted with in the Customer
Relationship Management System

() FORTIVE
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Challenge 2:
Creating a Current State Map

Directions: Using the information on the previous pages, create the Current
State Map for Marketing Gurus.
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Challenge 3:
Adding Kaizen Bursts

Directions: Look at the following information and 9
determine how you will use this data to add kaizen .
bursts to the Current State Map on the next page. M%’E?&Lﬂ

Now that we have the current state map documented, we are ready to
document the wastes that we observe.

We will document these wastes as we create the Current State Value Stream
Map with Kaizen Bursts. We can see a VERY large discrepancy between the
Lead Time and the Process Time (350 days vs 1,140 minutes) so we know there
is plenty of opportunity for improvement. During the kaizen, we would be
walking the value stream, talking to people, observing what gets done (or
doesn't get done) and noting wastes and things that just don’t make sense. We
want to focus on the areas that need to improve, not on the solutions (yet). Use
the 8 waste framework (and common sense) to come up with a examples of
wastes and document on your map with kaizen bursts. The Inventory waste is
obvious (300 demo plans sitting in from of demo as example) as is the Defect
waste (60% rework during project management).

What other wastes do you see?

OF 4 K=

Defects Overproduction Waiting Non-Used Creativity

Motion

Transportation
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Challenge 3:
Adding Kaizen Bursts

Directions: Add kaizen bursts to the Current State

Map for Marketing Gurus. Marke'tlng
Gurus
\/ Customer Relationship Management System TT = 40 minutes
F
60 PO™s/ Week :
Potential Lead Q2P Cf; a.fD::'] Signed
Identified . Purchase
1 Shift Order
8 hours
available/day
L
bkdministratiod m Disposition ﬂ Project Managell m Demo Proposal
@ 6 W 70 @ 62 @ 62 ﬂ o 45
1600 leads 2100 projects 300 Demo Plans 200 RFP
CT =3 min T = 30 min CT =1 hour: CT =B hours CT =40 min
Resject = 0% Reject = 75% Baject = 60% Eaject = 1% Raiact=70%
Ehared Feszource Shared Resourme
Total Lead
133 days 175 days 15 days 17 days Time=350 day:
30 min. A0 min. 9 hours 3 hours 60 min. Total Frocess
Time = 1,140 min
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Challenge 4:
Building the Impact Matrix

Directions: Look at the following background 9
information and determine how you will use this Marketing
information to add items to the Impact Matrix on the Gurus
next page.

As we document the wastes we will develop ideas for what we can do to make
improvements.

Some may be well thought out (fix x by doing y); some may need further
understanding (problem solve metric z). For each of the kaizen burst areas
identified on the Current State Value Stream Map, we brainstorm the list of
improvements and use an affinity diagram to group them together.

Once grouped, we rate them for the Impact they would have on the wastes
identified as well as the Ease of Implementation. We then take the improvement
ideas and map them on the Impact Matrix. For example, we have a kaizen burst
around the demos taking a long time. An idea could be to create a customer
self-paced demo which wouldn't require internal resources; we might view that
as High Impact and Hard in terms of the Ease of Implementation.

Another idea could be to create standard work for how we do demos (High
impact, Medium effort).

What other ideas for improvement would you document?
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Challenge 4:
Building the Impact Matrix

Directions: Add your top-improvement ideas to the 9
cstateson the lvel o effrt and mpactfr ach.  Marketing
High
Plan Immediate
Impact
Drop Consider
Low

Hard <—————— Ea3se of Implementation ——— —————————) Fasy
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Challenge 5:
Creating a Future State Map

Directions: Look at the following background information 9

and determine how you will fill out your Future State Map -

on the next page. Marke“ng
Gurus

Given the impact matrix information on the impact of our future efforts, we will
create a Future State Value Stream Map.

This will document the improvements we commit to make to improve the
customer and employee experience. Note: We may not have the “how” fully
figured out (and will document our actions to close the gap next in the action
plan). An example of a large change from the current state to the future state is
the reduction in rejects from 60% to 20% in the Proposal process.

« What other changes would you make to create the Future State Value
Stream Map?

* What is the new Lead Time and Process Time based on your changes?

() FORTIVE
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Challenge 5:
Creating a Future State Map

Directions: Using the information on the previous pages, create the Future State
Map for Marketing Gurus.

() FORTIVE
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Challenge 6:
Creating the Action Plan

Directions: Look at the following background information 9

and determine how you will fill out your Action Plan on the -

next page. Marketlng
Gurus

Before our kaizen report out, we create the Action Plan. This is the commitments we
have made to close the gap from the current state to the future state. For example, if
we are going to reduce the backlog in front of demo (and take out 45 days of Lead
Time!), we need to create standard work for how we demo.

