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STEP=3Y~STEP EXAMPLE  ~- USING VAL'IE ANALYSIS METUAPOLAGY
TO THMPROVE MANATEIST TR 1S 10N MAL NG

To communicate well with professional manaqgers who arszs accust
omed to dealing with severe problzms, thi is arranged in "true-1i
form with: ‘

fo"
First, The normal management situation.

Second, The results produced and the present status.

Third, The Individual Steps a Management took to produce improvemerit.
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Tirst, The Mormal Maragement Situation
The nead to cope with unexpected bad situvations is normal to
enduring successful Companies.

One such company, COACHMAN INT!STRIES,Inc. of Middleburyv Indi=z
makers of motor~homes and recreational vehicles, in the late 18€70's,
found themselves in real stress. Skyrocketina gasoline prices,
fuel shortages and other factors greatly reduced sales. Inventories
climbed, losses were mounting, the comnany was endangered.

Second, The results produced and the present status.

While the first quarter 1982 produced z loss of $114,000,
the first quarter of 1983 produced earnings of $3,700,000

Cn March 11 1982 ¥eith Corson, Pres. of Coachman Industries
came to the management seminrar held by Value Analysis, Inc. (consultant
in Chicago, as & speaker, to help other managerse .
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He said'they had made threir decisicns and taken their actions
and put the company into healty condition.

In March 1982 the stock was S7;OO per share - the day he spoke.
Now, on April 23,1983 it i{s 41.00 per share. '

Change from deficit to high earnings, and
Stock value increased 5007 in one yzar

Third, The Individual Steps a maﬁaqement took to produce improvenent.

The comptroller read of a meeting, perhaps such as this one wnlch
told about the Value Analysis System. He attended.

He told about it so opte1istlca11y to his manacement that they
arranged for him Léza one week seminar to really learn the system.

He reported with so much confidence that the company management
invited Jack Fowlkes, Pres. of the consulting firm Value Analvs1s Inc.
to tell them about 1t and make suggestions.

A one week full seminar was scheduled;peonle inclucdina the C=O
and the Board of Directors. These seminars are "hands-Oﬁ”
in which live situations in the business are used as tra nlﬁc Drc jects.
Trainees are divided Into groups of from 4 to 6, normally. Thev aﬁply
the methods as they learn. One such team consxstpd of the top officers

After the week Is over, they are back at their jobs. The results
of their work speak the benefxte received. More How-We-Did~It comments
from president Corson:

"Tm 1978 we were too busy to implement important in-house activities. We
wanted to get into value arnalysis, but we had cost reduction efforts in place and
believed these efforts were sufficient. Little did we know! However, we did
send an executive to a VA seminar whe came back enthused, but it seemed vnpossible
for us to comnit ine time...to pull so many people cut for five days of training.
Finally, tn 18979, when thivngs were bad, we sent our controller and a man who
could conceival:ly kecome our VA manager.

"Sending the controller was prohably one of the best things we ever did.
He came Dack toe hot to trot, rnol only because of his enthusiasm for the
approach, Lut he waes /LPttﬂa{p to Le part of a team that was successiul
in coming up with 2 deviee for /onking hopper lids on hopper rail cars

that offerad indicated savings o over $600,000 for the Pullman company.

‘ In 1981 Coachman returned to
profitability. ”Fuﬂrﬂn+7y, our balance sheet 1s the best 1t's ever been.
Crurvent asscte to llabhilitics ave better thw: 2 tc 1. We're totalliy out
of ehori-tewm dobt as of the end of Tzuv, and our sales were up 64% for
1081, Ve carned 858 per ghare comparcd to a $2.02 loss for the same
period in 1272," said Keith.
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