Life Cycle Management for Industrial and Medical Electronics
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A professional Life Cycle Management through an EMS provider gives the customer a long-term benefit through con-
tinuous and pro-active care of his assembled boards and systems. Among other things he gains from an evident work-
load reduction, setting free core resources such as time, know-how and creativity.

What does a product need, and at what time, to deserve the rating «successful» at

the end of its lifecycle? In order to answer this central question in the field of In-

dustrial and Medical Electronics, where durability and safety are highly relevant,

professional Life Cycle Management is increasingly required. Only with expert ad-

vice can overall costs be optimized, long-term obligations secured and obtained

field experience be directly transferred into the development of new products.

Life Cycle Management (LCM), a
buzzword that has been a long-
running success since its introduc-
tion in 1966/67 by the economists
Vernon und Hirsch. Providers of
Electronics Manufacturing Services
(EMS), operating in the persistent,
complex and safety-conscious
field of Industrial and Medical
Electronics, notably promote this
term, which describes the path
from product development to
serial production to After Sales
Services (see figure). «However,
what is understood under this
term varies widely», says Christian
Pabst, manager DSCWM at Enics
Switzerland.

For Enics, LCM means networking,
managing and producing all the
services a assembled board or
system requires within its lifecy-
cle. Pabst: «Farsighted thinking,
combined with the continual care
of their products and an acute
reduction in workload, are the
long-term benefits our customers
profit from LCM.» The competitive
advantages lie in lower overall
costs, higher security regarding
contractual obligations with end-
customers and an immense gain
in know-how, which is directly
transferred into the improvement
of successor products. But pre-
cisely how can these competitive
advantages be realized?

Invaluable: customer benefits
through LOW

For instance, an EMS provider de-
voted to an active LCM will use an
assortment of standard compo-
nents for the circuit design as-
sembly. With this, the long-term
availability of a second supplier
and beneficial price competition,
through bulk demands, is secured.
This would not work without pro-
fessional component management
and continuous market observa-
tion. Life Cycle Management gen-
erally optimizes the New Product
Introduction (NPI). But how fast
and cost-effective the bridge be-
tween product development and
introduction into the market is,



depends significantly on how well
the various experts have worked
together right from the beginning
of the project, and on how well
the production aspects have been
considered.

«Another reason that makes LCM
worthwhile for the customer is
that experiences from field re-
turns can directly and continu-
ously be integrated into the de-
velopment of successor prod-
ucts», explains Christian Pabst.
LCM also allows further cost re-
ductions and an improved image
in the case of spare parts and/or
substitute devices that are pre-
sumed to be available 20 or 30
years from now, because the end-
customer has contractually been
guaranteed this. Here Life Exten-
sion is the key word. «The ser-
vices included in this make sure
that a product or system does not
have to be taken off the market
because of discontinued compo-
nents. Instead it can be repaired,
maintained and re-produced at
any time, or can meet new re-
quirements through re-design»,
the Enics expert defines.

Evident: Service Network

«Enics' Life Cycle Management
includes around 30 coordinated
service packages», says Stefan
Studerus, project manager for
LCMW at Enics Switzerland. This
means a wide range of services,
which make high demands on the
provider (see «LCM checklist»). To
achieve a successful Life Cycle
Management it is essential that
the EMS partner smoothly organ-
izes and coordinates each of
these services. This can only be
accomplished by having all of the
corresponding competencies
available under one roof. For ex-
ample, the development engineer
can then communicate directly
with the expert in maintenance
when a question regarding Life
Extension arises. The more
straightforward the cooperation
is, the better. A common corpo-

rate culture, geographical vicinity,
transparent processes and readily
available documentation build the
basis for this structure. Further
customer benefits in Life Cycle
Management are the possibility to
transfer internal corporate tech-
nologies to cost-competitive
countries, or the use of a profes-
sional logistics chain.
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Trendsetting: LCW for

complex systems

Many Original Electronics Manu-
facturers (OEMs) of demanding
and safety-relevant industrial and
medical electronics have already
recognized the benefit a profes-
sional LCM through an EMS part-
ner can bring and are making use
of it. What kind of development
can they expect? «The whole re-
cycling of industrial products and
systems will gain in importance
and will generate new services»,
believes Christian Pabst. «And we
are convinced that the demand
for LCM for systems will strongly
increase», adds Stefan Studerus.
For the providers of these ser-
vices this means that the com-
plexity will continue to grow, es-
pecially when highly integrated
systems, produced in @ myriad of
varying article configurations, are
involved. An EMS company that
has chosen to go for LCM will be
able to expand its expertise in
test development, mechatronics,
embedded systems or concepts
for After Sales Services.

«In the Life Cycle Management of
systems, advantages such as an
apparent reduction of interfaces,
or a faster NPI, are even more
obvious», the specialists stress,
and both agree on their assess-
ment of the future: «Most defi-
nitely the greatest benefit for the
customer - today and tomorrow,
for PCBAs and systems - lies in
the fact that LCW through an EMS
partner means a long-term disbur-
dening of the demanding care
that established products need.
Core resources such as time,
know-how and creativity are
gained and can be invested into
the development of new success-
ful products!» «
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