Executive Resume
Fred LaMay

3640 Kingmont Court  Loomis, CA 95650

Phone:  (916) 652-7829  Email:  fredlamay@yahoo.com
Leadership Profile

Operations Management, Lean Manufacturing, Six Sigma Leadership, Business Process Improvement, 
Total Quality Management, ISO Standards Certification, Business Development, IT Processes, Team Building

Results-driven executive with a demonstrated record of achievement in creating strategic plans, operational concepts, and management practices to meet profitability objectives.  Outstanding ability to apply advanced metrics to profitably manage service, manufacturing, and logistic functions.  Advanced technical engineering expertise coupled with strong leadership, communication, team building, and innovative management skills.  Proven ability to lead, direct, and manage complex processes and groups of people to deliver the required results in a wide variety of locations and situations.  Innovative solutions utilizing “out-of-the-box” thinking and a "can do" approach.  In-depth experience includes excellent insight into key industry opportunities and challenges.  Strong interpersonal and communication skills—writing, speaking, presenting, negotiating, influencing, leading.

Professional Experience

W5 Networks

Fremont, California

Director, Manufacturing Systems

2005 to present

Oversee all manufacturing processes and outsourcing for this wireless product start-up company.  Selected and implement the PLM (product lifecycle management) system and established related processes.  Create and issue RFQs and select and oversee all manufacturing and service vendors.  Drive product design for manufacturing and negotiate pricing to achieve target cost levels.  Coordinate all manufacturing schedules.
· Identified, evaluated, and chose two primary contract manufacturers (one offshore and one domestic) for manufacture of product in volumes of up to 10 million per quarter.  Created detailed RFQ and selection process to choose final manufacturers from over 25 candidates.  Established terms, conditions, and contract agreements for manufacturing products.  Worked with chosen manufacturers to achieve quality and cost targets.
· Researched, selected, and implemented Web-based PLM program to control documentation and build configurations.  Built system to streamline sharing of controlled documents and ensure builds were current and correct.  Established related internal document control and inventory processes.  
Solectron, Inc.

Lincoln, California

Operations Manager/Six Sigma Lean
2002 to 2005
Oversee Six Sigma Lean program implementation for services sites worldwide.  Develop strategy, budget, and objectives for the program.  Support sites and troubleshoot problem processes to improve customer satisfaction and lower costs.  Promoted to that position from previous functional manager role.  Provide leadership for the engineering, IT, quality, and business development functions.  Full responsibility for all new product introductions and process transitions, including process documentation.  Establish pricing, process design, time standards, and customer presentations for RFQ responses.  Direct all ISO programs and Six Sigma processes.  Drive site IT strategy, on-line systems, and all internal training.  Oversee local environmental management system.  
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· Implemented Six Sigma lean program that has conducted over 30 Kaizen events and trained more than 400 people.  Saved more than $100,000 in labor costs, reduced 5000 square feet, reduced inventory by 20 percent, and decreased cycle time by 30 percent in the past six months.  Six Sigma Lean Champion for the site.  

· Spearheaded process transition from an acquired site on time and under budget.  Increased profit before tax (PBT) from 5 percent to more than 30 percent and reduced turnaround time from 18 days to 3 days utilizing process improvements.  This was the first time the customer’s turnaround time (TAT) goal of 10 days had been met, and was a key component in winning a follow-on contract with the same customer.

· Maintained site PBT at an average of 16 percent despite a drop in top-line revenue of more than 35 percent due to work transferring to other sites.

Artesyn Solutions, Inc. 

Lincoln, California

Business Unit Manager

1996 to 2002

Directed business unit operations for this repair and logistics service provider for OEMs such as Hewlett Packard, IBM, and Apple Computer.  Directed two business groups generating revenues of up to $8 million annually.  Provided leadership for troubleshooting and repair of servers, digital senders, printed circuit boards, laser printers, scanners, PCs and related products for multiple divisions of Hewlett Packard.  Oversaw as many as five major programs at a time, including leading a Hewlett Packard project worth $4 million annually.  

