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#HAT MAKES JOBS?. . . 
"Value Analysis" - Better Products - etter Jobs 

The Tools Of This Activity Are New Materials, New 
Processes, New Ideas; And They Spell rogress For Us All 

"Better job security for General Electric people - coming from increased sales of 
3E products, from better product values for GE customers" . . . That's the aim of GE's 
Jalue Analysis Program. And it all spells progress, not only for all of us but also for GE 
uppliers an& their employees. 

Value Analysis people in Services - was instituted as an vendor, the material was 
ilmost every department of organized way of providing basic changed and bought from an- 
he Company are achieving methods for increasing the value other source, with complete 
his objective by constantly of GE products on a Company- fabricating done in High Vol- 
,eeking-out materials and wide scale. tage. Tests have shown the 
nethods which will lower the value Analysis Services is corn- new cover far  superior to the 
: O S ~  of a product without im- posed of a small staff of specialists, older one - besides a s a v m  
)airing its quality or per- who teach basic principles, meth- of $3 each. 
'0rm,anCe. E V e r y achieve- ads, and techniques to the Value Accomplishments like these help 
nent in this direction helps Analy~ts of the Company's prod- GE products meet competition . . . 
:eep GE ahead of its COmpe- uct departments. help customers get more value for J. SCHILLER (center),  soles representative for GE's Industrial Heating De- 
,itors and helps make GE Local Examples their dollars . . . help our suppliers partment, discusses cost of colrod heating unit with High Voltage Switchgear 

O ~ S  and the jobs of Our Sup- D~~~ value ~ ~ ~ l ~ ~ i ~  work furnish better parts for us . . . and, Department Buyer R. Wolfe (r ight) ,  and HV Volue Analyst R. L. Jeckel. 
lliers better and more Secure. help GE people? Let the fol- in  the long run, make our jobs mare Industrial Heating Department was able to supply heater to High Voltage 

Many  Fields Of Work lowing examples from the secure through more orders. at  an annual saving of more thon $10,000. 
nhe Value Analyst's job begins High Voltage switchgear m- 

vith the very design of a product 
~ n d  ends with the shipping of it. 
:onsequently the Value Analyst 
nust know many different fields 
rf work. 

In a typical day, he may talk 
vith scientists and engineers to 
earn what new, low-cost material 
:an be substituted in a product 
v i lhou  sacrificing any  of its qual- 
ty. He may meet with specialty 
rendors to help them develo,p ways 
tf reducing product,ion costs of 
the material or part they supply. 
Che Value Analyst may work with 
nanufacturing personnel to in- 
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partment answer that ques- 
tion : 

Using the same material, 
a 4-arc interrupter adapter 
was changed from a sand cast 
aluminum to a, permanent 
mold aluminum. Result: A 
saving of $2.41 per unit. 

A desim? rhann;e on breaker 
operators has permitted the 
use of open-supported green 
stick resistors instead of the 
cage type. This cost reduction 
has been evaluated a t  a $16,- 
400 annual savlngs for High 
Voltage. 
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~i&ouK\aclificlny any of ~ t s  qual- 
ky. He may meet with specialty 
vendors to help them develop ways 
3f reducing production costs of 
ihe material or par t  they supply. 
m e  Value Analyst may work with 
nanufacturmg personnel to  In- 

~est igate  new processes, and to 
nake sure the  project being 
~ o r k e d  on is a feasible one, from 
t manufacturing standpoint 

In  analyzing a product, the Val- 
le Analyst asks hlmself such ques- 
ions as these: 

( 1 )  Does the use of  th is  par t  

or  mater ia l  contribute t o  the 

value o f  the product? 

( 2 )  I s  the part's cost pro- 

port ionate w i t h  i ts  usefulness? 

( 3 )  Does the product need 

a l l  i ts  features? 

(4) Will another par t  do the 

job for  less? 

( 5 )  How can we produce the 

par t  for less? 

Value Analysis has been around 
or many years under various 
ames, but i t  was only ten years 
go that  Value Analysis Servlces 
- a part of GE's Manufacturing 

A drslsn change o : ~  bl-eakcr * 
operators has pcrmilted t h C  
use of open-suyportctl green 
stick resistors instcnd of the 
c a w  type. This cost rcdurlion 
has been cv,~luated a t  a $16,- 
400 annual savings for High -. 

Voltarc. 
A material chanec from 113 

compound to 1840 compound 
allo\rcd High Voltagc to cli- 
mirlatr a purcllascd suppolt 
rod for the HR recloscr and 
manufacture it completely in EQUAL PERFORMANCE a t  lower cost is laboratory- 
the  department. In addition, VALUE ANALYSIS TECHNIQUES, pioneered b y  the proved on large bol t  used on o i l  circuit  breakers, as 

there was a good saving. General Electric Company, have been taught  i n  two H V  Engineer K. L. Gribb ( l e f t )  ond R. L. Jeckel ( r i gh t )  

To show how performance seminars here a t  the  Switchgear Departments. M a n y  watch E. Skedrielewski, Loboratories Department tech- 
is not only equalled but is Switchgear Departments employees have received such nician, make tests. Bolt  was formerly purchased f rom 

sometimes improved, there is training, either i n  Schenectady or  Philadelphia seminars, one vendor un t i l  a second vendor offered the same bol t  
the case of a resistor cover. and are pu t t i ng  th is  knowledge t o  work throughout the far  4 7  percent less. Result: a n  annual saving of 

Formerly purchased from one Elmwood Avenue Plant. more than $13,000. 

'itch VA Toward Sales ! 
To implement OPERATION UP- 

'UFDT, Value Analysis Service will 
onduct a special two-week semi- 
a r  in  Schenectady, b e g ~ n n ~ n g  
une 9th, for Marketing and Sales 
ersonnel throughout the Com- 
any. It will mark the first time 
l a t  the highly successful techni- 
ue for imorovin~  woduct value 
as been taught, to  those who can 
u t  i t  to use a s  a means of in- FOREMAN J. W. WEYER (r ight ) ,  of HV Manufacturing, checks new spacer A RECENT CHANGE of  material enabled H igh  Voltage t o  secure mater ia l  
^easing sales. for outdoor switches wi th  Press Operator G. Crowers. The  old spacer, held - original ly a purchased par t  - from a n  al l ied works, wi th  the H V  Carpen- 
Officials explained, "with a by  the operator, was made from special tubing. The  new one, being examined te r  Shop doing the machining. Besides a savings o f  $3.27 per unit, addi- 

'llnd working knOwl*ge by Mr .  Weyer, was developed b y  E. R. Schaeffer, H V  Manufactur ing can- t ional  work was brought to  the Plant. Above photo shows Dr i l l  Press Opera- nalysis the GE salesman wlll 
ave a new sales tool in his rela- sultant, and  i s  made from standard p ipe necked-down t o  proper size. The  tor  D. Doherty ( r i gh t )  discussing work wi th  Carpenter Shop Foreman E. 
onship with the customer." resulting mater ia l  savings amounted to  $13,200. Detwiler. 


