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Who is Dwighd?Who is Dwighd?

Manufacturing Operations Executive
Improve profitability, > US$7 million, 
at each of two multi-national companies
Develop management teams that enable 
manufacturing operations to become a 
strategic weapon
Achieve organizational development and 
customer satisfaction, while continuously 
impacting delivery/quality/cost performance
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ExperienceExperience

Spectris/Fusion
14 yrs, 3 businesses (equipment, instruments)
Director to Vice President of Operations
Manufacturing and Custom Engineering functions
Up to 120 direct & indirect personnel
Global supply chain and account management
Lean, Quality Function Deployment, ISO 9000, SPC
Due diligence (US & UK), and turnarounds
> US$7.1 million in cost productivity
Supported a 15.7% revenue AAGR between 
1991 - 2001
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ExperienceExperience

General Electric
14 yrs, 2 businesses (lighting, ceramics)
Specialist to Resident Engineering Manager
Manufacturing and Engineering functions
Up to 320 direct & indirect personnel
Global technology transfer, project management 
(to US$15M)
NPD Tollgate process (concept to 
commercialization), SPC
Startups (MX), outsourcing, and turnarounds
> US$7.7 million in cost productivity
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CredentialsCredentials

Professional
Lean Manufacturing (2 businesses)
Quality Function Deployment (QFD)

QFD Killed My Pet (Project)

FUSN instructor:  Project Management and SPC
Certified Quality Engineer (ASQC)
Engineer-In-Training Certificate (GA)
Other Accomplishments

Success Stories
Manufacturing in Action
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CredentialsCredentials

Educational
Master of Engineering Management (GWU)
GE Management Development Institute (Crotonville)
Bachelor of Industrial Engineering (Georgia Tech)

Entrepreneurial
Strategic Operations Solutions, LLC
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CredentialsCredentials

Personal
Bilingual (Spanish), multi-cultural
Private pilot, with instrument rating

AirLifeLine Community Service

Jang Bong (Tae Kwon Do)
Champion Martial Arts Academy

Chess (United States Chess Federation)
7th Millenium Chess Festival 

Myers-Briggs:  INTJ (GE)
DISC: high D/C (GE); high C/D (Spectris/FUV)
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What can Dwighd do for you?What can Dwighd do for you?

JANOS Business Needs
Manufacturing Leadership

Meet or exceed customer 
delivery and quality needs
Drive improvements 
throughout organization
Integrated planning from 
supplier to customer
Maintain ISO 9000:2000 
compliance

Areas of Opportunity?
Strategic/Tactical

Operational Excellence
Voice of the Customer
Organizational Development
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DDD Core Competencies
Manufacturing operations

Delivery, quality, costs
Technology transfer

High tech, labor intensive
Project management

Concept to Commercialization
New product introductions

“Go to the Gemba”
Supply chain management

Domestic and international

DDD Focus
Balance strategic business needs 
with daily operational activities
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What can Dwighd do for you?What can Dwighd do for you?

Situation:  Manufacturing Operations Turnaround Example
Poor On Time Delivery (35% – 80%); untenable Lead Time at 9 weeks or greater
Significant orders (>$100K) being lost to competitors

Hindrance:  
Sales Administration and Purchasing not integrated into the Planning process in Manufacturing
Most support personnel did not fully understand how their actions influenced business performance
Cross functional accountability was virtually non-existent due to poor goal setting and performance management

Actions:  
Introduced a new supplier problem-resolution methodology, aggressively streamlined the existing supply chain, and expanded 
new supplier qualification methodology
Introduced statistical analysis of the bookings forecast, correlated the bookings forecast with lead times, and expanded the utility 
of our joint monthly Master Schedule meetings with performance metrics and detailed corrective actions
Partnered with Human Resources in initiating and implementing a new simplified performance management process, incorporating 
cross-functional goal setting in addition to individual and department goals and objectives

Results:  
On Time Delivery was improved to >90% within 6 months, and subsequently no customer complaints were ever received for late 
delivery over the next 10 years; Lead Time was reduced to 3 weeks within 12 months, and remained there consistently
Significantly reduced lead times were routinely obtained for certain strategic systems (<2 weeks) and spare parts (24 hours –
“Always In Stock”), creating a significant competitive advantage that Sales and Marketing exploited worldwide
Earned a Customer Satisfaction Award from our Sales and Marketing department within 18 months (the only award ever given by 
Sales outside of their own department) for outstanding teamwork in support of Sales/Marketing objectives

Evaluation:  
Addressing a complex business problem requires proven solutions (focused, integrated, and mutually agreed upon) that 
incorporates a systematic organizational development and performance management plan
Sustained performance achieved, creating a Manufacturing Machine responsive to changes in demand, and facilitating a 15.7% 
average annual business growth, $17M (1990) to $84M (2001). 
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What can Dwighd do for you?What can Dwighd do for you?

