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OUR

MISSION...

CHANGE

BETTER
KAI

ZEN
CONTINUOUS

IMPROVEMENT
-

Everyone!

Every day!

Everywhere!

KAIZEN

+

=
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Kaizen Institute Consulting Group

Worked with

Shoichiro

Toyoda

and Taiichi

Ohno

1976 1985

Foundation of Kaizen Institute

Zug, CH

Today1980

Worked for 

the Japan

Productivity

Center

19621955

Masaaki Imai born in Tokyo, Japan

1930

Kaizen Institute Published Books - Masaaki Imai, Euclides Coimbra & Alberto Bastos 

30+ years of 

Experience in
KAIZEN Lean

Transformation
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Founded in 1985

+45
Sectors

+60
Countries

5

WE DELIVER VALUE
AND RESULTS, THROUGH OUR 

CONSULTING AND TRAINING SERVICES

+700
People
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Our Presence

Kaizen Institute Worldwide

Countries where we have

Kaizen Institute offices

We are based in the  

following countries  

around the world:

Angola

Austria  

Brazil  

Canada  

Chile  

China  

Colombia  

Croatia

Czech Republic  

Finland

France  

Georgia  

Germany  

Hungary  

India  

Italy  

Japan  

Kenya  

Malta  

Mauritius

Mexico

Netherlands  

New Zealand  

Nigeria   

Poland 

Portugal

Qatar

Republic of Ireland  

Romania

Singapore

South Africa  

Spain

Switzerland (Global Operations)  

Thailand

Turkey

United Arab Emirates 

United Kingdom

Ukraine

United States of America
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KAIZEN in All Sectors of the Economy

DISCRETE PRODUCTION & ASSEMBLY CONTINUOUS PROCESS INDUSTRIES TRANSPORTATION & WAREHOUSING

SERVICE BASED, RETAIL & HOSPITALITY PUBLIC SECTOR& HEALTHCARE PROJECT BASED MINING, OIL, GAS, & 
CONSTRUCTION
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WE TRANSFORM TEAMS INTO REAL KAIZEN PLAYERS, CAPABLE 

OF LEADING CHANGE WITHIN THEIR ORGANISATIONS

Daily KAIZEN
Under the Daily KAIZEN programme, teams and their 

leaders acquire management and problem-solving skills 

that will enable them to improve their results. 

They will be able to design and implement incremental 

improvements in their teams.

Value Stream KAIZEN
With the Value Stream KAIZEN skills, leaders will be able to 

improve business processes by implementing innovative 

solutions together with project teams.

They will transform interdepartmental processes, contributing 

with disruptive improvements to key performance indicators.

Strat KAIZEN
The success of the business strategy will be made 

possible through an effective methodology of selecting 

strategic initiatives, deployment across the organisation 

and gaps correction. 

The strategy will be understood by all collaborators and 

each one will have a clear contribution for the growth of 

the organisation.

Consulting
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WE ENSURE THE SUCCESS 
OF OUR CUSTOMERS, 
WITH A HANDS-ON
APPROACH

10

Our approach is practical, pragmatic
and collaborative
We work with our customers' teams, in their Gemba, at their place of work, be it an 

industrial or office environment. We are on site where the action takes place and 

observe the opportunities first-hand.

The contribution of the teams is key for the success of any 

transformation
From day one, all collaborators are involved in the project. During implementation, our 

customers' teams develop skills that will enable them to build sustainable improvements. 

We support the implemented solutions with analytical 
tools
The decision processes are supported by robust data collection and data-processing 

models, from the diagnosis phase to the project implementation phase. This information 

is arranged in a simple, visual way, and is accessible to everyone. 
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Only 12% of the 
companies listed in the 
Fortune 500 magazine in 
1955 are still part of this 
list after 63 years

1955 
vs

2018 
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Share
Memories,
Share Life

Change Resistance
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Never be
without 
a Movie

Change Resistance
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Change Resistance
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When a paradigm changes, 

everyone goes back to zero
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“ON THE ORIGIN OF SPECIES BY MEANS OF NATURAL SELECTION” (1859) - THEORY OF EVOLUTION: CHARLES DARWIN 

IT IS NOT THE STRONGEST SPECIES THAT 
SURVIVE, NOR THE SMARTEST, BUT THE 
MOST ABLE TO CHANGE

“

”

The survival of the fittest
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Learning Effort, 

Many Organisations Fail in Lean Implementation Programmes

Only 20% of the organisations 

that started a Lean 

implementation achieved 

success...

