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	From the Editor

Dear Atlanta-OAUG Members,

Welcome to this second newsletter of the year. We have a variety of articles in this edition, including news about upcoming products and concluding part of “Killer Projects”. We hope that you will find these interesting and useful. We look forward to more contributions from you.

Sincerely,

Satyakanth (satyakanth@bosscorporation.com)
Coordinator’s Corner

Volunteer Opportunities – 2003

· Speakers to give 35-40 minute main presentations.

· Facilitators to lead the informal breakout sessions.

Remaining 2003 Meeting Dates

Jun 20, Aug 15, Oct 17 and Nov 21.  

Deadline for contributions to August newsletter – July 14
Credit is given to all contributors.
· Submit in a Word document attached to an email.

· Length – 2 – 4 paragraphs.  Maximum – 300 words.

Brenda Carlton, Atl-OAUG Coordinator, bcarlton@sprynet.com



Functional

Leverage Your ERP System to Increase Cash Flow, with iProcurement

The Idea:

Today’s economy is forcing companies to seek out new revenue sources and streamline existing processes.  One way many organizations are choosing to streamline their operations is by implementing web-based procurement systems.  Traditionally, implementing such a system has been proven to reduce the cost of routine purchases due to more efficient processes, and helps produce cost savings from leveraging one’s volume to negotiate deeper supplier discounts.  A more non-traditional question organizations should begin to ask as part of any major systems implementation is: ‘does our newly implemented system offer any opportunities for revenue generation?’  The best case scenario for any implementation is a solution that not only saves money, but actually creates an additional source of revenue for your company.  This article outlines one option for implementing a revenue-producing model using Oracle iProcurement.

One necessary component of any successful iProcurement implementation is a thorough spend analysis on all purchases and of the current supply base used for these purchases.  This analysis will often uncover the same item being purchased from multiple vendors at multiple costs.  This produces an immediate opportunity to consolidate purchases with fewer vendors and use the increased volume to leverage better discounts.  The idea proposed in this article is to take this one step further and offer your supply chain partners access to these discounts.  Such a move can create added benefits above and beyond those detailed in a traditional business case.   Doing so can increase purchasing volume (which in turn increases your leverage and leads to deeper discounts) and can become an additional revenue stream for your organization.  

Using Oracle iProcurement, it is possible to create a web-based portal that can be made accessible to anyone in your supply chain or partner network and in turn give them access to your leveraged catalogs.  In exchange, your organization can negotiate a transaction-based payment plan with the vendor to produce revenue (alternatively, a subscription model can also be used).  This setup is best suited for commonly purchased indirect items (such as from Office Depot or Boise Cascade) that have broad appeal, but can be specialized to any degree desired.  The benefits of offering this service include:

· Additional source of revenue for your organization, which can be used to fund your own internal Oracle implementation and be sustained as an ongoing source of revenue

· Added benefit to partners that can be used to bolster the ‘what’s in it for me’ question; can also be used to increase enrollment and aid in marketing campaigns if operating as a member organization

· Combined spend of both partners/members and your own organization can be used to leverage further supplier discounts in the future

How to Do It:

To implement this solution, a separate Set of Books would need to be created for all ‘member’ transactions.  This would need to be done for security reasons and to ensure that there is no chance of member transactions affecting the host organization’s financials.   To maintain the privacy of all member transactions, document controls could be used to restrict view by approval hierarchy (one approval hierarchy would be used for each member group).

Catalog items should be loaded into iProcurement as an external catalog associated with a contract PO in Oracle Purchasing.  This would be done using the Bulk Loader function that is standard in iProcurement, and as of Family Pack G allows explicit association of catalog items to a purchase contract.  Managing the catalog in this manner would not require entering and maintaining items in the Oracle Item Master and would allow one unified catalog to be used for all members.  Finally, because the catalog items are associated with a contract PO, the create documents workflow could be invoked to release the PO’s automatically without buyer intervention. 

Certain additional setup steps are required to make this solution work as desired.  These are described in brief below:

· Each member should be setup with a procurement card so that all charges will be made against the designated card number and payments made by the partners directly to the credit card company.  The host organization would in no way be involved in the payment of member purchases.