What others actions would you capture on the action plan?

w— —
- Current High Level Situation Summary:
”
Action Plan () FORTIVE [*™
Improvement Priority or Process to be Improved: Revision Date:
Action Plan Owner: Action Plan & PSP Gemba:
Management Owner: Meeting Cadence & Specific Time:
Action Plan Team:
Metric to be Improved: Timeline
Planned Dates Target to Improve e X__=Actuel completion date
2018 2019
a a . Planned | Realized
Action Step / Kaizen Events Owner | Start Finish Status impact | Impact Status Nov | Dec | Jan | Feb | Mar | Apr | May | Jun Jul | Aug | Sept| Oct | Nov | Dec

Do this paricular Activity John | 10/08/14 [ 10/22/14 | On-Track 100 25| On-Target

Click here to download the Action Plan template file
from Inside Fortive.

() FORTIVE
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Stamping to Assembly

Introduction

WeMakeStuff

stamps, machines, and
assembles products that

WeMakeSthf their customers incorporate

into full machine builds.

WeMakeStuff has received feedback from their customers that the
lead time from placing an order to receiving product is much too
long and the cost of the product is too high. Management has
heard similar feedback from internal employees and decide to do a
Value Stream Mapping Kaizen to identify where the problems are
occurring.
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Challenge 1:
Calculating Takt Time

Directions: Look at the following background information
and then calculate the Takt Time for WeMakeStuff

in the box below. WeMakeStuff

A team is chartered to review the process from Stamping to Assembly. The team
starts by seeking to improve the stamping to the assembly process. There are a
lot of variables here -- ready?

1. WeMakeStuff needs to improve performance for two products: Product L and
Product R. Both follow the same process steps using the same teams.

2. Monthly demand (20 days) of 12,000 “L” and 6,400 “R.”

3. The plant runs two shifts of 9 hours.

4. Each shift, employees get a 30-minute meal break and two 15-minute breaks

From this information - can you calculate Takt Time?

Total Available Production Time .

Average Customer Demand

() FORTIVE 45



Challenge 2:
Creating a Current State Map

Directions: Look at the following background
information and then determine how you will use
this data to create the Current State Map for

WeMakeStuff. WeMakeStuff

While walking the process together, starting at the step closest to the customer,
the team gathers some data:

1.  Products are staged and then shipped daily via truck to the customer.
a) Inventory of 2700 “L"s and 1440 “R"s waiting to be shipped

2. The Assembly Process is prior to shipping; data for the process data box:
a) 1 operator does the assembly with a cycle time of 40 seconds
b) 7% reject rate
c) Inventory of 1200 “L"s and 640 “R"s waiting to be assembled

3.  Sub-Assembly occurs prior to Assembly:
a) 1 operator with cycle time of 62 seconds
b) 6% reject rate
c) Inventory of 1600 “L"s and 850 “R”s waiting for sub-assembly

4. 4. Welding occurs prior to Sub-Assembly:
a) 1 operator with cycle time of 46 seconds
b) Machine uptime is 80%
c) Change over time is 10 minutes
d) Reject rate of 5%
e) Inventory of 1100 “L"s and 600 “R"s waiting to be welded
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Challenge 2:
Creating a Current State Map

Directions: Continued ...

5. Machining is before Welding
a) 1 operator with cycle time of 39 seconds
b) Reject rate of 0%
c) Inventory of 4600 “L"s and 2400 “R"s waiting to be machined

6. The first step in the operation is Stamping
a) 1 operator with a machine cycle time of 1 second
b) Changeover of 10 hours
c) Batchof 1000
d) Inventory of 5 days’ worth of coils waiting to be stamped

7. The supplier ships coil every Tuesday and Thursday

8. Information flows:

a) The customer sends a daily order

b) Every month the customer sends a 90/60/30-day forecast

c) Production controls receives orders and forecasts and enters into the
MRP system

d) d. MRP system sends a daily shipment schedule to
shipping

e) MRP system produces a printed weekly schedule that each
manufacturing area looks up

f) MRP systems sends a 6-week forecast and a weekly order to the
supplier

() FORTIVE a7



Challenge 2:
Creating a Current State Map

Directions: Using the information on the previous pages, create the Current
State Map for WeMakeStuff.

() FORTIVE



Challenge 3:
Adding Kaizen Bursts

Directions: Look at the following information and
determine how you will use this data to add kaizen
bursts to the Current State Map on the next page. We Makeswﬁ

Now that we have the current state map documented, we are ready to
document the wastes that we observe.

We will document these wastes as we create the Current State Value Stream
Map with Kaizen Bursts. We can see a VERY large discrepancy between the
Lead Time and the Process Time (23.6 days vs 188 seconds) so we know there
is plenty of opportunity for improvement. During the kaizen, we would be
walking the value stream, talking to people, observing what gets done (or
doesn't get done) and noting wastes and things that just don’t make sense. We
want to focus on the areas that need to improve, not on the solutions (yet). Use
the 8 waste framework (and common sense) to come up with a examples of
wastes and document on your map with kaizen bursts. The Inventory waste is
obvious (7000 parts waiting to be machined as an example) as is the Defect
waste (7% rejects during assembly).

