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YOUR OUTLOOK FOR STRATEGIC IT PROJECT IS NOT GREAT

IKONICA MINOLTA

UNCLEAR OBJECTIVES

>55%

OF IT PROJECTS FAIL

ACCORDING TO VARIOUS ESTIMATES
FROM GARTNER, IDC, IBM ETC.

THE LARGER THE PROJECT UNALIGNED TEAM, LACKING COMPETENCE

THE HIGHER THE PROBABILITY OF FAILURE

UNREALISTIC SCHEDULE

SHIFTING PRIORITIES
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WHAT IS 8 STEPS

(

IKONICA MINOLTA

INITIAL ANALYSIS AND IMPLEMENTATION PLANNING FRAMEWORK FOR YOUR
STRATEGIC PROJECTS THAT:

ELIMINATES RISKS

CREATES PRECISE PLAN

DISCOVERS GAPS BETWEEN STRATEGIC GOALS AND CURRENT CAPABILITIES
INCREASES PROBABILITY OF SUCCESSFUL AND PROFITABLE IMPLEMENTATION

© KONICA MINOLTA
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WHY AND WHEN DO YOU NEED 8 STEPS

IKONICA MINOLTA

TOP MANAGEMENT MID-MANAGEMENT
BUSINESS n
STRATEGIC GOAL
REQUIREMENTS, REQUIREMENTS AND
v TASKS, ACTIVITIES VALUE ANALYSIS (IVA)

E SUCCESSFUL
8 STE PS 20-DAY STATUS QUO: LOW-RISK
PROGRAM*

FIT/GAP ANALYSIS PROJECT
IMPLEMENTATION

CURRENT ORGANIZATIONAL AND TECHNOLOGICAL STATUS IMPLEMENTATION
OF THE COMPANY STRATEGY AND PLAN

* Typical duration of the program. Actual length varies, depending on complexity of the project and level of customer cooperation
© KONICA MINOLTA



AN ORGANISATIONAL SNAPSHOT NS

IKONICA MINOLTA

In addition to the technical aspects, we pay attention to all sorts of relevant planning and success
factors

STRATEGIC AND
EFEORTS AND OPERATIVE NEEDS

@

REQUIREMENTS AND
PAIN POINTS

WILLINGNESS AND

INVESTMENTS
CULTURE

EXECUTIVE VIEW AS-IS SITUATION

© KONICA MINOLTA



RISK MITIGATION WITH 8 STEPS et

IKONICA MINOLTA

Thanks to meticulous, complex analysis of status quo compared against strategic goals and
business requirements we identify the usual project risks and move them out of your way

HippeN DEFECTS | | jPLANNED

AND PROCESS CosTs AND VD iNADE o
2)

MUTATIONS WORKS OCumeny. T
DN

PrRoOJECT RISKS
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THE FOUNDATION FOR SUCCESS
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Project success depends on a solid foundation - clarity and preparation before the project

starts. That is the focus of 8 STEPS initial analysis

CAUSES AND EFFECTS OF

INDIVIDUAL ASPECTS WERE NOT
/" RECOGNISED BY BUSINESS
OWNERS.

THE PROJECT TEAM DID

NOT UNDERSTAND THE -~
BUSINESS REQUIREMENTS

OR IMPLEMENTED THEM
INCORRECTLY.

|MPACTS ON WORK PROCESSES
WERE MISJUDGED BY THE TEAM
AND THE BUSINESS.

LEADERSHIP
SKILLS

THE NEEDED METHODS, PLANN|NG—/9

AND CONTROLLING TOOLS AND
“REAL” EXPERT KNOW=-HOW WAS
MISSING ("NOW WE WOULD KNOW

iT BETTER”)

0 DUE TO MISSING REFERENCE

SYSTEMS, THE RESULTS COULD
NOT BE EVALUATED

APPROPRIATE
TOOL-SET

IN-HOUSE PROCESS
KNOWLEDGE

VALID REFERENCE SYSTEM
FOUNDATION

PROJECT MANAGEMENT
EXPERIENCE AND SKILLS

PROJECT MARKETING
SETUP AND EXECUTION

UNDERSTANDING OF
CAUSE-AND-EFFECT
ANALYSIS

© KONICA MINOLTA



8 STEPS ITINERARY

A holistic method that has proven itself over years and ensures the success of your project

