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Introduction 
Vertically Integrated Supplier Dependent

Today’s Businesses are heavily dependent their on supply chains and 
supply chain organizations



Transforming Supply Chain 

 Companies are seeking a new / different range of 
skill sets to support supply chain activities

 Dynisco is shifting toward value added activities and 
trying to move away from transactional activities

 Placing more emphasis on supply chain analytics and 
less on keystrokes

Achieving more value through data analysis



Transforming Supply Chain 

Utilizing tools such as e-kanban to automate repetitive 
purchasing transactions



Transforming Supply Chain 

 Discussion driven by historical 
information and cost reduction 
targets

 Very little information regarding 
mfg processes shared or 
discussed 

 Primary communication – RFQs

 Value Add Value Engineering group 
supplies additional process 
information & DFM models

 Primary communication – Supplier 
Discussion 

New model stimulates improved communications



Leveraging Better Information 

Did I get a fair price ????

Let me 
talk to my 
manger



Leveraging Better Information 

Better Information….Better Negotiations



Leveraging Better Information 

 Part Cost 
History

 Standard Cost / 
Current Cost

 Vendor History

DFM brings the discussion into the present vs. the past

 Material Cost

 Set up costs

 Process Options

 Quality

 Tooling

 Profit

Historical         Information        Present



Leveraging Better Information 

Minimizing our own negative perceptions was key

 In the early stages of DFM implementation, there were 
initial barriers to overcome 

I don’t want to 
burn any bridges! 



Leveraging Better Information 

Suppliers were open to meeting and reviewing data

D
• Identify a part or group of parts for DFM analysis
• Employ the VAVE group to generate initial model
• Identify a part or group of parts for DFM analysis
• Employ the VAVE group to generate initial model

F
• Evaluate current pricing against the DFM model costs• Evaluate current pricing against the DFM model costs

M
• Components with a price delta < 10% - fair price parts
• Components with a higher price delta > 10% - examined in more detail 
• Components with a price delta < 10% - fair price parts
• Components with a higher price delta > 10% - examined in more detail 

• A new list of parts was generated
• Suppliers contacted. DFM process explained. Requested a meeting to compare 

current pricing with component model cost results

• A new list of parts was generated
• Suppliers contacted. DFM process explained. Requested a meeting to compare 

current pricing with component model cost results



Dynisco Examples

 Over last couple of year’s Dynisco businesses have 
identified, modeled and evaluated over $4.1M in 
spend

 Over $685K or 17% of the spend was highlighted as 
savings opportunities

 These opportunities included modifications to 
designs, potential material substitutions, process 
changes and strait forward cost reductions (being 
charged to much)



Dynisco Examples (Franklin)

PN-183664
Model within 5% 

of system 
pricing 

Validated that we were achieving fair pricing 



Closing Remarks

 DFM is not specifically designed for cost reduction 
alone

 It can be utilized to validate pricing in addition to 
influencing cost reductions based on manufacturing 
and material data

 DFM helps supply chain organizations move forward 
and improves the value that individuals can bring to 
the business

 DFM has been a key tool within Dynisco to help 
develop better supplier relations and weed out 
suppliers whom we don’t want to do business with.
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