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2003 Supplier Survey Results
INtroduction
In 2003, the Supplier Support Committee (SSC) launched a ground-breaking Nadcap supplier survey.  The survey was designed to prioritize and objectively identify issues important to the Nadcap supplier base.  The survey focused specifically on issues that had been brought to the attention of SSC members.
The data discussed in this report are based on responses received from 408 identified Nadcap accredited suppliers.

This report concludes with a look forward to duplicating the survey process in 2005 to ensure the improvements made as a result of the findings have remained, and to identify additional issues the SSC can work to continuously improve the Nadcap process for suppliers and primes.

Contents
In this document, we will answer the following questions:

1.
Why did we do a survey in 2003?  (What did we expect?)
2.
How was the survey accomplished?
3.
What were the survey results and what changed due to these results?

4.
Are we going to do it again?

5.
Are we going to do anything different?
Why was the 2003 survey conducted?

The survey was produced to assist the Supplier Support Committee in obtaining issues common to the supplier base to improve the process for all involved.  The survey was a vehicle to give suppliers an opportunity to offer opinions and suggestions and to express their views and suggestions on to improve the Nadcap process.
how was the 2003 survey accomplished?

The survey was a large project that involved input from all involved parties: SSC, Nadcap Management Council (NMC) and PRI Staff. 
An SSC Sub-Team was created to draft the questionnaire.  The team members were;  Mark Brown - Chairperson, Suncoast Heat Treat Inc; Keith Beaulieu, TurboCombustor Technology Inc; Stephen Carry, New Hampshire Ball Bearings Inc; Jerry Cedrone, Howmet Corporation; Robert Custer, AAA Plating and Inspection Inc; and Ronald Stewart, Ellison Group.  
The draft was presented and approved by the NMC at the April 2003 Nadcap meeting.  The team balloted the survey to PRI Staff and NMC members, and reworked the questions based on the comments received.  
how was the 2003 survey accomplished (cont’d)?

On July 15, 2003, the survey was sent to all Nadcap accredited suppliers via a mass email link to an independent website.  The site remained active until August 15, 2003.  From this first run, 285 responses were received and downloaded for analysis.  
On August 25, 2003, a second mass email was sent to suppliers to remind them about the survey and to obtain additional responses; a deadline date of September 12, 2003 was set.  On September 15, 2003, all responses from the second release of the survey were downloaded.  There were 123 from the second mailing. 
Each mass email was sent to 1,438 suppliers.  A total of 408 identified responses were received.  An additional 88 anonymous responses were received but were not included in the analysis.  

2003 SURVEY results and FINDINGS

Overall the results showed that the supplier base felt positively toward the Nadcap process.  After analysis of the responses, the SSC selected seven questions that represented the largest concerns identified by suppliers and presented a plan of action to the NMC at the October 2003 meeting.  
The seven questions and the status of the results follow.

Question 14 

Has your company seen a decrease in Primes audits as a result of being Nadcap accredited?

An additional questionnaire was developed and sent to a select group of suppliers that was present to NMC at the July 2004 Meeting.  A joint sub-team of primes and suppliers was chartered at the July meeting, led by David Soong, Hamilton Sundstrand.  David and his team developed a questionnaire to be submitted to Primes.  An update is expected at the October 2004 meeting. 
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2003 SURVEY results and FINDINGS (cont’d)

Question 15 

Has the Nadcap process been a positive experience for your business ultimately resulting in improved special process control?
SSC Leadership sent an email to all suppliers who responded positively to this question.  Specific improvement examples were requested to share with other suppliers.  

An organized panel discussion was held at the October 2004 Nadcap Meeting.  Three suppliers presented data on how their business has improved due to their Nadcap accreditation.  Please review the presentations below for more information.  This question has now been closed as it relates to the 2003 survey.  The team proposes this question be kept for the 2005 survey.
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Question 21 

How often do you find the Nadcap checklists exceed your Prime specification requirements?

Baseline initiative will address this issue.  Consider this question closed.

[image: image8.wmf]17%

43%

52%

Yes

No

Other


2003 SURVEY results and FINDINGS (cont’d)

Question 22

Do you find flow down of specification revisions from Primes and their sub-tiers a problem?

The SSC recommends a panel address this issue at a future Nadcap meeting,
 possibly January 2004.  The panel should consist of primes and suppliers and it would openly discuss and address flow-down issues.  
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Question 25

Rate the PRI/Nadcap Staff Engineers in regards to their ability to communicate in terms you understand.

