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1.		Prepare	BeOer,	
Lead	Brilliantly	

AOD	

Exceed	 Vision	
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ROI	

Deliver	

Lead	
2.		Deliver	

Projects	&	
Programmes	
Smarter	

3.		Harvest	Benefits	on	
schedule	
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Accelera)ng	Project	and	
Programme	Set-Up….	

•  Learn	from	ODN	Members	experience	to	
address	the	set	up	issues	we	all	know	

•  Spend	enough	)me	planning	
and	preparing	to	increase	
confidence	and	capability	in	the	
outcomes	we	deliver	with	AOD	

•  Using	‘standardised’	repor)ng	
and	governance	templates	
developed	by	ODN	Members	

		
Vision	

1.		Prepare	BeOer,	
Lead	Brilliantly	

AOD	

Manage	

Exceed	

Plan	

ROI	

Deliver	

Lead	
2.		Deliver	

Projects	&	
Programmes	
Smarter	

3.		Harvest	Benefits	on	
schedule	

•  Sharing	the	experience	and	lessons	from	all	involved…...and	
adding	this	to	the	proven	ezPMO	toolset	
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Risk and 
Issue Management 

Status  
Reporting 

Planning 

Change 
Management 

Programme  
Financial Control 

Resource 
Management 

=Sharepoint 

PM 
updates 
source 

PM 
updates 
source 

PM 
updates 
source 

PM 
updates 
source 

PM 
updates 
source 

1 
Each element of source data 
updated  by PMs 

2 
PMO uses Report Control 
Centre to generate Powerpoint 
report 

3 
QA of output – source data 
revisited and report rerun if 
required 

4 
Additional ad-hoc materials 

added to report 

5 

Report issued for use in relevant 
forum 

Note – this process represents an example of potential suite of products used in the PMO 
– the actual configuration of source data will vary by client 

Steering	

Board	

Workstream	

Project	

ezPMO	Set	Up	

Risk and 
Issue Management 

Planning 

Status  
Reporting 

Report 
Control 
Centre 

Reporting uses a PowerPoint 
template file that contains the 

branding for the design of 
reports that are generated. 

Content 
of 

reports 

Creation 
of KPI  

and 
metrics 

Pre-built	templates,	incorpora)ng	SMEs	Right	to	Leb	Plans,	Tipping	Points	and	repor)ng	frameworks,	resource	schedules	
and	PMO	analy)cal	tools….....How	would	you	like	to	start	change	programmes	with	these	and	AOD	on	day1	
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How	AOD	and	ezPMO	will	help	improve	
your	outcome	delivery	successes	

•  Benefit	from	tried	and	trusted	project	management	artefacts,	
built	around	the	AOD	methodology.	

•  Turn-key	solu)on	that	uses	the	technology	in	situ	-	with	
simple	configura)on	to	provide	the	informa)on	and	format	
needed.	

•  View	informa)on	in	the	right	context	–		
–  what	are	the	risks	associated	with	a	specific	“Show	Me”?				
–  what	plan	ac)vity	contributes	to		CashPoints?	

•  Remove	PMO	set	up	cost	and	reduce	report	prepara)on	)me	
through	automa)on.	
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AOD	ezPMO	Report	Template	:	
Contents	

Sec9on	 Page	

Programme	Plan	Analysis	 3	
								Programme	1	 3	
Programme	Finance	Analysis	 4	
								Programme	1	 4	
Project	Timeline	 5	
								Project	1.2	 5	
								Project	1.3	 6	
								Project	1.4	 7	
								Project	1.1	 8	
Overdue	Plan	Ac)vity	 9	
Plan	Ac)vity	Excep)ons	(Red/Amber)	 10	
Project	Resource	(Bandwidth)	Analysis	 11	
Programme	and	Project	Risk	Analysis	–	vs	ROI	Connect	Table	 12	
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AOD Reporting Overview 
Using	AOD’s	Sharepoint	site,	create	Show	Me	Events,	Tipping	Points	and	Milestones,	and	set	
up	inter-rela)onships:	

