Lean engineering :
where to start ?

LPPDE 2024
WV E AL

CECILE ROCHE




Lean beliefse

The SUCCESS

of the company
comes from

customer
satisfaction

The profitabllity
of the company
comes from

the creativity
of the employees

The SUSTC“ﬂCIb””Y of the company comes from
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The sUCCeSS

of the company
comes from

customer
satisfaction

The profitability
of the company
comes from

the creativity
Of the employees

DO THE RIGHT THING ... THEN DO IT RIGHT

N
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{LEAN SENSET

A company ¢

clients products™®
People
who need that offer
to solve problems solutions...

to these problems

*In the broadest sense (facilities, services, etc.)

civil SOCIety waitihg cCOmmitments
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People

Telling people Make people think
what fo do and about what
howe they need o learne
It's unlikely to work in all Learning to adapt to
contexts and under all what's changing
conditions |
¢  Howtov®e
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DOING THE RIGHT THING ¢

1 3
what we don't know options

2
conflicts
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Do we know?e




Products that

do not meet Developplng
customer and knowledge
;_ somety needs
e of customers,
markets,
competitors

to understand what is
their real propolem
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not match the
company's '
capabilities 2/

Developping
knowledge

of fechnologies,
capabillities,
suppliers...

to control the solutions proposed
throughout the

product life cycle



Developping
knowledge

‘\‘who’r we know or don't know!
< who should learn whate
who should talk to whome

to avoid all the hONsense
that cost a lot of

time and money



CONCEPT PAPER T —l | ]

UNDERSTAND and INCREASE

Targeted customers

VALUE

Customers needs — Problems to solve

Competitors — Market evolution

Value proposition

LEAN SENSEI

VA

i Aci _ th
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C O N C E PT PA P E R [Plloe : | [ Projet/Procuit : |

Last update : Xx/xx/xx ‘ Leader: |

Targeted customers ‘

Generate an emotion

Competitors — Market evolutiop

Key constraints

Type Contrainle clé
Colt cible

‘Commentaires

LEAN SENSEI

! Value proposiﬁon .C:\;-fsrecurrems

Etc.
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| Pilote :

Projet/Produit :

CONCEPT PAPER

Last update : XX/Xx/xx

Leader:

LEAN SENSEI

PARTNERS

UNDERSTAND and INCREASE

Customers needs — Problems to solve

Competitors — Market evolution

Value proposition

UNDERSTAND and REDUCE

COSTS

Key figures

Key Value
Atributs (KVA)

Key requirements

Key constraints

Type Key constraints ‘

Target cost
Recuriing costs

Etc.

Lean Sensei Partners — Cécile Roche
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disagree




CUSTOMERS
SOCIETY

COSTS




CUSTOMERS
SOCIETY VA I. U E

COSTS




What challenge do we need to solvee

Desirable
Profitable

Feasible
Lean Sensei Partners - Cécile Roche LPPDE - 2024 March 7 19 |

Product

Customer & socie’r

Company capacities

Company strategy

Products “trade-offs”




Dilemma, trade-offs, contradictions... 1

...managing is about facing dilemmas !

More power less weight

You CANT choose one side only !l
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Possibilities

Possibility

Possibility
Possibility

Possibility
Possibility r"’
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Developping
knowledge

Learning to Think

Developping Ingenuity
and CUriosity

Establish a
growth mindset

LPPDE - 2024 March 7t
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DOING THE RIGHT THING ¢ h

1 3
what we don't know options

2
conflicts

everything begins with
between

s | Lean Sensei Partners - Cécile Roche 23 |






OBEYA, for

Visualising uncertainties
ldentifying conflicts
Co-elaborating solutions
Improving success condifions

Clarify SUCCESS, for everyone to show the gaps

Learn WhO needs to talk to whom

L PE l Lean Sensei Partners — Cécile Roche 26 |
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finding out :
what we identifying looking for

don't know conflicts options

—
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Management ¢

Giving people

the fromework
and conditions

to acquire
the right knowledge

000000000000000000



ldentifying Knowledge gaps, to reduce them
Identifying CONflicts, and transforming them into Creative energy
Identifying problems, solving them

Understanding conditions, to IMprove them

Clarify SUCCESS, for everyone to show the gaps

Learn WhO needs to talk to whom

| PE l Lean Sensei Partners — Cécile Roche 29 |
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Lean Enginee
fravel G

The Best ltln ‘

LEAN SENSEI
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Pelit
GUIDE

oL EA

des
Managers

Préface de
Jacques CHAIZE

L }’:{nm(lau l L

g
Questions:
Vingt questions

sur le chemin du Lean

rmattan

Cecile ROCHE Luc DELAMOTTE

GUIDE LEA ;

en r . .
de voyage Ingénierie

Les meilleurs itinéraires pour développer
VoS nouveaux produits et satisfaire vos clients

Préface d'Olivier Flous.

*I/";/ Mar ment
nsimis L?AN ' Barmattan

& LEADERSHIP

Entretiens avec des leaders Lean

De a startup & la multinationale,
des histoires de patrons et de Lean
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~Agir Lean. Penser Autrement _
- ‘3 - = = )

Des praticiens du Lean qui, forts de leur expérience, ont choisi d'accompagner

les dirigeants et leurs équipes, a partir du terrain, pour développer une stratégie
Lean de croissance durable
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