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Aft er decades of steadily moving their supply chains and producti on to other 
countries, are U.S. companies returning to U.S. shores?   Maybe…maybe not, 
according to Mark Burton, Strategic Sourcing Manager for John Deere,  “It all 
depends on your seat in the ballpark.” Mr. Burton was one of six speakers at the 
Dauch Center’s 2011 Fall Operati ons Seminar on September 16, 2011.  “Revisiti ng 
Onshoring” was the topic of the day, and it was plain to see from the variety of 
speakers who parti cipated that not everyone agrees how much of this type of 
acti vity is occurring and when it make sense to do so.  There was agreement 
by the speakers, though, on the main reason for taking their producti on needs 
elsewhere:  to reduce the high labor and material costs of formerly “made in 

USA” products in order to stay competi ti ve. Some experts have esti mated this off shore lost producti on to be as much 
as one-third of the U.S. manufacturing capacity, but the ti de may be turning in the current volati le world economy.   

According to a March 12, 2010 Wall Street Journal arti cle, onshoring is picking up steam because the weakened 
U.S. dollar makes it costlier to not only import products from overseas, but makes them more expensive to 
produce there too.  “We have suffi  cient data to show that many companies that thought they would save money 

by off shoring really didn’t,” said the fi rst speaker 
of the day, Patricia Polastri, an adjunct professor 
at Indiana State University and an associate of 
ReshoreNow.org.  Her organizati on’s mission is to 
change the sourcing mindset of manufacturers 
from “Off shore is Cheaper” to “Local Reduces the 
Total Cost  of Ownership.” Mark Burton, as shown 
above, took a contrarian view to her onshoring one-
size fi ts-all atti  tude.  As the world’s largest exporter 
of tractors and many factories worldwide, John Deere 
conti nues to have very strong foreign markets and 
always looks to fi nd the best strategic source for their 
supply chain, wherever that may be, and “made in USA is not important in Turkey.”  

The speakers that followed added clarity with examples from their worldwide companies. General Motors’ Executi ve 
Director of Global Purchasing and Supply Chain, Matt hus Joshua, explained the sequence of events leading up to 
the unveiling of the Chevy Volt, the batt eries for which currently can be manufactured only by LG Chem in Korea.  
Negoti ati ons are now under way with LG Chem to bring $100,000,000 of this batt ery producti on to Holland, Michigan 
in the near future to take advantage of the labor market there.  GenPact, a provider of “back room” processes for 
clients worldwide, deals with a people-based product.  According to GenPact’s Senior VP, Scott  McDonnell, the key 

to their success is a clear understanding of the 
client’s needs and the context of delivery.  “It’s 
not about whether I do the work in Danville 
or Juarez,” he declares, “It’s about how I 
integrate what I know about the capabiliti es 
available there with what I know about the 
customer’s needs.” 
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John Deere’s Strategic Formula = U.S. Manufacturing
By Tony Fisher MBA 2012
DCMME Center Graduate Asst.

Mark Burton, Strategic Sourcing Manager with John Deere gave a fascinati ng presentati on covering onshoring and its 
tacti cal and strategic implicati ons for companies, and specifi cally how John Deere incorporates this concept into their 
business model. 

He began his presentati on by providing a defi niti on of onshoring as the “repatriazati on” of manufacturing and service 
executi on.  He went on to explain recent trends in industry, and how major U.S. manufacturers had recently changed 
their strategic sourcing strategy, including GE, Caterpillar, NCR, and Ford, all suggesti ng an inherent value in onshoring.    
Mr. Burton suggested the decision to onshore is more than a tacti cal considerati on, rather it can have major strategic 
implicati ons.  While labor cost is an important decision, other things to consider are manufacturing competencies 
including quality and ti me for delivery, IP considerati ons, local content laws, and foreign exchange and its inherent risk 
due to volati lity.  Similarly, nati onalisti c marketi ng advantages, the proximity to “end use” markets and how this can 
save on logisti cs costs, working capital, and overall cycle ti me can infl uence a company’s decision.  

The fi nal part of Mr. Burton’s presentati on was focused on John Deere’s approach to onshoring, which includes a 
blend of total acquisiti on costs, supplier positi oning, sourcing eff orts to improve direct material costs, and potenti ally 
building new faciliti es in strategic regions of growth.   Mr. Burton provided specifi c examples of how John Deere has 
incorporated these methodologies from a nati onal and global perspecti ve.  