Source: Survey to Executives of 184 Organisations by Bain & Company
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REASONS FOR LEAN TRANSFORMATION FAILURES

30%

70%

OF TRANSFORMATIONS 
FAIL

Other 
obstacles

Main reasons

Management does not
accept change

Budget / Limited 
Resources

Change resistance 
by the collaborators

33%

14%

14%

39%

ON AVERAGE THE RESULTS ARE NOT BRILLIANT
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Resistance to Change

KAIZEN cannot be delegated, it has to be led!
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Top Management Engagement

All successful KAIZEN Transformations were led by a 

Present and Interventive Top Management

All successful Management Teams participated in 

KAIZEN Events / Projects

ONLY STRONG MANAGEMENT LEADERSHIP 
WILL GET THE ORGANISATION ON THE NEW PATH… 
I UTILISED MY AUTHORITY TO THE FULLEST EXTENT
TAIICHI OHNO, EVOLUTION OF THE TOYOTA PRODUCTION SYSTEM

”

”
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2. Create Flow

Efficiency

KAIZEN is Based on Fundamental Principles

1. Create

Customer Value

Capture the  Voice of 

the Customer

Quality First

Improve Customer

Experience

4. Empower

People

Develop high 

performing teams

Set strategy aligned 

team goals

No blaming

Long Term Thinking

Speak with Data

PDCA/SDCA

Reflect, Learn & 

Improve

5. Be Scientific & 

Transparent

Gemba = where Value 

is Added

Go to Gemba to solve 

problem at Root

Cause

Standardize

processes

3. Be Gemba 

Oriented

Reduce Muda, Mura 

and Muri = waste

Implement actions to 

improve the End-to-

End Flow

Pull at Customer

demand
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Goal: Creation of Flow and Elimination of NVA

Suppliers Value Stream Consumers

ELIMINATE NON VALUE ADDED (NVA) ACTIVITIES 

THROUGHPUT TIME PRODUCTIVITY COSTS

LESS STOCKS

REDUCED 

COMPLEXITY

LESS COST

HIGHER 

FLEXIBILITY

BETTER 

SERVICE

BETTER 

QUALITY
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Eliminate Muda (Waste)

Added Value (VA) Definition

What represents Added Value (VA) in your 

Company?

“ONLY ACTIVITIES THAT THE 

CUSTOMER IS WILLING TO PAY 

FOR.”

Taiichi Ohno (1912-1990)
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Eliminate Muda (Waste)

Added Value vs. Muda

Move | Store | Remove | Count | Copy | 

Search | Group | Handle | Inspect | Order |

Signal | Discard | Repair | Check | Restart |

Monitor | Print | Disassemble | Write |

Sequence | Process | Clean | Adjust |

Cancel | Change

WHICH TASKS 

TRANSLATE 

TYPICALLY 

INTO ADDED 

VALUE?
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Eliminate Muda (Waste)

Added Value vs. Muda

Muda Activities (Waste) Added Value Activities

1st STEP 2nd STEP 3rd STEP

Eliminate what consumers and 

costumers don’t care about (Muda)

Reinforce Added Value Perceive what is Added Value to 

consumers and costumers

KAIZEN
Method

Muda
VALUE

Muda

Muda
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Eliminate Muda (Waste)

Added Value vs. Muda

LinksSBE/2.Standard Work in Car Assembly - Shortcut.lnk
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Vídeo

Exemplo de Office Automation

ANTES DEPOIS
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Lean Analogy

Implement Kaizen to become Lean 
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Analogy

Decision/commitment of the self, 

cannot delegate

Intense exercise, calories cutting, calories counting, 
frequent measurements (breakthrough improvements)

New routines, study the subject, weight 

monitorisation (incremental improvements)

DAILY KAIZEN

LEAD THE CHANGE

VALUE STREAM

KAIZEN

BREAKTHROUGH 
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KAIZEN CHANGE MODEL

3 Pillars to Implement a CI Culture

STRATEGY, PROJECTS & TEAMS DEVELOPMENT

KAIZEN CULTURE
PARADIGMS

CHANGE

CAPABILITY

Strategy Development process for

Business Breakthrough
MD M       M      M    M

Project Framework to transform

Value Stream ProcessesPM A       B       D    E

Maturity Model to develop

Team Improvement Skills
TM     TM     TM    TMTL

DAILY
KAIZEN

TO CHANGE

BEHAVIOURS & CULTURE

VALUE STREAM
KAIZEN

TO GET BREAKTHROUGH 

RESULTS

STRAT
KAIZEN

TO GET MANAGEMENT 

DIRECTION & COMMITMENT

How will we Develop

Improvement Behaviours  and 

Sustain Improvements ?

