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Why Lean?

NOW THAT WE ARE LEAN-WHAT WOULD | TELL MYSELF 10 YEARS AGO?



FLOW!

Before After



Clean up the mess-3 years
BEFORE: AFTER:



MAINTAINANCE DEPARTMENT:

BEFORE: AFTER:



Supermarket/Material Supply System

BEFORE: LINE WORKERS MANAGED AFTER: SUPERMARKET TEAM WITH
THEIR OWN MATERIALS WATER SPIDER ROUTS



VENDOR MANAGED MATERIALS:



VALUE STREAM MANAGEMENT: CO-LOCATION OF ALL
FUNCTIONS FROM QUOTE TO CASH



$100,000 CUSTOM TRAILER:BEFORE AND AFTER

QUOTE TO READY TO BUILD-60 DAYS QUOTE TO READY TO BUILD-10 DAYS
TOTAL PEOPLE HOURS-1,350 HOURS TOTAL PEOPLE HOURS-900 HOURS
WARRANTY AFTER SALE-54,000 WARRANTY AFTER SALE-51,200



LEAN ACCOUNTING: FROM 15 DAY CLOSE
TO 1 DAY CLOSE TO NO CLOSE



Overview of Lean at ATC Trailers

2009 2018 % Change
 REVENUE $10,000,000 * REVENUE $65,000,000 * +650%

* RAW MATERIAL $1,500,000 * RAW MATERIAL $1,500,000
* S75 PRODUCED PER HOUR * 5110 PRODUCED PER HOUR . 450y

WORKED WORKED
e S90 PER SQUARE FOOT * $S280 PER SQUARE FOOT * -210%
 LINE PAY $17 PER HOUR  LINE PAY $27 PER HOUR

* 58%
* DEBT TO EQUITY10TO 1  DEBT TO EQUITY 2 TO 1



EVERYTHING IS GREAT!



PROFIT GRAPH
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PROFIT AS % OF SALES

2013 2014 2015 2016 2017 2018

—-—Net Profit -—% of Revenue



1. ORGANIZATIONAL PURPOSE: “what you need to do better to
satisty your customers, and what you need to do better to survive
and prosper as an organization”

Excerpt From: Jim Womack. “Gemba Walks, 2nd ed.” Apple Books. https://itunes.apple.com/us/book/gemba-walks-2nd-ed/id723684372?mt=11



1. ORGANIZATIONAL PURPOSE: “what you need to do better to

satisfy your customers, and what you need to do better to survive
and prosper as an organization”

2. WHERE ARE WE NOW?
CURRENT STATE:

METRICS

SAFETY

QUALITY

LEAD TIME

COST

CUSTOMER SATISFACTION
SALES GROWTH

PROFIT

Excerpt From: Jim Womack. “Gemba Walks, 2nd ed.” Apple Books. https://itunes.apple.com/us/book/gemba-walks-2nd-ed/id723684372?mt=11



1. ORGANIZATIONAL PURPOSE: “what you need to do better to

satisfy your customers, and what you need to do better to survive
and prosper as an organization”

2. WHERE ARE WE NOW? | 3. WHERE DO WE WANT TO BE?
CURRENT STATE: FUTURE STATE:

METRICS METRICS

SAFETY SAFETY

QUALITY QUALITY

LEAD TIME LEAD TIME

COST COST

CUSTOMER SATISFACTION  CUSTOMER SATISFACTION
SALES GROWTH SALES GROWTH

PROFIT PROFIT

Excerpt From: Jim Womack. “Gemba Walks, 2nd ed.” Apple Books. https://itunes.apple.com/us/book/gemba-walks-2nd-ed/id723684372?mt=11



1. ORGANIZATIONAL PURPOSE: “what you need to do better to

satisfy your customers, and what you need to do better to survive
and prosper as an organization”

2. WHERE ARE WE NOW? | 3. WHERE DO WE WANT TO BE? 4. WHY DOES IT MATTER?
CURRENT STATE: FUTURE STATE: TO WHOM?

METRICS METRICS CUSTOMERS

SAFETY SAFETY EMPLOYEES
QUALITY QUALITY SHAREHOLDERS
LEAD TIME LEAD TIME VENDORS

COST COST SUPPLIERS
CUSTOMER SATISFACTION  CUSTOMER SATISFACTION CHANNEL PARTNERS
SALES GROWTH SALES GROWTH DISTRIBUTORS
PROFIT PROFIT

Excerpt From: Jim Womack. “Gemba Walks, 2nd ed.” Apple Books. https://itunes.apple.com/us/book/gemba-walks-2nd-ed/id723684372?mt=11



1. ORGANIZATIONAL PURPOSE: “what you need to do better to

satisfy your customers, and what you need to do better to survive
and prosper as an organization”

2. WHERE ARE WE NOW? | 3. WHERE DO WE WANT TO BE? 4. WHY DOES IT MATTER? 5. ACTION!
CURRENT STATE: FUTURE STATE: TO WHOM?

METRICS METRICS CUSTOMERS

SAFETY SAFETY EMPLOYEES SS

QUALITY QUALITY SHAREHOLDERS PDCA

LEAD TIME LEAD TIME VENDORS PDCS

COST COST SUPPLIERS SMED
CUSTOMER SATISFACTION  CUSTOMER SATISFACTION CHANNEL PARTNERS KAIZEN

SALES GROWTH SALES GROWTH DISTRIBUTORS KANBAN

PROFIT PROFIT ANDON BOARDS

POLICY DEPLOYMENT

Excerpt From: Jim Womack. “Gemba Walks, 2nd ed.” Apple Books. https://itunes.apple.com/us/book/gemba-walks-2nd-ed/id723684372?mt=11



2009-THIS IS HOW WE STARTED

2009 2011 2013 2018

1. ACTION: 2. WHERE ARE WE NOW? 3. WHERE DO WE WANT TO | 4. WHY DOES IT MATTER?

CURRENT STATE: BE? TO WHOM?
FUTURE STATE:

55 METRICS METRICS CUSTOMERS

KAIZEN SAFETY SAFETY EMPLOYEES

KANBAN QUALITY QUALITY SHAREHOLDERS

ANDON LEAD TIME LEAD TIME VENDORS

7 WASTES COST COST SUPPLIERS
CUSTOMER SATISFACTION CUSTOMER SATISFACTION ~ CHANNEL PARTNERS
SALES GROWTH SALES GROWTH DISTRIBUTORS

PROFIT PROFIT



FIRE-READY-AIM!

2009 2011 2013 2018

1. ACTION: 2. WHERE ARE WE NOW? 3. WHERE DO WE WANT TO | 4. WHY DOES IT MATTER?

CURRENT STATE: BE? TO WHOM?
FUTURE STATE:

55 METRICS METRICS CUSTOMERS

KAIZEN SAFETY SAFETY EMPLOYEES

KANBAN QUALITY QUALITY SHAREHOLDERS

ANDON LEAD TIME LEAD TIME VENDORS

7 WASTES COST COST SUPPLIERS
CUSTOMER SATISFACTION CUSTOMER SATISFACTION ~ CHANNEL PARTNERS
SALES GROWTH SALES GROWTH DISTRIBUTORS

PROFIT PROFIT



DO IT THE RIGHT WAY!

PURPOSE
WHERE ARE WE NOW
WHERE CAN WE GO BY WHEN

NOW- TAKE ACTION WITH TOOLS

N
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