· Secured a major contract that resulted in a 500 percent increase in revenue over a three-year period, from $500,000 per year to over $3.5 million per year, as illustrated below:  
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· Implemented efficiency and productivity process improvements that saved $300,000 in the customer’s costs over an 18-month period.  Negotiated with customer to re-invest savings in new equipment, resulting in additional price reductions for the customer.  Ultimately secured additional business of $1.4 million annually from another division without an RFQ process.

· Attained exceptional process performance metrics for a major customer; transitioned new process from customer site, saving 30 percent in costs and increasing on-time delivery performance 20 percent.  Achieved an average on-time performance of 98 percent, the highest of any other vendor or site, including the customer’s own sites.   

· Negotiated conversion of all cost-plus contracts to fixed pricing.  Boosted average PBT for those contracts from 10 to 16 percent for the year immediately following conversion.

· Engineered a process design change in order to minimize a customer’s inventory value levels by processing based on demand of finished goods instead of on backlog.  Slashed customer inventory value levels by 50 percent, as well as a reduction in E&O (excess and obsolete) costs of over 30 percent.

· Transitioned to management position with Solectron when it acquired Artesyn.  
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ICI Advanced Ceramics

Auburn, California

Quality Manager

1992 to 1996

Directed all quality systems to maintain ISO 9002 registration for this manufacturer of advanced ceramic and other specialty materials marketed worldwide.  Managed inspection, calibration, document control, material review board, corrective action board, supplier auditing, material testing and quality of the California manufacturing site.  Ensured compliance with ISO, GMP, military, and nuclear standards.

· Designed and implemented a quality program of improvement teams, quality training, redesigned metrics, and recognition programs, cutting the cost of quality from over 15 percent to less than 5 percent of revenue, yielding annual savings of more than $500,000 in less scrap. 

CableData, Inc. 

Rancho Cordova, California

Quality Manager

1983 to 1991

Implemented and managed a company-wide quality improvement process based on TQM principles.  Trained personnel, facilitated quality circles, coached management, and tracked results.  Served as process engineer for automated high-speed PCB assembly line.  Personally trained hundreds of employees and established a team-based improvement system that was adopted company-wide.  

· Saved more than $300,000 during the first year through process improvements and improved morale (based on satisfaction surveys).  Levels were high enough for the company to pursue the Malcolm Baldrige quality award.

· Developed an incoming material inspection process and supplier quality program that improved incoming product and reduced production failure rates 10 to 20 percent. 

Aerojet

Rancho Cordova, California

Project/Process Engineer

1979 to 1983

Served as process engineer for manufacture of solid propellant, working with union personnel to increase yields, maintain quality, and reduce variation.  Primary test engineer on a radioactive waste volume reduction unit–designed tests, operated equipment, and prepared test results.  

· Designed a cyclone separator to solve an efficiency problem.  The new design improved the fines separation efficiency from 80 to 95 percent; the new equipment cost 80 percent less than the original separator. 

Education/Professional Development

· BS in Chemical Engineering, School of Chemical Engineering, Cornell University–1979.

· Professional Engineer, Chemical–California PE Number 4084.

· ASQ Certified Six Sigma Black Belt.
· Advanced Leadership Training, Stephen Covey–1989.

· Design of Experiments Training–1994.

· Certified Quality Engineer–1994 to 1998.

Key Accomplishment Summary
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Boosted Profits and Customer Satisfaction Levels 

Situation: 

A large high-tech manufacturer and service provider acquired a company to foster growth and secure some specific HP business.  One of the acquisition’s sites was not profitable and the acquiring company decided it should be shut down.  A team was sent in to move the processes from this site into the parent company.  This was a source of serious concern for the existing customer–a previous move in processes had resulted in disaster, creating major backlogs that never got cleaned up.  To make things worse, the faltering site had been poorly managed:  orders were not tracked well, follow-up was negligible, and costs were not monitored.  In order to save this customer account, it would be necessary to transition the site with minimal interruption of service and implement streamlined processes to improve performance.  

Action Plan: 

· Assembled an action team of key players from both sites with representatives from the customer to plan, manage, and implement the transition.

· Established weekly team meetings to review progress, issues, and keep the customer informed.

· Created an aggressive, detailed transition plan, which included a phased transfer.  Built a plan to reduce backlog levels and turnaround times.