· Set the ‘create_distributions_flag’ to ‘N.’ Doing this prevents automatic entry of distributions into the host organization’s payables module, so no member accounting distributions are entered.

· All members would need to be created as employees in Oracle to be able to use iProcurement.  Depending upon the volume of users, a bulk load procedure could be utilized for this.

· Give all members ‘unlimited’ approval authority to avoid stuck transactions and the need to setup a complex approval hierarchy.  The members’ credit card limits would act as the spend control mechanism in this case.  

· Setup PO line default to two-way match (PO/Invoice) and set the Invoice close tolerance to 100% to automatically close all PO’s in Oracle Purchasing upon approval.  No receipt would be required when using two-way match.  

Conclusion

The solution presented above demonstrates one way to maximize the return on your ERP investment.  In an economy where prices are already rock bottom and competition is relentless.  The ‘great differentiator’ is often the efficiency of an organization’s supply chain (Dell is the classic example here).  Unfortunately this is old news, and your competitors are also implementing an ERP solution to streamline their supply chain operations.  This means that taking your implementation one step further by looking for ways to make money from your new systems could soon become the new differentiator.

Derk Weinheimer,

dweinheimer@deloitte.com
Oracle Receivables Collections Features -- A Great Value for Your Dollar

In today’s economy, value for your dollar has become the watchword and even a way of life for many.  Get the most that you can for the smallest expenditure is as true in software implementation and use as it is in the grocery line.

One easy way to maximize the value received from your investment in Oracle Applications is to look at all those features that you never had time to implement.  I’m guessing that there are probably several candidates.

For instance, in our experience, organizations implementing Oracle Receivables often “save until later” or overlook altogether the implementation and use of the set of Collections features and functions.  If you’re one of those organizations, perhaps these features deserve a second look.  They’re easy to use and the more you use them, the more benefit the organization gets.

The heart of these features is the ability to record “Customer Calls” (Collections | CustomerCalls).  With this feature, not only can you record conversations with your customers but you can also categorize customer responses (to help spot any trends), record and schedule two different types of actions, place items in dispute, and forecast expected receipts.  And all this can be done with little or no setup -- just review and refine the standard values for customer responses, call actions and follow-up actions (Setup | System | QuickCodes | Receivables).

As companions to Customer Calls, there are the online “Scheduler” (Collections | Scheduler) and reports for Call Actions and Follow-Up actions.  These tools help organizations and individuals plan and manage activities for collections or, if desired, other more pro-active customer communications.  However, note that when you’re using the Scheduler, you’re most likely going to want to define a custom folder.

Then, there are also the inquiries and reports to aid not only in collections activities but in the management of the receivables function.  A few of these tools would include: the Customer Accounts inquiry for a quick way to identify customers with history that may be worthy of a second look;  or the Bad Debt report in conjunction with judicious use of Credit Profile Class values to review potential exposure; or the Past Due Invoices report to keep an eye on current activities.

So, while not a replacement for Oracle’s eBusiness Center or the Collections module, using the Collections functions included in Oracle Receivables can certainly add to the value received.

Beth Hunt is an experienced Oracle Applications user since 1990 and focuses on financials & distribution. EASHunt@aol.com
Project Management

Killer Projects

This is the second part of a two-part series on “How to survive a Killer Project”.  In this first part, Lourdes Godfrey, and independent project management consultant with over 20 years ERP project experience, describes “How to tame a Killer Project”.

How to Tame the “Killer Project”

O.K. So you’re a consultant and against your will and/or better judgment, you’ve been assigned to a project that has many of the above symptoms.  Or, you are a user, and you know many of the symptoms above exist in your company as it relates to the project you’ve been assigned.  What can you do?  Just grin and bear it, hoping it will all be over soon and that you live to tell about it?  Quit, and in today’s market hope to find another job? – NOT!  

First, recognize that some of the things you will need to do to tame a Killer Project may not make you popular.  However, with a significant amount of tact and intestinal fortitude, you can survive this temporary unpopularity.  In the long run, you will be greatly respected and your efforts will be appreciated, even if at first you are growled at.  Just remember that surviving the initial pushback is much less painful than surviving a project that has been allowed to become and remain a Killer!

