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© [ ['hat do our corporate leaders want? Their
- major KPI (Key Performance Indicator) is

- ROI (Return on Investment). What do we
deliver? RAM (Reliability, Availability and Main-
tainability). This reflects a serious disconnect that
minimizes our voice at the executive table.

From RAM to ROI requires three intermediate
steps—RAM to Capacity Assurance to Delivered
Output to Value to ROL It’s the proof of “Value”
that causes us problems.

Let’s start with two very practical basics. First,
if it adds no value, stop doing it. Second, failures
are not necessarily bad maintenance.

Does the PM cost exceed
the failure cost? If so,
then the PM reduces value, which,

in turn, reduces the company’'s ROL.
“More PMs” is the mantra. Yet experience

shows that about 70% of PMs add no value; and
only 27% of PMs issued are actually completed.

Ben Stevens, President, OMDEC Inc.

From RAM To ROI: Impro
Maintenance Credibility
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