What other wastes do you see?

OF 4 K=

Defects Overproduction Waiting Non-Used Creativity

Motion

Transportation
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Challenge 3:
Adding Kaizen Bursts

Directions: Add kaizen bursts to the Current State

Map for WeMakeStuff. We Makeswff
o week 90760730 d
————— Forecast ----1 ; ay
oo Wookly Production  <c--1- Forocasts -} ---
______ SEI T fax """ W‘ CO”trOl - T Dally " c“stomer
! Order
| K
i :[T =62 sec. 18,400 pesima
Weekly Schedule iy
-7 S "-.\ . e "-q__\ 2 Shifts
Tues & T p ‘ t“ . T o
Thurs Coils--" ~ - [Daily Ship]-._
~. 6d Schedule |
a” F | a Tk
Stamp Machine Weld Sub-Assemb Assembly Shipping
/l\'01 EIQ'."l 9'@*1 5'?‘0’1 9|E:Q1 I Staging
Coils 4600 L 1100 L 1600 L 1200 L 2700 L
Sdays MCT=1sec| 24p0R |OCT=39 sec GO0R |OCT=46sec| gspRr |(OCT=62s5ecd g4pR |OCT=40sec| 1440R
/O = 10 hour RE. = D%. C/O = 10 min REJ = 6% REJ=7%
REJ = 0% REJ = 0%
Batch = 1000 /T = 80%
lLead Time= 23.6 days|
5 days 7.6 days 1.8 days 2.7 days 2 days 4.5 days
1sec 39 sec 46 sec 62 sec. 40 sec

() FORTIVE
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Challenge 4:
Building the Impact Matrix

Directions: Look at the following background information
and determine how you will use this information to add

items to the Impact Matrix on the next page. WBMakESthf

As we document the wastes we will develop ideas for what we can do to make
improvements.

Some may be well thought out (fix x by doing y); some may need further
understanding (problem solve metric z). For each of the kaizen burst areas
identified on the Current State Value Stream Map, we brainstorm the list of
improvements and use an affinity diagram to group them together.

Once grouped, we rate them for the Impact they would have on the wastes
identified as well as the Ease of Implementation. We then take the improvement
ideas and map them on the Impact Matrix. For example, we have a kaizen burst
around the demos taking a long time. An idea could be to create a customer
self-paced demo which wouldn't require internal resources; we might view that
as High Impact and Hard in terms of the Ease of Implementation.

Another idea could be to create standard work for how we do demos (High
impact, Medium effort).

What other ideas for improvement would you document?
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Challenge 4:
Building the Impact Matrix

Directions: Add your top improvement ideas to the Impact
Matrix for WeMakeStuff based on your estimates on the

level or effort and impact for each. WeMakeStuff
High
Plan Immediate
Impact
Drop Consider
Low

Hard <—————— Ea3se of Implementation ——— —————————) Fasy
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Challenge 5:
Creating a Future State Map

Directions: Look at the following background information
and determine how you will fill out your Future State Map

on the next page. WeMakeStuff

Given the impact matrix information on the impact of our future efforts, we will
create a Future State Value Stream Map.

This will document the improvements we commit to make to improve the
customer and employee experience. Note: We may not have the “how” fully
figured out (and will document our actions to close the gap next in the action
plan). An example of a large change from the current state to the future state is
the reduction in rejects from 60% to 20% in the Proposal process.

« What other changes would you make to create the Future State Value
Stream Map?

* What is the new Lead Time and Process Time based on your changes?

() FORTIVE
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Challenge 5:
Creating a Future State Map

Directions: Using the information on the previous pages, create the Future State
Map for WeMakeStuff.
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Challenge 6:
Creating the Action Plan

Directions: Look at the following background information
and determine how you will fill out your Action Plan on the

next page. WeMakeStuff

Before our kaizen report out, we create the Action Plan. This is the commitments we
have made to close the gap from the current state to the future state. For example, if
we are going to reduce the backlog in front of demo (and take out 45 days of Lead
Time!), we need to create standard work for how we demo.

What others actions would you capture on the action plan?

w— —
- Current High Level Situation Summary:
”
Action Plan () FORTIVE [*™
Improvement Priority or Process to be Improved: Revision Date:
Action Plan Owner: Action Plan & PSP Gemba:
Management Owner: Meeting Cadence & Specific Time:
Action Plan Team:
Metric to be Improved: Timeline
Planned Dates Target to Improve e X__=Actuel completion date
2018 2019
a a . Planned | Realized
Action Step / Kaizen Events Owner | Start Finish Status impact | Impact Status Nov | Dec | Jan | Feb | Mar | Apr | May | Jun Jul | Aug | Sept| Oct | Nov | Dec

Do this paricular Activity John | 10/08/14 [ 10/22/14 | On-Track 100 25| On-Target

Click here to download the Action Plan template file
from Inside Fortive.
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Answer Key

Look at the following pages for answers to each challenge.
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Unlimited
Opportunities

