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DINNER MEETING
Wednesday, February 22, 2012
Location:  Grande’s Restaurant
1250 Upper Front Street, Binghamton
Guest Speaker:

Michael LoSapio, CPIM
CUT THE HYPE!
A Fresh Approach to Enterprise Resource Planning (ERP) Selection
Are you frustrated with your current ERP system?  You are joined by the vast majority of companies in this frustration.  Survey after survey indicates that 70% to 90% of companies are dissatisfied with their current ERP systems.

There are plenty of theories why implementations have problems, but the key reason is fundamental.  The legacy selection process that is commonly used is flawed.
The Typical Approach

1.
Creating a “System Requirements List” for software vendors to fill out. 

2.
The arduous task of reviewing “sales demos” in an attempt to decipher the differences. 

3.
Checking references to confirm that companies are happy with their systems. 

4.
And voila … you have selected the very best system for your company. Or have you?

It all seems very logical, but it obviously does not work if more than 70% of companies using this process end up being unsatisfied with their selection.  

Join us as Michael LoSapio  provides a Fresh Approach To Selecting ERP Systems.  

Get information about the real performance you can expect from an ERP Solution.
• Learn techniques used by software vendors to make their product shine during a demo.

• Learn how to request references so the vendor can’t give you’re their best three customers.

• Learn the web sites and searches that can be used to find information from users.

By following this simple process with emphasis on the unique requirements of your organization, you will not only get the right system fit for your company, you will increase your chances of successful implementation.
Reference attached article for a preview of Michael’s Fresh Approach.
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About the Presenter:

Michael LoSapio, CPIM is a Senior Account Manager with Synergy Resources LLC, an affiliate of Infor Global; Solutions where he is responsible for ERP solution sales for Infor ERP Visual.  Prior to joining Synergy Resources he was an implementation consultant for Exact software solutions.  A 30 year member of APICS, Mike has served as a chapter president and various chapter board positions. Mike has been an instructor for certification courses and taught Operations Management courses at the collegiate level.  Mike has s B.S. and MBA from Gannon University in Erie, PA. 

5:30PM

Sign-in and Networking

6:00PM

Dinner 

6:30PM

Guest Speaker
Dinner:

Order off Menu
Cost:

Members $20.      Non-members $25.




Excludes drinks
RSVP  by 2/15/12 to Kelly.noreika@lmco.com or call 607-751-7311
Thanks and hope to see you there!

PLAN NOW TO ATTEND MARCH’S PDM

Presented by Michael Ford

Ice Cream Sundae Production: From Job Shop to Lean Flow
Are you interested in comparing a job shop layout to a lean flow line? Or maybe you just missed dessert? Either way, this session will be an instructive and tasty experience!

This interactive workshop will engage you and your fellow participants by role-playing as customer order entry professionals, production planners, workstation operators, inspectors or hungry customers placing orders. The session involves two major exercises: first, a simulation of a traditional job shop layout; and then, creation of a flow line to demonstrate the improved lean environment.

Attendees will gain knowledge of the following concepts:

· The advantages of empowerment and engagement

· Lean improvements in productivity, space requirements, lead time and quality

· Some secrets you never knew about Lean (which contradict the so-called “experts”)!

This experiential learning session provides valuable lessons learned that the audience will remember years or decades later. Participants engaged in a simulation will retain more information than the standard lecture format.

Scheduled in partnership with ISM. Details coming soon.

STAPICS Educational Offerings

The cornerstone of APICS is Education.  The Southern Tier chapter is proud to be able to help companies and organizations give their employees the tools to excel in the work place and benefit the bottom line.  Besides our public offerings, we can also bring the APICS Body of Knowledge to your work place.  

Our instructors are available to come on your site and offer training and instructions in the hottest topics in resource management.  Not only can we teach CPIM (certified Production and Inventory Management) and CSCP (Certified Supply Chain Professional) courses and prepare your workforce for certification testing, but we offer courses and workshops in everything from business basics to very specialized topics.

For more information, visit our website www.stapics.org.

CAREER OPPORTUNITY:

BUYER (Commodity Manager – Fabrication/Machine/Assembly)

Greene, NY – 1st Shift

Reference attached file for details.



[image: image3.emf]Buyer (Commodity  Mgr) - Greene, NY - #7295.doc


We’re on  [image: image4.png]


 !!!

Come and visit, poke around, or comment on us! Our name there is “Southern Tier APICS”. It’s just another way

for us to keep in touch with our membership.
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Cut Through the Hype,  A Fresh Approach to ERP Software Selection.


By Michael LoSapio, CPIM


There are over 1,000 manufacturing software systems available in North America and yet surveys show a high level of dissatisfaction among ERP users. For example, a recent survey by Technology Evaluation Center showed 75% of the respondents were unhappy with their solution. 

  Why?


   There are a number of theories why ERP implementations have problems:


  -         Poor planning or no planning at all


  -         Top Management is not involved or did not commit to the project 


  -         Unreliable data


  -         Lack of training or implementation assistance


  -         Lost project momentum 


  -         Business processes are not corrected


But the main reason that implementations fail may lie with the legacy selection process commonly used by companies to select an ERP solution. 