STEP 8 - RESOURCE‘/-\

PLANNING, PROJECT PLAN STEP 1 - KNOW-HOW

AND INITIATION G 0 TRANSFER

STeP 2 - IVA AND DFD

(

IKONICA MINOLTA

STEP 7 - PROJECT
MANAGEMENT TRAINING

STEP 6 - STRATEGY AND a B
ROADMAP

STEP 3 - 360-DEGREE
ASSESSMENT

STEP 4 - BUSINESS PROCESS
MODELLING AND SERViCE-
BLUEPRINTS

STEP 5 - NEEDS-ASSESSMENT

© KONICA MINOLTA
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S8STEPS

Step-by step description

HY



KNOW-HOW TRANSFER (STEP 1)

Before we start with the actual project work, we carry out specialized training to ensure a
consistent level of knowledge across the implementation team

On-Premise
and Cloud

Notations and Core Microsoft
Outputs 365 Strategic

8-Steps aim
and

Methodology Overview technologies
J/
SCRUM - the BPMN 2.0 for Dynamics user Integration
project Process design experience and
framework and features Customisation
Training 1 Training 2

A
N

IKONICA MINOLTA
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IMPACT VALUE ANALYSYS (STEP 2: IVA)

IKONICA MINOLTA

A workshop with the management to identify the business requirements and strategic goals
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¥ IVA PBI Example.

th

B IVA PBI Example.png v

General IVA Functions and Features

~ CRM Functionalities o o o

* Status idenification uirux 120ays  Release Worldlow s} o © Yes
10 impl
* Quick guidance ulrux No Release General o o o No
additional 1.0 Requirement

« Financial status Dashboards / Reporting 1Week Customisation o o [ Yes
« 150 readiness Others o Release General ] o o No
additional 1.0 Requirement

« Bundiing of suppliers Others 12Days  Relesse Customisation a o © Yes
10

* Categorisation and classfication of suppliers Categor. / Classif, 34 Weeks  Release Development a o © Yes
10

* Knowledge base integration Others 12Days  Relesse Customisation o o © Yes

« Ml lingual content management System setup 12Days  Relesse Standard o o @ Yes
10

« Pricing information Others No Release Standard o o © Yes

additional 1.0

« Information collection and validation Others No Rel
additional 1.0

* Stakehold Others No eral =] o o No
additional Requirement
« Vendor communication Communication No Release Genenl o © o No
additional 1.0 Requirement
 Vendor dentification and management Account / Contact management 1Week  Release Development a o 21 Yes
10
© Vendor Invitation and tracking Surveys / Campaigns 1Week  Release Standard o 2 o Yes
10
. Dashboards / Reporting 2Weeks  Release Development o o 3 Yes
10
* Compliance management Others 2Wecks  Release Development u] a} [ Yes
10

Release Standard u] [ [a] No

* Result sharing No
additional 1.0

Dashboards / Reporting,



IMPACT VALUE SHEETS

These d

Impact-Value Sheet

ocuments serve as a summary of the IVA f

Impact-Value Sheet

Opportunity management, describes the complete
process of tracking and managing new revenue

opportunities (prospective and existing ~ customer
business) from the generation of the chance to their

Impact-Value Sheet
conversion into a customer relationship when well-
Complex businesses with many sales channels can

defined and adequately implemented provides insight

or the management team

Portal DB

Request eval-
uation code

Account_ID,

VAT/DUNS re- Supplier_ID, Contact_ID.- Account con-
tumvalue  Activity_type  Name_Requester credentials  firmation Supplier ID,
Result Request Contact ID,

e-mai, link to Q1 Content

VAT / DUNS

Account ID, Q1

| — |

IKONICA MINOLTA

REX, an acronym in the stategic sourcing and
procurement. It is a collective term that includes all
references to request for information (RFI, request for
proposal (RFP), request for quote (RFQ), and bid
invitation (RFB). The RFX process is probably one of the
most difficult to define e-sourcing processes as it can
range from a simple one-time request 1o a complex
multilevel RFI / RFP / RFQ process, depending on the
project requirements. In P3 Logistic Parks it will be

more complex.