Then,	using	the	pre-prepared	Sharepoint	Status	
Updates	/	Risk	/	Issues	/	Ac)on	logs,	tag	an	item	
to	a	Show	Me	Event,	Tipping	Point	or	Milestone	
as	well	as	a	Programme	or	Project:	
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AOD Reporting Overview 

MS	Project	plan	templates	ensure	the	relevant	fields	are	available	to	support	repor)ng.	Tasks	
can	be	associated	with	a	Show	Me	Event	Milestone:	
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AOD Reporting Overview 
ezPMO	repor)ng	provides	a	simple,	easy	to	use	,configurable	tool	that	transforms	disparate	
sources	of	data	into	meaningful	intelligence	that	can	provide	an	insight	into	a	Show	Me	Event,	
Programme	or	Project		

1	Import	
Data*	

2.	Apply	any	filters	needed	
3.	Generate	formaOed,	high	quality	

report	reports		

The	repor)ng	process	takes	minutes	from	a	press	of	a	buOon.		Data	is	consolidated,	
enabling	reports	to	be	viewed	through	differing	lenses,	for	example:	
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AOD Resource Analytics 

Assign	resources	to	an	MS	Project	plan	using	the	standard	func)onality.		Use	the	Group	and	
Code	resource	fields	to	indicate	the	resource’s	resource	type	and	source.	

Standard	pre-configured	reports	can	be	
generated	that	aggregate	resources	and	
provide	an	insight	into	over-alloca)ons	or		
availability:	
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Example  :  Back Office Operations Summary Report 

SME	Timeline:	
Programme	 ProjectTitle	 22	AUG	16	 29	AUG	16	 05	SEP	16	 12	SEP	16	 19	SEP	16	 26	SEP	16	 03	OCT	16	

Programme	1	
Project	1.1	

Project	1.2	

Programme	2	 Project	2.3	

Milestones RAG Variance to 
baseline 

L1	 L2	 L3	
Red	 Complete	Amber	 Green	 TBC	

Announcement	
Report	Date	
Day	1	
Day	2	Dependency 

L4	 L5	

Programme	 Project	 Risk	 P	 I	

Programme	1	

Project	1.1	

Separa)on	
Supplier	Costs	

Transforma)on	

Project	1.2	 Bank	Code	
change	

Project	1.3	
Payments	TSA:	
Internal	
approval	

High Medium Low 

Programme	 Project	 Issue	 Control	 Imp	

Programme	1	 Project	1.2	

Lack	of	resources	

Business	
Engagement	

Client	consent	and	
objectors	

Payments	TSA:	
Regulatory	
Approval	

High Medium Low Low Medium High 

Show	Me	Events:	
Workstream	 Show		Me	Event	 FI	Date	 LI	Date	 Total	MS	 Open	 Red	 Amber	

Back	Office	opera)ons	
improvements.	

I	am	shown	how	our	back	office	opera)ons	provide	intelligent	informa)on,	proac)ve	challenge	and	
support	to	the	project	teams	to	enable	them	to	deliver	to	)me,	budget	and	with	excellent	client	
sa)sfac)on.	

30-11-15	 09-02-16	 7	 7	 3	

Tipping	Points:	
Tipping	Point	 Descrip9on	 Total	MS	 Open	 Red	 Amber	

Challenge	Workshops	changes	signed	off.	 Our	challenge	workshop	feedback	day	was	well	received	with	aOendees	from	all	func)ons	whp	agreed	the	proposed	changes	 0	 0	

Accurate	es)mates	for	Senior	Stakeholders.	 We	got	senior	stakeholder	group	confirma)on	that	the	proposed	process	changes	would	enable	them	to	develop	accurate	es)mates	 4	 4	 3	