 Getting Off on the Wrong Foot

  The first step in any selection process is expenditure approval. Middle managers spend a lot of time defining their selection process plan. They need to impress upper management and they know that the more detailed the budget approval request is, the more detailed the selection plan is, the more due diligence is assumed and therefore perceived risk is lessened.

  The middle manager can get so obsessed with budget approval; and, upper management can get so consumed in confirming that the selection process is sound, that the most important objective in selecting a new system can be overlooked. The most important goal should be to ensure your company will be successful with the new system! Any other consideration should be secondary.


  Systems Today Are Function-Rich


  The more you evaluate systems, the more you recognize that all have an abundance of functionality. The reason they fail is not a lack of information, it is the exact opposite. They are too cumbersome and too difficult to learn.


  Then why do we devote our entire search to evaluating which system has the best and/or most functionality? Is it because new systems are purchased only every ten years, therefore, no one individual has the experience to learn from their mistakes?  


A Review of the Legacy Approach to ERP Selection


Once the project budget is approved the next steps in the legacy ERP selection process are:

  1 - Issue a detailed multi-page novel called the “system requirements list” for all software vendors to fill out (honestly) thereby confirming which match. This requirements list is typically developed by asking everyone in the company what features and functions they need to operate effectively. These document can end up with hundreds of questions for the vendor to answer about what their system provides.  The software companies, wanting to remain in consideration, and are motivated to answer each question with a carefully worded, “yes we do that!”. From this information you determine your short list of vendors.


 At this point we have several problems. First, we have unverified responses to the questions. The vendor is going to interpret the question in a way that works best for them. The questions are usually so vague that there is a lot of wiggle room. The second problem is there are too many responses to compare. ERP solutions all have their strengths and weaknesses. How do you weight each of the hundreds of questions and responses to determine which system(s) best suits your overall needs.?

  2 - The selection team then begins the arduous task of reviewing “sales demos” from the short listed vendors in an attempt to decipher the differences between the solutions being considered. “Sales demos” are designed to look good. If the “sales demo” did not look good, the software company would go out of business. Software companies have professional presenters who know precisely which keystrokes will present their software in the best light. 


  Remember the first day you looked at the ERP system you use now? How difficult did it seem to you then versus today? How many months did it take before the haze lifted and the system became second nature to you? Before you really knew all the good and the bad points? It typically takes 6 months to a year for users to become confident in the use of an ERP solution today. Is it really possible to recognize the pros and cons of a system you are reviewing for the first time in an 8 hour, “sales demo” presented by someone who is trained to show you only the good stuff? Probably not.

  3 - You now call references to confirm that companies are happy with their systems. Where did you get the references from? Did the software vendor carefully select “bullet-proof” customers that swear the software is great? Now if surveys consistently indicate that 75% or more of ERP users are unhappy, how come all of the references are very happy? Hmmm.

  4 - And voila … you have selected the very best system for your company. Or have you?


  A Fresh Approach To Selecting ERP Systems


  The most important factor in selecting a new system is: to make sure your company is successful with the new system. If 75% of manufacturers are not satisfied with their current ERP system and used the same selection process as you, why will your results be different? Maybe a different process is needed. 


I propose that the following 4 step plan will yield a higher probability of success in less time with less work


.    


You still will probably need to go through your company’s budget approval process, but your selection process should be based on the following plan for selection. 


Step 1 – Research public information about your short listed vendors. There are many sources of information about ERP solutions on the internet. Forums like ITToolbox.com and Spiceworks.com have many members in the ERP and IT fields that share information about solutions. Doing Google searches for information about the vendors is critical. Searching for ‘(vendor name) litigation’ or (vendor name) problems’ can sometimes turn up surprising information. Checking credit, Better Business Bureau, or even Youtube can provide good info. Lastly, check the county courthouse website where the vendor is located. Litgations are part of the public record and can be found there. You will be entering into a ‘marriage’ of sorts with the vendor you choose. Make sure you know everything about them.


  Step 2 – Define the critical system requirements that are unique and support the core competencies of your business. Most ERP systems have functionality that is similar which can make determining the best solution difficult. The devil is in the details. You need to focus on the business processes that are most important to the success of your company and investigate each system’s functionality in detail in these areas. This list of critical requirements should not be longer than two pages. The solutions that can meet these requirements the best are the ones that should be on your short list. You can live with shortcomings in areas that are not critical.

Step 3 – View the sales demos, but remember that every software company does great a demo. What you see may not be what you get. Why? Because software companies like to show the ‘sizzle’ the cool new technology they have. Demo data bases are set up to make sure this cool new technology the presenter wants you to see will work. This is a problem if the set up needed to meet your companies requirements is not the same. Also ask questions, many software companies like to run a demo to their script because they know where their weaknesses are. It is up to you to get them off the script. Better yet give them your script based on your critical requirements. Ask questions, dig deep into processes that are important to your business. Better to discover problems with a process before you purchase rather than after. Also don’t get taken in by ‘cool technology’. Being on the cutting edge can sometimes cause bleeding. Thorough research as described in Step 2 above will usually uncover solutions that are having technical problems, and they are usually the ones that look the coolest. Your critical requuirements are what is most important, everything else is secondary.

