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Overview

Services™ 1.
Missiont 3 months

Our client, expert
holograms
manufacturer, wants
to implement a
quality improvement
plan for finished
products.

KEPLER offers a
quality diagnosis
on the field and ¢
roadmap to meet
the expectations of

Context

Company acquired by a French
identity and security group

Strong will of the group to improve
customer quality

Need to improve the customers
quality of the company as part of
a contract aimed at doubling their
turnover

Quality teams understaffed for
several months

Quality incidents encountered with
the main client in recent years

Objective(s)

Meeting Customers
Expectations

the customers.

« Implementing a practical quality
improvement action plan

« Restoring an operational client-
supplier relationship beyond the
commercial relationship

Meeting Clients Expectations

Operations



https://www.kepler-consulting.com/en/practices/operations-consulting/
https://www.kepler-consulting.com/en/practices/operations-consulting/

Notre Serviges™ %1y

Mission:3months

Approche

Methodology Levers and Tools

Analyzing existing non-quality =  Quality audit
/‘ resolution tools = Interviews
= Machines / workshops
observations (including final
clients)

Analyzing external quality . AMDEC, 5M, 8D

data (customer complaints)
and internal quality data
(non-quality production, their
causes)

Timing and prioritization of actions

Identifying non-quality root
causes

Short-term Mid-term Lovng-term
. .

Facilitating customer
interviews to collect their
needs in terms of process
and quality level

Planning internal workshops
(company) and external
workshops (clients) to identify
quality improvement actions

Prioritizing actions, formalizing
the quality improvement plan
and validating the deployment
schedule

.( KEPLER Meeting Clients Expectations
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Results _ Mission:3months
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90°/ of the root causes
°

identified are In an international context,
covered thanks to the approach presented by
the customer quality KEPLER and supported by

improvement plan

. the supplier, has enabled to
implemented PP

reconnect the company to its
customers. This was possible
by aligning with quality
criteria and refining the co-
development plan for new

Formalization of
the operational
deployment planning

products.

Edouard ALQUIE

FormqliZing the Director, Operations Practice Leader
action plan with client
o alignment on roles and

responsibilities

Re-implementing

®
/"™ operational client-
2 _ 8 supplier routines (off
trade
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Our Offices

Contact

Servicesﬁi‘ L
Mission:-}g_month_s_ ‘

Bl EUROPE

32 boulevard Haussmann
75009 Paris — France

info@kepler-consulting.com
Tel.: + 33 (0)1 44 75 05 35

Il CHINA

Room 351, 3F, No.135 Yanping Road,
Jing'’An District,

Shanghai, 200042, China
china@kepler-consulting.cn

Tel.: +86 (0)21 - 6117 0311

Bl USA

159 N. Sangamon Street, Suite 200
Chicago, IL 60607-2201 - USA

usa@kepler-consulting.com
Tél : +1(312) 3716198

l INDIA

#312, Cathedral Road,
Nungambakkam,
Chennai — 600034 - India

india@kepler-consulting.com
Tel.: + 91 (0) 44 40 50 92 00

Contact the Author
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