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Any business process adds a 

combination of value and waste in the 

production or delivery of a product or 

service. Elimination of waste is one of 

the most effective ways to increase 
profitability in your Company. 

 

To do this you need to identify 

exactly what your waste is and 

where it can be found. That is where 

the 7 wastes programme comes in.  

 

The programme was originally 

developed by Toyota, the Japanese 

automobile manufacturer. After 

years of work to remove waste in 

their manufacturing and other 

processes Toyota identified the 

following seven wastes as the most 

prominent ones. The programme has 

been shown to be equally effective 

across all types of business. 

 

1. Overproduction: Producing 

more than is needed or before it 

is required. 

2. Waiting: This occurs whenever 

time is not being used efficiently. 

3. Transporting: Customers do not 

want to have to pay for 

transportation between 

processes, so this is a clear 

source of non-valued cost. 

4. Inappropriate or inefficient 

processing.  

5. Unnecessary inventory as a 

result of overproduction and 

waiting. 

6. Unnecessary motions: Related to 

ergonomics and is seen in all 

instances of bending, stretching 

and reaching. They are also H&S 

issues which in today's litigious 

society are becoming more of an 

issue. 

7. Defects cost money either now 

or later and their costs come 

direct from the bottom line. 

They can be internal or external 

defects found before or after 

sale.  As a rule of thumb the cost 

of a defect increases tenfold for 

each production or supply chain 

step. 

 

The Facilitated Programme is broken 

into three parts: 

Meeting 1: Identifying the areas 

where the greatest wastes were in 

each of the 7 areas. 

Meeting 2: The Information is input 

into the Azure model, the three top 

wastes agreed and the appropriate 

personnel tasked to create a plan to 

address these in the next 8 weeks. 

Meeting 3: Review progress and 

select next three wastes to focus on.  

After this you can either run this 

programme by yourself or if you 

value the independent third party 

facilitation then adding a quarterly 

meeting to the regular reviews. 

 

7 Waste programme results 
and case study 
Azure used the process with a £5.0 

million turnover distribution 

company recently. The process 

identified nearly £455,000 of wasted 

costs; the first three selected 

accounting for £200,000 of this.  

 

In addition, at the stage three review 

meeting to discuss progress and 

decide the next wastes to address, 

the team was able to drill down 

further discovering that two 

previously defined wastes were in 

fact symptoms of more serious 

problems and that higher levels of 

waste needed to be addressed. 

 

In reviewing the value of the process 

the Company’s management team 

concluded that: 

 The sessions were very effective 

in opening up the issues and 

getting to the core of the 

problems. 

 The independent external 

facilitator was crucial in 

challenging what was being said 

and in driving the discussion 

forward. 

 The imposition of timescales, 

whilst not adhered to fully, does 

ensure they are acted upon and 

the savings delivered. 

 

The Managing Director said 

“As a chartered accountant I’ve 

always been keen to maintain 

rigorous financial control of the 

business. Even so, I have found that 

the seven wastes process has been 

highly effective in getting significant 

costs out of our business.  While it 

was case that to some extent the 

identified wastes were already 

known, the exercise, which 

depended for its success upon the 

Azure facilitator bringing them into 

sharper focus, digging into the root 

causes and maintaining the pressure 

on the plans to remove them, 

produced savings estimated at 

£200,000.” 
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Important Notice 
© Copyright 2015, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
 

Publication issued on 1 December 2015 
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