· Presented the transition plan to customer and company executives; secured approval for implementation and set a transfer budget.

· Initiated a detailed training plan for engineers, operators, call center agents, supervisors, and materials personnel.  This would effectively bring the acquiring company’s employees up to speed on the new processes involved in taking on the acquisition site’s business. 

· Installed management process to monitor personnel and provide insight in reducing existing backlog to acceptable levels prior to transfer.

· Performed detailed physical inventories on all products prior to and immediately after transfer to insure accurate inventory and eliminate potential shrinkage.

· Cleaned up excess inventory and increased product velocity through the newly-redesigned process; established a more efficient, smaller footprint at the new site.

· Performed a phased transfer of operations, moving one product/function at a time.  Temporarily ran parallel systems to minimize the impact on end-user customers.  Control systems were transitioned over the course of several weekends so as not to interfere with normal business hours.

Results: 

The process transfer was accomplished smoothly and under budget in less than three months.  The backlog was slashed from 20 days to less than 10 days in the first three months, and to less than 4 days in the following three months, a customer target that had previously never been reached.  By that time, the process was producing more than 35 percent PBT.  Largely as a result of this successful transfer, similar additional business worth about $4 million annually was put out to bid by the customer and awarded to our company.
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Grew Business to Utilize Expanded Capacity

Situation: 

The company had outgrown its existing facility and had relocated to a campus with six buildings as part of a growth concept in acquiring a specific market business.  Although the company was “cost plus” at the time, there was a lot of excess space that wasn’t contributing its income.  Over time, the fixed lease costs would become a problem unless significant additional business was quickly acquired to sustain profitability and justify the expansion. 

Action Plan: 

· Prepared an outsourcing proposal for an existing customer to secure additional business that was currently being handled in-house at one of its locations.  

· Presented proposal at the customer site to illustrate how outsourcing could save significant dollars through lower pricing, faster production, better inventory management strategies, and reduced packaging costs.

· Successfully negotiated terms, conditions, and pricing.  

· Built a transfer team to develop a transition schedule and to plan and budget transfer of the work from the customer with minimal interruption of service.  

· Designed process layout and implemented required facility improvements.  Specified and purchased equipment as required to operate new process.

· Reduced scrap by increasing repair yields by improving training and using on-line documentation.  Cut down backlog and improved the planning of required repair parts and packaging.

· Documented processes and ensured that all employees were trained and up to speed on work performance before the transition.  IT system connections were established and tested, the process line was set up and configured prior to receiving first units, and a pilot run was performed to test out the process prior to moving inventory.  Physically transitioned everything over a weekend to minimize impact on customers.

· Implemented significant cost-saving strategies to deliver lower overall costs, including recertifying toner cartridges for re-use, harvesting and rebuilding sub-assemblies to repair defective whole units, implementing a functional scrap program, and resourcing packaging.

Results: 

The transition was executed on schedule and under budget.  The new business was started successfully and resulted in a marked improvement in key metrics such as backlog and scrap costs.  As a result, more product lines were transferred over time, resulting in a $6 million annual business that served as the anchor for the new location.  Savings led to price reductions, which resulted in significant capital investment in process equipment.  Due to continued outstanding performance, another division of the same company transferred its in-house operations to us without going through an RFQ process.

Key Accomplishment Summary
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Return to Profitability through Quality Process Implementation

Situation: 

A technical ceramics division of a large chemical company was faltering.  Products included intricate ceramic items such as Zirconia balls used in check valves in the oil industry, ceramic valves used in blood testing machines, WABA pellets used in nuclear fuel rod assemblies, and numerous metal-coated ceramic parts that served as insulators in high-tech electronic equipment.  The tolerances on these parts are very tight, and there is generally a lot of fallout/scrap due to bad shrinkage, broken parts, and contamination.  Machining was poor and faulty planning resulted in many jobs having to be re-run, resulting in a high level of errors due to having to rush the product.  Deliveries were usually late, and there was increasing pressure from the parent company to turn things around before it would invest in the updated equipment that was necessary to achieve profitability.  With no profitability, there was limited growth opportunity and morale was low.  It was expected that if significant progress was not made within six months, the division would be sold. 