Challenge Answer Key

Calculated in Hours Calculated in Minutes

1. 240 working days x 10 hours 1. 240 working days x 10 hours per

per day = 2400 day = 2400
2. 2400 (hours) divided by 2400 2. 2400 x 60 (minutes in an hour) =
(sales needed) =1 hour 144,000

3. 144,000 divided by 2400 (sales
needed) = 60 minutes

9 Customer

Price Creation Price Audit Relaticnship TT= E'_} minutes
Toaol Tool Management 10 Invoices per day
System

Q\/ﬁ K\

Initial Documentation Megotiations Opportunity Close
Creation and Sharing
100 3 300 u 4

Legal SharePoint

OCT = 60 min. (serial) OCT = 510 min. (serial) OCT =90 min. (serial)
Sales — 10 min. sales — 330 rr-1in Sales — 15 min.
Pricing — 40 min. Pricing — 30 min. Pricing — 30 rmin.
Sales — 10 min. Legal — 120 min ’ Legal — 30 min.
Rework = 0% sales — 30 min ’ Accounting — 30 min.
Rework = 10% Rework = 50%
Woaork in Process — 100 deals
10 days 20 days 30 days Lead Time = 60 Days

60 min. 510 min. 90 min.

Process Time = 660 min.
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0

Unlimited
Opportunities

Challenge Answer Key

Customer .
) ) . ) . . TT= 60 minutes
el TR Price Creation Price Audit Relationship ;
£a Tool Management 10 Invoices per day

System

2 separate
pricing
tools?

Customer
Initiation Customer
Invoice

Why is
backlog so
large?

Initial Documentation Negotiations
Creation and Sharing
- D /' \ip
100 2

OCT = 60 min. (serial)
Sales — 10 min.
Pricing — 40 min.
Sales — 10 min.

Rework = 0%

Process map
negotiations
process

Wark in Process — 100 deals.

10 days 20 days 30 days Lead Time = 60 Days

60 min. 510 min. 90 min.

Process Time = 660 min.

. : Standard
High Corpt.)me Work Kaizen problem
ﬁ pt:';;:;g Negotiations solve 0N
process rework
(50%)
Plan Align Price Immediate
Creation &
Audit Tools
Impact Standardize
legal
contract hid
language
Drop Consider
Low
Hard < Ease of Implementation =——————————- Easy
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0

Unlimited
Opportunities

Challenge Answer Key

Legal Sharepoint

Customer
Initiation

Ny

-A»

100

Initial Documentation
Creation and Sharing

\

OCT = 60 min. (serial)
Sales — 10 min.
Pricing — 40 min.
Sales — 10 min.

Rework = 0%

10 days

60 min.

2

Unified Price Tool

Negotiations

Pricing — 30 min.
Legal — 20 min.

Sales — 30 min.
=work = 10%

Customer
. . TT= 60 minutes
Relationship .
R 10 Invoices per day

System

OCT =90 min. (serial)
Sales — 15 min.
Pricing — 30 min.
Legal — 30 min.

5 M 30 min.

oo

Lead Time = 23 Days

3 days

90 min.

Process Time = 340 min.

Action Plan

Improvement Priority or Process to be Improved:
MNew Direct Software Sskes Quote to Cash Process

+R2d5 ion Date:

Updsted Today

[Action Plan Owmer:
Progct Manager

Action Plan & PSP Gemba:

1 Project menagement and st customers

Management Cramer:
Sales and Merkefing Lesder

Meeting C adence & Specific Time:

] Fridays &-5am

(Action Plan Team:

Sales Menager | S5M), Account Menager (AN, Price Devebper,

[P}, Legal (L), Accounting (A)

Current Hiah Level Situation Summary:

L]

Unlimited Opportunities provides software to customers that thenuse it to create

| solutions for their end customers. Uniimited Opportunities has received feedback

from their customers that the process for quoting new direct softwa re salesvis
responding to & request to quote is cumbersome and competitorsare doinga
much better job. This matches intemal feedback and frustrstion in the many

N departments that touch 3 Deal. The loce| manzgement decides that they nesdto

do something to improve the process and decide to se= where the major
problems are by doing a Value Stream Map.

Metric to be improved: 1 Timeline
Reduction in time for quote to cash from 60 days to Planned Dates e e et T - FLaN x = COMPLETE
25 days 2077
Action Step | Kaizen Events Cwner | Start | Finish | Status Tr:;::d R:_::Ef status | May | Jun | July | Aug | Sept| Oct | Nov | Dec | Jan | Feb
Break Up Action Plans by Major Headings or Categories to Make it Easier to Follow
(Charter Kaizen Team SM 23Msy | 23-Jun | Complei 1] 0| complet=
aristion Reduction for Rewark at Caze Closing S 9-Jul | 18Ju | Comple | 20days| 20 days| Effecivel
Standr diz= Legal Language L S-Jul | 9Jul | Complet= | 2days| 2 days| Effeciwe
[Align Price Crestion and Audit Took P 23Jul | 23Aug |Inprocess| 7 days of boealy
Combine Price and Audit Took 84 | 23-Aug | 235ep |notstwied| Sdays 0| ot steried

Be sure to include Negative Events that may impact your TTL. For example Known Life Time Buy inventory will off set planned Inventory Reductions

() FORTIVE
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®
Cumulus

Challenge Answer Key

Calculated in Days per Week
1.

