
SINGLE SOURCE OF TRUTH: 

INTEGRATING CONTRACT MANAGEMENT 
SEAMLESSLY INTO YOUR PROJECTS AND PORTFOLIO 

W ORLD



P RESENTER
Kai has more than 15 years managing 
projects in  d iffe ren t industrie s from  
au tom otive  to  software  and  IT as we ll as 
m anaging m ultip le  supplie rs in  the  
p rocess.  Curren tly running the  UK arm  of 
Plan isware .
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Ka i O jo
Managing Director – Plan isware  UK
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ABOUT P LANISW ARE

500+ Client s 
supported
worldwide

Worldwide
Par t ner  
Net work

22 years
of experienceISO 27001 

& SOC II
certified

Priva te ly owned
sof t ware 
com pany

Recognized  as a
Market  Leader

by ana lysts

400+
em ployees

$80M
in  revenues

in  2018



OUR OFFICES
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Manchester

Montreal

San Francisco

Denver

Paris

Nice

Munich

Tunisia

Tokyo

Philadelphia

Dubai

Hong Kong

2019

2019

New Offices

Long-Standing Offices
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TRUSTED BY INDUSTRY LEADERS

AUTOMOTIVE ENERGY LIFE SCIENCES



W HAT DOES CONTRACT MANAGEMENT DONE W ELL LOOK LIKE?
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Invita tion  to  
b id

Plan  de live ry 
of p roposa ls

Build  cost 
p roposa ls 

and  scenarios

Se t the  righ t 
se lling price

Subm it 
p roposa l

Contract 
Awarded

Link con tract
and  projects

Manage  
con tractua l 
docum ents

Cost tracking
Manage  
con tract 
changes

Invoicing

 Bid Managem ent

 Cont ract  execut ion t rack ing 



THE CHAOS OF DISCONNECTED INFORMATION
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 The  Project Managem ent Institu te  (PMI) reports tha t le ss than  two-th irds 
of p rojects actua lly m ee t the ir goa ls and  business in ten t. In  fact, it is  
e stim ated  tha t for every $1 b illion  spen t on  a  fa iled  project, $135 m illion  is 
lost forever...unrecoverab le .

 Accord ing to  a  study by Meta  Group , 60% to  80% of p roject fa ilu res can  be  
a ttribu ted  d irectly to  poor requ irem ents ga the ring, ana lysis, and  
m anagem ent.

 Get t ing r id of  t he Excel spreadsheet  cult ure and  ge tting everyth ing in to  
one  solu tion  to  m anage  b ids; both  custom er ’s and  supplie r ’s con tracts, 
and  execu te  p rojects.

https://www.pm i.org/-/m edia /pm i/docum ents/public/pdf/learn ing/thought-leade rsh ip /pulse /pu lse -of-the -profession-2013.pdf

https://www.pmi.org/-/media/pmi/documents/public/pdf/learning/thought-leadership/pulse/pulse-of-the-profession-2013.pdf


KEY CHALLENGES: GETTING STARTED
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 Large scale bids

 Mult iple process st eps

 Mult iple st akeholders

 Multip le  docum ents

 Multip le  workflows

 Dependency-based t im eline

 Understand  sim ila ritie s to  p revious b ids

 Consolida ting requ irem ents across a ll stakeholde rs

 Build ing cost m ode ls and  estim ates from  ca ta logues

 Am endm ents to  in itia l p roposa l – m id proposa l bu ild ing



P LAN DELIVERY OF P ROP OSALS
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 St age & Gat e – m anage  your con tracts like  a  p roject a longside  you  projects

 Tem plat es can  be  crea ted  based  on  b id  size  to  he lp  facilita te  d iffe ren t p rocesses

Run contracts like  a  p roject



CONTRACT MODULE

11© 2019 PLANISWARE. ALL RIGHTS RESERVED.  |

 Planisware m odule for a ll your con tractua l needs

 Reposit ory of  cont ract s which  m ain ta ins a ll your key in form ation  (i.e . sta tus, custom er, 
p roduct, e tc.)



