
Growing the Real Economy 

By John Walley 

 

 

In the wake of a largely unhelpful Budget 

and general unwillingness from politicians 

to look at the underlying structural  

weaknesses in the economy, it is worth 

taking a broader look at the impact of the 

traded sector, and particularly  

manufacturers, in the economy. 

 

When thinking about the future wealth of 

New Zealand, some key questions come to 

mind: 

 

· Does the traded economy matter to  

future living standards of  

New Zealand? 

· As part of that traded economy, does 

industrial activity matter? 

 

Some claim industrial activity is a sunset 

endeavour in New Zealand due to labour 

costs and that the loss of that activity  

offshore is an inevitable consequence of 

economic development.  They might even 

go on to say that the future is about  

agriculture, mining, tourism and services.  

If they are right, then basically we have 

little to worry about other than a policy 

frame work that supports exporters and 

avoids the tax that an overvalued  

exchange rate places on the tradeable 

sector. 

 

However, long-term price increases on  

transport fuels threaten all but software 

and professional services, and cost  

competition on services from places such 

as India have to be a worry to many  

New Zealanders.  Our primary sector is 

close to peak capacity and is highly  

indebted, a wilderness tourism experience 

is self-limiting, and the service sector  

depends largely on underlying wealth  

creating activities. 

 

Manufacturing and technical capability 

plays a role in 50% of New Zealandõs 

tradeable exports, and this percentage is 

growing.  Manufacturing itself employs 

around one in ten people directly and as 

many as five more jobs depend on each 

person directly employed.   

 

This capability provides the crucial point of 

difference for our products.  Absent these 

manufacturing and technical skills and our 

economy becomes less complex and  

consequently offers lower value to  

international customers. 

 

 

 

The traded economy does matter to New 

Zealand, and we must  consider how our 

success or failure in the industrial sector 

might play through to New Zealandõs  

economic performance and our collective 

sense of entitlement to a place in the first 

world. 

 

Politicians, bureaucrats and some  

business organisations paint a future 

around putting the dirty bits offshore 

dressed nicely in the term 

ôinternationalisation. However, few at the 

coal-face of the real economy see any long 

term future in the approach.  The idea that 

generally New Zealandõs terms of trade will 

improve as exports lose complexity and 

simplify is an obvious nonsense.  In this 

sense ôinternationalisationõ is a dead end, 

and worse, it threatens our technical  

capacity and capability to do things, which 

in turn undercuts the ability of the  

economy to generate the productive  

innovations of tomorrow. 

 

Faster, sustainable economic growth  

depends on growth across the economy,  

including from an expanding industrial 

sector.  Due to our small population,  

export markets will be a significant feature 

of that growth ð it is very hard to fund  

appropriate research and development 

from sales in the New Zealand market 

alone.  

 

A small population means a small market, 

it also means that most businesses are 

small to medium-sized enterprises (SMEs), 

and our future rests in developing SME  

manufacturing and exporting strengths. 

 

 

 

 

 

 

 

Without internationally competitive,  

complex, SME based activity, we cannot 

hope to sustain (develop?) a high wage 

economy.    Specific and particular success 

is impossible to predict and so picking 

individual winners is just as difficult,  

however, successful behaviour can be 

promoted and encouraged.  Productive 

activity and exports need a fair go from the 

policy framework. 

 

Monetary Policy: 

· Mechanisms to isolate domestic  

inflation controls from our exchange 

rate. 

· Balanced taxation: on capital gains in 

addition to revenue and consumption 

taxes. 

 

Fiscal Policy: 

· Research and development tax credits 

that match those around the world. 

· Productive investment ð incentives for 

plant, tooling and patents. 

· Development of human capital. 

· More investment in productive  

enterprise. 

 

Without a new approach, all that can be  

anticipated is a continued simplification of 

the New Zealand economy, a continuation 

of the economic decline that has played 

out in New Zealand for at least the past 

three decades. 
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The New Zealand Manufacturers and Exporters   

Association survey gathers results from members around  

New Zealand.  It provides a monthly snapshot of manufacturers 

and exportersõ sales and sentiment.   

 

The latest New Zealand Manufacturers and Exporters Association 

(NZMEA) Survey of Business Conditions completed during June 

2010, shows total sales in May 2010 increased 9.8% (export 

sales increased by 9% and domestic sales increasing 10%) on 

May 2009. 

  

The NZMEA survey sample this month covered NZ$347m in  

annualised sales, with an export content of 41%. 

 

Net confidence rose to 50, up from the 46 result reported last 

month but locked in the ôno changeõ and ômodest riseõ categories. 

 

The current performance index (a combination of profitability and 

cash flow) is at 104.5 up from 102.5 in April, the change index 

(capacity utilisation, staff levels, orders and inventories) went up 

to 105 from 102 in the last survey, and the forecast index 

(investment, sales, profitability and staff) is at 105, down on 

Aprilõs result of 108.25.  Anything less than 100 suggests a  

contraction. 

 

Constraints reported were 70% markets and 10% each on  

capacity, capital and staff. 

