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Overview

Our client, @ Context

manufacturer of

deU|Q|’ cranes = Target: reducing the cost of crane
' trolleys by 30% and improving their

wants to reduce performance (load/lifting height)

the acquisition and

= 2 industrial sites across Europe,

manufacturi Ng COSTtS several product ranges and 3 types of
of the trolleys while trolleys

maximizing Its = For the same trolley: several possible
pe I’fOl’mQ nce uses and mounting combinations

KEPLER supports project
managers in facilitating
value analysis projects

Objective(s)

Delivering Total Performance

Qnd bUSineSS ”ﬂeS = Introducing new ways of designing
jUﬂCtiOﬂS in Order to gno! working, o.IIowing to chollgnge
. esigns, technical and functional
take the maximum choices and identification of new
. . sources of value

benefit of individual
expertise and C1||OW « Making the business lines (DO,
| . Procurement, Offers, Marketing) to
the exp oration Of new work together within a framework
sources Of VO|U€ of established responsibilities where

everyone must contribute to the
common objective by activating their
own levers

.( KEPLER Deploying Value Analysis

Procurement



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

Our

Approach

Methodology Levers and tools

= Functional analysis
= Gains Portfolio

= Saving Cards

= Priority matrix

Value Analysis Study by
facilitating cross-functional
working groups

Functional analysis

« Functional analysis including e
formulation of the service to be )
rendered by the trolley in order

to qualify the real needs

« Characterizing required Gains Portfolio
performance levels and G ,
challenging current  technical ik AL = —

WIWTFes HTMW

solutions

« Activating technical creativity
and exploring disruptive
concepts to identify significant
levers of gains

« Creating and presenting
alternative technical and
economic scenarios for current
solutions

« Establishing common criteria for
assessing potential savings and
Facilitating decision-making

Priority matrix

Priority Matrix for HTM - - :--m—--\

.( KEPLER Deploying Value Analysis
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Results

-309 Costs

-15% Mass

— Establishing
Q New Cultures
= Objective cost design
= value management

/\} Performance increase
B .I (load curve)

2 New technical designs

developed

Patent
1 pending

I KEPLER

This is a first for this
manufacturer, made possible
by the combination of drivers.
The facilitation of the Design
Offices, Procurement and
Products articulations released
all its power. All the contributors
felt entrusted with a mission,
and everyone'’s contribution
was significant!

Mathieu Louis-Sylvestre
Partner - Procurement Practice Leader
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Contact

Our Offices

l EUROPE

32 boulevard Haussmann
75009 Paris — France

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

l CHINA

Room 319, 2F, No.135 Yanping Road,
Jing'An District,

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

Tel.: + 86 (0)21 38 75 10 85

Hl USA

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

usa@kepler-consulting.com
Tél : +1(708) 969 1963

H INDIA

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

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