How will we Design & 

Implement Breakthrough 

Improvement  Initiatives ?

How will we Manage the 

Business to achieve 

Breakthrough Results ?
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KAIZEN CHANGE MODEL

3 Pillars to Implement a CI Culture

STRATEGY, PROJECTS & TEAMS DEVELOPMENT

KAIZEN CULTURE
PARADIGMS

CHANGE

CAPABILITY

Project Framework to transform

Value Stream ProcessesPM A       B       D    E

VALUE STREAM
KAIZEN

TO GET BREAKTHROUGH 

RESULTS

How will we Design & 

Implement Breakthrough 

Improvement  Initiatives ?
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Breakthrough KAIZEN



© Kaizen Institute 36

Value Stream Planning to get Breakthrough Results
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Value Stream Mapping
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Value Stream Planning to get Breakthrough Results
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Customer Experience Map
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PROCESS STATES:

Wish to Travel
Explore 
Options

Select the 
Holidays

Book the Trip
Plan Meals and 
Events

Travel to 
Location

Holiday 
Experience

Travel back 
Home

Remember the 
Experience

• Find out the date of

school holidays

• Discuss with family 

and friends 

• Search in Travel 

Sites

• Know the costs

• Discuss with the

family

• Search details on the 

internet for the 

favourite among 

options

• Book the cheapest 

flight satisfying all 

needs of the family

• Make some 

bookings for dinners

• Search and book 

interesting tours

• Pack up

• Print the tickets

• Plan transport to the 

airport

• Organise activities at

the hotel 

• Do everything as 

planned

• Pack up

• Plan the meals for 

the journey

• Plan transport to the 

airport

• Make a digital album

• Send photos to 

friend and family

• Tell friend about the 

experience

• None • Compare the prices 

for different 

destinations and 

travel packages

• Compare prices of 

different itineraries 

• Book the cheapest 

flight satisfying all 

needs

• Book cheapest hotel 

satisfying all needs

• None • Inform in case of 

delayed flights

• Rebook flights if one 

connecting flight fails

• None • Pack up

• Plan the meals for 

the journey

• Plan transport to the 

airport

• Allow the publication 

of photos and 

comments

E
m

o
ti

o
n

a
l 
S

ta
te

Happy

Sad

• Offer examples of 

itineraries for family 

holidays 

• Allow searches for 

multiple 

destinations, e.g.

low-cost options in 

Europe

• Supply hotel 

reviews by families 

who have been 

there previously

• Explore journey 

options with booking

of restaurants and 

tours 

• Develop proactive 

rebooking's based 

on the travel profile

of the family

• Organize hotel 

activities

• Provide everything

as planned

• Develop proactive 

rebooking's based 

on the travel profile

of the family

• Provide the 

possibility to easily 

share photos and 

comments on the 

itinerary 

EXAMPLE OF A CUSTOMER EXPERIENCE MAP FOR AN ONLINE TRAVEL AGENCY – BOOKING OF A FAMILY HOLIDAY TRIP
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Breakthrough Process

page 40

Transversal to any methodology/area

KBS Introduction - Main File - PT

OPERATIONAL AREAS TRANSACTIONAL AREAS

DISCRETE PRODUCTION & 
ASSEMBLY INDUSTRIES

CONTINUOUS PROCESS 
INDUSTRIES

TRANSPORTATION
& WAREHOUSING

SERVICE BASED, RETAIL 
& HOSPITALITY

PUBLIC SECTOR
& HEALTHCARE 

PROJECT BASED MINING, 
OIL, GAS, & CONSTRUCTION
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“Success is assured”…

Material Flow
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Used tools:

• Process Mapping, Standard Work, Daily Kaizen and Capacity Calculation

Pictures before

Pictures after

Problem definition

Value & Impact

Before State Target State
Cliente final

Llamada teléfono a 

atención al cliente
Explica siniestro

Recepción de la carta y 

envío de imformación 

Envío de 

documentación 

-Mail y Fax 90%

-Correo 10%

Tiempo neto 53,61 

min (1º decisión)
Envío de doc. En falta

Atención al cliente

Identificacion del 

contrato y verificación 

previa

Dar de alta pre-

siniestro en Review:

-Nombre

-DNI

-Partner

-Causa

Revisión del Excel y 

buscan en XO los 

datos contrato y cond. 

