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ABSTRACT

It’s essential for a company to gain profit for its
long term and continuous prosperity. Generally
speaking, target cost management is an effective
measure which results every products make reasonable
profits.

The author describes about ideal target cost
management on this thesis from strategic management
point of view. They are as follows:

(DOFFENSIVE TARGET COST MANAGEMENT
@DEFFENSIVE TARGET COST MANEGEMENT
@ FACTOR VE

1 INTRODUCTION

The present target cost management methods are

makers(parent

companies), and not functional parts manufacturers

geared for complete assembly

supplier companies. Because the R&D procedures

between them are very different. Complete assembly
makers are able to decide by themselves, about
marketing research, the developing period, price,
quality and target cost. Sometimes they have two or
three R&D teams on the same product simultaneously
from which they can finally select the best developed
new product. Conversely if they are not satisfied with
new product, they can cancel continuing that R&D.

On the other hand, functional parts manufacturers
(mentioned as ‘parts manufacturers’ hereafter) are told
the developing period, price, quality, cost by complete
assembly makers (mentioned as ‘complete makers’
hereafter). Generally their terms are decided when
parts manufacturers get the order. Recently the
conditions are severe . Because complete makers ask

parts manufacturers for high quality, low cost, and
new devices. Of course parts manufacturers struggle
to meet their demands. However we sometimes do
not make the new product profitably because we miss

forecast the future cost or the immature technology.
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No matter if the ordered product is not lucrative, we
must continue manufacturing it.

Today complete makers ask parts manufacturers to
achieve co-operative VE together. Parts manufacturers
generally deal with some complete makers. Then parts
manufacturers must cope with them respectively.

Now we have many cases where meeting their
demand is not efficient business. How should we

parts manufacturers achieve a target cost management?

He’ll describe in the next chapter.

2. IDEAL TARGET COST MANAGEMENT

Generally speaking, it’s important for the parts

manufacturers not only to do target cost management

but also strategic management. Once many part
companies used to apply a passive management style.
That is to say after getting orders from the complete
makets, they did VE. From now we should develop
products which the complete makers feel are attractive
before competitors do. First come, first served. If we
present attractive products to the complete makers
earlier than our competitors, we’ll be able to take the
initiative of the price and then make reasonable profits.
The ideal target cost management has three
concepts:
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Figure 1. Ideal Target Cost Management
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