Suppliers who commented were contacted and the issues were discussed.   The discussions drew out the fact the problems were in reference to former staff members or related to specific procedural issues and were not current personnel problems.  If specific issues arise, they will be communicated to PRI and NMC as appropriate. 
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2003 SURVEY results and FINDINGS (cont’d)

Question 30 

Rate your awareness of the Supplier Support Committee
SSC Communication Sub-Team established.  Invitations to the SSC meeting and Supplier Tutorial are sent to all registered Nadcap suppliers prior to each Nadcap meeting.  The Sub-Team has recommended additions to the new PRI website, offered enhancement suggestions to eAuditNet, developed and published a supplier newsletter, and have more projects in development.  Please see the Appendix for examples.  As a formal team has been developed, this issue is closed as it relates to the survey.  The team will continue to operate and report at all SSC meetings.  The team proposes this question be kept for the 2005 survey.

PRI and the Nadcap User Members responded to the concerns raised in this question and created a new training program for suppliers, the Nadcap Customer Service Initiative (NCSI).  This training is conducted by web and conference call and is offered at no cost to Nadcap suppliers.   Sessions are conducted each month by PRI Staff and hosted by a Nadcap User Member.  Since the program was launched in July 2004, more than 100 suppliers have participated in this new program. 
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Question 34

Rate how you would feel if you voice your opinions or make suggestions to improve the PRI/Nadcap process

Individual suppliers who indicated this was an issue were contacted by SSC members.  No issues of reprisal could be documented, after further investigation there is still a view of reprisal, but no real reprisal could be documented.  For example, a supplier indicated that after they voiced a complaint, they had a tough auditor on their next audit.  This is perceived as a reprisal, but is not the practice of PRI to schedule auditors to specific suppliers.  PRI and the SSC will continue to investigate all issues of reported reprisals.  This issue is closed as it relates to the survey.
Suppliers share

Several of the survey questions allowed for suppliers to expand on their answers and share additional information.  These comments are expressed in the section marked “Other” on the previous slides.  
A sample of these comments follows.

 “Nadcap audits have encouraged teamwork within our organization and have improved quality and ultimately increased our business profits.”
“The eAuditNet system is an excellent tool!”

“The Nadcap process is difficult but helps raise the bar for the entire aerospace industry.”

“PRI has been a great asset for information, encouragement and supportiveness in our pursuit for consistently higher standards of quality in our process.
looking forward – 2005 survey
The SSC Leadership and the Supplier Survey Sub-Team would like to begin the process of preparing for the 2005 survey.  We will be reviewing the 2003 survey questions to determine the questions we would like to keep, modify, or discard.   The team has set a goal to not increase the number of questions, and plans to work toward reducing the number of questions asked to solicit even more responses.

The team will be recruiting a European and an Asian supplier member to ensure all supplier voices are heard.  

The SSC Leadership Team will update the Nadcap Management Council (NMC) on the progress of this project at the January 2005 Nadcap meeting.  The team is planning to announce the release of the survey at the April 2005 Nadcap meeting and report on preliminary results at the July 2005 Nadcap meeting.  

The SSC Leadership Team respectfully requests the support of the Nadcap Management Council, Nadcap Suppliers, and PRI Staff to go forward in preparing the 2005 supplier survey.  

APPENDIX – supplier communication tools

Web page enhancements:

New pages dedicated specifically to Nadcap Suppliers:

1.
Nadcap Supplier Page: includes a list of current Nadcap User Members, presentations from Nadcap accredited suppliers to assist suppliers new to the Nadcap system; an explanation of the Nadcap accreditation process, links to audit assistance and more.
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APPENDIX – supplier communication tools (Cont’d)
Web page enhancements (Cont’d):


New pages dedicated specifically to Nadcap Suppliers:

2.
Nadcap Supplier Training page: includes an online Corrective Action Tutorial, information on the new Nadcap Customer Service Initiative (NCSI) training, tutorials for eAuditNet and more.



APPENDIX – supplier communication tools (Cont’d)
New links:

A link from Nadcap Home Page to www.eAuditNet.com to allow suppliers to gain access quickly to important information including auditing checklists, reference documents, Nadcap Operating Procedures and more.
A search function was added to the PRI website to allow suppliers to search quickly for information they need.
A Frequently Asked Questions page which is updated regularly, has been added to the new PRI website for suppliers to view answers to common questions.  



APPENDIX – supplier communication tools (Cont’d)
Supplier Newsletter
The Supplier Communiqué is the new Supplier newsletter issued October 2004.  This periodical was developed by a team of PRI Staff and Supplier representatives.  The document can be accessed by double-clicking the link below, or a hard copy is attached to any printed copy of this report.
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Additional Information

The Supplier Tutorial presentation presented at each Nadcap meeting has been updated to reflect the Nadcap Customer Service Initiative training material.  Each participant receives a booklet of reference material to assist them with the Nadcap audit process.