Particulares

Realización de 

pantallazos con info 

de XO

Envío por Mail de 

pantallazos y contrato 

del cliente (a todo el 

equipo)

Recepción de doc. 

Registro y envío a 

admón

L.T. interno 15,59 días 

(1º Decisión)

Recepción doc. 

Registro y envío a 

admon

Administración 

siniestros (Persona 1)

Una/Dos veces al día 

se verifica la entrada 

de nuevos siniestros

Separación de 

declaraciones de PI y 

se lo pasamos a At. 

Cliente

Compartir excel 

filtrado solo PI y se lo 

pasamos a At. Cliente

Administración 

siniestros (Persona 2)

Apertura contrato en 

Gipsy en el módulo de 

contratos

Apetura del siniestro 

en Gipsy

Creación de la 1º carta 

de petición de 

documentación

Impresión en auto y 

salida por la impresora

Indexar la 

documentación en 

Review en el siniestro

Preparar cartas para 

envío y dejar en 

recepción (2/día)

Recepción de mail y 

busqueda en gipsy del 

siniestro 

Adjuntar doc. En  

Review e 

identificación de 

documento

Falta docmentación 

55%

Recepción de email 

con doc en falta

Buscar exped. En gipsy 

y cargar en Review 

colocar tramitador y 

estado

Prooveedor 

ensobrado de cartas

Recogida y envío de 

cartas

Tramitación  envío 

como el resto
Rechazo Aceptada

Envío y almacenaje de 

la validación

Indexar doc. En 

Review y registro de la 

doc en contact center

Lanzamiento de batch 

de pagos (1 a la 

semana)

Realización de 

controles de pagos (1 

vez a la semana)

Realización de 

reporting de pagos (1 

mes)

Envío de control 

compliance para 

control de tercer nivel 

Almacenar las 

validaciones

Tramitador (Equipo de 

2)

Ver lista de doc. 

Nueva agregada en 

Review

Abrir exped. En gipsy y 

la doc

Revisar que estan los 

datos correctos en 

gipsy y que todo es 

coherente

Revisar doc. Cliente y 

estudio de la 

documentación 

Creación de la carta en 

gipsy para solicitar 

info complementaria

 

Entrar en el exp en 

gipsy revisa nueva 

doc.

Creación de la carta de 

rechazo en gipsy

Calculo de importe a 

abonar

Según el importe se 

puede pasar a validar

Si es mas de 6KEuros 

se imprime una 

caratula y se escribe a 

mano explicación

Se pasa fisicamente a 

la mesa del 

responsable

Pasar la caratula a 

administración para 

almacenaje

Registrar el pago en 

Gipsy y registro de la 

cuenta

Revisar en vigilance la 

posibilidad de pago

Registrar el pago en 

Gipsy regristro cuenta

Cerrar el expediente y 

enviar mail aceptación 

al cliente

Tiempo 337,88 min Lead time total 64 días

Responsable de 

tramitación
s/día s/sin s/sin s/sin

Validación de los 

pagos mayores de 6K 

Euros

Devolver la caratula al 

tramitador

Tiempo de ejecución 

(segundos)
111,66 175 120 134,8 165 110 110 200 163 1200 30 163 36 110 65 158 87,67 300 300 36 300 75 300 300 600 12000 900 840 600 300 75 75 55 337,8855

Lead Time (días) 0,5 días 0,5 días 0,5 días

Tiempo medio 

apertura 0,64 días

1,64 d

Tiempo medio 1º 

decisión 0,5 días

2,11 d

2 días 4 días 0,5 días 0,5 días 1 día
Tiempo medio doc. 

Posteriores 6,84
2 días 4 días 0,5 días 0,5 días

Tiempo medio doc. 

