





Dramatic Sales Growth

Zentech Manufacturing, a printed circuit board manufacturer headquartered in Baltimore, Md., saw a dramatic increase in
sales after implementing the Made2Manage Enterprise Business System.
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Automating the Scheduling Process

Zentech also uses M2M Advanced Scheduling, which provides a graphical representation
of all the jobs in the factory that looks somewhat like a traditional scheduling board.
The module automatically calculates schedules for every resource based on due dates
and operation times that were entered when the job was created and when materials
are expected to be received.

The scheduler automatically highlights jobs that will be late under current assumptions.
Scheduling problems become obvious right at the moment when a job is created, rather
than just before it is supposed to ship. This provides plenty of time to evaluate differ-
ent options, such as adding capacity or shifting capacity from one resource to another.
Users can drill down on jobs to see why they will be late, such as because of a delay in
receiving parts from a vendor or a resource being overbooked. They can change
priorities simply by dragging and dropping items to a new position.

As the production staff begins to work on the job, they mark the amount of time they
have spent on each operation on the traveler. When materials are checked out of the
stockroom, they are also recorded against the job. The result is that the software is able
to track the cost of each individual operation as well as the entire job.

LaPray is considering taking advantage of the ability of Made2Manage to accept
information from a bar code scanner, which will immediately update job status and cost
information. “Having accurate costing information at our fingertips on every job makes
it easy to determine the profitability of every job,” LaPray said. “This information allows
us to frequently adjust our prices, either upward or downward, to remain as competi-
tive as possible while ensuring that we meet our profitability objectives. The costing
information can also be easily accessed by our program managers for reference.”
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Operating With Much Less Overhead Than Competitors

LaPray said that integrating the company’s complete manufacturing
operations within a single environment has substantially increased the
productivity of the non-production workforce. “Our people very quickly
learn the interface and how to determine the status of sales orders,
purchase orders, and work orders. From that point on, their efficiency
dramatically improves. They only have to enter data once and it becomes
immediately available for use wherever it is needed. The commonality of
the interface means that any person can operate any module so that they
don't have to rely on others for information.”

LaPray continued, “The efficiency of this new software can best be
illustrated by the fact that we operate with a very lean non-production
staff—including engineering, accounting, production scheduling, sales,
etcetera. We have a competitor near us that is approximately our size that requires
many more people to do the same jobs. We have also taken two weeks off the top of our
lead times by reducing the time from when sales orders are received to when materials
are ordered and scheduling is completed from approximately two weeks to a matter of
hours. Overall, the Made2Manage system has helped us achieve the flexibility, speed and
efficiency to not only compete against global contract manufacturers, but also to
achieve an average of 150 percent annual revenue growth over the past six years.”
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