Every supplier receives an email inviting them to attend every Nadcap meeting.  Once a supplier registers for the meeting, they also receive a personal email inviting their participation in the Supplier Support Committee meeting, as well as any other important supplier event.
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Metallurgical Processing, Inc.

Our Nadcap Experience

Stuart Sherman

Quality Director

October 26, 2004
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Overview

		Audit Preparation: assumptions and concerns regarding the audit





		Company “Positives” which were overlooked





		Benefits of Nadcap approval and participation in Task Group(s)





		Influence of Nadcap certification on continuous process improvement
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Assumptions Made During

Audit Preparation

		Scope and complexity was a recipe for failure



		Anxiety over the Nadcap “process”



		The auditor was out to find all he/she could 



		Costs for audit and audit preparation would never be recouped 



		This is a quality audit, therefore the quality department will prepare for it
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Scope and Complexity

		So many questions about the equipment!



		Who would write all of the procedures?



		Audit questions went above and beyond those of the primes we worked for



		We would find ourselves re-reading every specification instead of heat treating





		We did not have the time to document everything we did on the shop floor
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Lack of understanding of the 

Nadcap Audit Process

		5 Day audit / How much could you look at?



		Our only other third party audits were for systems/quality





		The auditor would not issue approval





		When would we get our approval, we have a deadline mandated by the primes
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Concerns over the Auditor

		Who was the auditor?



		What was their education and/or work history?



		Would their past work experience bias the audit?



		The number of findings would reflect how thorough they were



		Would the size of our company mean anything?
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Cost concerns

		Who would do the preparation?



		We are behind on our work, without losing a key person



		We would be paying for the opportunity of having a Nadcap audit.



		The impact of audit preparation on time and finances seemed over-whelming 
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Assumptions about the role of the Quality Department

		Nadcap audit is a quality audit





		Quality department would prepare for it





		Quality department would tell us what to do





		All NCR’s are the responsibility of the quality department





		The audit would address quality deficiencies and the quality department would get the corrective actions bought off
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Company “Positives” Overlooked

		The audit covered our area of expertise



		We had been successful for 45 years



		Track record with primes was good



		Customers were satisfied 



		Each employee had a personal stake in having a successful audit





		Audit was an opportunity to shine 
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Benefits of Nadcap Approval

		Much deserved and long overdue respect for special processes 



		Respect from customers who have themselves, gone through a Nadcap audit. Ex. Welding, NDT etc.



		Improved customer acceptance of requests for information, test materials and documentation.
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Benefits of Nadcap Approval

		Selection of Nadcap Approved Sources is becoming more common on purchasing documents



		New customer contacts as a result of being Nadcap approved



		Approval is tracked by our customers. (phone calls for updated certs.)   
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Benefits of Participation 

in the Nadcap process

		Driver for Improvements “It’s a Nadcap requirement”



		Criteria makes for excellent training tools 



		Job audits – internal audit guide



		Auditor Handbook



		AMS 2750 For Dummies





		Process Specific Checklists (cont.) 
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Benefits of Participation 

in the Nadcap Process (Cont’d)

		Get a voice in developing industry standards AC’s, AS’s, Slash Sheets



		Educational



		Interaction with primes in task group



		Interaction with other suppliers



		Involve upper management in Nadcap meetings



		Learn of industry trends



		Voice in addressing industry concerns (SSC)
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Benefits of Participation 

in the Nadcap Process (Cont’d)

		Opportunity to obtain industry recognized awards.



		Ambassador award





		Upper management support gained  
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Lessons Learned

		Integrated the Nadcap system requirements into our existing system



		Steven Covey Habit #5 applies: “Seek to Understand, Then Be Understood”



		Found that in some areas, our best practices exceeded Nadcap requirements 



		There are as many ways to integrate the requirements as there are suppliers
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Questions?

?
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Metal Finishing Co., Inc.

Nadcap Business Improvement

Jim Cummings

Vice President, Quality Assurance







In The Beginning: 1st Year of Nadcap 2001

		Common View: We had a huge financial burden  on our backs from Audit fees and associated costs that gained us nothing in return









Progressing: Beginning of 2002, 2nd Year of Nadcap

		Prevailing Opinion: Okay, we have to live with Nadcap, it is still expensive and gains us little in return, but we will shut our mouths and learn to live with it









Beginning to Mature: 2nd ¼ of 2002 

		Something Happened! After we implemented mandated changes to Quality System and shop routers we began seeing a dramatic Measurable decrease in rework and associated costs 









Beginning to See Results:  Mid 2002

		We began to see signs of declining costs









Beginning to See Results:  Mid 2002

		We decided to track the effects to see if they represented sustainable change or were a result of random chance.