Posteriores 6,84
1 dia 1 dia 1 dia

Cliente final
Llamada teléfono a 

atención al cliente
Explica siniestro

Recepción de la carta y 

envío de información 

Envio de 

documentación 

Mail y fax= 90%

Correo=10% 

Tiempo neto  

23,53min (1º decisión)

Envío doc. Solicitada 

por Mail

Tiempo neto 292,79 

min (1º decisión)

Atención al cliente

Identificacion del 

contrato y verificación 

previa

Dar de alta pre-

siniestro en Review:

-Nombre

-DNI

-Partner

-Causa

Indexación a cliente 

de la doc. Necesaria

Apertura contrato en 

Gipsy en el módulo 

del contrato

Apertura del siniestro 

en Gipsy

Creación de la 1º de 

petición  de 

documentación

Envío de e-mail

Recepción mail con 

documentación y 

búsqueda en Gipsy del 

siniestro

Añadir la inforamción 

en contact center

Adjuntar la 

documentación en 

review e identificar el 

documento

Listar en Gipsy los 

documentos 

indexados

L.T. interno 15,59 días 

(1º Decisión)

Recepción mail con 

doc. Adjuntar doc. 

Resgistrar en gipsy y 

contact center

L.T. interno  días (1º 

Decisión)

Administración 

siniestros (Persona 1)
Falta documentación Rechazo Aceptada

Envío y almacenaje de 

la validación

Indexar doc. En 

Review y registro de la 

doc en contact center

Lanzamiento de batch 

de pagos (1 a la 

semana)

Realización de 

controles de pagos (1 

vez a la semana)

Realización de 

reporting de pagos (1 

mes)

Envío de control 

compliance para 

control de tercer nivel 

Almacenar las 

validaciones

Tramitador
Ver lista doc. Nueva 

agregada en Review

Revisar que están los 

datos correctos en 

Gipsy y que todo es 

coherente

Revisa doc. Cliente y 

estudio de la 

documentación

Creación de carta e-

mail en Gipsy para 

solicitar info. 

Complementaria

Entrar en el 

expediente en Gipsy. 

Revisar la nueva 

documentación

Crear carta de rechazo 

y enviar por mail

Cálculo de importe a 

rellenar

Según el importe se 

puede pasar a validar

Si es mas de 6KEuros 

se imprime una 

caratula y se escribe a 

mano explicación

Se pasa fisicamente a 

la mesa del 

responsable

Pasar la caratula a 

administración para 

almacenaje

Registrar el pago en 

Gipsy y registro de la 

cuenta

Revisar en vigilance la 

posibilidad de pago

Registrar el pago en 

Gipsy regristro cuenta

Cerrar el expediente y 

enviar mail aceptación 

al cliente

Responsable 

tramitación/administr

ación

Validación de los 

pagos mayores de 6K 

Euros

Devolver la caratula al 

tramitador

Tiempo de ejecución 111,6 175 134,8 165,5 60 110 105 10 30 83 80 36 65 158 87,67 36 75 300 300 600 12000 900 840 600 300 75 75 55 292,7928333

Lead Time

Tiempo medio 

apertura 0,64 días

1,64 d

Tiempo medio 1º 

decisión 0,5 días

2,11 d

1  día envío e-mail 

At.Cliente
1 día

Tiempo medio doc. 

Posteriores 6,84
23,52616667 1 dia 1 dia 1 dia

La totalidad de los días 

del Lead time no suma 

64, puesto que la 

petición de 

documentación entra 

en bucle y se puede 

pedir mas de una vez, 

pero 64 es el tiempo 

medio.

Mapa Sit. Actual PI

s/sin

78

Mapeo Situación Futura vía mail

C
u
rr

e
n
t

s
it

F
u
tu

re
 S

it
.

LEAD TIME

BEFORE

TODAY

PI

ADE

PI

ADE

28d
28d

14d
24d

KPI Initial Today Obj.

