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Motor Spare Parts

History

Motor Spare Parts, commonly known simply as MSP, is a multinational auto spare parts supplier and manufacturer headquartered in Tokyo, Japan. As of July 2013, MSP has 35,115 employees worldwide. MSP is the world's largest auto spare parts supplier and manufacturer by sales and production. 

The company was founded by Cheiko Takahashi in 1939 as a spinoff from his father's company, Takata Industries, to create automobile spare parts. Three years earlier, in 1936, while still a department of Takata Industries, it created its first commercial spare part, the component AZ engine exhaust, and, in 1938, its first catalogue of commercial offering of automotive spare parts.

MSP's management philosophy has evolved from the company's origins and has been reflected in the terms "Lean Manufacturing" and “Just In Time Production,” which it was instrumental in developing.

In April 2006, the MSP adopted the "MSP Code of Conduct 2006," an expression of values and conduct guidelines that all MSP employees should embrace. Under the two headings of Client Satisfaction and Continuous Improvement, MSP summarizes its values and conduct guidelines with the following four principles:

1. Long-term thinking as a basis for management decisions

2. A process for problem-solving

3. Adding value to the organization by developing business benefits and its people

4. Recognizing that continuously solving root problems drives organizational learning
Worldwide Presence

MSP has factories and distribution points in most parts of the world, manufacturing or assembling parts for local markets. MSP has manufacturing or assembly plants in Japan, India, Indonesia, Poland, Spain, United Kingdom, France, Czech Republic, Turkey, South Africa, Colombia, the United States, Brazil, and more recently, Argentina, China, and Russia.
Financial Data

This table reflects MSP's net revenue by geographical regions for the fiscal year ended 31 March 2013.
	Geographic region
	Total sales (USD $ in millions, 

translated from JPY ￥)

	Japan
	81,586

	North America
	89,820

	Europe
	31,153

	Asia
	15,510

	Others
	13,426


Key Stakeholders

European Financial Controller—Chris Hughes

Chris is MSP’s European Financial Controller and is based in London. Chris wants to grow the company’s footprint in Europe and has a good working relationship with Dan Lozier, the Global CFO for MSP. 

Chris is a numbers person and, on many occasions in the past, he has seen that the promises made by consulting firms fail to deliver the projected benefits.

Chris has been reading recently of the successful “Smarter Planet” strategy that IBM is promoting and thinks this could be a way forward to help reduce the expensive transportation costs the company currently incurs. However, Chris is no fool and wants to see the cost of such a project and the ROI as well as IBM sharing some of the risk as well.

Chris needs to be convinced of the value IBM will bring in this proposal as he needs to present his business case to Dan, who has asked for an action plan from the different areas of the business to ensure that MSP will increase benefits and grow throughout the current economic downturn. 

European Human Resources Manager—Nicky Lane

Based in London, Nicky is responsible for all the HR decisions at a European level. Following Dan’s request for an action plan for increased benefits and growth, Nicky is keen on the idea of growing the company by acquiring new talent / skills and incorporating this knowledge across the company. 

Nicky realizes that MSP’s current market share is shrinking and that they have little investment in R&D. Nicky would like IBM to identify the benefits of acquiring the niche company she has identified. She believes this would open up new avenues to reducing production costs and simplifying development of new products. Nicky feels that once this company is integrated into MSP, the knowledge could be easily replicated throughout the Global sites.

However, Nicky is not aware if an investment in a Knowledge Management system would provide the benefits required to justify its cost.  

Issues

Nicky does not like Chris’ idea of Smarter Planet as Nicky interprets this as the same amount of work but done by fewer people. Nicky sees the need for a change of culture, to harness the current talent or new talent bought in, and to make this a real team; sharing knowledge and learning from each other to make sure MSP grows from within.

Chris sees no great benefit in R&D; after all, its car spare parts MSP deals with, not medicine! Buying the correct company can be a costly process; however, the benefits, if real, can be very rewarding. Chris also feels that currently, MSP is like an old, worn out automobile, slow and difficult to change directions; and that it should be more like a high performance sports car, quick and agile that allows it to move into new markets and not carry so much weight around. 

Situation for IBM

You are currently working with MSP on another project and have been approached by both Chris and Nicky to help them develop a business case that addresses the initiative from Dan Lozier in Global Finance that could also lead to additional work for IBM. 

You are now tasked with working together with two key stakeholders, who have differing opinions, to develop and create a business case that they can take to the Global CFO. This business case should be sound and meet the requirements of Chris and Nicky as well as help IBM to firmly establish itself as the partner to go forward with. In addition, a successful business case will greatly help with the career prospects of the person proposing it. Therefore, you may want to consider how you can get both stakeholders aligned, thus reducing your own amount of work and keeping both stakeholders happy!

You will need to base any business case on reliable data in order to justify any investment and as such, you have access to various information from the Benchmark Wizard, Client Business Value tool, and so on.

The project will last for a period of 6 weeks at which point the business case should be ready for presentation to the Global CFO.

During the next 2 days of the course, you may need to do the following things:

1. Meet up with the two MSP stakeholders, using an initial client meeting, to clarify their thoughts, requirements, plans, and so on, and clearly establish their compelling need to act in order to assess the opportunity for IBM. 

2. Once you have gathered this data, you will then need to develop your initial draft business case.

3. Present this to the IBM Partner for MSP and the Risk Manager for the Auto Industry. 

4. You will then need to incorporate the feedback obtained from the IBM Partner and RM to your Business Case.

5. Present your business case back to both the MSP stakeholders in order that they can decide whether they will go ahead with what you propose and present this to the CFO of MSP.
Case Study: Motor Spare Parts (MSP)


London, UK


Background and Research Findings





February 5, 2013








IBM Business Analysis and Optimization (BAO)





GBS Big Data Bootcamp - GMU Session











Pre-read                                                                                                                                                         Pre-read_MSP_Case_Study_Intro.doc
© International Business Machines Corporation 2014 
                                   Page 1 of 5
IBM Internal Use
Pre-read                                                                                                                                                         Pre-read_MSP_Case_Study_Intro.doc
© International Business Machines Corporation 2014 
                                   Page 5 of 5
IBM Internal Use

