




Six months later, after pitching his idea to management, administering a
clean migration to the Made2Manage SQL platform, and implementing
M2M Synchronizer, an application that synchronizes back-office data from
M2M ERP with M2M Advanced Scheduling, a powerful, real-time scheduling
tool that sequences and schedules work center activities in one step
across all operations, Miller began to see dramatic improvements on his
shop floor that more than paid for his investment in new technology.

Dramatic Results on the Shop Floor and Beyond

Using Theory-of-Constraints-based methodologies and proven mathematical algorithms,
M2M Advanced Scheduling optimizes shop floor throughput by identifying, buffering
and protecting bottlenecks and resource constraints. From January 2003 to January
2004, the metrics were telling. In January 2003, jobs as a whole were 849 days late.
After implementing the scheduling tool in August 2003, General Broach reached up to
735 days early on all jobs in a given month.

The dramatic impact M2M Advanced Scheduling had on General Broach’s lead times
caused Miller to begin redefining lead times for each of his product classes. Nearly
every class has seen at least a two-week lead time reduction. For example, the
company’s new spline broaches have gone from a lead time of 12 weeks to eight weeks.
The company’s increased speed to market and resulting increased revenues prompted
Miller to return to his Made2Manage scheduling tool to push deliveries back to “zero,”
or in other words, on time instead of early.

“We’ve been able to promise accurate delivery dates and become more proactive with
our customers,” said Miller, “but most importantly, these faster lead times are allowing
us to stay competitive.” Indeed, in an industry where small mom and pop businesses are
able to deliver machine and cutting tools at a faster pace by walking a part throughout
the entire building process, General Broach continues to win business. “We make up for
the difference by finding new efficiencies and cashing in on their associated savings,”
said David Graham, general manager of General Broach. “We can match their lead times
and their prices, and still manage the overhead that pays for the quality and service our
customers want. Smaller shops simply cannot provide the full package.”

Miller agrees that the weekly Gantt chart he produces for his General Broach crew has
taken the long lead times associated with high-precision broaches, shortened them, and
passed the savings directly to both General Broach and its customers. According to
Miller, sales orders are the best they have been in three years. “We’re getting quality
products out the door faster, and we’ve significantly cut down on our need for overtime
labor,” he said. “We’re limited in terms of space and people, but with improved schedul-
ing and forecasting, our prices have stayed the same and sales volume is up.”
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“My eyes just lit up, and I knew that this scheduling tool was going to
do wonders for our business.”

 –Mark Miller, General Broach Controller



A Partnership Focused on Continuous Improvement

Live on Made2Manage Version 5.5, Made2Manage Systems’ strongest, most
customer-driven release to date, Miller plans to attend Made2Manage
Systems’ next user conference, M2M Connect 2004, in Las Vegas. His goal is
to explore several of the software company’s robust add-on applications
and newly released features, including M2M Sales Center—a contact,
account, and opportunity customer relationship management tool built
directly into v5.5 and available 24/7 via an Internet connection—as well
as Powerway—an end-to-end quality management system that will inte-
grate with General Broach’s focus on statistical process control and ISO
9000 certification.

“Using technology is an ongoing learning process,” said Miller, who stays
on top of things by taking advantage of the service packs, report sharing, and self-help
knowledgebase on M2M Expert, Made2Manage Systems’ customer support and service
Web site. “I never miss the user conference,” Miller added. “I think I’ve met every
Made2Manage employee over the past 14 years, but being there with them in person
once a year and figuring out better ways to run our business—you can’t put a price tag
on that.”

For More Information

Contact:
Made2Manage Systems, Inc.
450 E. 96th Street, Suite 300
Indianapolis, IN 46240
MAIN: (317) 249-1200
FAX: (317) 249-1999
www.made2manage.com
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