 

Staff numbers for April has increased 3%.  It is the first time the 

survey has reported an increase in employment since November 

2008!  

 

òThis is probably the most positive survey we have seen since the 

onset of the global financial crisis,ó says NZMEA Chief Executive 

John Walley, òthat said, the recovery is fragile, patchy and far 

from bedded in.ó 

òThe broadening of the constraints is a further indication that, 

right now at least, demand is stronger. Our forward looking index 

has softened in line with reports of softening export markets, but 

for the present sales have improved on last year and job growth 

is really positive.ó 

 

òWhen I look back at the net confidence numbers, our survey was 

in deep negative territory from early 2005, which turned on trend 

earlier this year.  That growth will have to continue for a while yet 

before we start to see any real investment kick in.ó 

 

òWe have long been of the view that, frothy confidence numbers 

aside, jobs and sales are the true measure of where the world is 

at.   On those measures June was too early for the Reserve Bank 

to increase interest rates; we remain of the view that September 

this year is the earliest practical date to even consider a shift in 

monetary policy.ó 

 

òPessimistic reports from other commentators in New Zealand; 

continued concerns in our financial sector; lower for longer  

messages from the Federal Reserve; a no change out of the  

Reserve Bank of Australia, and an Australian election in prospect;  

significant budget cuts in the UK; on-going European worries; and 

more appreciation of the RMB and other economic worries out of 

China - all encourage a wait and see position. It would be good to 

see the RBNZ up with the play, holding interest rates lower for 

longer and using macroprudential efforts to press back against 

any inflation concerns.ó 
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Doing Better;  But... 

Monthly Survey of Business Conditions - May 2010 
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By Kate Wilson of James & Wells Intellectual Property  

Shoring up Fragile Defences to Export Markets with Intellectual  

Property  

Often exporters can be complacent about the perceived strength 

of barriers to entry to their competitors in a market.  These  

assumptions should be challenged so that decisions can be 

made with a full knowledge of risks and costs.    Typical barriers 

to entry are explored below with a view to how IP tactics can  

address any weaknesses identified.   

 

Personnel  

Assumption:  òWe have the best researcher in this area!ó 

Challenge:  òExcellent.  But what if they leave or get hit by a bus?ó 

 

Savvy exporters have good employment contracts that restrict 

employees from taking away proprietary intellectual property.  

However that alone does not address the hole a star employee 

leaves behind.  Consider the following: 

 

· Documentation protocols which compels the researcher to 

keep an up to date record that others can follow once he/she 

has left. 

· Succession planning so someone in-house can easily step 

into the shoes of the researcher. 

· òKey personó insurance to give financial compensation if  

 illness/accidents happen. 

 

Niche Market 

Assumption:  òIt is a niche market in which there is no room for 

our competitors.ó 

Challenge: òGreat, but have you considered other opportunities?ó 

 

If a business flourishes in a niche market, then often that market 

grows as a consequence ð thereby allowing entry to others.   

Also, the innovative attributes an exporter applies to a niche  

market, can often be applied to other markets by them or  

potential licensees'.    Explore other opportunities with your IP 

advisor to see whether it is worthwhile applying for IP protection 

to keep competitors out of a growing niche market, or to license 

the IP in alternate markets.   

 

Supply 

Assumption:  òI have an exclusive supply of the key ingredient.ó 

Challenge:  òHow do you know?ó 

 

An exclusive supply is often not guaranteed unless the supplier 

has their own intellectual property protection ensuring that others 

cannot compete.    For example, the exclusive supply may be a 

natural resource.  However it may be possible for others to farm 

that resource elsewhere.  It is also possible for others to  

recognise the functional attributes of that resource and look at 

ways to synthesise it.   

 

It is definitely worthwhile for an exporter to consider obtaining IP 

protection for the use of the functional aspect of the ingredient, 

no matter whether it is synthesised or supplied from elsewhere.  

Further, they should examine the agreements they have with their 

supplier to determine the circumstances under which they could 

lose access to that resource.  

 

Regulatory Approval 

Assumption:  òWe have FDA approval and it will cost too much or 

take too much time for competitors to run equivalent trialsó 

Challenge:  òDo they need to conduct the trials if they can show 

they have the identical product to you?ó 

 

 

 

There are numerous regulatory approval hurdles that exporters 

have to overcome to be able to market a product in a country, not 

just FDA.  The R&D required to produce a product which falls 

within a countryõs regulations, and then the subsequent trials 

proving safety and reliability are incredibly expensive.   However, 

it is possible for competitors to by-pass the expense of R&D and 

the majority of the trials if they can show their product to be the 

same as an approved product.   

 

In this instance, it can be worthwhile obtaining very narrow IP 

protection (perhaps in the form of a selection invention patent) 

for a product.  To avoid patent infringement, competitors would 

have to design outside of the patented product.  Therefore to 

compete they will have to go through the same expensive hurdles 

to gain approval for their non-infringing product.   