Intelligent	informa)on	provided	for	back	office	
ops,	

I	am	shown	how	our	back	office	opera)ons	provide	intelligent	informa)on,	proac)ve	challenge	and	support	to	the	project	teams	to	enable	them	to	deliver	to	)me,	budget	
and	with	excellent	client	sa)sfac)on.	 3	 3	

Risks:	

Im
p 

Ve
ry

 H
ig

h 
H

ig
h 

M
ed

iu
m 

Lo
w 

Ve
ry

 L
ow

 

Very Low Low Medium High Very High 

Prob 

Red Amber Green Complete 

Key 

Deteriorating 

Improving 

New item Open item 
Issues:	 Red Amber Green Complete 

Key 

Deteriorating 

Improving 

New item Open item 
Im

p 
Ve

ry
 H

ig
h 

H
ig

h 
M

ed
iu

m 
Lo

w 
Ve

ry
 L

ow
 

Very Low Low Medium High Very High 

Complex 

Determine the extent to which joint account planning can be entered in to prior to Day 1 (08/09)  

Obtain bid management processes for both businesses (08/09)  

Brief sales team regarding selling techniques and guidelines (03/10)  

Agree the impact of the enlarged group on the average Balance Sheet spreads and margins (06/09)  

Identify all HR services provided by corporate / group parents in both businesses and evaluate the implications of the deal on these 
services. (25/08)  

Agree management and board reporting formats and for New Co. (16/09)  

2	

4	5	

7	 3	

5	 7	

8	
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Programme Plan Analysis (Programme 1) 
Ac)vity	by	Project:	 RAG	Status:	

Plan	Ac)vity	By	Level:	

Month

23
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22
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Project	1.1	-	Planned Project	1.2	-	Planned Project	1.3	-	Planned Project	1.4	-	Planned

17

63

12

Amber Green Red

Total	# 	of	
T asks %	C omplete Total Open C omp. Late Amber R ed Total Open C omp. Late Amber R ed Total Open C omp. Late Amber R ed

72 23 23 3 5 31 31 9 4 18 18 5 2

ProjectT itle
Total	# 	of	
T asks %	C omplete Total Open C omp. Late Amber R ed Total Open C omp. Late Amber R ed Total Open C omp. Late Amber R ed

Project 1.2 17 5 5 1 1 8 8 1 2 4 4 1 1

Project 1.3 20 8 8 1 1 7 7 3 5 5 1

Project 1.4 17 5 5 1 1 10 10 2 2 2 2 1 1

Project 1.1 18 5 5 2 6 6 3 7 7 2

Level 1 Level 2 Level 3

Level 1 Level 2 Level 3

Level	1	%	complete Level	2 	%	complete Level	3 	%	complete
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Programme Finance Analysis (Programme 1) 
Finances	by	Project:	 Finances	by	Type:	

Finances	by	Source:	

Finances	by	Project:	

FTE	Requirements	by	Type:	
Month

Report	date	- 16	May	
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Project Timeline (Project 1.2) 
Workstream	 15	AUG	16	 22	AUG	16	 29	AUG	16	 05	SEP	16	 12	SEP	16	 19	SEP	16	 26	SEP	16	 03	OCT	16	 10	OCT	16	 17	OCT	16	

1-Account	Management	

2-Bids	

3-Field	Sales	

4-Sales	Agents	

5-Billing	

Milestones RAG 
Variance to 

baseline L1 L2 L3 

Red Complete Amber Green TBC 
Dependency 

L4 L5 

Agree the ability of New Co. to meet the standard average Balance Sheet 
requirements / ratios (16 08-13 09) 

Agree the impact of the enlarged group on the average Balance Sheet spreads and margins (06/09)  

Define and agree process as to how to cover stocks, debtors 
and creditors in the balance sheet from Day 1 (21 08-13 09) 

Define and agree process as to how to treat funding limits and assets in the balance sheet from Day 1 (08/09)  

Ascertain cash requirements for New Co. in months 1 - 3. (25/09)  

Ascertain short-term financing requirements during the deal period. (07 
09-03 10) 