T. Proccess 28d 14d 14d

T. Realization 55min 45min 50min

12971 hours gained in 

productivity

• Disintegrated processes, with many 

stakeholders, and high lead times

• Execution of tasks by external 

companies increasing Lead Time

• Information not available for all areas

• Low productivity and a lot of MUDA in 

operations

• Too much variability in workload

Information Flow

Initial               Today

• Integration of operations, creation of flow 

and reduction of participants;

• Improved communication with customers;

• Standardization of tasks and reduction of 

waste

• Automation of reports

• Improvement of daily management, 

organization of equipment and spaces, and 

dynamics of continuous improvement (Daily 

Kaizen Program)

Hours

45%

28900

15929
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Patient Flow
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Customer Flow

page 45KBS Introduction - Main File - PT

LinksSBE/3.Atendimento venda ativa_2 - Shortcut.lnk
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KAIZEN IN PROJECT BASED ORGANISATIONS

Lean Project Management

1. NEW PRODUCT

2. NEW PLANT

3. NEW SOFTWARE

5. NEW EVENT

APPLICATION AREAS

4. NEW CONSTRUCTION

6. MAINTENANCE OVERHAUL

8. NEW SERVICE

7. NEW BUSINESS 

1. New Car
2. New Plant or 

Production Line

3. New Computer 

Program

4. New Building 

or Road

5. Olympiads or Move 

to New Building

6. Renewal 

Maintenance Overhaul

7. New Business 

Process

8. New 

Service

WOX

P1010121

file:///C:/Dokumente und Einstellungen/sreimer/Lokale Einstellungen/Temporary Internet Files/Local Settings/Temporary Internet Files/present/3-KAIZEN Management System/zzGlobal Kaizen/0.1_KAIZEN Institute Introduction/0.1.1 Production.ppt
../../../../../Mariette/Antonio Sousa/Ambiente de trabalho/RusPromAuto/06 Einleitung UK/03 update 09_04/zzGlobal Kaizen/0.1_KAIZEN Institute Introduction/0.1.2 Assembly.ppt
../../../../../Mariette/Antonio Sousa/Ambiente de trabalho/RusPromAuto/06 Einleitung UK/03 update 09_04/zzGlobal Kaizen/0.1_KAIZEN Institute Introduction/0.1.3 Process industry.ppt
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Marketing & Sales

Salesman Profile

Sales Force Management - Main File - PT

Market Segmentation

Voice of Customer
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KAIZEN CHANGE MODEL

3 Pillars to Implement a CI Culture

STRATEGY, PROJECTS & TEAMS DEVELOPMENT

KAIZEN CULTURE
PARADIGMS

CHANGE

CAPABILITY

Strategy Development process for

Business Breakthrough
MD M       M      M    M

Project Framework to transform

Value Stream ProcessesPM A       B       D    E

Maturity Model to develop

Team Improvement Skills
TM     TM     TM    TMTL

DAILY
KAIZEN

TO CHANGE

BEHAVIOURS & CULTURE

VALUE STREAM
KAIZEN

TO GET BREAKTHROUGH 

RESULTS

STRAT
KAIZEN

TO GET MANAGEMENT 

DIRECTION & COMMITMENT

How will we Develop

Improvement Behaviours  and 

Sustain Improvements ?

How will we Design & 

Implement Breakthrough 

Improvement  Initiatives ?

How will we Manage the 

Business to achieve 

Breakthrough Results ?
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KAIZEN CHANGE MODEL

3 Pillars to Implement a CI Culture

STRATEGY, PROJECTS & TEAMS DEVELOPMENT

KAIZEN CULTURE
PARADIGMS

CHANGE

CAPABILITY

Maturity Model to develop

Team Improvement Skills
TM     TM     TM    TMTL

DAILY
KAIZEN

TO CHANGE

BEHAVIOURS & CULTURE

How will we Develop

Improvement Behaviours  and 

Sustain Improvements ?
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Daily KAIZEN
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Kaizen Team Leader

5 QUALITIES OF SUPERVISION 3 GOLDEN RULES

React Quickly to alerts signaled 

by the Team Members

Monitor and communicate the 

Team’s Performance

Implement necessary 

improvements

Skills to Lead
Motivate people, manage 

conflicts, create empathy

Knowledge of Work
Materials, tools, equipment, 

products, services, standard 

processes

Knowledge of Responsibilities
Awareness of the impacts on 

customers and suppliers, follow-up on 

the team’s work

Skills to Teach
Share knowledge,

train team members

Skills to Improve
Identify waste, solve 

problems, improve the KPI
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Frequent Measurement