Action Plan: 

· Conducted an analysis of all functions and processes to determine the best solutions.

· Implemented a TQM (total quality management) program and utilized the employees to solve the problems by implementing employee lead improvement teams.  

· Developed training curriculum and materials, trained personnel at all levels in quality methods, and helped them form teams to solve problems.

· Created compliant processes and initiated an improvement program in accordance with the recently-acquired ISO 9000 certification.  

· Coached management personnel on behaviors and skills needed to optimize the new paradigm and encourage employee involvement, based on the premise that the person who is doing the work every day is the “expert.”

· Redesigned metrics and measurement tools, including the “cost of quality” to measure scrap and waste and data analysis to track improvement progress.  

· Met weekly with upper management to provide status and discuss progress and issues.

· Organized, trained, and facilitated quality teams to work on improving processes.

· Streamlined inspection, planning, auditing, and document control processes to reduce costs.

· Established monthly site-wide review meetings to share successes and failures and review metrics.

· Created incentives and rewards to help maintain motivation and foster healthy competition.

Results: 

Six months after implementation of the program, the site had a positive PBT after not being profitable for more than 18 months.  The “cost of quality” was reduced by 65 percent within eight months and the parent company funded additional capital equipment, enabling the site to increase profitability.  Employees received rewards in the form of a year-end bonus, catapulting morale.  
Executive Insights
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Implementing Six Sigma Lean—Is it Lean Manufacturing or Six Sigma?
Many companies are implementing quality improvement programs, and have been on and off for many years.  Now Six Sigma Lean has become the latest fad, but Six Sigma and Lean Manufacturing are two very different initiatives.  How can they both be implemented at the same time—or is it possible?

Starting with Lean

Implementing Lean Manufacturing is a great place to start for many reasons; the first is its impact and visibility.  Lean improvements are dramatic in magnitude, often resulting in improvements of 50 percent or higher.  They can be implemented quickly, and the improvements are usually very visual.  Thus it is easier to exhibit progress, gain employee commitment, and share successes, building the momentum necessary for a long-term culture change.

Lean Drives Six Sigma and Continuous Improvement

Driving a process toward Lean removes inventory and increases product velocity and flow.  Removing inventory is like reducing a lake’s water level—the rocks quickly begin to show.  To move forward, the rocks must be removed.  Six Sigma and more traditional quality improvement programs can achieve this.  To run Lean, all process step variations must be identified and reduced as much as possible.
Gaining Involvement and Participation

The visual nature and magnitude of Lean improvements will generate interest and curiosity within the organization.  Information sharing (including financial data) down through all levels of the organization will further drive interest and involvement by creating of sense of belonging and empowerment.  Employees will feel they can make a noticeable difference.  Lean projects, along with the resulting Six Sigma projects, should be initiated steadily in order to get more and more employees involved over time.  Employee training should be done just in time.

Employment and Morale Issues 

Six Sigma Lean implementation usually results in dramatic improvements in efficiency, so the management team must address the issue of displaced employees.  Nothing will kill an improvement effort faster than laying off employees due to productivity improvements.  Every effort must be made to redistribute employees in other areas so as not to diminish morale.  If an initial layoff is necessary, it should be followed by a high-level commitment to eliminate more layoffs due to improvements from Six Sigma Lean.

Meaningful and Efficient Metrics

Efficient metrics are measures that are simple, timely, and directly tied to the end result.  Measurements must be as “real time” as possible—hourly or better if feasible. The more immediate the feedback, the more effective employees can be in responding and in understanding the impact of changes upon the business.  Meaningful metrics carry a more powerful message and assist in creating and maintaining momentum and management commitment.

Getting Past Setbacks

Setbacks are inevitable.  When Lean is put in place, something will “break down.”  Perhaps a customer shipment will be delayed and everyone will realize why there was originally excess inventory.  Management must not waiver in its commitment and must eliminate the root cause of the problem instead of reinstating the buffer stock.  Ongoing endeavors to continue lean processes without giving up customer satisfaction will demonstrate a commitment to Lean processes.  This will open the road for a true culture change and paradigm shift.