Seeing Results:  CY 2002

		At the end of 2001, Rework costs equaled approximately 3.5% of Gross sales

		At the end of 2002, Rework costs had reduced to 2.5% of sales for a net savings of approximately $73,244.00 









Increasing Returns:  CY 2003

		At the end of 2003 Rework costs equaled 1.4% of Gross sales For a savings of approximately $113,141.00









Increasing Returns:  YTD 2004

		YTD 2004 Rework costs equal 1.1% of Gross sales For a savings of approximately $40,698.00

		But, it is not all about rework. 

		Because we are able to turn out high quality product consistently, our sales have increased greater then 44% since the end of 2001









Rework Percentage of Parts Shipped:
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Rework Cost:


Month Ending


Rework Dollars
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Sheet1


			Month Ending:			Rework Cost:						Sales:			%						Year Ending:			Rework %			Year Ending:			Avg. Sales Increase:			Year Ending:			Orders Received																		Year Ending:			Rework %			Orders Received:


			1/31/02			$   54,458.26						$610,367.00			8.92%						12/31/01			1.360%			12/31/02						12/31/02			56,143						$7,324,406.11			$130.46									12/31/01			1.360%			59413


			2/28/02			$   57,893.98						$610,367.00			9.49%						12/31/02			0.733%			12/31/03						12/31/03			61,111			0.9187053067			$9,374,653.63			$153.40			$2,050,247.52			27.99%			12/31/02			0.733%			56143


			3/31/02			$   54,458.26						$610,367.00			8.92%						12/31/03			0.284%			YTD 2004						12/31/2004 (Projected)			75135			0.813352913			$13,566,131.41			$180.56			$4,191,477.78			44.71%			12/31/03			0.284%			61111


			4/30/02			$   53,003.19						$610,367.00			8.68%						YTD/2004			0.285%																														YTD/2004			0.285%			75135


			5/31/02			$   12,352.52


			6/30/02			$   15,899.65


			7/31/02			$   13,792.17


			8/31/02			$   19,533.00


			9/30/02			$   8,939.58


			10/31/02			$   29,557.58


			11/30/02			$   14,889.28


			12/31/02			$   26,409.26


			1/31/03			$   14,517.10


			2/28/03			$   16,660.44


			3/31/03			$   25,622.45


			4/30/03			$   20,152.22


			5/31/03			$   22,521.30


			6/30/03			$   26,412.56


			7/31/03			$   17,288.29


			8/31/03			$   30,322.56


			9/30/03			$   10,390.53


			10/31/03			$   22,979.83


			11/30/03			$   19,130.11


			12/31/03			$   17,882.57


			1/31/04			$   26,121.51


			2/29/04			$   19,207.50


			3/31/04			$   25,786.09


			4/30/04			$   24,041.49


			5/31/04			$   21,073.07


			6/30/04			$   22,580.10


			7/31/04			$   22,380.98


			8/31/04			$   17,017.81


			9/30/04			$   24,434.12
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			Week Ending:			Weekly Sales Totals:			Quarter Ending:			Quarterly Totals:			Year Ending:			Year total:			Year			Avg. Monthly Sales:			Month Ending:			Avg Montly Rework Costs:			Rework Costs as % of Gross Sales:			Quarterly Gross Sales:									Year Ending:


			06/08/02			$135,161.73																																							12/31/02			$7,324,406.11


			06/15/02			$139,962.12																																							12/31/03			$9,374,653.63


			06/22/02			$135,161.73																																							12/31/2004 (Projected)			$13,566,131.41


			06/29/02			$149,405.48


			Total:			$559,691.06																					6/30/02			$   15,899.65			2.84%


			07/06/02			$146,276.75


			07/13/02			$147,565.29


			07/20/02			$149,136.46


			07/27/02			$143,631.32


			08/03/02			$142,344.59


			Total:			$728,954.41																					7/31/02			$   13,792.17			1.89%


			08/10/02			$151,866.99


			08/17/02			$148,175.62


			08/24/02			$151,410.12


			08/31/02			$142,234.21


			Total:			$593,686.94																					8/31/02			$   19,533.00			3.29%


			09/07/02			$149,049.07


			09/14/02			$148,441.30


			09/21/02			$152,256.41


			09/28/02			$141,148.71


			Total:			$590,895.49			9/30/02			$1,913,536.84															9/30/02			$   8,939.58			1.51%			$1,913,536.84			2.21%			$   42,264.75


			10/05/02			$129,368.52


			10/12/02			$137,287.85


			10/19/02			$143,610.35


			10/26/02			$140,317.66


			11/02/02			$117,687.84


			Total:			$668,272.22																					10/31/02			$   29,557.58			4.42%


			11/09/02			$143,854.98


			11/16/02			$145,566.66


			11/21/02			$138,146.10


			11/30/02			$139,301.22


			Total:			$566,868.96																					11/30/02			$   14,889.28			2.63%


			12/07/02			$144,636.75


			12/14/02			$156,367.44


			12/21/02			$131,598.48


			12/28/02			$131,598.48


			Total:			$564,201.15			12/31/02			$1,799,342.33			12/31/02			$3,712,879.17			CY 2002			$610,367.18			12/31/02			$   26,409.26			4.68%