MEETINGS ALLOW TO ALIGN THE DIRECTION AND PERFORMANCE OF THE TEAM IN ORDER TO 

ELIMINATE DEVIATIONS

A BOAT TRIP WAS PLANNED 

TO TAKE 4 DAYS

DURATION: 7 DAYS DURATION: 5 DAYS DURATION: 4 DAYS

After four days the captain 

checks his position

The captain checks his 

position every hour

The captain checks his 

position every day

Day 1

Day 2

Day 3

Day 4Arrival 
on Day 7

Day 1

Day 2

Day 3

Day 4

Arrival 
on Time

Day 1

Day 2

Day 3

Day 4

Arrival 
on Day 5

Day 1

Day 2

Day 3

Day 4
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Visual Management

COMMUNICATION EFFECTIVENESS

Form of Communication MassIndividual

BRAIN ACTIVITY

People at 

whiteboard

2 People

on phone

2 People

on email
Videotape

Audiotape
Paper

Email
Phone

Dialog

Boards
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Visual Management
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Team Meetings
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Organisation of Workplaces

Where is the medicine???
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Organisation of Workplaces
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5S

2.
SEITON

Straighten what is 

needed in a simple 

and visual way

3.
SEISO

Scrub to restore the 

area and equipment 

condition

4.
SEIKETSU

Standardise

to maintain the new 

conditions

5.
SHITSUKE

Sustain to comply 

and improve the 

standards

1.
SEIRI

Sort what is 

necessary and what 

is not

Method to 

organise work 

spaces and 

increase 

efficiency

5S correspond 

to 5 steps that 

start with an S 

in Japanese
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5S
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Problem Solving

Ishikawa
5 Whys

3C

Gemba Work

Kobetsu
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“Recognising the problem is more important than finding a 

solution, because the exact description of the problem leads 

almost automatically to the correct solution.”
Albert Einstein
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5 WHYS - IDENTIFY ROOT CAUSES

Because the birds 
land on the 

monument they soil 
the stone with 

excrements and 
other substances.

Why?

Because birds feed 
on the excessive 

amount of spiders
that live on the roof 

line.

Why?

Because spiders 
feed on an 

excessive amount of 
moths and 

mosquitoes.

Why?

Because moths and 
mosquitoes are 
attracted by the 

lights that 
illuminate the 

monument 
overnight.

Why?

MINIMIZE THE TIME THE 
LIGHTS ARE ON

Why?

Because the lights 
are on all night.

(Ideal condition for 

mating)

The Memorial 
of Thomas 

Jefferson needs 
regular jet washes.

SCARE THE BIRDS? REMOVE SPIDERS? REMOVE MOTHS

AND MOSQUITOES?

REMOVE LIGHTS?STOP WASHING?
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Low Cost Solutions

LinksSBE/5.LCA Borracha - Shortcut.lnk
LinksSBE/5.Virar Latas - Shortcut.lnk
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Standards as an Improvement Foundation

Definition

THE EASIEST, SIMPLEST AND SAFEST WAY OF DOING THE WORK, 

KNOWN SO FAR

TIME

IM
P

R
O

V
E

M
E

N
T
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Standard Work
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Make the Gemba Visual



© Kaizen Institute 78

Managing the Change

Sales Force Management - Main File - PT

https://kicg-my.sharepoint.com/personal/rtenreiro_kaizen_com/Documents/22.Palestras,%20Seminários,%20Aulas/2020%202021%202022%202023%20SBE%20NOVA%20Aula/221028%20230331%20231103%20Aula%20SBE%20Nova%20-%20Seminar%20Physical/LinksSBE/6.Mission%20Control%20Room%20-%20Timelapse%20-%20EN%20-%20Shortcut.lnk
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Examples

Sales Force Management - Main File - PT

Kaizen Awards

https://kicg-my.sharepoint.com/personal/rtenreiro_kaizen_com/Documents/22.Palestras,%20Seminários,%20Aulas/2020%202021%202022%202023%20SBE%20NOVA%20Aula/221028%20230331%20231103%20Aula%20SBE%20Nova%20-%20Seminar%20Physical/LinksSBE/6.Premio%20Kaizen_Out18-v2%20-%20Shortcut.lnk
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Kaizeners

page 80KBS Introduction - Main File - PT

LinksSBE/7.VideoUniversidades_EN_final - Shortcut.lnk
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Kaizeners

page 82KBS Introduction - Main File - PT

hr-de@kaizen.com
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THANK YOU

KAIZEN

83

"EXCELLENCE IS A HABIT, NOT AN ACTION

PRACTICE AND PERSEVERANCE IS NEEDED”
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