5 work days per week divided by 5 projects per week
(customer requirement) = 1 day.

Customer Relationship Management System _
¥ ' * ® * TT=1 df_w Customer
' Y s (5 “Go-Live”
; '. ; . . per week
Customer ’ I'. 5 .
Subscription L ' i
start a \
/ : N " : . Go Live
; ] y * hand off
Il [] Y N
Project L. k| = )
Plan Design Configure Test Deploy
| . 15 | - 1+3 | 9 1+3 1 - 1+3 | 0 1+3
25 75 50 40 30 =
Potential |[OCT=4hour | 2 |OCT=10days|p, OCT=3days| | ° OCT =5 days|, ~ OCT =3 days
oroects  [Batch = weekly| PSS ey — 100, | RE =05y, | POISCIS R - o5, | PTORCS RES=0%
Jects -
REJ = 50% WIP = 10 WIP = 25 WIP = 4 WIF =19
‘Lead Time = 220 days‘
25 days 75 days 50 days 10 days 30 days
.5 days 10 days 3 days 5 days 3 days
|Frncess Time = 21.5 days |
() FORTIVE
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Customer
UbsgHptiy

15 Reject

; Scheduling of
| Resources?
“ .
Pl Design Configure Test Depioy
Why I @ 143 9 |<! & 143 ?|Q & 143 I @
5 Batch?
o > OCT = 3 days
Potential . OCT=10 days r y
Projects = PIOJECtS 1REy = 10% 250, | Projects BEJ = 09%
REJ = 50% WIP = 10 - WP = 15

25 days 75 days

®
Cumulus

Challenge Answer Key

Customer Relationship Management System

- TT=1day
. (5 “Go-Live”
per week

Customer

\\ead Time = 220 days|
30 days

|Process Time = 21.5 days |

Eliminate ; -
; Fmplity
High Batch :ggl.:rce
‘il? | Project Plans ceneduling
Develop .
Plan Configuration Immediate e,
Template e sl
Reject | project
| Rate hand-off
Impact
r
Drop Consider
Low

() FORTIVE
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®
Cumulus

Challenge Answer Key

Customer Relationship Management System
A

- TT=1day Customer
Customer ! ! |
Subscription !

1
]

1

i 1

]
L]
]
]
[
(]
]
[

5 per week
i “a u
Design Deploy
0 1+3 '0 1+3
OCT=6day |, 2> OCT = 3 days
REJ=10% | TOlects REJ = 0%
WIP = 10 WIP = 15
Lead Time = 111 days|
1 days 45 days 25 days 10 days 30 days
3 days

|Process Time = 13.5 days |

Action Plan

improvemant Priority or Procsss to b improved: *Rmrulon Dats:
Submcripfion o nglementafon process

A tion Plan Owner :

Project Manager

Current Hioh Lewel Situation Summary:

)
Cumuis provides software solutions that ane used on an ongaing basis by their

Uprdasterd Today 1
wction Plan & PSP Gamba:

INE nageme Nt Ow ner

custaoamers tomanilor key activities in the cistomes’s proomses. (umulus has
Sales and Markeing Leader +

received feedbackifrom their astomer s that the ead time from a ostomer
Project maragemant and ot cusiomens

subscribing toa senice and actually having the sendce imglementsd &mud too
Masting Cadance & Specific Tims

Fridays &39am
Action Plan Team:

ang. Thismatches intemal feedback and fnstration amangst the team and the

increasing pressure of competition. The lacal management decides that they need
to do something to imgrove the poces and decide to see where the majos
Prajpct Manager (PM), Sales Assodaie (SA], Software Deveoper (50, Tesing Marager [TM)
Me tric to be Improved: ]
Improve the Subsaription Start o Implementation

‘Complete process from 200 days to a target of 45
days.

prodlems ane by doing a Value Stream Map.

Planned Dates

Timeline
| EEE X = COMPLETE
Target to Improwe
2077
- - Fanned |Realized
Action Step/ Kaizen Events Owner | Start | Finieh | Status ITl;tct impast Status | May | Jun | July | Aug | Sept| Oct | Nov | Dec | Jan | Feb
Braak Up Action Plans by Major Headings or Categories to Make It Easler to Follow
iCharier Kairen Team M 23 May | 23Jdun | Complete [i] 0| compieie
Projec Plan kickalT daly PM 9-Jul 16Jul | Conplete | 20 days| 20 days | ESecive!
Fra-Corfigured Configuration Templaes sD 9-Jul SJu | Cormpiete | 40 days| 35 days| Effeciw
Resource Scheduling Smplifcation PM Z3-dul | 23Aug |In process | 15 days) 0 oo sardy
Standard Work for Saies o Pmojpc fond off S 2i-Mug | 23-Sep |not strted 4 dayx| 0 ot started
Ba surs to Includs Nagative Events that may impacty our TTL For exampés Known Lfs Time Buy Inventory will off sot ptannad inventory Reaductions

() FORTIVE
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Marketing
Gurus

Challenge Answer Key

Calculated in Hours Calculated in Minutes

day = 40 hours/week

(proposals/week) = .67 hours

1. 5 working days x 8 hours per 1.
2. 40 (hours/week) divided by 60 2.

