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Introduction

Making a profit in today’s global, highly competitive, business envi-
ronment is a greater challenge than managers have ever faced. Business
managers not only need the best tools available, they need them fast,
and they must be able to use them in a planned and coordinated man-
ner. Unfortunately, many books on this subject are written by finan-
cial people, such as accountants or MIS experts, not by hands-on man-
agers. This book is the happy exception. Written by a successful
businessman for successful businesspeople, it’s everything managers
need to identify poor or weak performance along with methods and
techniques for making immediate improvements that will lead to
improved operating results. It’s a complete management system that
can provide improved profits from all areas of operations, from admin-
istrative or indirect labor functions to production. Best of all, the tech-
niques have been proven to work.

Most books, and most business colleges that teach this subject, adopt
an academic approach, presenting each topic as a single and separate sys-
tem. It’s left to the individuals, when they become managers, to discover
which ideas work and how to combine and coordinate them for their
specific area of responsibility. That is not so with this book. Unlike the
academic approach, A Manufacturing CEO Secret Tips for Improving
Profir assumes the mental posture of managers facing the everyday
problems of their position and helps them answer questions such as,
“What shall I work on first to improve performance by my firm?” and
“How should I go about improving its performance?” The chapters are
arranged to provide an organized, immediate approach to identifying
organization weakness and problems, generating information and using
systems (some new and unique, never presented anywhere else) to
improve results (i.e., to increase profits). The pages are jammed with
both practical ideas and the information needed to implement them.
The approach is logical, complete, comprehensive, integrated, and eas-
ily understandable. By using this book, managers will avoid overlooking
opportunities for increasing the profit for their businesses.



2 Introduction

MAKING A PROFIT Is A THREE-STEP PROCESS

There are important reasons why a company must be profitable,
including survival, being able to attract capital, and covering the risk
of being in business. As a minimum, the owner, senior staff, and mid-
dle management should be aware of the need for profit and the impor-
tance of their decisions on the company’s ability to make or increase
profit. It is helpful if frontline supervisors, leaders, and other employ-
ees have a similar understanding. One of the goals of this book is to
provide managers the proper perspective and knowledge about profit
and to give them a desire to teach it to other personnel.

It is elementary that profit is realized only when sales income is
greater than expense. It should also be obvious that there are only two
ways to increase profit: by increasing sales or by reducing cost..Con-
sidering that sales can be directly influenced by a very few people in a
manufacturing company while everyone in the company can directly
influence cost reduction, it is obviously important to concentrate on
controlling and reducing cost. It is also important that everyone in the
organization be taught to identify personally with the need for making
a profit. After that is accomplished, the three steps to improving the
firm’s profitability are:

1. Get a grip on costs: Make data available and visible in order to
identify weak, troublesome, and expensive functions of the busi-
ness. The book shows how to accomplish this.

2. Develop the plan of action: Decide which weaknesses and prob-
lems are most important to overcome in order to make the great-
est positive impact on profit. The book shows how to decide.

3. Employ proven techniques: Apply the medicine! That is, use tech-
niques known for their effectiveness to strengthen the organiza-
tion and solve problems. The book describes many techniques.

GET A GRIP ON COSTS

In order to accomplish the work necessary to make or increase profit
(by increasing sales or reducing cost), it is useful to be able to visualize
potential and actual problems. Management will be able to improve
performance and increase profit only if they know why the company