 Step 4 – Instead of accepting the references provided by the vendor, request references that meet the following  criteria:


· Local (within reasonable driving distance). This will assure you get the same local support as the reference.


· Similar industry. You want to see companies that do what you do or close to it that are successful using the solution. 

· Simialr in size to your company. If you are a fabrication company with 50 employees and no full time IT staff, your experience will be different from a 200 employee company with a 5 person full time IT staff. The information you get will not be relevant. 

· Using the current version of the solution for at least a year. As we stated earlier it taked 6 months to a year to become proficient with any ERP software solution. If a company lioke yours has been using the solution for a year and has few complaints that speaks volumes. 

You may not get all criteria matched, but ask. With these demands, it is more difficult for the vendor to select only their three best references. When you visit or call these references you want to verify that the solution is working for them, that what was presented in the sales demo actually worked, and that after a year they are still happy with the solution. This is where you really verify that the solution actually works in the real world. . 

After these 4 steps, you should have a favorite system. If you are still not comfortable enough to take the plunge, this final step eliminates any further risk. Ask this vendor to bring in the trainer you will work with after the sale is complete, not the professional presenter. Trainers have to live with their promises after the sale, and will be quite forward about what the system can, or cannot do. Have the trainer set up the software around your requirements and enter a sub-set of your data. The intention will be to present the system as if it were live at your facility. Offer to pay for this service. Trainers are not offered to prospective clients because existing customers are paying them to implement their projects. This “proof of concept pilot” may cost a few thousand dollars, but will be far less expensive than selecting the wrong system. 

The most important factor in selecting a system is to make sure your company is successful with the new system. With this 4 step process you will avoid the flaws in the legacy selection process and make a better more informed decision about your next ERP solution. 


Michael LoSapio


607-786-3487


Michael.losapio@synergyresources.net
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BUYER (Commodity Manager – Fabrication/Machine/Assembly)

Greene, NY – 1st Shift


JOB SUMMARY: 

As a Fabrication/Machine/Assembly (including gears) commodity manager, located in Upstate New York, you will be responsible for leading cross-functional teams in development and implementation of supply base strategies relevant to assigned commodity, managing and mitigating supplier risk, gathering market intelligence to align with technology roadmaps as well as product and feature development, negotiate contracts and agreements to maximize leveraged benefit across the organization, and drive continuous improvement through the assigned supply base in cost, quality, delivery, lead-time, and service.  


JOB REQUIREMENTS: 

· Conduct and complete market tests, RFQ’s, CR’s and PRI’s to support operations. 


· Drive continuous improvement throughout the value chain pursuant to creating sustainable competitive advantage and achieving lowest total cost. 


· Implement sourcing strategies to control the company’s purchased material costs and to assure an adequate and appropriate source of supply. 


· Understand, track, and forecast the key cost drivers and market factors 


· Develop strategies to include spend analysis, market and geographic considerations, strategic importance, targeted technologies, risk management, a continuous total cost of ownership focus, and provide a competitive advantage in the marketplace. 


· Locate, analyze, and develop a consolidated supplier base to meet current/future needs. 


· Create and maintain mutually beneficial long-term partnerships with suppliers 


· Support and manage supplier performance ratings for QCDM metrics 


· Ensure company and supplier alignment in key business strategies such as product and technology roadmaps, process capability roadmaps, supply chain trends, and business initiatives. 


· Negotiate and implement performance contracts with key strategic suppliers 


· Identify, collect and distribute economic data pertinent to commodity managed. Leverage this information to drive consensus across the organization on hedging and price locking decisions. 


· Strong technical expertise in Fabrication/Machine/Assembly and related processing services including gears. 


· Self-starter with high degree of motivation who can operate with minimal supervision. A closer that gets the job done.


EDUCATION/EXPERIENCE:

Requirements include a B.A. or B.S. degree in Business, Engineering, Material Management or Supply Chain Management, 7-10 years of steel and gear fabrication and machining related commodity management related experience. Applicant must be proficient with Microsoft suite of products. Experience in ERP/MRP programs a plus.  Must be solution driven, demonstrate and understand lean principles, analytical and problem solving ability to evaluate strategic and tactical options and their potential impact on the organization.  To be successful, candidate must have project management and problem solving skills, supplier management skills and the ability to work and effectively communicate cross functionally at all levels of the company and suppliers.  Must have the ability to fully understand key market and business drivers that will deliver successful commodity strategies to sustain supply chain continuity. A background within a heavy product industry such as automotive, trucks, trains, material handling, or aerospace would be a good fit. The position requires domestic and international travel.  CPIM, CRP or Six Sigma certification would be desirable.

HOW TO APPLY:


www.raymondcorp.com/employment

Ref:
7295

EOE M/F/D/V
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