The Integrated Advantage: Managing Projects for
Maximum Profitability

Sponsorecd

CONSULTING BEST PRACTICES WEBINAR DeltEk

U B Y PRI e ) E S RC RS S TGN T E SIS R B S T

An ALM Publication



Before We Begin |
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* Ask questions through the
Q&A widget

* Recorded On-Demand session will be
available starting tomorrow
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Today’s Speakers

Joseph Kornik _ Tom Rodenhauser
Publisher and Editor- Jon_Caforlo _ General M'anager, ALM Intelllge'nce
in-Chief National Leader for Consulting Managing Director, Advisory Services
. . Strategic Enablement
Consulting magazine
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Ted Reynolds Laura McQuaig

Vice President Director of Product Marketing, Consulting Industry

Impact Advisors Deltek, Inc.
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Failing to plan is
planning to fall.
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Clients or people?

wWERE NOT QUITE CAGED,
BUT weERE NOT QUITE
FREE -RANGE EITHER,
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Scope vs. estimate

Scope — The defined sum of the Estimate — The work effort that must be
products and services to be provided completed to deliver the scope (not to
or delivered as a project. be confused with the price).

YOU DON'T
KNOW
ANYTHING
ABOUT MY o OAT
PROTJECT RISES
ECT.  Two oF

US.

J

I NEED A BUDGET
ESTIMATE FOR MY
PROJECT, BUT I DONT
HAVE A SCOPE OR A
DESIGN FOR IT YET.

OKAY, MY
ESTIMATE
IS #3,583,729.

Dilbert.com DilbertCartoonist@gmail.com

1271-09 ©2009Scott Adams, Inc./Dist. by UFS, Inc.
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Estimating factors

Estimating factors are powerful assumptions that help clarify the amount of effort
required and facilitate client trust.

“Good” estimating factors help you define the “Bad” estimating factors are subjective and not
amount of work required to complete a project defensible

v" Number of users “Complex project”

v Number of modules “Several servers”

v" Number of business
processes and their
complexity

“Multiple locations”

“20+ users’

Number of locations All processes

Number of servers “Every end point”

”

X
X
X
X
X
X
Number of site visits X “Comprehensive requirements
Specific deliverables X “Each area of the business”
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Number of sign-off’s required per deliverable

Effort equals cost. Never confuse effort with price. o E—
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Project, Pricing and Profitability Contingency

Project, pricing and profitability contingencies are separate components and each

have a separate role.
PRICE COST

« Initial price quoted to client

. Pricing Contingency is * Profitability Contingency is

used in negotiation.
 This contingency supports

achieving a price that nets
your target margins and
value pricing.

© 2018 RSM US LLP. All Rights Reserved.

Pricing
Contingency

Value Pricing

Target Margin

a cost and used when
calculating margin.

It should be calculated based
on delivery risk.

It is added to your cost (effort)
and covers estimating errors
you cannot bill to the client

— — under Project Contingency.
Profitability
ST Project Contingency is a
Project cost and used when
EPnAEREY calculating effort.
Other Costs Project contingency should be
(g HRAS) both schedule and cost based.
Cost < Subcontractor It is only to be used for
Services unplanned tasks or inability to
meet budget.
Contingency is never used for
: scope changes.
Services
I N
- RSM
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Executing for client satisfaction

Knowing how we do it

Methodology is the foundation
for comprehensive scope

Knowing what we will deliver

Scope is based on a listening and
documenting with a structured approach

Having a fact based level of effort

Know the estimate is based on well defined
scope and understanding the risks

Managing client expectations

Raise the level of open and honest
conversation with the client.

Actively addressing risk

Deal with the unexpected when needed,
internally and with the client

Controlling change control

Defined process forreal
scope and value discussions.

RSM
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Well bequn is half (G
done. ?

- Mary Poppins




Q&A

Joseph Kornik Tom Rodenhauser
Publisher and Editor-in-Chief General Manager, ALM Intelligence
Consulting magazine Managing Director, Advisory Services
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Greater Impact thru Quality

September 2018
Presenter: Ted Reynolds
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Impact Advisors’ Qualifications

Unparalleled Client Satisfaction Deep Associate Experience

10 veal' f(ch,Bé\?SS,l;\I;Zards 20 vﬂars Average Experience

0 Leadership and Operations
100 A] Positive Client References in both Clinical & Revenue Cycle

Proven Tools & Methods

Focused on milestones,
collaboration & outcomes

255 Healthcare Client Partnerships

Complement and enhance

50"' Successful Implementations vendor methodologies

17
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Why Is Quality Important?

v We are the market leader

v Reasonable rates

v Reduced write-offs P iunn |

IMPLEMENTATION |
LEADERSHIP

v' “Trusted partner” relationships
v' Reduced sales force

v" KLAS Implementation
Leadership Average 86.5 —
We are at 96.06!

18
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Client Facing Roles

-

All engagements have:

Client Relationship
Manager (CRM) focused on
driving profitable revenue
Delivery Service Executive
(DSE) focused on providing
highest quality service
Quality Leader independent
from the project to verify we
are practicing what we
preach

(o
Y/

All roles have
billable
utilization
targets and
revenue
objectives

Provides greater
understanding of the
work to be
performed and deep
knowledge of what
success means

19
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Quality Starts with Quality People

20
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When Trouble Happens

© Impact Advisors, LLC. All rights reserved.



Performance-Based Contracts

Pay Only |
for Results




Results?
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Deltek.

For Consulting Firms




Project ARiISleVelE

WIN MANAGE DEVELOP DELIVER MEASURE
By Streamlining Through Great By Finding, Strong Financial By Unearthing The
Business Project Management Cultivating, and Results Through Problem Areas and
Development and Resource Retaining Top Project-based ERP The Opportunities
Optimization Talent

DEItEK CONFIDENTIAL © Deltek, Inc. All Rights Reserved.



Firms are Facing. ..
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Disparate Difficult to
Systems Use
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Complex
Implementations

Deltek.



Deltek.

We Know...

- Simplicity is Essential
* User Interface Matters

* Playing Nice with Others is a
Must

© Deltek, Inc. All Rights Reserved.
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Deltek At-A-Glance

O
Delivering “Purpose-built” Capabilities for Largest Pure-play Cloud ERP to Project- 22,000+ Customers Worldwide with
Project-based Companies for nearly 35 Years based Industries Millions of Users in 80+ Countries

=)
£

Owned by Roper Technologies

Market Leader in Our Core Industries Award-winning Customer Care Processes (NYSE:ROP)

DEItEk © Deltek, Inc. All Rights Reserved. 28



For More Information:

»

»

»

»

Project-Based ERP and PSA:
deltek.com/en/products/project-erp

Consulting Industry News:
www.deltek.com/consultingindustry

Coming Soon: Powering Project Success
for Your Consulting Firm brochure —
emailed to all webinar attendees

Contact Me: LauraMcQuaig@deltek.com

Deltek.

CONFIDENTIAL © Deltek, Inc. All Rights Reserved.
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Questions?

)

Joseph Kornik
Publisher and Editor-

Jon Cafori Tom Rodenhauser
e General Manager, ALM Intelligence

in-Chief Natlona}l Leader for Consulting Managing Director, Advisory Services
C . . Strategic Enablement
onsulting magazine
RSM
Ted Reynolds Laura McQuaig
Vice President Director of Product Marketing, Consulting Industry
Impact Advisors Deltek, Inc.
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Thank You
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