																														$129,020.52			3.47%


			01/09/03			$186,551.00															Total Sales:			$7,324,406.11


			01/16/03			$179,065.89


			01/23/03			$177,578.52


			01/30/03			$197,770.96


			Total:			$740,966.37																					1/31/03			$   14,517.10			1.96%


			2/6/04			$187,243.20


			2/13/04			$179,523.41


			2/20/04			$177,354.42


			2/27/04			$183,054.07


			Total:			$727,175.10																					2/28/03			$   16,660.44			2.29%


			03/06/03			$204,176.01


			03/13/03			$204,891.50


			03/21/03			$213,659.07


			03/27/03			$205,218.61


			04/03/03			$176,542.35


			Total:			$1,004,487.54			4/30/03			$2,472,629.01															3/31/03			$   25,622.45			2.55%


			04/10/03			$204,360.49


			04/17/03			$208,323.47


			04/24/03			$214,793.28


			05/02/03			$256,011.37


			Total:			$883,488.61																					4/30/03			$   20,152.22			2.28%


			05/09/03			$257,299.71


			05/16/03			$250,622.11


			05/23/03			$203,451.46


			05/30/03			$177,394.71


			Total:			$888,767.99																					5/31/03			$   22,521.30			2.53%


			06/05/03			$177,511.39


			06/12/03			$174,911.82


			06/19/03			$175,065.09


			06/27/03			$178,526.49


			7/2/03			$180,828.44


			Total:			$886,843.23			7/31/03			$2,659,099.83															6/30/03			$   26,412.56			2.98%


			07/11/03			$177,373.48


			07/18/03			$178,594.81


			07/25/03			$179,353.47


			07/31/03			$178,417.94


			Total:			$713,739.70																					7/31/03			$   17,288.29			2.42%


			08/06/03			$180,227.02


			08/14/03			$180,639.83


			08/21/03			$181,555.29


			08/28/03			$177,641.65


			09/04/03			$185,737.38


			Total:			$905,801.17																					8/31/03			$   30,322.56			3.35%


			09/11/03			$191,861.41


			09/17/03			$195,000.60


			09/25/03			$190,477.32


			10/03/03			$202,359.91


			Total:			$779,699.24			9/30/03			$2,399,240.11															9/30/03			$   10,390.53			1.33%


			10/10/03			$227,878.00


			10/17/03			$203,953.78


			10/24/03			$242,190.46


			10/31/03			$253,246.11


			Total:			$927,268.35																					10/31/03			$   22,979.83			2.48%


			11/07/03			$239,437.66


			11/13/03			$203,097.68


			11/20/03			$202,862.22


			11/26/03			$206,391.13


			12/04/03			$207,204.44


			Total:			$1,058,993.13																					11/30/03			$   19,130.11			1.81%


			12/10/03			$215,405.51


			12/17/03			$207,972.02


			12/24/03			$202,269.89


			12/30/03			$159,044.13


			Total:			$784,691.55			12/31/03			$2,770,953.03			12/31/03			$10,301,921.98			CY 2003			$781,221.14			12/31/03			$   17,882.57			2.28%


																														$144,406.45			1.40%


			01/09/04			$175,972.28															Total Sales			$9,374,653.63


			01/16/04			$205,371.20


			01/22/04			$219,362.47


			01/29/04			$202,693.11


			Total:			$803,399.06																					1/31/04			$   26,121.51			3.25%


			02/06/04			$248,623.07


			02/13/04			$202,123.06


			02/20/04			$229,133.79


			02/27/04			$239,144.19


			Total:			$919,024.11																					2/29/04			$   19,207.50			2.09%


			03/04/04			$238,470.15


			03/12/04			$245,727.55


			03/18/04			$272,632.51


			03/26/04			$255,590.45


			04/01/04			$258,655.59


			Total:			$1,271,076.25			3/31/04			$2,993,499.42															3/31/04			$   25,786.09			2.03%


			04/08/04			$260,406.98


			04/15/04			$260,985.49


			04/22/04			$258,987.60


			04/30/04			$266,323.58


			Total:			$1,046,703.65																					4/30/04			$   24,041.49			2.30%


			05/06/04			$315,984.92


			05/13/04			$269,075.93


			05/20/04			$269,247.34


			05/26/04			$262,382.61


			06/04/04			$260,825.43


			Total:			$1,377,516.23																					5/31/04			$   21,073.07			1.53%


			06/10/04			$271,405.50


			06/17/04			$280,842.00


			06/25/04			$273,306.73


			07/02/04			$271,343.98


			Total:			$1,096,898.21			6/30/04			$3,521,118.09															6/30/04			$   22,580.10			2.06%


