
CASE STUDY

1

CASE STUDY

ROSCOMAC
OPERATIONS
PROJECT BOOKLET

Deliver on -time
every time

in half the time



CASE STUDY

2

Precision 
Delivery

_________________________

CLIENT
Roscomac , UK

_________________________

MARKET SECTOR
Precision Engineering

_________________________

SCOPE
Operations 

_________________________

CLIENT BACKGROUND
Roscomac is an established

specialist in high quality

precision engineering,

manufacturing a wide range of

components and

subassemblies using the latest

CNC technology .

Based in Worthing, UK,

Roscomac was founded by

Fernando Martello in 1976 and

he has striven to maintain a

òfamilyóbusiness approach,

both within the company and in

its approach to its customers .

_________________________

THE CHALLENGE

Roscomac have grown over the years and taken on larger

and ever more demanding clients .

It became increasingly difficult for the management to

keep on top of the ever expanding variety of products

expected to be available on ever shorter turn around

times .

With due date performance deteriorating Roscomac

found themselves under increasing pressure to hold

significant amounts of stock for their clients, putting

additional strains on cash and working capital

requirements .

Starting Position :

Á Poor due date performance : 40% OTIF

Á Large stock holding

Á Long lead -times

Project Objectives :

Á Improve due date performance to > 95%

Á Reduce stock holding

Á Shrink lead times
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THE APPROACH

The first step was to remove all excess WIP on

the shop floor . This was achieved by restricted

the amount of time items were on the shop floor

to 3 weeks and by focussing on producing the

highest priority stock items first .

This revealed that milling was the most heavily

loaded resource area . Exploit actions were taken

to ensure better output from this area, including

staggering of lunch breaks, more resource

cover, priority at quality control ; especially for

first -off approval .

Á Drum -buffer rope

Á DBM for finished goods, semi -finished goods

and raw materials

Á Exploit actions at the capacity constrained

resources

THE RESULTS

The amount of work in progress on the shop floor

reduced remarkably, along with the amount of

finished goods stock holding while the

availability of stock items improved .

Á Due date performance: > 95%

WHAT DID THIS ACTUALLY

LOOK AND FEEL LIKE?

There are now far fewer complaints and the

intervention required from the managing

director has reduced from daily to almost non -

existent .

The customer services team are far happier and

there are far fewer arguments now that there is a

single priority system for all to follow .

òEveryday customers phoned me asking 
when their late parts

would be delivered ðnow they phone me 
giving me more work! ó

JOE MARTELLO, MANAGING 

DIRECTOR, ROSCOMAC

Roscomac On Time Delivery, 6 -week Rolling Average
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Find out what we can do 

for you by visiting 

www.meetwithJB.com

CONTACT DETAILS
JAMES BURWOOD_MANAGING DIRECTOR
JRBURWOOD@JAMESBURWOOD.COM
WWW.MEETWITHJB.COM

Next Steps