Below, I’ve described some ways to address each of the Killer Project symptoms.  You’ll notice that some of the recommendations for addressing one symptom are similar to those for addressing others.  Many experienced consultants will recognize some of these as standard, proven components to successful project management methodologies.  There is good reason for that – it’s because they work!

1. Lack of upper level executive support.  This is the hardest one to overcome.  First, be sure to form an executive steering committee at the very beginning of the project, and include in this steering committee the highest level of executives (or their empowered delegates) from all areas that are affected by the project.  Outline for the steering committee what their roles and responsibilities will be as members of the steering committee – the most important of which is to resolve any issues that are brought to them in a timely manner.  Be sure the steering committee is headed by the project sponsor.  This is the person to whom all members of the steering committee report to, and will be the ultimate person responsible for the project.  Second, meet with the steering committee regularly and keep them abreast of project progress against the project plan, budget, objectives, and critical success factors.  If you do not have a well functioning or committed steering committee, be sure to include a significant amount of contingency in your project plan, because you will need it, both in terms of time and money.  

2. Unrealistic expectations of project time and/or cost.   This is always a sensitive one.  It is best to recognize this and deal with it as early in the project as possible.  The best tool to have to address this is a solid project plan which includes accurate estimates of the tasks involved, their dependencies, and the resources necessary.   Many times the time constraints are real and cannot be moved.  In such cases, you will need to ask for additional resources and be well prepared to identify the type of resource, when they will be needed, and what tasks they will be expected to do.  If cost is also an issue, ask if the resources can be assigned internally vs. using external resources, and/or look for lower cost external resources (i.e. back-fill) for specific tasks that can be safely assigned to such resources or to backfill for users so the users can dedicate more time to the project.  However, the best way to avoid this is to be involved during the initial planning phase when the business case is being developed.  This way, you can get estimates via an RFP process which will lead to better estimates going into to the plan.

3. Not enough dedicated client resources.  This is difficult to overcome as well.  Again, recognize this situation early in the project, and set appropriate expectations.  The best way to do this is with a good project plan which shows all project tasks including those tasks assigned to client resources.  I cannot count how many vendor or consulting project plans I have seen that do not include client tasks in their plans, nor include accurate estimates of their efforts.  Client resources are essential during each phase of the project for input to the design, configuration settings, data conversion validation/sign-off, developing user acceptance test plans, executing user acceptance tests, developing & testing reports, end-user training, conversion, & post implementation super-user support.  The sooner you can show the user efforts needed during each phase in terms of number of hours per week/month by person, the more quickly you can address this situation by either calling in backfill resources, or extending project dates.

4. Resistance to change.  This is most easily addressed by the use of a strong and visible steering committee.  Use the steering committee to communicate to the user committee any changes in policies and/or procedures.  Coming from them, it carries much more weight and has a higher likelihood of being accepted.  Also, be sure the steering committee is willing to take swift and corrective action when someone does not follow the new procedure.  It is one thing to communicate; it is another thing entirely to enforce.  If new policies and procedures are not enforced, people will quickly go back to their old ways because they can get away with it.  Be sure the steering committee is willing to enforce the new procedures and decides in advance how they will monitor and enforce them.

5. Decision making delays.  If delays in making key design or other implementation decisions by project team members occur, they can be escalated to the steering committee.  However, be careful here not to alienate the person initially responsible for the decision.  It is more tactful to suggest “the assistance or input of the steering committee” on the decision at hand.  Many times this will motivate the actions necessary to get a decision made.  If decisions escalated to the steering committee are delayed, the situation becomes more critical.  In this case, be sure you have an executive sponsor to whom the entire steering committee reports to.  That person’s role is to be the final arbiter of any issues and/or decisions that are not resolved at lower levels within the project organization.  If this person fails to make decisions in a timely manner, be prepared with a contingency plan.

