SAVE INTERNATIONAL CONFERENCE PROCEEDINGS 1998

Development and Application of Customer-Driven Value Engineering

Training
Erik D. Bakken

Erik Bakken is a licensed professional engineer in the state of
Wisconsin, and is an Industrial Engineer for the Value Engineering
Division at the U.S. Army Industrial Operations Command in Rock
Island, IL.. He performs Value Management training and facilitates
value-related studies in manufacturing and logistics. Mr. Bakken
received, a B.S. in Industrial Engineering from the University of
Wisconsin-Platteville, Platteville, WI, in 1989. He has held LE.
positions at Norfolk Naval Shipyard (VA), and Rock Island Arsenal
(IL). He is the president-elect and the Community Affairs Director at a

local chapter of the Institute of Industrial Engineers.

ABSTRACT

The Value Engineering Division is responsible for
overseeing the value engineering programs for all
1OC installations. The installations include arsenals,
depots, and Army ammunition facilities.  Each
installation must meet an annual savings goal through
value engineering efforts. This paper will highlight
the benefits of providing VE training that is
developed with the customers’ input.

BACKGROUND

Think about the goal of your value engineering
program. What is its purpose? Is it designed to save
money, reduce costs, increase competitiveness, or
reduce cycle time?

Our
include:

Value Engineering organization’s goals

e Use the VE methodology wherever possible to
generate the highest obtainable dollar savings.

e Increase top management emphasis on VE.

e Increase the application of VE methodology in
the development phase.

e Promote increased contractor participation.

To help us evaluate how well we are meeting our
goals and to improve our VE program, we developed
a Customer FAST.

CREATING THE CUSTOMER FAST

First, we had to come up with the task function that
best describes our VE program. What is it that
defines us as a success or failure? At first, we said, it
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must be to give training, to get results, or to visit the
installations. What is the one thing that we do that if
we did not do, we would be a total failure? The
answer is simple to state, but not so simple to do:
verify savings obtained through the value engineering
methodology as reported by our installations,
reconcile those savings with our stated goal for that
year, and pass that information on to our
headquarters. Take everything else away—awards,
training, site visits, helpful telephone calls—and we
still are required to meet our annual goal, just as we
require the installations to meet their VE goals.

BASIC FUNCTION

If our purpose is to achieve our VE savings goal.
then what is our basic function? Let’s try Receive
VEP (Figure 1). A VEP is a Value Engineering
Proposal. It contains the recommended changes to an
existing product or process and explains the expected
dollar savings. It also shows the steps followed to
find and develop an alternate method. Now, going
one step further, how do we achieve this task? To
answer this question, let us first investigate the four
criteria required of every VEP submission.

The first criterion is to identify the area under
study before any work on the study. This is to assure
that all savings result from the study of function
analysis.

The second criterion is without a doubt the most
important. The Value Engineering Proposal (VEP)
must show evidence of function analysis. Without
the study of function, there is no way one can go
beyond the design and seriously investigate the
concept.