List all major expenditure currently agreed to / in 
progress (14 09-04 10) 

List all intercompany cash flows and establish whether these will 
continue post-completion. (19 08-14 09) 

List all non-trading intercompany cash flows and establish whether these will continue post-
completion. (22/09)  

Ensure consistency in payment terms to 
creditors (12 09-30 09) 

Identify all creditors in both businesses (22 
08-09 09) 

Review and amend payment terms by creditor account 
(07 09-28 09) 

Decide how creditor accounts are to be merged (26 08-20 09) 

Determine and agree if any changes to audit committee reports will be required from Day 1 
(30/09)  

Ensure that information for proposed changes can be obtained (22 
09-17 10) 

Obtain and Evaluate copies of audit committee reports and management letters and compile action list (14/09)  

Appoint CFO for New Co. (15 09-12 10) 
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Project Timeline (Project 1.3) 
Workstream	 11	JUL	16	 18	JUL	16	 25	JUL	16	 01	AUG	16	 08	AUG	16	 15	AUG	16	 22	AUG	16	 29	AUG	16	 05	SEP	16	

1-Account	Management	

2-Bids	

3-Field	Sales	

4-Sales	Agents	

5-Billing	

Milestones RAG 
Variance to 

baseline L1 L2 L3 

Red Complete Amber Green TBC 
Dependency 

L4 L5 

Identify all HR services provided by corporate / group parents in both businesses and evaluate the implications of 
the deal on these services. (16/07)  

Identify all outsourced HR services in both businesses and evaluate the implications of the deal on these 
services. (19/07)  

Identify all HR services provided locally in both businesses and evaluate the 
implications of the deal on these services. (22/08)  

Review all HR Services and determine which cervices are to be offered in 
New Co (12 08-06 09) 

Determine and agree and changes to payment date (20/07)  

Identify which payroll system / process will be used for New Co. (01/08)  

Notify any third party payroll service providers of any changes to contracts (21/07)  

Identify the payroll processes in all businesses subject to the deal (20 07-15 
08) 

Evaluate capability of HR payroll processes to cope with additional internal/
external requirements and volumes (13 07-08 08) 

Identify all Trade Unions and employee forums in all businesses subject to the deal. and ensure contact list is 
complete pre Day 1 (23/07)  

Establish external legal counsel team to advise on Trade union and employee relation matters 
(12/08)  

Obtain list of all current industrial tribunal / disciplinary matters identified as part of due diligence. 
(11/08)  

Define position on any national/local trade union and staff 
representation agreements (02 08-25 08) 

Evaluate and consider the position of all labour contracts currently under negotiation. 
(19/08)  

Prepare a contacts list for all Trade unions that will be affected by the formation of New Co. (28/07)  

Define engagement strategy for Unions and employee forums (03/08)  

Obtain current HRIS report formats for both businesses (30 07-22 08) 

Agree management and board reporting formats and for New Co. (07 08-05 09) 

Define and business reporting requirements for 
New Co. (02 08-18 08) 

Obtain organograms for all individuals in 
both companies (10 08-25 08) 
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Project Timeline (Project 1.4) 
Workstream	 JUN	16	 JUL	16	 AUG	16	 SEP	16	 OCT	16	 NOV	16	

1-Account	Management	

2-Bids	

3-Field	Sales	

4-Sales	Agents	

5-Billing	

Milestones RAG 
Variance to 

baseline L1 L2 L3 

Red Complete Amber Green TBC 
Dependency 

L4 L5 

Agree new authority levels and procedures for distribution projects and purchases (31/10)  

Agree distribution workstream sponsor (04/10)  

Establish organizational design for distribution (16/09)  

Discuss new roles and responsibilities with staff. (29/09)  

Improvement planning process (02/11)  

Based upon test results develop contingency distribution models (10/10)  

Obtain any other customer demands currently realised by both businesses (27/09)  

Draft new distribution model for New Co. based on best practices (26/09)  