Implementations

REX Process . restion of ol requied REXprocssesas

Design s Documant @FD) in
oo 10 bo.able 1> aneer

wosions o he ‘A saution. A

The BPDs can then be implemented by
the P3 supplier directy in the system.

P Phases
S
b mecion. o
oicaton it s WS s com
To ack BPX_types, coshi
o ondt oyec
ebereator oo
Benefits

Each of the RFX types has a
The.

Meta Data
Creation  metadata

Benefits

RFX
Management

Procurement and

Project Management

E-sourcing

Projects

Draniiramant

Contract  management  means

Impact-Value Sheet

managing. contract
creation, execution and analysis to maxi
company's operational and financial performance
while reducing financial risks. Contract management
proves 0 be sually  ime.consuming elemant of the
business, which facilitates the need for an effective and

Implementations

4, 2. Create, 3. Approv

Negotiate, 5. Sign,

Version  Integr

Conrol  mansgement. forall_contracts and
documents created and maintained in
CRM.

Creation of contract and  document
management with document
specifc data model in CRM

6. Capture, 7.
Comply, 8. Manage, 9. Optimize.

into the effectiveness and efficiency of marketing and
sales efforts.

Implementations

Opporunity An opportunity can be croated sither
Handiing ~ automatically - or manualy. ~Auto-
opportunities are usually

based on leads that are created either

manually or through campaign

e goal hers & to

inlement al incions bt mae | @ad CONVET:

possible to generate, convert and track
opportunities in an automated an
transparent way

Opporturity  Implementing the tooks needed to
Reporing track opportunities in real time
(dashboards) and to report
groups, products, services and

e a

Contract

Organization

Deals

and

Authorization
Meta Data

Itis not enough for P3 to have
coniract management

professionals and specialists.

Sales and Marketii

Opportunity
i

Sales Funne
Sales Pip

Impact-Value Sheet

Customer on-boarding is a generic term that is used to
describe the entire process that clients, suppliers or
agencies go through during the customer or partner
journey. The on-boarding experience can define P3s
customer's lasting relationship with P3s products and
Services. We can determine the timeframe by mapping.
the customer journey for P3 based on stages and steps.
The customer journey covers all points of contact that
guide a customer from awareness to knowledge to

automated document management system. This system Managemen signature. .
must have a powerful connection to the P3-CRM Implementations
solution On-boarding ~ Definition, description and design of a Sales

process design  two-stage _on-boarding pr
0 validation and approvals

e S Parner
im0 AML ;Crg@lgs

Contact  Introduction of an automated contract
VAT &DUNS At the end of the first step of the on-
Ufecycle  and. document management workfow TEDUNS At the end of the fist step of the on )
Management  inclucing all documents related actites  CONtract Creation vlatons boardng proces i the | i S Relaionship Management
5 Analytics customers, supphiers or agency data. For
4 this pur vmuﬂ-milo crie stams

are implement

Check, ind s DUNS check atomatally.

Worklows  Implementation
questionnaire workflows, steps, activtes,

and milestones

DM Benefits

benefit from a more inclusive approach. A successful
multichannel strategy engages marketing, distribution,
and finance teams, among others. It may also require
equal amounts of time managing direct and indirect
sales teams (Agencies, Partners). To reach the ultimate
goal of more sales, CRM-Systems have to have a solid
foundation of sales channel marketing features and
customized channel management components.

Implementations

Channel I ot yet fully available, P3 shouid
Seatogy dofine  Sals Channl St
co-ordnate betw
marketing and ’mance m srteg)

On-boarding
Management

From Whitelist

waih" Data collection
Authorization
Staging aquestionnaire

Partner Portal

all onboarding

Sales
Channel
Management

Sales and Marketing
Opportunity ~ Surveys

Website integration
Tools  Tracking
Sampaign responses
Marketing Budget
wonors Strategy
New Leads

e-mail address.

content

reate performan

‘Check VAT / DUNS

Request eval-
uation code Account con-

firmation

Suppler_ID,
Name_Requester ol L
VAT / DUNS Request dentials el
VAT/DUNS re- o
tum value Supplier ID,
Contact 1D,