 

First to Market 

Assumption:  òWe are going to be first to market which will give 

us an advantage over everyone elseó 

Challenge:  òReally?ó 

 

First to market only works if the market is small or short term and 

you can dominate it quickly (see niche market above).  Only  

occasionally does a business have sufficient marketing firepower 

to establish themselves quickly as the only purveyor of the goods 

or services.  

 

As soon as players see anotherõs success, it is very easy to come 

into the market as a cheaper or more profitable alternative.  If the 

market òleaderó has no IP protection, other players can copy the 

original product without having to recover R&D costs in their  

pricing model.   

 

In this situation, timing is critical and therefore a tactic is to put in 

some IP protection ð even if the intention is merely to use it as a 

deterrent for a period of time.  The semblance of IP protection 

can give a competitor òcause to pauseó.  An exporter can gain 

more traction in a market by buying time.  This is usually worth 

the initial expense of applying for IP protection.    It should be 

noted that IP protection does not need to be continued if the 

desired effect has been achieved, such as market dominance.   

 

Disorganised Competition 

Assumption:  òOur competitors donõt have their act togetheró 

Challenge:  òSo how long is that going to last?ó 

 

Most established companies can be complacent, particularly 

when their competitors are smaller and/or more disorganised.  

However, history shows that ònew kids on the blockó can readily 

arise, or existing competitors can cooperate together to provide 

formidable counterparts.   

 

Formal IP protection may not be necessary if the company has 

analysed that the life of a product is likely to be less than the 

time that they consider their competitors could become  

significant.  However, if a product does have a medium to long 

term life, then a client cannot afford to be complacent about the 

ability of competitors to arise or reorganise.  This is where IP  

protection can be useful. 

 

Summary 

I am not advocating IP protection is the solution for everything.  

However I do advocate challenging assumptions so exporters can 

make an informed choice as to whether to rely on alternate  

barriers to entry or invest in IP strategies which can strengthen 

those barriers.     This article was provided by James & Wells  

Intellectual Property.  Contact the NZMEA for more information. 
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Barriers to Entry 



By Ron Dards of  The Test Agency Ltd  

With all the advances in technology that we constantly hear 

about, computers, clever software, programmes to 

programme other programmes. Have we perhaps forgotten 

about the one device we use every day, the device we must 

rely on for most of our success and the one device which 

comes without an owner's manual? 

 

I am referring of course to the human device.  We all have a 

number of these objects in various places in our businesses.  

We operate them with varying success and skill. Occasionally 

we are surprised at the capriciousness and unreliability of 

them.  Sometimes one of them performs in an outstanding 

manner and we are as much at a loss to explain exemplary  

performance as the opposite. We sometimes get so focussed 

on the material, mechanical processes that we lose sight of 

the people who make those materials and mechanicals work. 

 

Yet without human involvement few businesses will last very 

long. No clever computer programme, no "fool proof"  

accounting system and certainly no sophisticated software 

will take the place of a single human person acting  

resourcefully and quickly in a difficult situation. 

 

Somewhat unfortunately, while all the other systems and  

devices are supplied with nice handbooks, we have to learn 

how to get the best out of other humans by trial and 

(sometimes expensive) error. Very few managers have  

undergone serious training in managing humans.   

The human device is available in a very wide range of models 

and types, each with particular idiosyncrasies all remarkably 

and individually it's own.  On first exposure to a new human 

few of us can recognise the peculiarities of the device which 

will undoubtedly manifest themselves late on a fraught Friday.  

Even fewer of us have adequate preparation for the resulting 

confusion. 

 

Or in much simpler terms - "How much do you really know 

about how to get the best results from your people?"  Also, 

"How much do you really know about avoiding the worst from 

your people?" 

 

It need not be so. Like any other device, humans do actually 

have fairly clear operating rules and there are ways to  

manage them for higher productivity.  However the ability to 

get the best out of the human component of your business is 

not an innate skill.  It has to be learned. 

 

This article was provided by The Test Agency Ltd. if you  

require further information relating to this topic  please 

contact us on email: mea@mea.org.nz or phone:  

0800 353 2540.  

Are We Forgetting the Oldest Business Aid 

THE TEST AGENCY LTD  

 

Certificate in Production and Inventory Management Programme (CPIM)  

Please see dates and further information below: 

 

Module 1  Basics of Supply Chain Management (BSCM)  

 Term 3: 23 September, 7 & 21 October, 4 & 25 November 
 

Module 2  Master Planning of Resources (MPR)  

  Term 3: 16 & 30 September, 14 & 28 October, 18 November 
 

Module 4  Execution & Control of Operations (ECO)  

 Term 3: 4 & 18 October, 1, 15 & 29 November 
 

As per this past year, all modules will be presented over five half-days with exams held in April, July and December.  

If you would like to discuss or register for any of the above modules please contact us:  

Karla Clapham on (03) 353 2543 or email karlaclapham@mea.org.nz  

ADVANCE NOTICE SUPPLY CHAIN MANAGEMENT: CPIM 2010 TRAINING  
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As one of Christchurchõs premium conference venues we offer a professional service, a  picturesque outlook and a 

team dedicated to ensuring your event is a success. 

