The new die that could not make parts.


A request for quote arrived. As usual, we quoted a piece price and the proper 
tooling to cast the item. It was a two-item set. In response, the potential customer called 
and said that he has his own tools and would like to transfer them from another die caster 
to us for use. 

Normally, we are leary to accept transferred tools for fear that this will involve us 
in a dispute between the customer and his supplier, or if the tool ended its useful life, or 
some other unforeseen problems. The customer told us that the tools are nearly new, the 
reason for the transfer is because the current die caster is unable to fill orders, and he is 
quite amenable to release the tools. We called the die caster and he confirmed that he’ll 
cooperate with us, that he made every effort to satisfy the customer but the part is 
“difficult” to cast and the customer won’t acknowledge so. 


We accepted the transfer and when the tooling reached us and we test ran it on 
our machines we determined that faulty die design resulted in the die being “upside 
down” and, consequently, parts could not eject safely from it. 

At a major cost to the customer, who had no choice but to proceed, we 
commissioned a complete reversal of the die construction, received the newly 
reconstructed die and had a first-piece success in running it. 

We are now running the die trouble free and giving the customer a steady supply 
of castings, on time, with perfect quality. Our relationships are such that he now 
introduced some innovations to his product to improve its marketing, which before he 
was afraid even to dream of, for fear that it may not be doable. 