Supplier ID,
Doc. 10 SharePoint

Activiy_type Content
Result Account D, Q1 Supplier D,
: Supplier ID, ueple
content 1D,
Store Document Link

e-mail address. Supplier ID,

Doc_ID,
eate Supplier in Account D, Link
gr Master data Project_Type, Pro-
ject_Details

Account_ID, Load
confirmation

Project Man-

Supplier_ID,
Change confirmal
tion

Business_Case_ID,
Supplier_ID, content

Change Values Supplier_ID, Requester ID;

Status change Confirmation
Supplier 1D Business_Case_ID,
Account ID, Load Classification level Requester_ID,
confirmation 142 tem_ID3

Submit Business.
Business_Case_Status Case

Account ID,

Business_Case_ID,
Master data content

u Business
Business_Case_ID,
Business_Case. Status Stakeholder

Modify Supplier in
SRM

Suppler_ID, d Create Purchase Requester 1D,
Change Values orde Confrmation
N A Xpress 2
Requester_ID,

Supplier_ID,
Status change
Supplier_ID,
Classification level
142

Master data and
transactional data
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360-DEGREE ASSESSMENT (STEP 3)

This assessment creates clarity and transparency for our customers

IKONICA MINOLTA

Home Insert Draw Page Layout Formulas Data Review View & Share (] Comments

, ab
Lﬁ Helvetica Neue AT A O/O v
4 17 Format as Table v

Number Cells Editing
Cell Styles v

[ conditional Formatting v

Supplier and cooperation partner and institutions integration

360 degree assessment
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BUSINESS PROCESS MODELLING (STEP 4)

In this phase, we analyse and document all project-relevant processes and workflows

IKONICA MINOLTA

U gt o Sarvice
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OUTPUT BASED ON THE BPMN

IKONICA MINOLTA

Another relevant result of the process documentation are service blueprints
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RESOURCE NEEDS ASSESSMENT (STEP 5)

The Needs Assessment provides a detailed overview of the expected efforts

Needs Assessments

Document status:
Created by:
Approved by:

Proposed
Stefan Fillibeck

Page 1 from 5

Project name:
Project Manager:

© 777 I Implementation

Needs Assessment

XYZ Bank CRM
Stefan Fillibeck

Date printed:

Last modified by:

Function:
Distribution list:
Overview
Business Analysis 140
Technical infrastructure 90
Process and Workflow design 215
Customizing / development 540
Training and rollout 70
Project Management and organization 200
Other needs and efforts 50
| 1305 I

Project area:

Business Analysis

Abstract:

In this section of the document are all needed tasks and activities described and rated by the
estimated effort. The business analysis focuses on all activities to be done to describe the
current business model and the acitivies needed to transform the processes and workflows

A tha naw. COM. cystam..

Many of the Business Anavl'ysis work h s been donvé during thé
October till November 2017. Additional BA tasks and activities are described in the table

tial 8-Steps project dl;I;i g" |

Needs:

Story: below
Created by: Stefan Fillibeck Source: 8-Steps Project
Creation date: 13.12.2017 Story-ID: PPFB_BA
PM, Solution Architect, CRM
Type of need: L
Consultant Priority:

Need descriptions  Points

High level activities:

1 New Business Prozess design for the new CRM envirionment (BPDs, NSDs) 20
2 Collecting existing and creating all business rules, validations to be applied to

‘the CRM solution including system interactions 20
3 Service Blueprint creation 20
R GOPR process design GFD, NeDy s
5 Data Flow Diagrams for new solution 10
6 Business rule collection and definition for all processes and workflows 10
7 Escalation and exeption handling for all processes and workflows 5
8 Customer Service Process modelling (BPD, NSD) 5
9 Sales process modelling (BPD, NSD) 10
10 20

Other related documentations

Points: 1=4h, 2=1d, 5=1d to 2d, 10=3d to 5d, 20= 1w to 2w, 40=2w to 4w, 60=1m to 2m,

80=2m to 3m| 140 ‘

0O

IKONICA MINOLTA

Points: 1=4h, 2=1d, 5=1d to 2d, 10=3d to 5d, 20=1w to 2w, 50=2w to 4w, 100 =1m to 2m, 200 =2m to 3m