 

At Mancan House we welcome the opportunity to look after you. Call us about the  

NZMEA  member discount. 

 

We can tailor our menus to suit your requirements; from breakfasts to cocktail functions. 

A secretarial service is available on request and we have off-street parking. 

 

Check-out our website www.mancan.co.nz for new room and menu rates . 

   



I Have My Schedule ð Now What? 
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Last month we discussed creating the schedule. This month we 

will discuss the next step which is validating the schedule, plus 

we will investigate reasons why scheduling can be 

challenging to implement. 

 

Just to re-iterate, we got to this point by planning our total  

workload, considering all the customer orders and stock  

replenishment orders by due date. Then we selected what we 

wanted to work on and by when, effectively scheduling our  

orders. The implications of scheduling now, means we have  

defined a due date driven plan for orders. The dates have been 

defined not only for the start and end dates of an order but also 

for each of the routing steps or òoperationsó required in each 

order. 

 

In addition to start and end times for orders and operations, the 

schedule has also defined what resource are required and by 

when. Resources can be staff, machines or even  

outsourced services for example. It should now be possible to 

view what resource capacity is required on what days by what 

orders in summary and in detail. 

 

So does the schedule make sense and how do you validate the 

outcome?  The first step of validation is to see what the resource 

utilisation looks like. Have you under or over utilised your  

workshop machines, groups or individuals, which ones and by 

how much?  You can review the total hours loaded against any 

resource by days, weeks or months looking at its group or  

individual resource utilisation results. 

 

Additionally you may wish to complete spot checks on critical  

customer orders. You do this to validate the system defined 

dates, most importantly the projected date of completion. Simply 

look through the job operations and check the start end dates 

are in line with the defined projected date.  To be òsuperó  

confident you could do a òbelts and bracesó approach by  

manually calculating the job hours for a known machine or labour 

resource for a day and verify that against the schedule utilisation 

plan. 

 

The effort required for schedule validation generally reflects the 

confidence level the business has that it got the inputs right. If 

the business confidence is high that setup and data is accurate 

then the schedule validation should go very smoothly with  

emphasis on leveling rather than spot checks. 

 

 To make the plan achievable or optimal may require moving 

around orders to level the resource utilisation. When ready the 

business should lock the schedule down and put the production 

process and reports into action. 

 

There are multiple questions and challenges for a business when 

implementing scheduling, hereõs a summary on the critical  

aspects that if performed well, can lead a business to successful 

scheduling. 

 

Setup ð you have the capability to achieve very detailed  

modelling with modern planning and scheduling tools. A business 

needs to consider what, for them, is the right level of scheduling 

control for ensuring business flow and on time delivery control.  

 

Do you want, or need, a total system driven schedule with finite 

control of resources and pull planning or can you live with a rough 

cut resource utilisation plan for a week at a time then simply 

manually manage the behaviours on the shop floor to deliver the 

orders? 

Bottlenecks and utilisation ð when trying to determine the  

sensible approach the workshop should aim to identify any  

resources that need finite control, i.e. they are the true bottle 

necks, versus what resources can be infinitely scheduled. By  

identifying and focusing primarily on scheduling the bottlenecks 

in a finite manner a workshop should simplify the scheduling 

approach knowing that if the bottleneck resource is utilised  

effectively then the rest of the workshop should flow. 

 

Master data accuracy ð to generate a realistic schedule the  

contributing master data needs to be as accurate as possible. 

The BoM operations times, what resources are used per  

operation, the shift times that resources are available are all 

required for building the schedule to a state so that you can trust 

the resulting plan. 

 

House keeping ð for accurate scheduling you need to have timely 

updates of completed transaction information. If job operations 

are completed on the floor yet you have not updated the system 

then any updated schedule will present incorrect resource  

utilisation values. Likewise if resources move between groups or 

are on leave (staff) or machines are out for maintenance you 

need to consider the schedule impact. 

 

Effective business behaviour ð If a business has a behaviour that 

results in regular and constant change in orders in the period 

where they have òlocked downó the schedule, then they need to 

be diligent in making due date changes in the system. If you donõt 

update your system you can run the risk of pulling your delivery 

plan apart. The schedule and supporting resource plan does not 

match what you intend to do,  inventory delivery timings are not 

in line with actual needs, sub-assembly production plans and  

procurement planning timings also become inaccurate . The flow 

on effect is that you can de-synchronise your business from your  

system and find yourself quickly lost in the noise of micro  

managing each of these supply chain issues rather than focusing 

on building and delivering orders. The long term net effect could 

be a complete loss in confidence in your system. Customer order 

due dates can drift or are totally missed, inventories donõt match 

needs, battles are waged for resources with staff running pillar to 

post as the needs change. The management team by this time is 

really feeling the pressure of daily delivery issues rather than 

focusing on building and growing the throughput and success of 

the business. 

 

The upside is that with the right level of control, accurate and 

timely data and effective behaviours, the business is in a great 

position to leverage the value of scheduling. With effective  

scheduling a business can determine a promise date for a  

customer that can be delivered on. 

