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Market Perspective 
  

 Change on the horizon 
  

 In our last newsletter, we talked about controlling your own destiny and managing the process within the ñfour wallsò of your 

company.  In this issue, I want to come back to some external factors, and address the need for a company in todayôs marketplace to be 

nimble in adapting to these external drivers. 

One major driver especially relevant in the Midwest is the health of our tiered   

supply base and the need to focus efforts on proactive supply chain management.  A   

second key driver in our industrial transformation is the increasingly important ñbrown to 

greenò movement.  This market shift is taking place worldwide, driven by concerns for the        

environment and all-time high prices for crude oil and gasoline.  I had a great opportunity 

to address both of these themes recently as a guest on the ñNational City Round Tableò 

with David P. Boyle, President of National City Bank in Michigan, and Paul W. Smith of 

WJR Radio. 

  

 Managing your supply chain 
 

The combination of a weak economy, the weak dollar, and rising social             

responsibility are creating a perfect storm of demands on companies in the Midwest.  

While all   sectors are affected by these market shifts, the automotive supply chain has been 

more drastically affected by the softening of the overall automotive market.  This is not 

true in all cases, but the supply base for OEMs has been significantly reduced in numbers 

and has been forced to drastically reduce structural costs to stay profitable. 

Paul W Smith asked me what the difference was between a turnaround             

engagement and a ñhealthyò company engagement.  I explained that there is really no    

difference in what we focus on in these different types of client engagements.  In both      

situations we drive daily metrics and accountability systems, drive lean transformation for 

cost reduction and apply six sigma practices to improve quality. 

 The real difference between a turnaround engagement and a continuous        

improvement effort is the way in which the client adapts to the market and business 

cycles ï whether they are proactive or reactive.  Another differentiating point between             

engagements is the supplierôs relationship with their bank.  When a bank like National City 

is the lender for our client company, it is much easier to help our client because they have 

the necessary support.  In fact, David Boyle made it clear that his organization uses       

turnaround firms such as Whitehall to help his clients succeed even in the face of these 

tough situations. 

 When faced with tough situations, you may be surprised at how many companies 

focus all their energy on their own cost structure.  In reality, purchased materials 

through the supply chain is the top cost driver for Tier 1 automotive suppliers.            
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  As Whitehall Group  has grown significantly over the last year, we have been fortunate to be able to assist a   

number of clients with their Supplier Development issues, and to have a number of top professionals join our group.  

Whitehall has always been staffed by senior executives, many with over 30 years in both automotive and diversified               

manufacturing  industries, with functional expertise in supplier quality and development, operations improvement, and 

troubled supplier management.  Two recent additions to the team are George Kralovich and John Casey. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  George and John are already working with a number of OEMs and Tier 1 suppliers to define focused ROI-driven 

programs to help cultivate their supply base.  These programs typically focus on operational effectiveness, quality       

improvement, and capacity utilization. 

  

A sampling of our recent assignments include: 

  

 The Whitehall Group team served in interim management roles (President, VP Quality, Controller, and Lean      

Improvement) for a $50M Automotive Supplier --- the team accomplished a significant financial turnaround from 

losses of $7M+ annually to break-even in six months, and the company is now profitable. 

  

 We recently worked with a large Tier 1 supplier and their financially distressed supplier group, helping to 

mitigate risk and improve performance both operationally and financially.  One success story: a financially           

distressed supplier with deep operational issues was returned from the brink of bankruptcy to profitability and 

subsequently refinanced, saving the Tier 1 $3.5M in unsecured loans and returning the supplier to long-term    

viability with over $2.2M in annualized cost reductions. 

  

 We are engaged with a large, research and development technology company.  The client needed to be right 

sized while simultaneously improving operations.  A Whitehall team is leading the company toward a cost       

reduction of $10M+ annually, while also supporting operational growth and assisting in the strategic planning   

process. 

  

  A key differentiator for Whitehall is our ñsupplier payò model.  This unique model best aligns the interests 

of the OEM, Tier 1 and sub-tier supplier so that all parties are tangibly invested in the improvement process.  With our 

staff of experienced professionals dedicated to operational improvement and lean manufacturing techniques, we are 

uniquely positioned to assist you with enhancing the performance of your supply base. 

George Kralovich is an     

experienced executive with 45 years 

at General Motors and Delphi Corp. 

Most recently George served as   

D i r e c to r  o f  G lo ba l  Sa l e s  &          

Marketing for Delphi Packard   

Electric.  

John Casey is the former Director 

of Supplier Quality for General Motors 

and also served as the 2008ï2009 

Chairman of the American Society for 

Quality (ASQ) Automotive Section.   

http://www.whitehallgroupllc.com/
http://www.whitehallgroupllc.com/georgekralovich.html
http://www.whitehallgroupllc.com/johncasey.html
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CASE STUDY IN OPERATIONAL IMPROVEMENT  

 Whitehall Group was engaged by a client to catalyze the change process around their operational and 

quality systems performance.  The company enjoys dependable customers and good relationships with suppliers, 

but key operational metrics had deteriorated over the last few years and financial performance did not meet 

ownershipôs expectations.  These operational issues were reducing financial performance in a number of ways: 

   

 The only ñmetricò being consistently measured was profit and loss and these monthly results were signifi-

cantly delayed; daily operational metrics across the operation were not in place 

 Both Finished Goods and Raw Materials inventory levels were extremely 

high; despite these high inventory levels, the company was still experiencing      

stock-outs from time to time caused by a lack of coordination among raw      

material, operations and finished goods 

 There was an absence of mid-term and long-term strategic planning,          

including budgeting, and the quotation process was not adequately linked to 

actual performance at current costs 

  

Initial Changes Introduced 

 

 The initial focus was on Health and Safety, Quality, Delivery and Cost 

 The salaried workforce was reorganized job responsibilities were fully defined  

 Daily Metrics and a ñWar Roomò process were introduced 

 Shop floor improvements in Downtime and Cycle Time were emphasized 

 ñMin ï Maxò Visual Inventory Management for Finished Goods was introduced 

  

Initial Improvements 

  

 Reduced direct and indirect headcount from 207 to 160.  This initial reduction 

was accomplished with no reduction in daily throughput. 

 Improved floor space utilization of approximately 15% 

 Improved assembly operations improved to 90% uptime and improved cycle 

times from 26 to 20 second cycles.  This enabled the plant to eliminate the 

third shift operation and almost all overtime. 

 Inventory variances have already been reduced between 5% and 10% to 0.9% for the nearly 

800,000 units in stock and shipments approaching 100,000 units per week. 

  

 All in all, the client team aggressively grasped the direction from the Whitehall team, who 

worked side-by-side with client personnel and led the project in a very hands-on approach.  The overall 

impact to the client: over $1.5M in annualized cost reductions, an effective available capacity         

improvement of 15% via throughput improvements, and a more streamlined management organization 

and process. 

 

  

Principal & Chief Executive Officer of Client Company- ñThe Whitehall Group came in and promised 

a minimum of a 20% cost reduction within fourteen weeks.  They kept their word and exceeded this goal 

by creating daily metrics and accountability.  Employee morale is up because everyone shares in the 

success of the company.ò 

http://www.whitehallgroupllc.com