6. Lack of strong project management.  If an ERP project lacks strong dedicated project leadership, it will be in trouble sooner or later.  Strong “seconds in command” can offset this somewhat, but not entirely.  If you do not have a strong project manager, go get one as soon as you recognize the fact – which is usually after the project has begun to miss a few key deadlines without any obvious effort by project management to adjust the plan accordingly, communicate the adjustments and effectively raise and resolve the issues causing the delays.  At this point some of the Killer symptoms begin to appear.  I have been brought into Killer Projects several times to “rescue” them so late in the game, that it almost takes miracles to pull them back on track.  However, pulling them back on track requires the skills necessary to determine what must be done, what can wait, what the dependencies are, assigning the right resources to the job, and motivating them to do the job by the revised deadlines given.  The longer a project has been in a Killer state, the harder it is to motivate people, and the less time they have to get back on track.  A strong project manager needs to be able to assess the overall progress, keep track of it, prioritize tasks as well as issues, quickly resolve key issues, and removes obstacles that are in people’s way of getting their jobs done, whether those obstacles are issues, resources, bugs, instructions, training, food/water, or just plain moral support.

7. Lack of knowledgeable resources.  There is no getting around this one.  If you do not have the appropriate knowledge base assigned to the team, get them any way you can.  If you can only get part-time access to knowledgeable resources, take it.  Raise the issue to the steering committee immediately, and ask for permission to get access to either knowledgeable resource internally, or to contract or hire resources.  If you have to pay extra for access to expertise, do it.  Money spent early during the project for expertise will save two or three times as much later.  

If you have any experiences with Killer projects that you would like to share, please join me at an upcoming Atlanta OAUG meeting, or drop me an e-mail.

Lourdes Godfrey is an independent consultant with over 20 years of experience with a wide variety of applications including Oracle.  Her specialty is project management.  She can be contacted at (404) 312-8668 or via e-mail at godgreyhouse@mindspring.com
OAUG Business

Atl-OAUG Structure

	Position
	Person
	Email address

	Coordinator
	Brenda Carlton, Consultant
	bcarlton@sprynet.com

	Web Server & Internet Services
	David Rincon, The DBA Group, LLC
	drincon@dbagroup.net

	Web Mistress
	Mary Lou Weiss, Solution Beacon
	mweiss@solutionbeacon.com

	Newsletter Editors
	Satyakanth Abbaraju, BOSS Corp

Erik Shin, SageWise Group
	satyakanth@bosscorporation.com
eshin@sagewisegroup.com

	Technical Session Coordinator 
	Erik Shin, SageWise Group, Inc
	eshin@sagewisegroup.com


June 20th Agenda

8:30 – 12:00

	Vendor Spotlight: Quest Software
	David Komoroski, Quest

	1. New Features: Financials 11.5.7/8/9 & Internal Controls Manager
	Jeanie Powell, Oracle

	2. Conduct Electronic Reverse Auctions/RFQ’s With Oracle Sourcing
	Bill O’Connor, Oracle

	BREAKOUT SESSIONS:
	

	1. Taming a ‘Killer’ Project
	Lourdes Godfrey , Project Manager

	2. Q&A Follow Up – Supply Chain & Financials
	Jeanie Powell and Bill O’Conner, Oracle

	3. Technical: Daily, Weekly, Monthly Checkup Lists for Oracle Applications
	Erik Shin, SageWise Group

	4. eContent (item catalog) Management for iProcurement 
	Derk Weinheimer, Deloitte Solutions

	5.Corporate Goverance for Sarbanes-Oxley Act of 2002
	Jeanie Powell, Oracle


Host:
Quest Software

Location: Villa Christina, 45 Perimeter Summit Blvd, Atlanta, Georgia 30319

Directions: www.atloaug.org
Reservations:  David Komoroski, david.komoroski@quest.com
Highlights: August 15th Agenda

· Member Spotlight: Boral Bricks - Scott Dines

· Working with Oracle Support - Oracle

· Implementing iPayment for Credit Card Processing - Rob Rentz & Samira Chander, SSI North America

· Lessons Learned: Tensar Corp Upgrades & Outsources - Hank Edwards, Tensar Corp

· Essential Elements of Project Management - Saurel Quettan, Novations Project Management
· (Tentative - Technical: How API's Work - Muzaffer Lakdawala, IBM)

Host:
Doc I.T.

Location: Amberley Suites Hotel, 5885 Oakbrook Parkway, Norcross 30093

Reservations: Beth Lovitt, Beth.Lovitt@DocIT, 770-448-4489
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