			07/09/04			$294,217.46


			07/15/04			$306,000.77


			07/21/04			$255,034.38


			07/29/04			$256,026.15


			Total:			$1,111,278.76																					7/31/04			$   22,380.98			2.01%


			08/06/04			$281,429.51


			08/13/04			$310,585.28


			08/19/04			$279,771.97


			08/26/04			$280,757.31


			09/02/04			$289,920.40


			Total:			$1,442,464.47																					8/31/04			$   17,017.81			1.18%


			09/10/04			$280,690.51


			09/16/04			$282,140.37


			09/24/04			$280,936.08


			10/01/04			$262,470.86


			Total:			$1,106,237.82			9/30/04			$3,659,981.05			9/30/04			$10,174,598.56			CY2004			$1,130,510.95			9/30/04			$   24,434.12			2.21%


																														$202,642.67			1.99%


																					Total Sales			$13,566,131.41


																														Net Savings since 6/02			$150,415.88
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Sales Growth Expressed as Orders Received :
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Sheet1


			Month Ending:			Rework Cost:						Sales:			%						Year Ending:			Rework %			Year Ending:			Avg. Sales Increase:			Year Ending:			Orders Received																		Year Ending:			Rework %			Orders Received:


			1/31/02			$   54,458.26						$610,367.00			8.92%						12/31/01			1.360%			12/31/02						12/31/02			56,143						$7,324,406.11			$130.46									12/31/01			1.360%			59413


			2/28/02			$   57,893.98						$610,367.00			9.49%						12/31/02			0.733%			12/31/03						12/31/03			61,111			0.9187053067			$9,374,653.63			$153.40			$2,050,247.52			27.99%			12/31/02			0.733%			56143


			3/31/02			$   54,458.26						$610,367.00			8.92%						12/31/03			0.284%			YTD 2004						12/31/2004 (Projected)			75135			0.813352913			$13,566,131.41			$180.56			$4,191,477.78			44.71%			12/31/03			0.284%			61111


			4/30/02			$   53,003.19						$610,367.00			8.68%						YTD/2004			0.285%																														YTD/2004			0.285%			75135


			5/31/02			$   12,352.52


			6/30/02			$   15,899.65


			7/31/02			$   13,792.17


			8/31/02			$   19,533.00


			9/30/02			$   8,939.58


			10/31/02			$   29,557.58


			11/30/02			$   14,889.28


			12/31/02			$   26,409.26


			1/31/03			$   14,517.10


			2/28/03			$   16,660.44


			3/31/03			$   25,622.45


			4/30/03			$   20,152.22


			5/31/03			$   22,521.30


			6/30/03			$   26,412.56


			7/31/03			$   17,288.29


			8/31/03			$   30,322.56


			9/30/03			$   10,390.53


			10/31/03			$   22,979.83


			11/30/03			$   19,130.11


			12/31/03			$   17,882.57


			1/31/04			$   26,121.51


			2/29/04			$   19,207.50


			3/31/04			$   25,786.09


			4/30/04			$   24,041.49


			5/31/04			$   21,073.07


			6/30/04			$   22,580.10


			7/31/04			$   22,380.98


			8/31/04			$   17,017.81


			9/30/04			$   24,434.12
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			Week Ending:			Weekly Sales Totals:			Quarter Ending:			Quarterly Totals:			Year Ending:			Year total:			Year			Avg. Monthly Sales:			Month Ending:			Avg Montly Rework Costs:			Rework Costs as % of Gross Sales:			Quarterly Gross Sales:									Year Ending:


			06/08/02			$135,161.73																																							12/31/02			$7,324,406.11


			06/15/02			$139,962.12																																							12/31/03			$9,374,653.63


			06/22/02			$135,161.73																																							12/31/2004 (Projected)			$13,566,131.41


			06/29/02			$149,405.48


			Total:			$559,691.06																					6/30/02			$   15,899.65			2.84%


			07/06/02			$146,276.75


			07/13/02			$147,565.29


			07/20/02			$149,136.46


			07/27/02			$143,631.32


			08/03/02			$142,344.59


			Total:			$728,954.41																					7/31/02			$   13,792.17			1.89%


			08/10/02			$151,866.99


			08/17/02			$148,175.62


			08/24/02			$151,410.12


			08/31/02			$142,234.21


			Total:			$593,686.94																					8/31/02			$   19,533.00			3.29%


			09/07/02			$149,049.07


			09/14/02			$148,441.30


			09/21/02			$152,256.41


			09/28/02			$141,148.71


			Total:			$590,895.49			9/30/02			$1,913,536.84															9/30/02			$   8,939.58			1.51%			$1,913,536.84			2.21%			$   42,264.75


