The customer that refused a good idea and paid twice for the tooling.

An existing customer, himself a good engineer and toolmaker, came to us with a drawing of a part to cast for him. That part was a central component to a complicated and expensive product that he was introducing. It had to withstand repeated torsion stresses, shear stresses and had to be strong. 


While his design was massive we concluded that as a single casting it may fail. We advised him to combine the casting with an insert of another material for extra strength in a critical location and we were prepared to make it for him. That design was to cost more per part than a single casting but that extra was negligible compared to the benefit it was to provide. 


The customer listened and did not react but he did not pursue our idea and the matter was dropped. 
A little over a year later he came back with the same drawing, accepted our original idea, and requested us to build the appropriate tooling and make the part for him. We did so and provided him with hundreds of thousands of these parts and never heard any complaints from him or from the field about failures.


By sheer accident we found out later that he did not accept our opinion when it was first offered, went somewhere else and had the part cast for him the way he designed it. 


After a few months in the field the parts were failing and he had to send his technicians to replace that component where it failed. He realized that while the part did perform well for a while, it could not give the years of trouble-free operation that was expected from such important and expensive product.

He did save his product and reputation but paid twice for tooling that was expensive to begin with.