© KONICA MINOLTA

130



I
I

STRATEGY AN ROADMAP CREATION (STEP 6)

Based on the data and information collected, we define a strategy together with our customers

IKONICA MINOLTA

766 px 16122549 p & 65| 186,102 px <
100

Strategic Pri- Prozess Workflow
orities tomation, Quality Assurance

Data C idation and
Centralization

Sales and Marketing Support, Case Management Reporting

Strategic Re- Efficiency and Effectiveness, Cycle times, Process Trans-
sults parency, Customer Loyalty

Data Quality and Data Density, Improved User Brand port, C

sup| Real Time Insights, Stage and Status accuracy,
Experience, Product Time-to-makret Satisfaction and Loyalty, Reaction Times,

Data Availability

- Net profit

- Operating Costs

- Revenue in target
Markets

Strategic goals of a
CRM implementation

Financial

- % Market share

- % Customer satis-
faction index

- Claim rates

- new customer rate

- Brand awareness

Customer

- Cost efficiency index
- Processing times

- Error rates

- Data Quality

Internal
processes

7 Cﬂsﬂ Management
process crarisa-

/~ Process harmo-
nization and Re-
deisgn

/" Centralised Docu-
( ment Management
\ System ___/

- Support and mainte-

N P | nance efforts

/ [ Swemcomsoliéa- )| - Total cost of owner-
: | ship

- Return of investment

- Process Costs

7 Multi-Channel Cam-
[ paign management
A system A

RFx Management

Fully integrated

RM solution

Operations

Innovation
and Changes

© KONICA MINOLTA
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PROJECT METHODOLOGY TRAINING (STEP 7)

Detailed training of the future project team in Project Management and SCRUM

IKONICA MINOLTA

METHODS AND FRAMEWORK

MEETING AND WORKKSHOP MANAGEMENT TOOL SET AND COLLABORATION

RiSK MANAGEMENT TiME AND RESOURCE PLANNING

PROJECT MARKETING

© KONICA MINOLTA



PROJECT PLAN CREATION (STEP 8)

Based on the knowledge gathered and analysed in previous steps, we provide a detailed project

activities and resources (costs) plan

+

7 Work Breakdown

#, |Taits | WBS
Code
0 ®Oe o
10 1
2 1
3 2
4 3
5 24
6 4
7 5
8 1
9 6
10 7
1 1
12 2
3@ 183
14 8
15 9
16 @ 11014
17 1102
18 1103
19 1104
20 2
21 10
22 1
23 1121
24 1122
25 1123
2 1124
27 1125
28 2
29 12
30 13
31 1
32 14
33 15
34 1
35 16
3% 17
37 1
38 18
39 19
40 1
41 20
a2 21
43 1
44 2
45 3
46 22

Entry

v 8-Steps - CSOB proposal
¥ Project Execution
1> Meeting with Clients Stakeholders (kick-off inputs)
D> Meeting with the executive team (status quo)
D> Creating the final project plan adjustments
D> Project Kick-Off with the whole team
D> Preparation done
¥ Step 1: Know-How transfer
D Planning and organising the training
D> Step 1 closed
¥ Step 2: IVA and DFD
1> IVA workshop with stakeholders
D> Generating the IVA outputs
1> Creating the Data Flow Diagram
D> Step 2 closed
¥ Step 3: 360-Degree Assessment

D> Preparing all P3 specific Questionnaires for the
interviews

[> Interviews Day 1
[> Interviews Day 2
[> Interviews Day 3
D> Preparing the assessment resuits
D> Step 3 closed
¥ Step 4: BPMNs and SBP
> BPD creation Day 1
D> BPD creation Day 2
[> BPD creation Day 3
[> BPD creation Day 4
> BPD creation Day 5
[> Creating the final BPMNs (as-is)
D> Step 4 closed
¥ Step 5: Needs Assessment
I> Creating the NA-Document
D Step 5 closed
¥ Step 6: Strategy and Roadmap
[> Strategy map and product roadmap creation
> Step 6 closed
¥ Step 7: Project Management Training
D> Executing the training
D Step 7 closed
¥ Step 8: Project planning and Initiation prep
I> Creating all project relevant plannings
[ Step 8 closed
¥ Project Competion
D> finalise and send all documents to client
> Result presetnation preparation
D> Client Presetnation
D> Project closed

