
Preparing a Metrification Program in a Company
We are on the threshold of converting to the International System of Units commonly called the metric 
system. The following procedure is set forth as a guide toward accomplishing as efficient a changeover 
in industry as possible.

by W . H. Featherly

PREPARING THE PROGRAM

In setting up a changeover procedure 
to the metric system, the main rule is: 
Do not convert to the metric system, 
learn it new. You must think metric and 
teach others to do so. This is like a 
foreign language, and you cannot use it 
fluently if you must constantly translate 
into it.

We always learn by association, and 
the more vivid the association, the better 
and faster we learn. So, whether this is 
for your own education or the teaching 
of others, use vivid physical examples 
that can be “ played” with. If a person 
can pick up a 1 kg weight, he will know 
a lot more about the metric system than 
if he is told that it equals 2.205 lb. This 
method may seem very basic and even 
childish to most adults, but isn’t this 
the same way we learned the present 
system?

While the teaching should be based 
on learning the system from scratch, 
there will have to be much actual work 
on converting existing drawings, mater­
ials tools and parts. It is best to have 
two lists of conversion figures— one an 
abbreviated list for general, immediate 
use and a complete list which would be 
given out later. There are two reasons 
for this: (a) the complete list w ill scare 
some people and produce negative 
thinking, and (b) a lot of time will be 
wasted going through the longer list 
each time you need to look up a different 
factor.

A very good standard for setting up 
the necessary conversion tables and 
tolerances is the ASTM pamphlet
F.380-70 “ Metric Practice Guide.”

SETTING UP THE SESSIONS

The next step is to set up introduction 
and educational sessions. These sessions 
should be aimed at three basic groups. 
Group One should have the most thor­
ough understanding and will be com­
posed of those who must know all the 
basics of the metric system in order to 
do their jobs. Spare no pains to insure 
a complete understanding, as a success­
ful changeover will depend more on this 
group than any other. In the second 
group, there will be the people that

come in contact with the system after it 
has been initiated. It w ill not be neces­
sary for this group to be instructed in 
tolerances, rounding off, and other 
specific aspects of the system, but they 
must have a good general background. 
The third group will be the most 
challenging to teach, as it w ill contain 
those employees who do not need an 
actual working knowledge of the metric 
system for their job, but will need a 
general knowledge of it in their daily 
life.

The first two groups can be taught 
the system as it relates to their work; 
however, the third group should be 
taught using example problems that can 
be applied to their grocery shopping, 
cooking, carpentry, farming, hobbies, 
etc.

Since each company’s structure- and 
needs will vary greatly, there has been 
no attempt made to categorize any par­
ticular profession into one of these 
groups. It would even be advisable in 
the introduction with each group to ask 
whether anyone felt that they should be 
in a different group.

SUBJECTS TO BE COVERED

Once the groups are established the 
curriculum for each can be determined. 
Prepare an outline to insure that every­
thing is covered thoroughly. It may vary 
from group to group in the amount of 
detail covered, but it will maintain the 
same general form and will probably 
look something like the following.

1 Familiarization 
History of the system 
Why change
Timetable for changeover in the 
country

2 Individual Involvement 
Company program —  company 
schedule for changeover

3 Classes
Learning the different units
(a) Physical examples
(b) Charts
(c) Conversion tables 
Problems in the metric system 
Problems in conversion

The filling in of this outline would be 
determined by the thoroughness and

depth each industry needs in its own 
changeover.

SUPPLIER S TIMETABLE

Next, one must find out what pro­
visions his various suppliers are making 
to change over to the metric system. 
This should be done through buyers or 
purchasing agents. Do not forget, as in 
any project, the more people that are 
positively involved, the fewer problems 
you will experience. In a simple form 
letter to each supplier, state briefly your 
intentions and ask how and when he is 
going to change over in relation to the 
products you purchase from him. Do not 
forget that this goes for foreign suppliers 
also, as many of them have tooling based 
on inches, ounces, and gallons despite 
their being basically metric.

When you are the supplier, do not feel 
that you should wait to hear from your 
customers to find out what their inten­
tions are. A discreet letter asking for 
their advice in your changeover w ill get 
things moving Without making your 
customers feel that they are being 
pushed. The earlier you get an overall 
picture of what must be done, the less 
it w ill cost in the long run.

YOUR COMPANY TIMETABLE

With the foregoing steps being planned 
or underway, the next problem is to set 
up a changeover time table for your 
company. The departmental order for 
this changeover may vary from plant to 
plant in the same company, and the 
actual time needed to accomplish this 
change will vary from a few weeks to 
many years. With this in mind, the most 
that can be presented for a general 
application is a list of the most common 
divisions within a company and the 
items that will be of major concern to 
each division.