KEY CHALLENGES: MANAGING THE DETAIL

12© 2019 PLANISWARE. ALL RIGHTS RESERVED.  |

 Underst and sim ilar it ies t o previous bids

 Consolidat ing requirem ent s across all st akeholders

 Build ing cost m ode ls and  estim ates from  ca ta logues

 Am endm ents to  in itia l p roposa l – m id proposa l bu ild ing

 Managing exchange  ra tes

 Managing pricing books

 Track ing all t he var iables + subcont ract ors

 Change  m anagem ent

 Workflows



BUILD COST P ROP OSAL (2/2)
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 Crea te  a  new lib ra ry and  delegat e it to  SMEs for 
quotes

 Request Ad-hoc est im at es from  subject m atte r 
experts (SMEs) 

Hey Steve  can  you  he lp  
m e  with  th is quote?

Sure  th ing, le t m e  check

CLIENT P RIME 
CONTRACTOR

Build & Subm it
proposals

Awarded 
Cont ract

Invit at ion t o bid

Vendor  Select ion

Use Case 2: Requirem ent is Specif ic

Recycle  and  
re fre sh  quotes 
from  previous 

bids

Product  
cat alog 

estim ates

Technical 
Exper t

$
EUR
$
$
GBP
$
$

Cost  Proposal



BUILD SCENARIOS
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$

$
$

$
$

$

$
$

$
$

Scenar io A Scenar io B Scenar io C

Opt ional Opt ional

 Plan isware  ve rsion ing and  com parison  fea tu res he lp  
bu ild  severa l scenarios

$
EUR
$
$
GBP
$
$

EUR

GBP

EUR

GBP

CLIENT P RIME 
CONTRACTOR

Build & Subm it
proposals

Awarded 
Cont ract

Invit at ion t o bid

Vendor  Select ion



TRACKING EXAMPLES
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 Cont ract  value versus com m it t ed value

 How much have been ordered yet on this contract?

 Com m it t ed value versus paym ent  request  (aka . Invoiced)

 How much is left on this PO? Is this funding enough for what we have to do?

 Paym ent  request  versus project  act ual cost

 How much do we still have to invoice?

 Paym ent  schedule versus project  bi l l ing m ilest ones

 Are we still on track with billing milestones?



CONCLUSION - VALUE P ROP OSITION
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 Contracts and  projects in  the  sam e  Plan isware system  

 Centra lized  in form ation , reduced  da ta  adm in istra tion , collabora tion

 Bid  m anagem ent p rocess

 More  accura te  costing and  pricing of p roposa ls

 Tracking process

 Live  reporting, advanced  tracking capabilitie s

 Leverage  add itiona l Plan isware fea tures

 Extended  en te rprise  for supplie rs m anagem ent 

 Plan iswareBot

 Pred ictive  ana lysis

 ActiveTab



RECOGNIZED MARKET LEADER
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The  Forreste r Wave
TM

: 
Stra tegic Portfolio  Managem ent Tools Q3 2017

The  Magic Quadran t For PPM, 
Worldwide , 2019
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In tro…1

RECAP



THANK 
YOU

www.planisware.com
Kai.ojo@plan isware .com
+44 7500 346 091

KAI OJ O
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mailto:Kai.ojo@planisware.com
mailto:Kai.ojo@planisware.com


STILL W ANT TO USE EXCEL?  
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 Think abou t Planisware Act ivet ab to  ge t your favorite  Exce l spreadshee ts 
in to  Plan isware



EXTENDED ENTERP RISE
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RATE MANAGEMENT
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 Rates can  be  shared be tween  project and  con tracts

 Save  tim e  on  da ta  adm in istra tion  and  im prove  qua lity

 If needed , de fine  specif ic rat es for a  p roposa l 

 Currency exchange  ra te s

 Prot ect  your  rat es

 Labor and  non  labor

 Cost of em ployees: Use  the  m ost  up-t o-dat e figures

CLIENT P RIME 
CONTRACTOR

Build & Subm it
proposals

Awarded 
Cont ract

Invit at ion t o bid

Vendor  Select ion



PROTECT YOUR PROFITS 
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 Prof it  and Loss fea tu re : go f rom  direct  cost  t o sell ing pr ice easily

 Get your own ca lcu la tion  m ode l in to  Plan isware

 Basic Exam ple : 

Se t the  righ t se lling price !



CHANGE OF SCOPE –W HAT IF SIMULATIONS
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 Crea te  Plan isware  ve rsion  and  use  the  what if sim ula tion  fea ture
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