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Wivo/\WérAre

AAdaptive:Growthiis as 3
businesssanalysis/andprojectiect
management firm 77
~We specifically/focusi/s on thes

manufaeturingg and/
distribbtiomindustriesics. (hhde




WhahWe/BoDo

AWe sell detailed-packages/of: of
highly,speeificiknowledge’ge
about/mappingstrategic g/c
business<objectivesdo (o
businessstechnologysy A s




Deliverables es

AA Guide for Market Dlscover
Projects

ANew market endeavors

AA Guide for ERP Projects  (under

construction )

ATo Acquire and Implement ERP systems

ATo Maintain, Enhance, or Modify Existing
Legacy Systems

ATo Develop New Software for Existing Legacy
Systems




AmBREFPRujedect

A How many in the audience have been
Involved in an ERP ( Enterprise
Resource Planning) acquisition and

Implementation project? (please raise
your hand)




Ao ERRP
IhnpleaentanoniRojeftsojects

AA Standish Group International
report published in 2006 said:
I 53% of ERP projects are challenged,

A They are late or over budget
A They are implemented with reduced functionality.
AThey dondét meet executive and

T 29% succeed and
I 18% fail totally.




AneeThesesStalistitsstics
RealiStud?c?

AThat only 29% of ERP projects
succeed

AThat 53% of ERP projects are
challenged, and ">
AThat 18% fail totally. C/
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WhahEé&tetsplHRERP
Projeetdtaiariédre?

AAudi encesd experie
project failure




The=Sympiomnsof<cRPERP
Pnajgeidtafaréure

A The commonly used symptoms for the 71%

failure rate expressed by users are:

|
T Schedule and/or cost overrun
.
|

System doesndt matct

Missing functionality

I The system was implemented with reduced

functionality
The system was too difficult to implement
Inadequate system performance

10



Aot T Ese SyBptomstoms

A One striking thing about all these symptoms
Is thatt hey all appear after the fact:

I In a few cases, when an implementation
simply cannot be completed

I In a few more, when it is demonstrably

struggling
I In the rest, after the system has gone live .
A The most common symptom overall o failed
expectations

£
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WhattWeWe d.evaeneld e a

ASince 71% of ERP project
expectations, the traditional approach to
them clearly failsto  enforce expectations

Al'T and department manage
have a detailed document of what the
companyo6s executives exp
project

A It is important to note here that failed
expectations are usually not recognized as
such by corporate executives
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HawERRP
PnojeetstSuceeecteed

A Find an approach that addresses the
pervasiveness of failure and its many

meanings:
if How oO0failured al most
meet expectationso
IfHow oO0failure to meet
failure to
ADiscover requirements fully and
comprehensively

A State them in clear business language

AKeep them in plain sight throughout the
project

al way

expec
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AmBRPP
SystéarRrojesiect

AERP projects are usually initiated

for a compelling reason (usually not for
the planned evolution of the current ERP system)

I Because the current ERP vendor was
acquired or has gone out of business

I By aforced up -grade thatis too A«;{i ‘é

expensive \::‘ ,8
i By a dated legacy system and/or e
technology 2

b
I Because of a significant change in the
business environment
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The=Typicat Approach

A An ERP system project that is (usually)
Il niti ated without the
executives having already described and
documented

AThe company6s curren
position

AWhere it wants to go, and

AHow it intends to get there
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[SsitithelApprpachfach?

A ERP system projects are usually
started:

I With a date the ERP project must be
completed by (established before it
begins)

I With system requirements that are
nothing more than wish lists

AEach department provides its requirements
i Based on what it currently has
i Plus what it would like to have
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The=Selerer
SelectidmProtessess

A Sellers usually selected based upon
current functional requirements and
the userso wish | i st
i A Request for Proposal or Quote
(RFP/RFQ) is provided to 5 to 10 ERP

sellers (buyer research indicated that
the selected sell_,ersbo
bl i

N

S

fit the buyer os air
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WhenrRéspendingltog to
a RERPob RFEQQ

Alt is at this point the ERP system
seller takes control of the buying

Process

AEach seller will invoke their sales cycle
and solution process to satisfy the
buyerds system require

AThis is not necessarily a bad thing
ABut the buyer is not in control
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A Fawed:Bréocess2ss?

A Sellers whose ERP systems fit the

buyeros i1 ndustry wil/|l
affirmatively to all the questions in the
RFP or RFQ

iThese sellers know t he

(usually better than the buyer)

A Reponses do not address foreseeable
changes or adaptability




A FlasedBrocess2ss?

A Meetings with the selected sellers
iThe sell ersdé purpose 1 s

insures they can make the cut "
Q

A 3 to 5 ERP system sellers are usually
selected by the buyer

I Selected sellers do software demonstrations
mapped to stated RFP/RFQ requirements

A Buyer selects 3 finalists
I A second round of software demonstrations
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The=Deeisiands) Is
Usuallyl Subjeclivetive

A The decision process in a nutshell:

I The project team meets to choose one
of the ERP system sell

ilt 1s difficult to dif
ERP system from the others
i They all seem to satisfy the

i Each provides an implementation methodology it
claims will insure success

i Each provides a list of satisfied users to
substantiate their claims
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The=BRPP
Buying Deeistasion
A The decision usually is a beauty contest

I Which seller is the buyer most comfortable
with?

T Whose references were more enthusiastic
about the ERP system they purchased?

i And finally, with which seller can the buyer
negotiate the best price?
A Usually, this is the process that fails to
prevent 71% of all ERP system projects
from failing to some degree

22



AvoldinghERPRETOjech ject
Falllre-RéQumesres

A A document that describes where the
company wants to be in its market over
the next 10 to 15 years

A A strategic plan derived from the
executivesod vision for

AThe companyédés strategi
objectives mapped to business technology
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AvoirdimnghERPRRTojead ject
Faillire ts DoneoBy: By

A Explicitly establishing all expectations as
reguirements.

A Establishing the ownership of
requirements

A Using established requirements for
acceptance criteria at every step in the
development of a Statement of Work

I To be presented to qualified sellers of ERP
systems

I To be embedded in the project plan
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WhathisiRd@aed tethsurd theure the
Sugcoress of@n R E RFojEebject

A A structured approach that ensures the
business requirements and strategic
objectives are being addressed at every
succeeding technical step

A A structured approach that renders the
concept of progress in predictable and
measurable terms, a model by which actual
performance can be understandably
assessed.

A Describing, defining and documenting the
projects risks
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A Statementoft\WaorkV ork

A Building the Functional System
Description (current business and
system processes)

I The accounting view of the company
I Material flows

I External communications

I Supply and demand flows

I Key business/regulatory rules
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Conténtstof thethe
Statéement of WorkvVork