Situation:  Lean Implementation #1 Example
Continuing demand for our product far exceeded our capacity, and would traditionally require adding 24 direct labor on 2 shifts 
with our existing process; we did not wish to do so given our uncertainties about the market at that time
Primary objective was to increase power supply assembly output immediately without adding a single person while maintaining 
both our delivery and quality performance

Hindrance:  
Our main challenge was to continue production output at least at previous levels, but preferably higher, in order to satisfy our
Customers without jeopardizing future business
Great misgivings and serious doubts from the Sales force and parts of the management team were expressed as to whether this 
new approach and/or discipline would be accepted in order to be successful

Actions:  
Engaged the services of a consulting company to teach and implement at the same time Lean "On The Run“
First day was a training session on the principles of Lean Manufacturing
Second day was on documenting and analyzing our existing processes
Third day was used to develop and critique an alternate process
Fourth day was used to rearrange the work area to have the new process implemented by the fifth day for piloting

Results:  
Previous maximum output was attained the first day, and production output tripled by the end of the 2nd week; within 4 weeks 
our output had quadrupled on a sustained basis, meeting all of our original objectives
In addition, we recovered ~20% of our floor space (created an employee break area adjacent to the Lean area), reduced our 
unit labor costs >50% (reflected in our new standard costs at our November rollup), and all shipments were on time

Evaluation:  
This "Lean on the Run" success allowed for 3 additional blitzes to materialize, as the employees realized that they too could
achieve significant gains that would make their jobs easier
We also trained an in-house trainer that served as facilitator for the subsequent blitzes; hence, all 3 additional blitzes were quite 
successful in achieving similar results
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How does Dwighd do this?How does Dwighd do this?

Performance metric driven, 
analytical

Delivery, quality, cost

Communications of 
expectations

No surprises, priorities
Honesty, integrity

Alignment with business 
strategy

Short vs. long term
Strategic Plan & 
Operating Plan
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Performance management
Areas agreed upon*

Duties/responsibilities
Goals/objectives
Customer satisfaction
Development needs

Customer service theme
Internal & external

Organizational 
development

Focus on process 1st
Customized approach
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Why does Dwighd do this?Why does Dwighd do this?

Strong interest in man-machine systems, and how 
they interact with each other, to enable manufacturing 
operations to become a strategic weapon

Keen student of many cultures (being multi-cultural), 
with a strong desire for learning; have enjoyed 
employing my talents in multiple international 
opportunities

Greatest satisfaction comes from achieving 
organizational development and customer satisfaction 
for the long term, while continuously impacting 
performance (Delivery/Quality/Cost) in the short term

I like to win!
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DDD DifferentiatorDDD Differentiator

Vision and “know how” to enable manufacturing 
operations to become a strategic weapon

Unique combination of skills sets and global 
accomplishments in:

Sustained revenue growth
Significant cost reductions
Complex project management & technology transfer
Supply chain and account management
Quality systems implementation
Organizational development
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Initial Approach 
Source: “The First 90 Days” by Michael Watkins

©2003 Harvard Business School Press
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Review detailed operating plans, performance data, 
and personnel data

Meet one-on-one with direct reports, peers, and internal customers, 
and ask them certain initial questions

Assess how things are going at key interfaces from the inside
(functional departments, project teams, etc.)

Test strategic alignment from the top down, especially what is the 
company’s vision and strategy

Test awareness of the challenge and opportunities from the bottom 
up, including pulse

Update my questions and hypotheses

Meet with my boss to discuss my hypotheses and findings
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Initial Approach 
Source: “The First 90 Days” by Michael Watkins

©2003 Harvard Business School Press
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Sample of initial questions:
What are the biggest challenges the organization is facing 
(or will face) in the near future?

Why is the organization facing (or going to face) these 
challenges?

What are the most promising unexploited opportunities 
for growth?

What would need to happen for the organization to exploit 
the potential of these opportunities?

If you were me, what would you focus attention on?
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Initial Approach 
Source: “The First 90 Days” by Michael Watkins

©2003 Harvard Business School Press
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Gather my team to feed back my preliminary findings to elicit 
confirmations and challenges of my assessments

Analyze key interfaces from the outside in 
(customers, suppliers, manufacturers reps, distributors, and others)

Analyze a couple of key processes and learn about productivity, 
quality, and reliability

Meet with key integrators, especially at interfaces among 
functional areas of the company

Update my questions and hypotheses

Meet with my boss again to discuss my observations
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Performance ManagementPerformance Management

Performance Appraisal*
Duties/responsibilities
Goals/objectives
Customer satisfaction
Development needs

Annual Goals and 
Development Plans

Professional
Personal
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Self Appraisal
Agreed upon metrics:  

Performance indicators
Productivity projects
Operations measurements
Business development
New product introductions

Agreed upon 
development plans:

Professional and personal
Agreed upon customers:

Internal and external
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EndorsementsEndorsements

“… highly regarded … as a coherent strategic planner and effective tactician …”
WLJ (President EYE Lighting International - retired) 

“… bringing in Dwighd was one of the best management decisions I have ever made …”
KK (Vice President Xenon Corporation)

“… an expert in manufacturing and supply chain management …”
KHP (Vice President Brüel & Kjær Vibro)

“… turned an average manufacturing operation into a strategic force for the company …”
JRE (Vice President Fusion UV Systems)

“… knows how to create a manufacturing machine in support of Sales …”
BW (President Pro-Tek Systems) 

“… tireless and ingenious … in achieving highest profit and performance goals …”  
BH (President ThroughPut Solutions)

“… on more than one occasion … instrumental in developing customer confidence …”
RWC (President InPro Technologies)

“… team player … a logical and practical approach to operations management …”
WPD (Vice President Fusion UV Systems) 

“… best supervisor I ever had the privilege to work for during my almost 40 year career …”
PM (Manager Fusion UV Systems – retired)
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