Given| Expected Sta
Work|

1 hour
2h
5h

1 day

1 day

1 day
4days
1 day

3 days

1 day
1 day
1 day
1day

1 day
1 day
1 day
1 day
1 day
1 day

1day

2 days

1 day

2 days

3 days
1 day
1 day

2Dec 2019
2Dec 2019
2 Dec 2019
2 Dec 2019
2 Dec 2019
5 Dec 2019
5 Dec 2019
9 Dec 2019
9 Dec 2019
11 Dec 2019
17 Dec 2019
17 Dec 2019
19 Dec 2019
3.Jan 2020
3.Jan 2020
7 Jan 2020
7 Jan 2020

14 Jan 2020
15 Jan 2020
16 Jan 2020
17 Jan 2020
17 Jan 2020
20 Jan 2020
20 Jan 2020
21 Jan 2020
22 Jan 2020
23 Jan 2020
24 Jan 2020
27 Jan 2020
27 Jan 2020
28 Jan 2020
28 Jan 2020
29 Jan 2020
30 Jan 2020
30 Jan 2020
31 Jan 2020
4 Feb 2020

4 Feb 2020

4 Feb 2020

6 Feb 2020

6 Feb 2020

7 Feb 2020

10 Feb 2020
10 Feb 2020
13 Feb 2020
14 Feb 2020
14 Feb 2020

r‘ WK 49, 2 December WK 50, 9 December WK 51, 16 December WK 52, 23 December WK 1, 30 December WK 2, 6 January WK 3, 13 January WK 4, 20 January WK 5, 27 January WK 6, 3 February wi
123456 [7]8 9 10[11]12[13]14]15 16/17[18]19]20(21/22 23 24|25 26|27 28/29 3031 1| 2 [3 [ 4[5 6 7 8|9 [10[11]12 13[14]15[16]17|18]19 20|21 22(23|24 25|26 27|2829(30/31[ 1 [2 |3 [4 (5|6 7 [8 |9 10
o f ' f f f
In ' ' ' '

19 |y sk

Uy se
1s L) sF
‘e whole team L%_] SF
reppration done. 05/12/2019

tep 1: Know-How transfer
lanning and organising the training . SFIKT.
Step { closed Lr - 11/12/2019
Step 2: VA and DFD | 4 v
W vorkshop it sikehocers (- T
e s s R
Creating the Data Flow Diagram S
Step 2 closed 03/01/2020
pa: Assessment| 4 v
Preparing all P3 specific Questionnaires for the intervi.
Interviews Day 1
Interviews Day 2
Interviews Day 3 SF
Preparing the assessment results SF
Step 3 closed »4p-17/01/2020
Step 4: BPMNs and SBP
BPD creation Day 1
BPD creation Day 2
BPD creation Day 3 SE
BPD creation Day 4 SF
BPD creation Day 5 SE
Creating the final BPMN (as-is) SE
Step 4 closed ﬁ 27/01/2020
Step 5: Needs Assessment
Creating the NA-Document ([il} | S.F.
Step$§ closed 29/01/2020
Step 6: Strategy and Roadmap > (=g
Strategy map and product roadmap creation ([l | S|
Step 6 closed 31/0112020
Step 7: Project Management Training
Executing the training ([il) | SF.
Step 7 cloed 04/02/2020
Step 8: Project planning and Inifation prep
Creating all project relevant plannings ([l | &
&
Project Competion }-
finalise and send all documents to client [l
Client Prd
o

0O
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LIST OF DELIVERABLES IKONICA MINOLTA

Customized documents handed over at the end of the 8STEPS process constitute detailed blueprint for the
success of your strategic project

Training materials

IVA and conclusive outline based on the IVA

Data flow-Diagrams

Business Process Models based on BPMNs

Service Blueprints (based on the given foundation)

1 Nassi-Shneiderman diagrams (based on the given foundation)
1 360-degree assessment results

1 Needs-Assessment documentation (effort estimate)

. Strategy map

1 Product development roadmap (depending on the future project type)
1 Project and Resource plan

1 Weekly project reports

1 Final Result-Presentation

N Y O O B B
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