 

With the schedule locked down the business has taken a  

critical step in securing customer satisfaction, throughput  

efficiency and inventory optimisation, all essential ingredients for 

on time delivery, customer retention and maximising margin. 

 

Next month we will do a review of each of the business  

articles from the last four months and summarise how to get the 

most from your business system. 

This article was provided by EMDA Supply Chain Solutions. If you 

require further information relating to this  topic please contact 

us on email: mea@mea.org.nz or  phone 0800 353 2540. 
 

 

By Kevin Hughes of EMDA Supply Chain Solutions  



Creating Wealth from Ideas  
Thursday 22 July, 4:00pm, Auckland 

 

Commercialising innovation (converting ideas into profit) is a fundamental driver of business growth and success.  

 

This Forum will provide practical advice and case studies about how businesses can select and develop their best ideas, 

turn them into valuable new products and introduce those products into major markets.  

 

The focus will be on making money from ideas rather than simply spending money protecting them. 

 

Who should attend?  CEOõs, marketing managers, any staff involved in new product development.  
 

Facilitator:   Paul Adams is the CEO of EverEdge IP, Australasiaõs leading technology commercialisation and management 

firm.  Paul has over twelve years of experience in technology and intellectual property commercialisation and has  

completed multi-million dollar technology deals in the United States, Europe and Australasia.  

Forums 

Forum start times vary but generally sessions run for 90 minutes. Forums are open to all members of your staff, members 

and non-members of the NZMEA. For more information and to register on-line visit: www.mea.org.nz, select Events/

Training for the full list of events.  Or you can contact us on 0800 353 2540 or email: mea@mea.org.nz. 

Council & CEO Forum - Balancing the Tax  System 

Monday 19 July, 5:00pm, Christchurch  
 

The Council & CEO Forum of the NZMEA invite Members to attend a presentation by the United Future Leader and Minister 

of Revenue, Hon. Peter Dunne. 

 

There will be an opportunity for questions and answers after Mr Dunne's presentation. Members are invited to stay on and 

join the NZMEA Council for more networking at the conclusion of the session.  Email trudydiggs@mea.org.nz or phone 

0800 353 2540 to register. 
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Effective Health & Safety Systems 

Tuesday 20 July, 4:00pm, Christchurch  
 

This Forum will provide insight into effective health and safety systems, including the responsibilities and role of all levels 

of management, supervisors, and health and safety committees/representatives.  Practical insight into òhow far you have 

to goó, òthe price of failureó, òwhat works and what doesnõtó in respect of performance measures and employee  

motivation; and what is meant by a health and safety òcultureó will be discussed. 

 

Who should attend?  Senior executives, HR managers and any staff involved in health and safety.  
 

Facilitator: Rowly Brown has an extensive career in providing health and safety advice to businesses.  He has  

considerable experience in both workplace inspections, policy development and staff training for OSH, and has been  

involved in health and safety auditing for ACC.  Rowly is currently employed as a Health & Safety Consultant by TrieEx 

Workplace Health, Safety & Wellness Ltd.  

Have a Successful Business - Post Crisis 

Tuesday  27 July, 4:00pm, Christchurch 

 

Business owners and managers who were affected by the crisis, generally lost a lot of top line sales.  In order to grow 

sales, we must make decisions that reduce product or job profits to win business.  This Forum will show you how to make 

decisions that increase product and job profits  
 
Who should attend?  Business Managers, CEOõs, Sales Managers and those involved in production planning.  

 

Facilitator:   Peter Thorby, an Associate of Viago® Ltd, a company specialising in òbringing chaos to calmó in businesses 

and who also takes a special interest in TOC/Lean initiatives.  
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Certified in Production & Inventory Management (CPIM): Master Planning of Resources (MPR) 
The 2nd CPIM Module for Supply Chain Professionals   

Starts Thursday 16 September, Christchurch, 5 half days. 

 

This module explores the processes used to develop sales and operations plans and identify and assess internal and  

external demands and forecasting requirements. The course focuses on the importance of producing achievable master 

schedules that are consistent with business policies, objectives, and resource constraints.  

 

Who should attend: Supply chain professionals wanting to complete their CPIM qualification, master planners and  

schedulers, operations managers, sales and marketing managers, because of the depth on demand planning demand 

managers. 

 

Registrations close on Thursday 9 September.  

 

For further details on this programme and to register online visit www.mea.org.nz and go to Events/Training.  

Workshops/Programmes 

Certified in Production & Inventory Management (CPIM): Basics of Supply Chain Management (BSCM) 
The 1st CPIM Module for Supply Chain Professionals 

Starts Thursday 23 September, Christchurch, 5 half days. 

 

This module explores the basic concepts in managing the flow of materials in a supply chain. In the BSCM, you will gain a 

complete overview of material flow, and an understanding of internal and external suppliers to and from your organisation.  

 

Who should attend: Supply chain professionals wanting the CPIM qualification, master planners and schedulers,  

operations managers and all other employees including managers and supervisors requiring an understanding of supply 

chains and their role in them. 