Review all ongoing distribution projects (14/10)  

Agree optimum target stock levels for New Co. (19/10)  

Obtain sign off to close warehouses that are no longer required (07/10)  

Implement any changes to warehouse fixtures and fittings (20/10)  

Identify all warehouses owned by all businesses (27/06)  

Identify and on site distributor training needs and provide training (21/11)  

Review current third party distribution and logistics contracts (10/10)  

Terminate distribution contracts which will not be required in New Co. (24/10)  

Test IT systems to be used to support order fulfilment processes in New Co. (08/11)  
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Project Timeline (Project 1.1) 
Workstream	 MAY	16	 JUN	16	 JUL	16	 AUG	16	 SEP	16	 OCT	16	

1-Account	Management	

2-Bids	

3-Field	Sales	

4-Sales	Agents	

5-Billing	

Milestones RAG 
Variance to 

baseline L1 L2 L3 

Red Complete Amber Green TBC 
Dependency 

L4 L5 

Report	Date	

Determine the extent to which joint account planning can be entered in to prior to Day 1 (08/09)  

Develop Account teams for New Co. (20/10)  

Obtain details of all customer accounts, segmentation processes, KPIs and sales channels (14/09)  

Agree process and templates for account reporting (27/09)  

Obtain bid management processes for both businesses (08/09)  

Identified and documented in schedules any required Transitional Services from seller to buyer or vice versa 
(15/09)  

Sign off bid processes for New Co. (14/10)  

Arrange senior sales managers' meeting to maintain sales momentum, enthusiasm and provide product, market 
and priorities update (12/10)  

Identify top 50 bids and bids with potential conflict (27/09)  

Brief sales team regarding selling techniques and guidelines (03/10)  

Define and Agree selling techniques and guidelines timetable and inputs for New Co. (15/09)  

Review selling techniques and guidelines (13/09)  

Obtain sales techniques and guidelines for both businesses (06/09)  

Field Sales (14/06)  

If required, re-appoint current sales agents for use in New Co. (19/10)  

Asses any agents currently being used by both businesses for continuation in New Co. (13/10)  

Decide if New Co. will use sales agents (03/10)  

Receive notification from Fiance / IT confirming any changes to billing systems for Day 1 (13/10)  

Produce explanatory note to customers concerning changes to billing systems / processes (28/10)  
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Plan Activity Exceptions (Red/Amber) 

18 

ProjectTitle	 Workstream	 Ref	 Ac9vity	 Start	 Finish	 Status	 Comment	 Owner	

Project	1.1	

1-Account	Management	 1.02	
Obtain	details	of	all	customer	
accounts,	segmenta)on	processes,	
KPIs	and	sales	channels	

10-09-16	 14-09-16	 George	

2-Bids	
2.01	 Obtain	bid	management	processes	for	

both	businesses	 08-09-16	 08-09-16	

2.03	 Sign	off	bid	processes	for	New	Co.	 28-09-16	 14-10-16	 Ronnie	

3-Field	Sales	

3.04	 Brief	sales	team	regarding	selling	
techniques	and	guidelines	 03-10-16	 03-10-16	 Joe	

3.03	
Define	and	Agree	selling	techniques	
and	guidelines	)metable	and	inputs	
for	New	Co.	

24-08-16	 15-09-16	 Topper	

3	 Field	Sales	 31-05-16	 14-06-16	 Paul	S	

4-Sales	Agents	 4.01	 Decide	if	New	Co.	will	use	sales	agents	 02-10-16	 03-10-16	 Joe	

5-Billing	 5.01	
Receive	no)fica)on	from	Fiance	/	IT	
confirming	any	changes	to	billing	
systems	for	Day	1	