3. 2400 divided by 60

5 working days x 8 hours per day
= 40 hours/week

40 x 60 (minutes in an hour) =
2400 minutes

(proposals/week) = 40 minutes

Customer
Initiation

Price Creation

Legal SharePoint B

NS

Initial Documentation

Creation and Sharing
[ »

o \@ 2

OCT = 60 min. (serial)
Sales — 10 min.
Pricing — 40 min.
SBales — 10 min.

Rework = 0%

OCT = 510 min. (serial)
Sales — 330 min.
Pricing — 30 min.
Legal — 120 min.
Sales — 30 min.

Rework = 10%.

Customer

Price Audit Relationship = E'_} minutes
Tool o e 10 Invoices per day
System
Customer
Invoice

Opportunity Close

m/'\iPp w/i\Pp
Q@/a Q\’/‘ﬂ

OCT =90 min. (serial)
Sales — 15 min.
Pricing — 30 rmin.
Legal — 30 min.
Accounting — 30 min.

Rework = 50%

Work in Process — 100 deals

10 days 20 days

60 min. 510 min.

() FORTIVE

30 days Lead Time = 60 Days

e

Process Time = 660 min.

90 min.
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Marketing
Gurus

Challenge Answer Key

| Customer Relationship Management System | | TT = 40 minutes ‘

.
00 PO’s/ Week -
Potential Lead 1z PDS’s.'I}::'] Signed
Identified b Purchase
1 Shift Order
8 hours
available/day

2100 projects
waiting to be
managed

Too leng
to do demos

Poor lead definition
Mo traceability

JProject Manager|

w 62

Disposition

o 70

1500 leads 2100 projects : 200 RF
- Lack of clari
CT=30mn CT=30mm RS .
Feject = 0% Rgjact=75% Raject on rales High rework
- and resp. Poor project
Total Lead
133 day= 175 days 25 dayz Time=350) days
30 min. 0 min. @ hours 3 hours G0 min. Total Process
Time = 1,140 min

. In-person problem
High demo solve o
i\( reduced or rework
not needed (50%)
|
Plan standard Immediate | ..,
work for unified
demo \ lead
definition
Clarify roles
ject
Impact BES
management
and demo
A
Drop Consider
Low

Hard _ Ease oflmplementation — Easy

64
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Marketing
Gurus

Challenge Answer Key

| \ TT = 40 minutes |

CRM
‘4 » ow 60 PO’s/ Week )
; oo (12 PO’s/Day) Signed
S 1 * Purchase
i * .
} Y " 1 Shifi Order
¥ v -
h v .
] "-‘ . 8 hours
\ s available/day
Al R
' -
L] "
' .
\. ‘\

il -

[ .

Al 2y

L\ \'\\
l~ \\
L] LY
7 7
@ 62
216 Demo Plan=
CT=8hours
Reject = 20% Reject = 1086 Reject = 20%
LT=10days
Total Lead
133 dayz 40 days 18 dayz 16 days Time=207 days
H min, B hours B bours ) min. T.Tmilm

NOTE — WHAT IS DIFFERENT? ELIMINATED STEP, NEW TIME

() FORTIVE

ﬂ cti n PI n Current High Level Situation Summary: .
Improwement Priority or Process to be Improved: l{ﬂeisbn Date: { Merketing Gurnus’ provides their customers with marketing solutions that fit their
Lead to Propesal Process Updsted Today nesds. Marketing Gurus’ revenue is falling behind the market benchmarks.
Action Plan Craner: _M'nn Plan & P 5P Gemba: | Discussions with customersand employees points to the Lead ta Propasal
Project Menager Project management and marketing sres process being too long and competitors are doing 2 much better job. The local
Management Owner: Meeting Cadence & Specific Time: manzgement decides that they needto do something to improve the process and