			10/05/02			$129,368.52


			10/12/02			$137,287.85


			10/19/02			$143,610.35


			10/26/02			$140,317.66


			11/02/02			$117,687.84


			Total:			$668,272.22																					10/31/02			$   29,557.58			4.42%


			11/09/02			$143,854.98


			11/16/02			$145,566.66


			11/21/02			$138,146.10


			11/30/02			$139,301.22


			Total:			$566,868.96																					11/30/02			$   14,889.28			2.63%


			12/07/02			$144,636.75


			12/14/02			$156,367.44


			12/21/02			$131,598.48


			12/28/02			$131,598.48


			Total:			$564,201.15			12/31/02			$1,799,342.33			12/31/02			$3,712,879.17			CY 2002			$610,367.18			12/31/02			$   26,409.26			4.68%


																														$129,020.52			3.47%


			01/09/03			$186,551.00															Total Sales:			$7,324,406.11


			01/16/03			$179,065.89


			01/23/03			$177,578.52


			01/30/03			$197,770.96


			Total:			$740,966.37																					1/31/03			$   14,517.10			1.96%


			2/6/04			$187,243.20


			2/13/04			$179,523.41


			2/20/04			$177,354.42


			2/27/04			$183,054.07


			Total:			$727,175.10																					2/28/03			$   16,660.44			2.29%


			03/06/03			$204,176.01


			03/13/03			$204,891.50


			03/21/03			$213,659.07


			03/27/03			$205,218.61


			04/03/03			$176,542.35


			Total:			$1,004,487.54			4/30/03			$2,472,629.01															3/31/03			$   25,622.45			2.55%


			04/10/03			$204,360.49


			04/17/03			$208,323.47


			04/24/03			$214,793.28


			05/02/03			$256,011.37


			Total:			$883,488.61																					4/30/03			$   20,152.22			2.28%


			05/09/03			$257,299.71


			05/16/03			$250,622.11


			05/23/03			$203,451.46


			05/30/03			$177,394.71


			Total:			$888,767.99																					5/31/03			$   22,521.30			2.53%


			06/05/03			$177,511.39


			06/12/03			$174,911.82


			06/19/03			$175,065.09


			06/27/03			$178,526.49


			7/2/03			$180,828.44


			Total:			$886,843.23			7/31/03			$2,659,099.83															6/30/03			$   26,412.56			2.98%


			07/11/03			$177,373.48


			07/18/03			$178,594.81


			07/25/03			$179,353.47


			07/31/03			$178,417.94


			Total:			$713,739.70																					7/31/03			$   17,288.29			2.42%


			08/06/03			$180,227.02


			08/14/03			$180,639.83


			08/21/03			$181,555.29


			08/28/03			$177,641.65


			09/04/03			$185,737.38


			Total:			$905,801.17																					8/31/03			$   30,322.56			3.35%


			09/11/03			$191,861.41


			09/17/03			$195,000.60


			09/25/03			$190,477.32


			10/03/03			$202,359.91


			Total:			$779,699.24			9/30/03			$2,399,240.11															9/30/03			$   10,390.53			1.33%


			10/10/03			$227,878.00


			10/17/03			$203,953.78


			10/24/03			$242,190.46


			10/31/03			$253,246.11


			Total:			$927,268.35																					10/31/03			$   22,979.83			2.48%


			11/07/03			$239,437.66


			11/13/03			$203,097.68


			11/20/03			$202,862.22


			11/26/03			$206,391.13


			12/04/03			$207,204.44


			Total:			$1,058,993.13																					11/30/03			$   19,130.11			1.81%


			12/10/03			$215,405.51


			12/17/03			$207,972.02


			12/24/03			$202,269.89


			12/30/03			$159,044.13


			Total:			$784,691.55			12/31/03			$2,770,953.03			12/31/03			$10,301,921.98			CY 2003			$781,221.14			12/31/03			$   17,882.57			2.28%


																														$144,406.45			1.40%


			01/09/04			$175,972.28															Total Sales			$9,374,653.63


			01/16/04			$205,371.20


			01/22/04			$219,362.47


			01/29/04			$202,693.11


			Total:			$803,399.06																					1/31/04			$   26,121.51			3.25%


			02/06/04			$248,623.07


			02/13/04			$202,123.06


			02/20/04			$229,133.79


			02/27/04			$239,144.19


			Total:			$919,024.11																					2/29/04			$   19,207.50			2.09%


			03/04/04			$238,470.15


			03/12/04			$245,727.55


			03/18/04			$272,632.51


			03/26/04			$255,590.45


			04/01/04			$258,655.59


			Total:			$1,271,076.25			3/31/04			$2,993,499.42															3/31/04			$   25,786.09			2.03%