Taking a Second Look at Manufacturing in U.S.
By Jessica Rush MBA 2013
DCMME Center Graduate Asst.

Patricia Polastri’s lecture, the Reshoring Initi ati ve, gave a brief summary of the consequences of off  shoring American 
jobs over the last forty years.

Polastri introduced att endees to the principles of Harry Moser, the founder of the Reshoring Initi ati ve, who was 
recently elected in the 2010 Manufacturing Hall of Fame.  In her lecture, Polastri  focused on one of Moser’s underlying principles: bringing 
manufacturing job opportuniti es back to America.  

Polastri discussed the impact that years of teaching an outdated image of manufacturing, has had on our students: lack 
of students wanti ng to join this sector.  But the impact has reached beyond the classroom.  Off shoring has caused a lot of 
heartache to the United States including loss of jobs and increased defi cit.  The jobs that have been lost over the last forty 
years have included manufacturing jobs that required workers with minimal experience or educati on.  Today, there is not 
a service sector to absorb that loss of employment.  Bringing back these jobs could directly help the American economy as 
well as well as employing many people who are without jobs.

Surveys have shown that more companies in the United States are bringing jobs and operati ons back home because of 
rising salaries and wages in China, a limited amount of trained and capable workers in many areas, and a general lack of 
control (natural disasters, excessive government control, etc).  

In closing, Polastri believes reshoring deserves a second look in the manufacturing arena in every sector.

GM Brings Work to Michigan
By Jennifer Evemeyer MBA 2013
DCMME Center Graduate Asst.

Matt hus Joshua, Executi ve Director and Global Lead Electrical Systems, Global Purchasing and Supply Chain at General 
Motors Company, discussed the supply chain strategy behind one of Chevrolet’s eco-friendly vehicles in its fl eet, the Volt. The 
Volt features a lithium ion batt ery pack that enables the vehicle to operate without consuming fuel. Mr. Joshua stressed that 
GM wanted to make a one-ti me permanent decision when choosing where the lithium-ion batt ery pack 
would be made and assembled. The 10kWh pack is one of the unique features of the Volt, allowing 80% 
drivers to commute to and from work daily without using a single drop of gasoline. 

Aft er a yearlong process, GM arrived at a partnership with Lucky Goldstar (LG) Chem to develop the 
packs. The initi al manufacturing plan was to manufacture the packs in Korea, ship them to Brownstown, MI for fi nal 
assembly and fi nally to Detroit, MI for integrati on into the vehicle. This strategy would work on a small scale but would 
pose too many challenges in a large scale manufacturing environment, Mr. Joshua noted. GM eventually decided to 
domesti cally manufacture the packs in Holland, MI, saving approximately $500 per pack. This decision was moti vated 
by the domesti c locati on of the primary consumer, varying labor rates across the world, and logisti cs costs, illustrati ng 
the complexiti es of successfully operati ng a global supply chain. 



Bremen Casti ngs Inc.,Seeking U.S. Foundati on
By Jennifer Evemeyer MBA 2013                                                                                                                                                  
DCMME Center Graduate Asst.
 
James Louis Brown, President of Bremen Casti ngs, Inc (BCI), spoke about the issues that accompany outsourcing and 
onshoring from the perspecti ve of a foundry. Operati ng domesti cally and in fi ve other countries, BCI is a family owned 
foundry and machine shop that manufactures casti ngs from 92% recycled material. 

Mr. Brown noted that BCI began to lose work due to foreign competi ti on in 1996-1997. This shift  in demand was a 
direct result of customers requiring lower prices for casti ngs. In an att empt to reduce costs, many companies shift ed 
manufacturing faciliti es to China and Japan. This focus on price, however, resulted in the delivery and quality of the 
product becoming less of a priority. Overseas producti on had issues with long lead ti mes, quality, and ti ming, ulti mately 
resulti ng in higher overall costs for customers.

In 2007-2008, BCI noti ced much of the work coming back to the US. However, delivery was sti ll a major issue.  As a result 
of the weakened US economy, many of the US foundries had closed, and capacity of many of the remaining foundries 
and machine shops had decreased. Going forward, Mr. Brown expressed concern regarding government environmental 
regulati ons, the impact of technology on alloy and casti ng pricing, and how to perform overseas manufacturing while 
sti ll maintaining and creati ng jobs in the US. These will be ongoing challenges within the foundry industry. in the US. 

