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Renoir has really 
brought a very 
important aspect to our 
organisation: improved 
“Monitoring and 
Controls”. All people on 
the shop floor have 
learnt a lot from them. 
– VP (Operations) 

 

Renoir’s team have 
really opened our eyes 
by challenging our 43 
year old technology and 
standards, producing  
fantastic results by 
reducing quality 
deviations and 
improving quality. 
Through rigorous and 
aggressive interactions 
we have improved our 
approach towards 
developing and 
strengthening systems. 
– Quality MAT chairman 

 

The current Sales and 
Marketing team being 
developed is superior to 
earlier team. The 
current team does not 
work in silos and they 
take efforts that delight 
the customer. – VP 
(Marketing) 

 

MATs Chairman should 
follow the Project Uday 
methodology. Leading 
from the front helps 
immensely to improve 
the operational 
performance and will 
help reduce cost of 
operations. – Chief 
(Finance and Accounts) 

 

     

  

   

  

Tayo Rolls Limited, a subsidiary of TATA Steel, was formed in 
1968, in collaboration w ith Yodogawa Steel Works of Japan. 
Since its inception, Tayo has been a market leader and has met 
the country’s vast roll requirements for a w ide variety of 
industries, as the only organised Sector Company in this business. 
The annual capacity of Tayo is 13500 MT of Cast Rolls, 3000 MT of 
Forged Rolls and 5000 MT of Engineering Forgings. 

Scoping Phase: In June 2010, Tayo Rolls planned for a complete 
turnaround of its business with the help of Renoir Consulting. By 
developing and implementing an effective Management Control System for 
Sales and Operations management, Tayo’s management hoped to achieve 
significant growth in its Top Line by improving margin. Renoir conducted a 
dip stick study focusing primarily on opportunities of cost reduction and 
found “Inventory Management” and “Cost of Quality” to be two major 
areas in order to get benefits.  

 

 

PROJECT APPROACH: Renoir carried out a 30 week programme, 
“Project Uday”, to develop and implement: systems and processes for 
production, planning, maintenance, quality, sales and marketing areas. 
The following framework was used for the programme: 

Initiating Change: Renoir carried out an 8 week programme to engage 
the entire organization in initiating change. The purpose of this exercise 
was solely to make the organization understand and own the existing 
problems, ensuring smooth solution development and implementation. 
During Renoir’s Focus Process™, various exercises, brain storming 
sessions, observation studies and data studies were conducted to unearth 
the potential. A value stream mapping exercise was done to pin point the 
bottleneck operations.  

Implement Change: The Project Uday team worked in four different 
areas with the help of Management Action Teams (MATs) as follows: 

1. Production and Planning MAT: - A new production planning 
system improved stage planning and planning accuracy. Physical 
inventory verification revealed higher than recorded inventory 
(434 rolls), prompting actions for rationalization and permanent 
fixes. A WIP tracker and buffer model helped to improve dispatch 
planning compliance. 

2. Maintenance MAT: - Improved Condition Based Monitoring and 
Preventive Maintenance systems along with a daily breakdown 
tracking log and Root Cause Analysis (RCA) of breakdowns 
resulted in reduction of breakdowns in all sections. 

3. Quality MAT: - New systems were implemented for incoming raw 
material checking and in-process quality checks for each operation 
and a rigorous RCA of rejections begun which resulted in a 
reduction of rejections and the internal cost of poor quality. 

4. Sales and Marketing MAT: - New Systems improved effectiveness 
and efficiency across sixteen system elements. 
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Sustaining Change: System Audits & KPI based operational scorecards for each MAT will ensure continuous improvement 
in Sales and Operational Performance across the entire business. Standard Operating Procedures with new systems and 
streamlined processes will be handed over to respective process owners viz., VP(O) and VP(M) to ensure sustainability. 
 

 

The Results: The team’s goals included reduction of metallic cost per kg, rationalisation of excess slow and non moving 
inventory of rolls and scrap, developing and tracking collection plans to reduce debtors, and reduction of internal cost of 
quality, resulting in improved cash flow of Rs. 7.7 crores and accrued benefit of 1.67 crores at February’2011, translating into 
recurring annualized benefits of Rs. 6.07 crores. Close monitoring and tracking has helped to reduce Contingent Liabilities by 
Rs. 2.92 crores. In addition, there has been a reduction in downtime for all sections, reduction in rejections and a reduction in 
the cycle times of certain grades of rolls, as well as a reduction of WIP inventory.  
 

 
 
 

 THE RENOIR GROUP 
The Renoir Group is a world leader in implementation consulting.  Founded in 1994, Renoir has offices in the US, Brazil, UK, 
Europe, Middle East, South Africa, India, China, South East Asia, Australia and Russia. With over 250 fully employed and highly 
trained consultants, their work across a wide range of industry sectors gives them a broader perspective of the issues facing 
your business, allowing them to be sensitive to your unique challenges, culture and specific business issues.  This cross-
pollination ensures truly effective and sustainable solutions.  
 
Renoir offers a low risk approach and investment that delivers real and very significant results to the bottom line or operational 
performance, in rapid timeframes. Their implemented solutions and measurable financial results have a lasting impact on the 
competitiveness and performance of their clients’ businesses with the safety of a fixed price. 

Contact Renoir at renoir.office@renoirgroup.com or a regional office and let them help you execute your strategy. 
  

Australia/New Zealand, +61 2 8216 0901 Oil & Gas Division-USA, +1 713 300 8949 
 Austria, +43 1227 87200                  Philippines, +632 849 3960 

Brazil, +55 11 3521-7319    Russia, +7 905 2666 797 
China, + 86 10 6599 7934   South Africa, +27 11 881 5615  
Germany, +49 69677 33459   Switzerland, +41 22 819 9417 
India, +91 22 670 78762   Thailand, +66 2 627 9368 
Indonesia, + 62 21 5290 9139   United Arab Emirates, +971 2 406 9873 
Malaysia, +603 216 84401   United Kingdom, +44 1865 481446 
Mauritius, +230 203 6600   USA/Canada, +1 888 236 2945        
Oil & Gas Division-UK, +44 1224 626669  Viet Nam, +84 43936 7905 
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