			04/08/04			$260,406.98


			04/15/04			$260,985.49


			04/22/04			$258,987.60


			04/30/04			$266,323.58


			Total:			$1,046,703.65																					4/30/04			$   24,041.49			2.30%


			05/06/04			$315,984.92


			05/13/04			$269,075.93


			05/20/04			$269,247.34


			05/26/04			$262,382.61


			06/04/04			$260,825.43


			Total:			$1,377,516.23																					5/31/04			$   21,073.07			1.53%


			06/10/04			$271,405.50


			06/17/04			$280,842.00


			06/25/04			$273,306.73


			07/02/04			$271,343.98


			Total:			$1,096,898.21			6/30/04			$3,521,118.09															6/30/04			$   22,580.10			2.06%


			07/09/04			$294,217.46


			07/15/04			$306,000.77


			07/21/04			$255,034.38


			07/29/04			$256,026.15


			Total:			$1,111,278.76																					7/31/04			$   22,380.98			2.01%


			08/06/04			$281,429.51


			08/13/04			$310,585.28


			08/19/04			$279,771.97


			08/26/04			$280,757.31


			09/02/04			$289,920.40


			Total:			$1,442,464.47																					8/31/04			$   17,017.81			1.18%


			09/10/04			$280,690.51


			09/16/04			$282,140.37


			09/24/04			$280,936.08


			10/01/04			$262,470.86


			Total:			$1,106,237.82			9/30/04			$3,659,981.05			9/30/04			$10,174,598.56			CY2004			$1,130,510.95			9/30/04			$   24,434.12			2.21%


																														$202,642.67			1.99%


																					Total Sales			$13,566,131.41


																														Net Savings since 6/02			$150,415.88
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Realized Benefits :

		Nadcap requirements have sharpened our focus on our core competencies and reduced process variability which at the end of the day equals increased profits.
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Nadcap – A Supplier Perspective

Ed Engelhard 

Owego Heat Treat 

October, 2004



http://www.pri-network.org



PRI is a not-for-profit organization dedicated to supporting manufacturing companies in the mobility industries.
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Company position on Nadcap

		Ours was a strategic business decision to participate driven not by a mandate letter per se but by polling of our aerospace/defense contractor base of customers. Positive responses to our participation represented about 1/3 of our business at the time.





		We had a lot of anxiety about the possibility of failure outright because our quality system was quite crude at that time (1994-1995). 





		We had a lot of hope for success because we knew it would distinguish us among our competitors   
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Company position on Nadcap

		The effort to participate was huge and affected nearly all parties in the plant, especially at the shop floor level 

		Achievement of the certificate represented a change in the company culture:

		It institutionalized professionalism all the way down to the shop floor 

		It raised the bar for high quality performance and continuous improvement across the plant. 

		It raised the confidence level of all parties in the plant - both in the company and in regards to thier individual abilities 

		It raised quality awareness across the plant 







*



Where Owego Heat Treating is Now

		It is a "must have" accreditation now in our business practices





		It has been informally adopted throughout industry among the first-tier suppliers to the primes (and the sub-first tier level) as a serious quality "security blanket" for current and new suppliers.  In some cases it is being established as a requirement for doing business at this level even if the prime does not have a formal flow down requirement 

		This has greatly reduced the amount of quality survey time that we received from this level of manufacturing 

		Prime visits have been dramatically reduced to a focus on specific engineering needs or prime-specific requirements; total quality survey and audit team has been reduced by at least 3/4 (but not entirely eliminated)





		Our process capability and quality of output has dramatically improved and our customer's confidence in us has increased as a result. 
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Closure

		Our rework and scrap rates have been reduced significantly.  In the pre-Nadcap days having to rework 5 or  6 orders in 100 and scrap 1 order in 1000 was not uncommon.  Now those numbers are more like a rework rate of 2 or 3 in 1000 orders and a scrap rate of 1 order in 3000 orders, or less.





		Our pre-Nadcap escape rate was maybe 1 order in 3000 to 5000 orders.  It is significantly less now, around 1 in 6000 to 10,000 orders.  Our discovery and response times to escapes is much improved. 







*



Closure (Cont’d)

		We definitely have much higher compliance to specification requirements.





		We have a much higher level of understanding of prime, customer and industry requirements.



 

		We have a much higher comfort level with tackling new work due to a better understanding of the quality issues involved.





		All of our other customers have benefited from the practices instilled throughout the plant as noted above.







*



Closure (Cont’d)

		At the time we embarked on this endeavor we retained about 1/3 of our business.  In a market where manufacturing volume is declining that was a significant accomplishment. 





		We have gained market share in our region as a result of maintaining our Nadcap accreditation. 
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