GenPact looks to U.S. to Service Customers
By Diane Gonzalez MBA 2013
DCMME Center Graduate Asst. 

Scott  McConnell, Senior Vice President and Operati ng Leader in the Americas for Genpact,, lectured about his company’s 
view on global supply chain and how they are reacti ng to certain challenges. Genpact began in 1997 as a business unit 
in GE. It is a rapidly growing company that was started in India and has about 40,000 employees who are responsible for 
consulti ng, analyzing and outsourcing. 

Customers are concerned about contextual knowledge, which is knowledge that is dependent on the content of the 
informati on shared. This “ability to relate” is a valuable aspect based on the areas of the globe in which they work.  
It is especially benefi cial with all of the new regulati ons currently being implemented in diff erent countries. They are 
also experiencing some organizati onal and customer resistance to using services outside of the United States.

Genpact wants to ensure that they hire the most knowledgeable staff  to best serve their customers. In order to 
resolve a talent gap, Genpact is making investments in Research and Development in order to fi nd ways for people 
throughout the United States to be employed by Genpact without having to be in the offi  ce. This is not only 
benefi cial to future employees, but allows Genpact to create access to new labor opportuniti es. 

Business models are shift ing. Companies can no longer just pick up a department and outsource it in order to save a 
certain percentage on labor expense. It is important that if you sign up for a commitment that you questi on how it 
drives the outcome of a process. Global operati ons sourcing is not about where it is done, but how all the diff erent 
places are integrated together to create the best possible process. It is imperati ve that all of a company’s operati ons 
across the world work as one and fl ow together. 
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ArcelorMitt al’s R &D fi nds home in U.S.
By David McDairmant MBA 2012
DCMME Center Graduate Asst.

Richard Sussman General Manager, R&D, North America for ArcelorMitt al  presented a 
presentati on about ArcelorMitt al, the largest steel company in the world. He focused his talk 
on R&D at ArcelorMitt al, and the innovati ons being made in steel in North America, especially 
in the automoti ve industry, which is on the cutti  ng-edge of steel manufacturing and processing.  
Dr. Sussman detailed the advantages of locati ng signifi cant R&D in North America, such as the 

access to technically advanced markets and world-class research talent. By constantly improving their product off erings, 
ArcelorMitt al is able to maintain its market leadership positi on.

To illustrate the R&D process, he gave the example of the development of a lightweight concept car. Safety and 
environmental standards in the US and Europe are driving demand for lighter cars that do not sacrifi ce strength, safety, 
or cost. To achieve this, ArcelorMitt al developed advanced steels and designed a small car that reduced weight by 14% 
below the baseline. They have also identi fi ed areas that will yield signifi cant further improvements. Innovati ons in steel, 
like these, will enable conti nued advancement for ArcelorMitt al within the automoti ve industry. 
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 Research and development costs are over $300 million annually for ArcelorMitt al Steel, the No. 1 steel company 
in the world, and Richard Sussman, its general manager,  is convinced that only in North America can his company 
be on the cutti  ng edge of new technology and at the forefront of improving their products and developing future 
products.

Bremen Casti ngs, an Indiana family-owned and operated foundry and 
machining business, talked about how his company has been benefi tti  ng from 
the return of businesses to the U.S.  “We began to see a marked downturn 
in customers in the late 1990s with lower prices overseas that we could not 
compete with,” according to Bremen’s president, JB Brown.  That changed, 
though, in 2007 when they began to see custom ers return to them from 

overseas suppliers due to the quality and delivery problems.  Aft er expanding his faciliti es recently, 
he has a new problem of fi nding capable manufacturing employees due to the prolonged cutti  ng 
back of manufacturers’ capaciti es and the greater emphasis on higher educati on. 

Onshoring is a complicated issue and clearly has its own problems.  The speakers may not have off ered soluti ons in a few hours, but 
att endees like David Futa of Break Rubber Technologies of North Liberty, Indiana summed up the value of the Dauch Center’s real world 
approach.  “I have been coming to these conferences for four years and I always learn something new or make a contact that helps my 
business, and  this year,” he added, “ I located a foundry right here in Indiana that may enable me to bring back my casti ng needs from 
China.”

James Brown,  president of Bremen Casti ngs
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Congratulations to the 2011 DCMME Fall Internship Poster 
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Left  Simki Sanyal, Julie Zimmerman,  
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