





“Launching a project of this magnitude,

with the ambitious timetable we under-
took, is a high-risk venture. To effectively
manage the risk, we needed to carefully
understand what we were trying to accom-
plish and then find the proper blend of

great products and expert help.

Planning

"It was important early on to carefully define the
scope of what we wanted to do, and to stay
focused on our objectives. | have seen good prod-
ucts and projects killed because of what engineers
call 'creeping elegance' — the process of cramming
in more and more detail until the entire project col-
lapses. We decided our initial objective was to
replace our existing system. We defined that
scope, broke it into smaller pieces, and developed
very strict rules as to whether we would allow re-
engineering at any stage. Anything which deviat-
ed from a strict replacement of the existing system
needed to go through an approval process.

Products

“Our product requirements were demanding. The
R/3 system has to support hundreds of users in
multiple locations. SAP and Plaut Consuiting worked
well with us to ensure we made our ambitious
deadlines. Of equal importance was the network
infrastructure. It needed to be truly state-of-the-art
and capable of supporting a highly interactive
client/server environment. Cabletron products sup-
port standards-based Ethernet, Fast Ethernet,
Token Ring, FDDI, ATM, SNA and WAN networking
solutions. Using our Synthesis methodology, we
were successful in implementing a solution which
ensures smooth migration from connectionless,
router-based networks to high-performance, con-
nection-oriented, switched networks, including a
corporate-wide, web-based Intranet.

Training

"The final critical component of the process was
training. We recognised the need for expert help,
and interviewed several companies. We selected
DACG for a number of reasons. They had the right
kind of experience for our requirements, were
large enough to deploy the resources we needed,
and were willing to provide value-added services.
in fact, throughout the training process, | was
impressed with the DACG consultants. They knew
what they were doing, worked hard, and were will-
ing to go beyond the strict project parameters and
make suggestions to help us along. It became a
true partnership experience.

"The training was squeezed into a very tight win-
dow. All the development work was compressed
into two months. Then, DACG was given only one
month to train all 1,100 users. They did a ton of
work in a short period of time, and did it well.

"In retrospect, from a training perspective the only
thing | would do differently is put more emphasis
on change management and user readiness.
DACG stressed the importance of this, but given
the time constraints and other demands during the
implementation process, I'm not sure we fully
understood all the ramifications. By change
management and user readiness, | mean that in a
project of this magnitude employees have to
realise that on a certain date they are going to walk
into the office, log onto a new system, and their
lives will be different. | think more emphasis on
change management would have helped that
process.

"Therefore, my training recommendation to any
company undertaking this kind of project is to
bring in expert help — and listen to what they have
to say. DACG was a good partner for us. If we
were undertaking this process again | would bring
them in earlier, and have them do more."

Fred Chaloux
Chief Information Officer
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