1. Drafting: Early basic knowledge; 
tolerances and converting.

2. Design Engineering: Basic Know­
ledge; tolerances and conversion; 
vendors’ timetables; company’s time­
table.

3. Industrial Engineering: Basic know­
ledge; vendors’ timetables, comp­
any’s timetable.

4. In-Plant Toolmakers: Basic know­
ledge and tolerances; existing
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one aspect of the case as put for the 

Crown, upon which argument from Grown 

counsel was heard at length. That argu­

ment may be summarized in this way. It 

is said that the provisions of the Beds 

of Navigable Waters Act, R.S.O. 1970, 

c. 41 (formerly R.S.O. 1960, c. 32), pre­

clude the respondents from succeeding 

inasmuch, it is submitted, as the bed of 

a body of water, such as Lake Erie, ex­

tends on land beyond low water mark 

to a line denoting a change in the soil 

from marine to land soil, a question of 

fact in each case, arid that, therefore, 

the Crown patents to the McQueens 

must be construed accordingly. True, 

there is a proviso in that provision of 

that statute with respect to an express 

grant of the bed. Assuming, without at 

all agreeing, that the bed of Lake Erie 

extends from low water mark as con­

tended, it is our view that the words 

respectively used in the two patents, as 

juditia lly  determined and interpreted in 

this Province, constitute express grants 

in the patents of the lands to the water’s 

edge and that, hence, the provisions 

of the Beds of Navigable Waters Act do 

not stand in the way of the respondents 
in any manner whatsoever in these pro­
ceedings.

In the Court below costs were granted 
to the respondents on the scale of 
solic itor and client and we have no 
quarrel with that disposition of costs or 
with the reasons stated by the learned 
trial Judge for the disposition thereof 
which he made. However, in this Court 
we think different considerations apply 
to costs of this appeal and, accordingly, 
we dismiss the appeal with costs to the 
respondents on a party-and-party basis 
—  not on the basis of solic itor and 
client. All counsel engaged in this 
lengthy appeal obviously have put long 
and anxious hours upon it and this has 
shown itself in the submission of the 
arguments relied upon by the respective 
parties.

Appeal dismissed.

equipment changeover; company’s 
timetable; vendors’ timetables.

5. Quality Control (Inspection): General 
knowledge; tolerances; customers’ 
timetables; equipment changes (e.g. 
gages).

6. Styling: General knowledge; new 
aesthetic modules; long styling 
leads.

7. Receiving Inspection: General know­
ledge; vendors’ timetables.

8. Buyers: General knowledge; ven­
dors’ timetables.

9. Scheduling: General knowledge; 
company’s timetable; vendors’ time­
tables.

10. Manufacturing: General knowledge; 
company’s timetable.

11. Personnel: General knowledge; 
company’s timetable.

12. Accounting: General knowledge; 
company’s timetable.

13. Data Processing: General knowr 
ledge; company’s timetable.

14. Marketing: General knowledge; 
customers’ timetables; company’s 
timetable.

While the foregoing outline is pre­
sented in a logical order for change, 
it w ill become immediately apparent for 
each user that he must swap some divi­
sions and or delete others for his own 
change to 'the metric system.

GOING
Before very long landowners and 

farmers in these islands will find them­
selves wondering why so much attention 
should suddenly be paid to the arith­
metical system that springs from man­
kind’s happenings to possess ten fingers, 
rather than, say, eight or four. In some 
ways it is odd that we should have 
decided at this particular moment that 
ten is the magic number, and that all 
our future calculations shall be based on 
our habitual combination of tens and 
twelves; because the computer, though 
able to produce answers in tens, does its 
basic arithmetic by the binary system 
with the equivalent of only one finger. 
However, that may be, the metric system 
is on its memorable way in, and the 
Metrification Board’s Steering Committee 
for Agriculture, Forestry, Fisheries and 
Land recently held its first meeting.

Some of the problems that face land-

COMMUNITY INVOLVEMENT

During the nation’s change to the 
metric system, it will not be unusual for 
an industry, especially in urban and 
rural areas, to become the community 
leader in this change. This should not 
be looked upon as a burden but as an 
opportunity to build up good community 
relations.

There are many inexpensive, even 
profitable, ways to approach this. For 
instance, advertising handouts in many 
forms containing basic metric informa­
tion and conversion tables; lectures given 
at local schools on the system should 
leave a favorable impression of your 
company on the students.

There are many companies that will 
be able to introduce entire product lines 
aimed at promoting the conversion to 
the system. Keeping your local vendors 
personally informed and updated cannot 
help but produce a better working re­
lationship later on. This will be an 
expensive and time-consuming endeavor, 
and cooperation with everyone is going 
to be essential.

W. H. Featherly, Supervisor, Clark Engin­
eering, Westclox Div., General Time 
Corporation, Athens, Georgia, U.S.A.

This paper was presented before the 
Design Engineering Conference & Show 
of ASME, held in Chicago in June 1972.

METRIC
owners and farmers are formidable. The 
acre, for example, is on its way out, and 
land will at some future date (the target 
is 1975) have to be measured in hectares 
or decares; a hectare is roughly 21/2 
acres. But the situation is complicated 
by the need to reprint all the existing 
Ordnance Survey maps, a task which, it 
has been calculated, may take up to 13 
years. Linear measurement will be simi­
larly changed, and future land-survey 
conducted in kilometres and metres. It 
may be scant comfort to farmers and 
land-agents, struggling to accustom them­
selves to the new system, to reflect that 
they have nothing to lose but their 
chains.

(Abstracted from editorial on page 788 
of COUNTRY LIFE, October 2, 1969, in 
memory of NORMAN D. WILSON, O.L.S.,
D.L.S.)
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