 

Registrations close on Thursday 16 September.  

 

For further details on this programme and to register online visit www.mea.org.nz and go to Events / Training.  

Workshops are open to all members of your staff, members and non-members of the NZMEA. For more information and to  

register on-line visit: www.mea.org.nz, select Events/Training for the full list of events.  Or you can contact us on  

0800 353 2540 or email: mea@mea.org.nz. 

 

First Line Management 
Starts Monday 2 August, Christchurch, 8:30am -  4:30pm, eight Classes over four months. 

 

The National Certificate in Business (First Line Management) Level 3 focuses on the areas of quality, people and  

performance skills. Knowledge and skills covered in the programme include relevant business skills such as quality  

management, systems and resources, people development, and interpersonal skills. The programme specifies the  

essential oral communication skills required of First Line Managers. It also teaches team dynamics, how to build  

relationships and handle conflict within a team. 

  

Who should attend: This qualification is for people who are, or are training to be First Line Managers (team leaders,  

supervisors, or charge hands etc.)  People in these roles are likely to be responsible for managing people, resources, or 

workplace operations, and may have had a little or no formal training. 
 

Registrations close on Friday 30 July. 

 

For further details on this programme and to register online visit www.mea.org.nz and go to Events/Training.  

Express your views 

on our Blog 

Donõt forget to visit  

us on Twitter  
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By Anna Radford of EverEdge IP  

How to Use Intellectual Assets to Boost Profitability 

Manufacturing and engineering companies can boost  

profitability by better leveraging their intellectual assets. 

 

These assets range from intellectual property and a  

companyõs internal expertise, to marketing and  

communication materials such as sales brochures and  

websites. 

 

Many engineering and manufacturing businesses donõt  

capitalise on the brilliant solutions they provide to their  

customers and regularly give away their ideas, thus  

commoditising their product or service by selling it on face 

value. 

 

For example, some manufacturers who import and sell a  

basic product do not charge extra when making bespoke  

versions.  They therefore miss out on extra margin and 

create long-term damage by selling their products on price 

rather than added value aspects such as expertise or  

research and development capabilities. 

 

This is also a concern for New Zealandõs economy because 

exporters typically add a lot of extra value into their  

tenders, not realising that their offerings are superior to 

international competitorsõ propositions.  Focusing on  

contract specifications without also communicating how 

extra value has been added means customers simply shop 

and buy on price. 

 

As a result, New Zealand businesses lose market share to 

international competitors who present the value-added 

story. 

 

Engineering and manufacturing businesses can strengthen 

their negotiating position and justify a higher price by  

convincing customers that they offer more than is  

available elsewhere. 

 

 

They can also do more to build relationships and brands 

around companies rather than individuals, especially when 

businesses are managed by their founder.  The aim is to  

create a sustainable competitive advantage by  

communicating the potential value in all aspects of a  

business because business brands endure far longer and 

create far more value than do individuals. 

 

The current economic climate presents an excellent  

opportunity for engineering and manufacturing  

businesses. 

 

Many international players have retrenched, so  

New Zealandõs engineering and manufacturing sector can 

gain significant competitive advantage by investing in and 

leveraging their intellectual assets.  This will help them to 

make money from their ideas and create significant,  

sustained value for their businesses. 

 

A quick guide to leveraging intellectual assets 

 

· Develop a strategy that identifies intellectual assets 

and how to gain maximum value from them. 

· Rather than selling a product, sell a solution or benefit. 

· Communicate how the companyõs track record,  

expertise and intellectual property benefits the  

customer. 

· Promote and position the business, rather than an 

individual. 

· Negotiate to include your brand on the end product. 

· Objectively review logos, websites, signage, sales and 

marketing materials, business stationery, and refresh 

or redevelop if necessary. 

 

This article was provided by EverEdge IP. If you require 

further information relating to this topic please contact us 

on email: mea@mea.org.nz or phone: 0800 353 2540. 

Manuals & Training Resources  
for Canterbury businesses since 1999  

V Sales & order 
management  

V Logistics  

V Factory SOPs  

V Machine manuals  

V Health & safety  

V Finance & administration  

V Human resources  

V Payroll  

V ERP user manuals & on -
line help  

V Customer manuals  

V Custom bu ilt for your 
business.  

V Easy to use and understand.  

V On-line and on paper.  

V Always up -to-date.  

www.streamliners.co.nz   
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During the recession, like many other organisations, we  

struggled through. However, during this time we figured 

the best way forward was to help drive a stronger customer 

focus by improving the way in which we do business. The 

first step was to discuss customer needs to understand 

them better. From here we realised that we needed to  

implement a lean way of doing business. 

 

The hardest thing for any organisation that has been 

around for 40 years or so is the thought of implementing 

change. With the Directorõs willingness to open up the  

possibility of finding new ways doing business, this opened 

the door for Lean concepts to be applied. 

