VA Shopping List: What the Consultants Offer .-

 New York-—Booming imterest
i value analysis is turning the
ficld into a profitable business
for management consohting firms
whose fees for “how t6® In-plant
training scminars may run as
high a< $17,000.

. Value analysis/value engincer-
me consultante offer P.As and
their management a broad, sclec-
‘lon of scrvices that cover organ-
ting and implementing a com-

plete value  program, manage

ment  orientation, management
consultation, in-plant trﬁning.
and product evaluation studics.

At present, the field is domi-
nated by four consulting firms:

®industrial Valwe Services.
Inc., Roslyn, N. Y. Newest cn-
frant among the top four, IVS is
cencentrating on clients in the
castern area of the country,. The
rm offers 40~ and 16-hour in-
plant seminars and also conducts
t 40-hour, 16-cvening VA skill
triining seminar, k

® Value Analysls, Inc, Sche-
nectady, N Y. This firm was the
st o offer VA techniqoes 1o
mdustry. Its five-phase program
mcludes 36- and 40-hour semi-
nars. - A special product evalus-
ton service for companies of
100 or fewer employees is pro-
vided at no charge (o the client

nnless suggested  savings  arc
adopred,

® Value Engineering, Inc.,
Boston, Mass. Preparation of VE :
md VA programs for inclusion’
n military proposals are part of
'he  management  consultation |

ervice offered by this company"

on A per diem charge hasis, Other
scrvices feature 4- to 16-hour
crentation lectures and a basic
JH0)-hour plant seminar.

® Value Programs for Industry, K laue

Inc., Schenectady, N. Y. VPF1
provides 52- and 80-hour plant
semmars plus a lecture conrse on
creativity and idea development,
cost reduction programing, and
value consulting for salesx organ-
ization. The firm alto has £nc
(‘:mcidcrahlc work for the U. S.
dVY,

\dded push in VA popularity
ifems from the new government
\rmed Services  Procurement
L gulations that require formal
"t programs for fixed price mil-
bry contracts of $100,000 and
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¥y oof the prime contractors

L Tequesting that  suboontrac-

Vfollow throngh with VA pro-

e Lo,

Vo

Different Emphasis

The various in-plant seminar
training programs follow the same
general pattern.  However, ac-
cording to one value analysis
chief who participated in sessions
run by different  consultants,
“each one tends to place em-
phasis in a different area and do
things in a different way.” Semi-
nars range from 16 to K0 hours,
some are scheduled on a half-day |
basis to accommodate employers
who don’t want to take employ- '
eos away from their jobs for a full
day

Sol Mendelsohn, president of
Industrial Vahe Scrvices, claims
n-plant training offers more ad-
vantapce over outside seminarg. |
Mendelsohn, whose firm condncts
cvening VA stminars, gives these

reasoms: Things arc more in line -

with actual working conditions;
It 1s casier to visualize what can
be done and each recommenda-

tion may he more easily verified;

most important, it hecomes cvi-
dent to all that the progiam has
management’s full <upport.

Generally 40%-50% of the
time is spent on lectures with the
remginder devoted to actual proj-
' ect mssigoments with cost reduc-
[tion targets pegged from 207 to
407%.

The in plant training seminars
offered by VA/VE consulting
firms are priced on a flat fec basis
and some are part of a package
deal that includes management

orientation, selection of projects, |

etc. Number of hours, number of
participants, and other variahles
all shape the price tag. One New
‘York purchasing executive who
!shopped around before selecting
a program reports that a
seminar of about S0 hours falle in

the $12.000-$15,000) category. ‘

Woodward, president of Value'
Engincering, says his firm's in-!
plant (40-hour) workshop costs |
“run up to $6.000 for 20 and to
$10,000 for 50 trainees.”  For!
seminars of 52 or RO hours, Roy!
E. Fountain, president of Value'
Programs for Industry, cstimates’
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$13.000 10 $17,000 with partici-

ants ranging from 30 to 100.
!I’he cost, he explains, also is in-
fluenced by such variables as
whether a management oricnta-
tion session is included.

Howard L. C. Leslie, execu-
tive vice president of Value {\n_nl-
ysis, Inc., reports his firm's in-
plant training seminars (36 and
40 hours) are part of a three-
phasc package that includes man-
agement orientation, selection of
projects and a six-month follow-
up. For a group up to 50, the
charge for this would be in the
neighborhood of $13,000-$14,-
000.

A< for the returne from such

in-plant training, Woodward es-

tirhates that short-range cost 1¢
. duction within five to six month
"after such a program ‘usuall_'
yiclds a firm five to six times as
“much in savings as the cost of
the seminar. Fountain cited onc
roject that  was thought to
r'c a real test of VA because
.it had been in production for a
long time and had undcrgone a
considerable amount of cost re-
duction attention.  “The results
of this project have now been
implemented. and the gross sav-
'ings are in excess of 322_5,0(.)0.
'The net savings after liquidation
‘of all engineering effort, tooling
' charges. and capital equipmen®
are in cxcess of $150.000," he
- reported.
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