03-10-16	 13-10-16	 Paul	

Project	1.2	

1-Account	Management	

1.04	
Agree	the	impact	of	the	enlarged	
group	on	the	average	Balance	Sheet	
spreads	and	margins	

06-09-16	 06-09-16	

1.01	
Define	and	agree	process	as	to	how	to	
treat	funding	limits	and	assets	in	the	
balance	sheet	from	Day	1	

18-08-16	 08-09-16	 John	

2-Bids	 2.03	 List	all	major	expenditure	currently	
agreed	to	/	in	progress	 14-09-16	 04-10-16	 Mick	

3-Field	Sales	 3.02	 Decide	how	creditor	accounts	are	to	
be	merged	 26-08-16	 20-09-16	 Mick	J	

4-Sales	Agents	

4.02	
Determine	and	agree	if	any	changes	
to	audit	commiOee	reports	will	be	
required	from	Day	1	

17-09-16	 30-09-16	 Paul	S	

4.03	 Ensure	that	informa)on	for	proposed	
changes	can	be	obtained	 22-09-16	 17-10-16	 George	

4.01	
Obtain	and	Evaluate	copies	of	audit	
commiOee	reports	and	management	
leOers	and	compile	ac)on	list	

09-09-16	 14-09-16	 Paul	

Project	1.3	 1-Account	Management	 1.02	

Iden)fy	all	outsourced	HR	services	in	
both	businesses	and	evaluate	the	
implica)ons	of	the	deal	on	these	
services.	

17-07-16	 19-07-16	 Jimmy	

Red Amber Green Complete 

Activity 
Status: 
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Plan Activity Exceptions (Red/Amber) 

ProjectTitle	 Workstream	 Ref	 Ac9vity	 Start	 Finish	 Status	 Comment	 Owner	

Project	1.3	
3-Field	Sales	

3.05	
Obtain	list	of	all	current	industrial	
tribunal	/	disciplinary	maOers	
iden)fied	as	part	of	due	diligence.	

26-07-16	 11-08-16	 Joe	

3.03	
Define	posi)on	on	any	na)onal/local	
trade	union	and	staff	representa)on	
agreements	

02-08-16	 25-08-16	 Bill	

3.06	
Evaluate	and	consider	the	posi)on	of	
all	labour	contracts	currently	under	
nego)a)on.	

07-08-16	 19-08-16	 Charlie	

3.04	 Define	engagement	strategy	for	
Unions	and	employee	forums	 28-07-16	 03-08-16	 George	

4-Sales	Agents	 4.01	 Obtain	current	HRIS	report	formats	
for	both	businesses	 30-07-16	 22-08-16	 Ringo	

Project	1.4	

1-Account	Management	 1.01	 Agree	distribu)on	workstream	
sponsor	 12-09-16	 04-10-16	 Ronnie	

2-Bids	

2.05	 Improvement	planning	process	 11-10-16	 02-11-16	 Topper	

2.04	 Based	upon	test	results	develop	
con)ngency	distribu)on	models	 21-09-16	 10-10-16	 John	

2.03	 Drab	new	distribu)on	model	for	New	
Co.	based	on	best	prac)ces	 26-09-16	 26-09-16	 Charlie	

2.01	 Review	all	ongoing	distribu)on	
projects	 21-09-16	 14-10-16	 John	Paul	

3-Field	Sales	

3.02	 Obtain	sign	off	to	close	warehouses	
that	are	no	longer	required	 01-10-16	 07-10-16	 Paul	

3.03	 Implement	any	changes	to	warehouse	
fixtures	and	fitngs	 04-10-16	 20-10-16	 Mick	

3.01	 Iden)fy	all	warehouses	owned	by	all	
businesses	 23-06-16	 27-06-16	 Robert	

Red Amber Green Complete 

Activity 
Status: 
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Can	EZPMO	Accelerate	your	controls?	
Contact	us:	

Steve Dickie 

+44 7725 070753 

steve.dickie@outcomedeliverynetwork.com 

www.outcomedeliverynetwork.com 

 
 

Andy Thomas 

+44 7903  655530 

andy.thomas@outcomedeliverynetwork.com 

www.outcomedeliverynetwork.com 

 
 


