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Agenda

A Introduction

A Ultra Background
A What Is ERP?

A ERP Costs

A ERP Vendors

A What Is Cloud?
A The Ultra Value
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George Trudell

A 30+ Year&Experience

A 15years in Industry
A ERP Implementation Mgmt
A Corp Director of Supply Chain
A Planning Manager
A Strategic Planning
A MasterScheduler

A 15years in Consulting
A Brought BPI to Ultra
A ERP Selection: 30+ Companies
A ERP Implementationlanagement
A Education & Certifications:

A BBA: University of MichigasRoss
School oManagement

A MBA Northwestern Kellogg School of
Management

A APICEPIM
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Rob Henry

A 18+ Years Experience
A ERP industry marketing veteran
A Marketing leadership for other industries:
A Systems integration
A Cloud management
A Software manufacturing
A Industrial asset management

A Change Management lead on ERP implementation
projects

A Certified Change Management Practitioner, ADKAR
methodology

A BA: DePauw University

A MBA: North Central College

4 11/4/2015
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Ultra Background

Ultra Consultants Confidentia U LTRI\'
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B
Ultra Focus

A North American clientele

A Chicago headquarters

A Business Process Transformation
A Vendor independent

A 25 person team
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Ultra Focus

Electronics 5% Industrial
5% Equipment
20%

Distribution

A Manufacturing i
and Distribution Cherica
A Mid -market:

$25M to $2B 50

Other
19%
Food & Beverage
8%
Industrial Supplies
12% Consumer Goods
12%
Other Industries: A Metals
3 O O + 2 O + 40 + A Aerospace & Defense A Paper converting
A Dealerships A Plastics
Client Projects Different Vendors Vendors Considered A Fabr!catlon L. A Services . .
Selected & Managed A Furniture & Furnishings A Telecommunications
A Grain & Feed A Wood
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Ultra Team

Education
Bachelors Degrees
Masters Degrees

Certifications
APICS
Lean
Six Sigma
PMP/PMI

Average Industry

Experience
20+ years

Function Disciplines

Quality Marketing
Logistics Sales
Finance Engineering

Human Resources Supply Chain
Information Technology = Production
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Ultra Clients by Industry

Industrial Consumer Industrial Food & Medlcal
Equipment Suppliers
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What Is ERP?

Ultra Consultants Confidential U LTRI\'
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B
Introduction

A EnterpriseResource Planning (ER®ntegrates
all departments and functions throughout an
organization into a single software solution used
to manageenterprise widebusinesperations
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Business Process Focus vs. Siloed

Fromsiloeddepartments to an
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A Manual processes with data-entry
A Transaction level management

A Inconsistent/difficult to access data
A Process inefficiency

A Resource intensivgrowth

Marketing

Saa N2RSf

Sales
People, \

Processes,
Technology

A F‘)m‘l ows

A Data driven decision making

A Consistenprocesses &fficiency

A Scalable platform for effective growth
A Best practices & risk mitigation

0 d

ngineering
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Scope of ERP Toda

Financial Management

W General Ledger @8 Fixed Asset Management

@ Accounts Payable @ Advanced Allocations

@8 Accounts Receivable @8 Consolidations and Eliminations
@ Cash Management @ Tax Connect

Customer Relationship Management

Contact Manageament I8

Lead and Opportunity Management @8
Case Management @8

Marketing Management @8

Mabile Connect @

Sales Management

Estimate and Quote Management @8
Order Management @8

Demand Management @8

Advanced ED! &

Point of Sale wm

eCommerce B

Human Capital Management
Payroll &8

Human Resource Management &8
Training and Recruitment @

Employee Self-Service gg

Service Management

Field Service @8

Contract Management @
Maintenance Management @8
Retumed Material Authorization &8

Supply Chain Management

@ Purchase Management

W8 Shipping and Receiving

@8 Scurcing and Procurement M@ Warehouse Management
@ Inventory Management

B Advanced Material Management

Production Management

& Job Management

@8 Lean Production

@ Manufacturing Execution System
@8 Quality Assurance

@ Advanced Quality Management

Y
Planning and Scheduling
/ @ Forecasting and Master Production Scheduling
@& Material Requirements Planning
d @ Scheduling and Resource Management
@ Advanced Planning and Scheduling

Project Management

s Project Planning we Expense Management
we Resource Management we Project Billing

e Time Management

Product Data Management

& Bill of Materials
& Routings
& Product Costing

@ Engineering Change and Revision Control
&8 Product Lifecycle Management
& Product Configuration
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ERP Costs

Ultra Consultants Confidential U LTRI\'
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ERP Acquisition Cost Projections =
Software + Services + Hardware

Rule of Thumb : Total Cost: 1% 0 3% of Revenues

Second Rule:
A Software Cost: $2,00 to $3,000 Per Named User
A Annual Maintenance: 18% 8 22% of Software Cost
A Implementation Cost:
A Tier Il = Software Costx 0.75 981.0
A Tier Il = Software Costx 1.0 82.0
A Tier | = Software Costx 2.0 85.0

A IT Infrastructure = ?
A Cost Variable : 3rd Party and Customizations (CRM,

APS, etc.)

A
A
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ERP COStS By Tler (Example)

Tier | Tier |l Tier llI
Core ERP Suite
# of Named Users 50 50 50
License Cost $ 3,000 $ 2500 $ 2,000
Single Application Module
# of Other Users 25 25 25
License Cost $ 1,000 $ 750 $ 500
Additional "Base" Software
License Cost $ 100,000 $ 75,000 $ 50,000
Software Costs
Sub-Total $ 275000 $ 218,750 $ 162,500
Software Maintenance
Annual Cost 20% $ 55,000 $ 43,750 $ 32,500
Implementation Services
# of Days 600 300 150
Biling Rate $ 1,440 $ 1,440 $ 1,200
Sub-Total $ 864,000 $ 432,000 $ 180,000
Total Spend (Year 1) $ 1,194,000 [$ 694500 | $ 375,000
Year-Over-Year Spend $ 55,000 $ 43,750 $ 32,500

Assumptions:

A ERP Suite: Named users,
not advanced modules:
BI, CRM, APS, HR, WMS
etc.

A Estimates do not include
internal staffing, disaster
recovery, hardware,
hosting,
handhelds.

PCo s,
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ERP Vendors
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Process to Determine Vendors

Manufacturing Distribution
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