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Business Case Workshop 



Spare  capacity 
 

We invest money 
in warehouses, 

not in extra 
machines 

Direct labor does 
puchasing, order 

acceptance,… 
what happens to 
purchasing staff? 

Fast quotes,  
more sales… 
We work in a 

declining market 

How to convince 
management and 

owners? 
 

Some refelections on the 
case for speed 

Reduce white 
space 

 
But what does 

it cost? 



What we’ll be doing in this workshop 

  

 

 
 
 

 
Why is speed important to you? 
 
Traditional accounting versus QRM 
 
Building the business case 
 
Some illustrations 
 
 



Founded 2010 by the 
HAN University of 
Applied Sciences 
 
Together with QRM 
Center Wisconsin, USA 
and the University of 
Groningen 
 
Under auspices of 
prof. dr. Rajan Suri 

The European QRM Center 



 

Develope and promote QRM knowledge and 
exchange experience with QRM 

 

In joint cooperation with market parties: 
companies, consultancies, academic institutes, 
branche organisations 

Purpose and scope European QRM Center 



Activities 

  

 

QRM MasterClasses 
 
Projects with students and 
professors 
 
Publications 
 
Company visits 
 
QRM Conference 2012  
– first outside USA 



Vincent Wiegel 

  

 

 

 
Economist, Philosopher 
 
HAN Professor Lean 
 
Director European QRM Center 
 
“Half the time I’m wrong” 



BUSINESS CASE DRIVERS 

Cost & benefit drivers 

Focus on cash 

Translating speed to cash 



Why cash is important 

  

 

 
A new approach proving itself: 
 cash is unambiguous 
 
No accounting discussions 
 they’ll pop-up anyway 
 
Forces focus on root-causes – getting to the bottom 

Where in the 
accounting system 
do you find ‘white 

space’? 

Hidden costs 
of unit cost 

focus 

Whence comes 
the additional 

turn-over?! 
Whence go 

the savings?! 



Starting from business drivers focus on 

  

 

 

COST DRIVERS 
‘what reduced leadtimes 
might bring in terms of 
cost reductions’  
 
 

BENEFIT DRIVERS 
‘what would you stop 
doing and what would 
you gain if lead times 
were shortened by 50 %’ 

Cash 

Less 
inventory 

Freed up 
capital 

Increased 
sales 

Increased 
production 

capacity 

Overhead 
reduction 

Last 
minute 

shipping 



Twice the business case 

  

 

 
From high over on the basis of a rule of thumb:  
the‘rule of 6’ 
 
From the bottom up: building the case on the basis of 
individual items 
 
Jointly: a robust range for estimating the benefits 
 



Data from earlier projects have been collected that show the reductions 
achieved in lead times and the savings realized. Those data serve as the basis 
for the rule of 6. 

The rule of 6 is as follows: the ratio between the costs before and after the 
improvement is the ratio between the lead times to the power of 0.17 
(approximating the inverse of 6). 

The business case approaches the benefits in 2 ways: from the rule of 6 and 
from an estimate of the separate elements. 
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Source: Tubino & Suri, 2000 

Doorlooptijd huidig 20 Kosten huidig 20.000.000 Besparing volgens power of 6

Doorlooptijd doel 12 40% Kosten na 18.336.469 1.663.531 8%

The rule of 6 









A3 with PDCA for business case 



WRAPPING UP 



The case for speed 

  

 

 
Is not self-evident 
 
Stronger with a cash focus 
 
Requires hands-on observation of current practice 
 
Deeper strategic thinking 
 
 



  

 
For more information please visit 

 
www.qrm-centrum.nl 



  

 

The European QRM Center thanks its founding 
fathers and partners! 