+ E
Sales Leader Fridays &-%am decide to see where the major problams are by doing 2 'Value Stream Map.
Action Plan Team:
Sales Menager {SM), Marketing Menager (MW, Lead Adminisirator [LA), Af 1 Expert (AE), Fropossl Freparer [FF) )
Metric to be Improved: Timeline
e 7 [T x = COMPLETE
Reduction in time from Lead to Proposal from 350 Planned Dates Target to Improve
days to 250 days 2077
- = Planned | Realized
Action Step | Kaizen Events Owner | Start | Finish | Status || an mpact | Sttus May | Jun | July | Aug | Sept | Oct | Mov | Dec | Jan | Feb
Break Up Acticn Plans by Major Headings or Categories to Make it Easier to Follow
Charter Kaizen Team SM 23-May | 23-Jun | CompER o 0| complee
arigtion Reduction for Rework st Proposal SM B-Jul 18-Jul | Compete | 20dsys| 20dsys| Effectw!
Unified Lead Definition [t ] S-Jul S-Jul Compete | 15days| 15days| Effectve
Standard Work for Demo AE 23 Jul | 22-Aug |Inprocess| 45days 0] ioo early
Project Menagement and D eme RACI P 23-Aug | 23-5ep (notstried]| 20 days 0] not started
Be sure to include Negative Events that may Impact your TTL For example Known Life Time Buy Inventory will off set planned Inventory Reductions
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WeMakeStuff

Challenge Answer Key

o Calculated in Seconds

1. 18,400 parts requested by the customer per month (12,400 +
6,000)

2. 930 parts requested by the customer per day (18,400/20 days in
the month)

3. 57,600 seconds of Available plant time per day (2 shifts times 8
hours (9 hours minus 30 minute lunch, 30 minutes of breaks) times
3600 seconds/hour)

4. 62 Second Takt Time (57,600 seconds per day/930 parts per day)

@ Cust
Heomer TT=60 minutes

) Price Creation Price Audit Relationship
Legal SharePoint B Tool Management
System

Q\/ﬁ K\

Initial Documentation Megotiations Opportunity Close
Creation and Sharing
1 [> IZ
100 3 300 \./ 4

10 Invoices per day

OCT = 60 min. (serial) OCT = 510 min. (serial) OCT =90 min. (serial)
Sales — 10 min. sales — 330 rr-1in Sales — 15 min.
Pricing — 40 min. Pricing — 30 min. Pricing — 30 rmin.
Sales — 10 min. Legal — 120 min ’ Legal — 30 min.
Rework = 0% sales — 30 min ’ Accounting — 30 min.
Rework = 10% Rework = 50%
Woaork in Process — 100 deals
10 days 20 days 30 days Lead Time = 60 Days

60 min. 510 min. 90 min.

Process Time = 660 min.
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WeMakeStuff

Challenge Answer Key

B week 90760730 d
————— Forecast ---- ; ay
«----TN Woakly Production e ~=--1- Forecasts -}----
Supplierde - »~51 fax [ mrP] Control la-----==c--1 Daily f---- Customer
v Order
Create | T -
- i 11T =62 sec. 18,400 posima
‘ - 12,000 L
O 6,400 "R"
. 2 Shifts
Tues & T , R RN
Thurs Coils--~ ; ">~ [Daily Ship |~ _
L [ Schedule )
a ¥ ~a
Stamp Machine Assembly Shipping
A\°1 9|Q01 ?9|®o1 maagmg
Coil : q 2700 L
py OCT= 39 sec GO0 R ‘w; =40sec| q440R
RE. = 0%. C/O =+ |mprove
Uptime = Improve
g Quality

lLead Time= 23.6 days|
4.5 days

40 sec

|Process Time= 188 sec |

S\ Kaizen Problem
High on Maching, Solve on
* weld, Sub | Assembly
pssermbly yield
Plan | Immediate
Enable
Pull with
| Supplier
Impact 7 Introduce |
RAIRE Chamnzr;]:\?er
[ | stwed ¥
materials
0 Drop Consider
Low

Hard— Ease of Implementation # Easy
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WeMakeStuff

Challenge Answer Key

S s 90/60/30 d
___________ T d
Forecast Production |, .- |Forecasts :1---
mRP|  Control ___==—-] Daly }---- Customer
Order

| I =62 sec. 12,400 posimo
S -12,000 L"
= 5,400 "R"
2 Shifts

Material Pull

Sub-Assy
o 1
Supermarket Supermarke Supermarket Supermarket
Coils OCT= 80 sec 230L her=g2seq 230L 460 L
1day REJ = 0%. 230R pE) =19 230R |REJ=1%
C/O = 1min.
U/IT = 95%

‘Lead Time=4 days‘

1 day 1 day .5 day .5 days 1 day
1 5ec osec [ Lezse | | s |

| Process Time = 183 sec |

ACtiOl'l Plan Current Hioh Level Situation Summary: -

Wiella keStull stamgs, machines, and assembles products that their customess
Improvement Priofity of Process to be improved: 4“”“" Data: ncorporate into ful machine bulds. \Webake Stuff has reeived fesdback from

