
and co-founder.
What inspired Holland to take on

the commercialization challenge
was hearing the encouraging class-
room observation of Joe Sandor,
then a professor at the University of
Chicago, who said: “What’s lacking
in the world is an automated way to
do feature-based analytics against a
given company’s purchase order
files and CAD drawings.”

Sandor, now a Michigan State
University professor of supply-
chain management, also reminded
his student of the drawback of man-
ual methods. (Although an Excel
spreadsheet can correlate features to
costs, the process is too laborious
and restrictive.) 

Sandor’s conclusion: “The world
was waiting for the Akoya solution,

a software capability that routinely
allows buyers to look at large and
complicated bills of material and
make sense of the parts’ cost relation-
ships to one another. It’s one of the
most compelling needs of the pro-
curement and supply chain world,”
says Sandor. 

Akoya’s software is able to take
input from the company’s existing
files and, through regression analy-
sis, identify pricing and cost trends
as they relate to part configurations.
Simply put, Akoya’s solution can
quickly compare the characteristics
of thousands of parts with the as-
sumption that similar characteristics
should have similar costs. At that
scale manual methods might take
years.

“If OEM’s adopting the software
continue to browbeat their suppliers,
at least they will browbeat with some
specifics that they can both agree on
and are actionable,” jests Sandor.

Consider feature-based cost ana-
lytics a tool for both purchasing and
engineering, adds Sandor. “Engi-
neers need to know the cost implica-
tions of their design decisions.” 

Sandor also emphasizes that the
solution has applicability broader
than purchased parts or new part de-
signs. In addition to sharpening
make vs. buy decisions, Akoya’s so-
lution opens up savings potential
with legacy parts. “Even if your pur-
chasing and parts design processes
are leading edge, consider the legacy
of parts that don’t get a lot of atten-
tion once they’re in production.” 

He speculates that Caterpillar, for
example, may have more than a half
million distinct parts in that cate-
gory. “Normally companies don’t re-
view them. In conventional thinking,
engineers just assume what was done
yesterday was right and proceed to
today’s priorities.” Adds Holland:
“With feature-based cost analytics,
companies can build cost control
into their products.”

jteresko@industryweek.com
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ROUTINELY HARASS PART suppliers
with demands for across-the-
board price cuts? Not Peoria,

Ill.-based Caterpillar Inc. 
Instead of beating up on suppliers

with unfocused demands, two Cater-
pillar managers, 
Nelson Jones and Syamala Srinivasan,
pioneered an alternative, a unique part
analysis software tool that quickly and
easily recognizes cost-reduction op-
portunities in a design configuration.
The goal, as they saw it, was to auto-
mate the identification of logical op-
portunities for cost-reduction collabo-
ration.

The good news is that not only
were Jones and Srinivasan successful,
but now anybody can implement the
cost-analysis solution. The technology
was spun off in 2003 and is now com-
mercially available. The Peoria, Ill.-
based startup Akoya Inc. now has Cat-
erpillar as its largest customer, says
Brett Holland, chief operating officer

FEATURE-BASED COST ANALYTICS

>  PROCUREMENT

Direct spend cost reduction is the primary bottom-line benefit, says Akoya Inc.

Brett Holland:
“With feature-
based cost analyt-
ics, companies
can build cost
control into their
products.”
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