 

The initial test body was done via slowly introducing  

individuals to some test changes to see how well they  

reacted to gauge the ease of change. The majority of  

employees were fairly receptive to the idea of something 

new ð on the grounds that it would be sustainable. The 

initial testing period of small change started around  

bringing back the ôteam huddleõ each week. We tried to 

hold these in three different areas of the workplace to see 

where the best fit would be. After  four months of these 

meetings, we started to address things such as team  

identity and the 5S program.  

 

Even with these concepts being new to the team, we have 

already started to see the benefits from the ideology of 

lean. The team morale is high, the productivity is high, the 

quality has improved and waste in some areas has been 

eliminated. The team is now engaged in the program as 

they see the benefits of having a clean, safe and organised 

workplace. This is an on-going concept that I am sure will 

benefit Diecasting New Zealandõs customers as well as the 

team morale leading to continual improvements coming to 

the fore from the team on the ôfloorõ. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

My name is David Mohn and I am the Operations Manager 

at DNZ. I have been with the company since 2009 and  

I am currently in my last year of an MBA. My thesis is  

looking at how Lean and Agile can benefit service-based 

organisations by learning from the successes and failures 

of such systems. If anyone has been down this track and 

would like to share their stories with us at DNZ, or would 

like to partake in my thesis, please contact me on 

 09 444 7133 during work hours or 021 0267 7718 after 

hours. 
 

This article was provided by Diecasting (NZ) Limited. If you  

require further information relating to this topic please  

contact us on email: mea@mea.org.nz or phone:  

0800 353 2540.  
 

 

          By David Mohn of Diecasting (NZ) Limited 

The Lean Journey at Diecasting NZ Ltd. 
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It is not about Lean, nor 6 Sigma nor TOC, it is about  

causing effects that matteré. 

 

Other than ònot enough sales or marginó, the second most  

damaging effect in a business is the impact of interaction  

between resources and/or people, and this can be positive 

or negative (sales and margin, will be discussed in later 

articles). 

 

The typical solution is to find a way to optimise  

performance to save costs. When we do this, we frequently 

compromise desired delivery dates, so we get torn  

between managing costs, or meeting dates, i.e. better 

flow. 

 

The challenge is to balance the use of resources and  

people in a way that lets us meet most of, if not all our 

delivery dates. 

 

The constant show stopper is  ôvariationõ, variation from 

what we thought would happen. For example, how many of 

us complain that we are going faster than planned? More 

often, we are complaining that we are going slower than 

planned. 

 

Lean, 6 Sigma and TOC are process improvement  

methodologies that all have the same end point. It is the 

journey that is different. òWe are doing Leanó, or òwe are 

doing 6 Sigmaó or òwe are doing TOCó are typical  

statements made when the point is lost as to why these 

methodologies are being used. 

 

The point is, they are all techniques for reducing variation. 

What is not understood is that most of the variation is  

introduced by you and your business policies. What you 

currently believe is that variation is introduced by third 

parties, suppliers, customers and the government . Whilst 

this is true, the majority of variation is actually introduced 

by you.  

  

Purchasing rules: 

 

· òObtain the cheapest unit purchase priceó. 

· òOnly buy at the beginning of the monthó. 

· òOnly buy when we hit the MIN triggeró. 

· òOnly buy when you can consolidate freight costsó. 

 

Production rules: 

 

· òIncrease uptime over all resourcesó. 

· òSave setup timeó. 

· òMake bigger batchesó. 

 

Distribution rules: 

 

· òShip to consolidate costsó. 

· òShip to suit production efficienciesó. 

 

Accounting rules: 

 

· òStop selling loss making productsó. 

· òAllocate overheads to find product profitabilityó. 

· òAdd overhead and labour recovery to inventory  

valuesó. 

 

Many of you will read this and say, òso what, we do all of 

these?ó.  When you stop doing these, your business has 

the opportunity to work better.  The problem is that these 

rules have been with us for the last five decades.  However 

in the five decades before that these rules were not  

present. Why? Because the product variation was much 

smaller, i.e. the Ford Model T.  This was the invention of 

mass production in the very early 1900õs.  The above rules 

have been implemented in response to increased  

alternatives in product choice. 

 

Toyota looked at Ford and wondered how they could get 

the benefits of mass production, in an environment of 

òmass customisationó as they had many different  

products. They resolved this, and they resolved it without 

using the above rules. This point  has become lost in  

todayõs world. 

 

The most common mistake I see, is that businesses  

implement òprocess improvementó over the top of òold 

rulesó, the improvements do not materialise, but  

evaporate in the variation. 

 

The challenge is how to increase flow in a world full of 

variation. 

 

So the question is, òwhy donõt we implement those same  

interventions in your business?ó And the answer is that 

you can. 

 

This article was provided by Viago. If you require further  

information relating to this topic please contact us on 

email: mea@mea.org.nz or phone  0800 353 2540. 
 

 

 

 

 

 

 

By Peter Thorby of Viago 

The Juice on Making Your Business Go Better  

GST Update 
 

The Government have launched a  

GST Advisory Panel to help businesses 

with the GST rate increase announced in 

the 2010 Budget.   