Sarmping o Assernbiy process Ul o) Tewdary thelr customer s that the bead time from pladng an onder to receiving product &
Action Plan Owner: ‘hmnph“ & PEP Gamba: | muchtoo long and the cost of the product is tao high. This matches inema
Valus Stream Manager ‘Operaiors Floor feedback and frustration in the operating plant and the inceamsing presence of
Managsmsant Ow ner: Mssting Cadance & Spacific Tims: competition. The local management decides that they need to do something to
Plant Marager Fridays &3am ] imprave the proces and dedde to see whes the majar prodle ms are by doing a
fction Plan Team: Value StreamiMap.
WVale Stream Manager (WML, Marufasciring Enginesr (ME)L Ouality Engineer [QE), Planmer (P}, Buyer (Bl 5 Operators (O} 1
Metric b bs Improved: Timeline
o . b N - o X - COMPIETE
Redudion intime from stamping to assembly from Planned Dates Target to Improwe
25 days to 5 days 2077
. . Plannad | Realizad
Action Step/ Kaizen Events Owner | Start | Finish | Status impact | impact statue | May | Jun | July | Aug | Sept| Oct | Mov | Dec | Jan | Feb
Braak Up Action Plans by Major Headings or Categorss to Maks it Ezslsr to Follow
Charter Kaizen Team WM 2FMay | 23Jun | Complee 1] 0| cormpes
Improse Weld Changeaver ME 9-Jul 16-Jul | Cormplete Sdays| 5 days| Efecivel
Sandard Wark Event - Wed'Machine VM 16-Jul 23Ju | Complete Sdays| S5 days| Efecive!
Variztion Redudion - Assembly Yield OE 23-dd | Z¥Ag |In process 1day 0| too sarly
Enabrle Pul with Supplier -] 23-Aug | Z3Sep |not staried 4 days 0| ot staried
Ba sure to Includs Negative Events that may impsct your TTL For sxampls Known Lfs Time Buy Inwentory will off set planned inve ntory Reductions
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Quick Reference Guide for VSM Icons ®

Information Flow

Manual Info: General flow of
information from memos, reports,
conversations. Frequency and other
notes may be relevant.

~ e

Electronic Info: Data via the
internet, or networks. May indicate
type of media used, fax/phone, and
type of data exchanged

Process Flow

Cyche Time
W of People
Vield Rate
Batch sire

AN

O
-
&
O

Customer/Supplier: In the upper left,
generally refers to the supplier where
flow begins. In the upper right, refers to
the customer (where flow ends).

Data Box: Goes under process box and
contains data relevant to that process
step.

Inventory: Inventory between 2
processes — can represent raw materials
or finished goods.

Push Arrow: Pushing matenials from
one process to the next process
regardless of needs of downstream
processes.

Material Pull: Indicate physical
remaval from inventory (like removing
stock from the supermarket.

Safety Stodk: Temporary storage of
addiional stock to protect against
problems, failures, shortages, etc.

Go See: Gathering of information
through observation

Operator: Represents the number of
operators to run the processes at that

workstation.

\/

L&
A

Process box: processes through
which matenals flow. Multiple boxes
are used to represent multiple
processes in a system.

Work Cell: Multiple processes
integrated in a manufactunng work
cell (family of products, batches
mowved from step to step, etc).

Shipments: Movement of raw
materials or product from suppliers or
finished good to customers.

Supermarket: Inventory available for
one or more customers to pick out
materials needed downstream.

FIFO Lane: First-in First-out processes
that limit input — like a conveyor belt
with maximum possible inventory.

Shipments: Shipments from suppliers
to customers using external transport.

Kaizen Burst: Highlight improvement
areas for planned Kaizens. Crtical to
achieving Future State.

In-box: Where incoming informaticn
may be stored (email inbox, file
cabinet, tray, etc.).
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Quick Reference Guide for VSM Icons ®

Process Flow Continued ...

Production
Control

Other
Information

®

- Il

Production Control: A central
production scheduling or control
department, person, or operation.

Weekly
Schedule

Other: Additional useful or potentially
useful information for the VShL

Production Kanban: Triggers the N |£

production of a predefined number of
parts.

Signal Kanban: Detect drops in
inventory that reaches a minimum \:E/

numkber.

Sequenced Pull: Pull system to sub-

assembly processes to produce a pre- |
determined type and quantity of

product.

Water Spider: Transport material from
one process to another.

Weekly Schedule: A& weekly schedule
or work plan.

MRP/ERP: Scheduling using MRP/ERP
or other centralized systems.

Transport Kanban: & card or device
triggering the transfer of parts from a
supermarket to the receiving process.

Kanban Post: The location where
Kanban signals reside for pick-up.

Load Leveling: Batch Kanban's to
level preduction wolume and mix over

a penod of fime.

Heijunka: Production volume and mix
leveled over a pened af fine.

| I process on the top and highest

Timeline Segment: Displays

Timeline Total: Shows the

highest lead time for each

Process Time summary on top

and the Lead Time summary

process time on the bottom.

on the bottom of the box,
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Resource Guide

This is where we'll include links and Important References

After we run pilots — we'll populate this section with quick

references and links to the things people want most.

(?) FORTIVE

Find an FBS tool on InsideFortive
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https://fortive.sharepoint.com/sites/FBS/SitePages/directory.aspx