 

Visit http://www.gstadvisory.govt.nz for 

more information. 
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Membership Benefits  

 

Support ð we offer support from our HR Advisors and other members, MEAssist, our 90 day service calls, and our qualified list of 

Associate Members.  The Association can also provide export support documentation, as well as business improvement planning via 

NZMEA's business diagnostic tool 'M measure' or a "Solutions for Progress" session.  

 

Awareness and Development ð we arrange our programmes to expose as many new ideas, and repeat a lot of the old ones, quickly 

and clearly, this enables members to decide what ideas are most appropriate or useful for their business. 

 
 

To network with other Members or get assistance from our Associate Membership contact: 

meassist@mea.org.nz or call 0800 353 2540 

 

Our Associate Membership includes a wide range of specialists, consultants and service providers who can assist  

Association Members with: 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
We facilitate relationships and transactions between manufacturers and exporters FREE of charge.  

 

Where the Association facilitates a transaction with Associate Members a standard charge, or referral fee applies. This is invoiced to the  

Associate Member providing the service. These fees vary between Associates and reflect a wide variety of pricing models. The fee is 

constructed to be less than the usual marketing overhead recovery component of an Associateõs pricing which enables a saving for  

Associates while using competitive market pricing which benefits all parties involved.  

ü Strategic Business Development 

ü Business & Technology Planning 

ü Business Coaching 

ü Market Research & Marketing  

ü Export Marketing 

ü Advertising & Branding 

ü Communications & PR 

ü Import & Export 

ü Customs, Logistics & International Freight Forwarding Ser-

vices, Including Part Container Services 

ü Finance, FOREX & Banking 

ü Accounting, Payroll & Tax 

ü Investment Capital 

ü Insurance Services 

ü Debt Collection 

ü Business Sales & Valuation 

ü Research & Development Services 

ü Product & Prototype Development 

ü Product Design Process 

ü Intellectual Property Risk Assessment & Commercialisation 

ü Intellectual Property Patent Registration 

ü Engineering Analysis, CAD & FEA 

ü Project Management 

ü Operations Management 

ü Theory of Constraints 

ü Lean Manufacturing Programmes 

ü Competitive & Agile Manufacturing 

ü Kanban, Production Planning & Scheduling  

ü Condition Monitoring - Products & Services 

ü Risk Management 

ü ERP, MRP Solutions 

ü Supply Chain Management & Certified in Production & Inven-

tory Management (CPIM) 

ü IT Systems ð Design & Implementation 

ü Website & Software Development 

ü Industrial Automation & Control 

ü Recruitment & Selection 

ü Human Resources Management 

ü Conflict Resolution & Mediation 

ü Employee & Immigrant Settlement Management 

ü Management, Leadership & Team Training 

ü Training Analysis 

ü Knowledge & Information Management  

ü Employment Law  

ü Change Management 

ü Temporary Staff 

ü Technical Publications 

ü Business Graphics & Printing 

ü Energy, Water & Waste Auditing  

ü QC & QS Management 

ü Health & Safety Systems & Training 

ü International Travel 

ü Fire Evacuation & Compliance 

ü Drug Testing 

ü Maintenance & Asset Management 

ü Factory & Plant Efficiency & Utilisation 

ü Strategic Pricing 

ü Company Boards & Governance 

MEAssist 

 

We appreciate the support of PRINTSTOP 
  

City Branch - 25 Manchester St 

 

phone:  3777600 /  fax: 3777601 /  website:  www.printstop.co.nz  /  email: jos@printstopplus.co.nz 



Monday Tuesday Wednesday Thursday Friday 

 

 

 

 

 1 

National: Bill English Lunch  -  

Auckland 

2 

 

5 

Programme: CPIM -  

Detailed Scheduling and 

Planning 

 

 

 

6 

Forum: Industrial Product 

Branding 
 

Forum: Have a Successful  

Business - Post Crisis  -   

Auckland 

7 

 

8 

 

9 

12 

 

13 

 

14 

 

15 

Forum: Developing Products 

to Deliver Value  

16 

 

19 

NZMEA Council Meeting 

20 

Forum: Consistant Culture of 

Excellence, Todd Blackadder 

21 

 

22 

Forum:  Effective Health & 

Safety Systems 

 

Forum: Creating Wealth from 

Ideas -  Auckland 

23 

26 

 

27 

Forum: Have a Successful 

Business - Post Crisis 

 

 

28 29 

Forum:  Communication and 

Motivation 

30 

 

2 

Programme: First Line  

Management 

 

 

3 

Programme: First Line  

Management 

4 

 

5 

 

6 

9 

 

10 

 

11 

 

12 

Programme: First Line  

Management - Auckland 

13 

Programme: First Line  

Management - Auckland 

 

Canterbury Furniture  

Manufacturers Trade Group 

16 

NZMEA: Executive Meeting   

17 

 

18 

 

19 

Forum: Coping with the  

Unexpected 

 

Forum: Developing Products 

to Deliver Value - Auckland 

20 

 

23 

 

24 

 

25 

 

26 

Forum: Quick Changeovers 

27 

July 

August 


