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Version Change Control
File Version Date Description of Changes Change in Slide # Owner

SBD_Q1-HHPYQWR_SAAQ Support v0.1.pptx 15th Feb Initial

SBD_Q1-HHPYQWR_SAAQ Support v0.2.pptx 26th Feb Solution slides updated

SBD_Q1-HHPYQWR_SAAQ Support v0.4.pptx 1st Mar Financial slide updated, revised Bid metrics

SBD_Q1-HHPYQWR_SAAQ Support v0.5.pptx 7th Mar Revised staffing plan, Bid metrics & Financial

SBD_Q1-HHPYQWR_SAAQ Support v0.6.pptx 7th Mar Added slides for Executive Summary and Seeded AMS Resources

SBD_Q1-HHPYQWR_SAAQ Support v0.7.pptx 8th Mar Slide on SIH Governance review and PM&T slide update

SBD_Q1-HHPYQWR_SAAQ Support v0.8.pptx 8th Mar Included Risk Summary, TDA Report, Listing of Tools

SBD_Q1-HHPYQWR_SAAQ Support v0.9.pptx 10th Mar CIC Staffing Assessment included

SBD_Q1-HHPYQWR_SAAQ Support v1.0.pptx 21st Dec Slides updated based on client feedback for BAFO submission

SBD_Q1-HHPYQWR_SAAQ Support v1.1.pptx 21st Dec Update Slides updated based on client feedback for BAFO 
submission

SBD_Q1-HHPYQWR_SAAQ Support v1.2.pptx 11th Jan Updated slides based on Jan 6th interaction with client

SBD_Q1-HHPYQWR_SAAQ Support v1.3.pptx 11th Jan Updated slides based on Jan 11th optimization with DB Team
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New

KEY DELTA ELEMENTS FROM MAR 2016 PROPOSAL

 SAAQ wants a more aggressive transition of support to their internal resources. The elaboration of 
an SAP Center of Excellence (CoE) is mandatory.

 SAAQ wants to be independent for support after the last release (IR). The approach for support 
services during Year 1 to 4 (deployment period) will be a T&M based capacity of hours lead by the 
Implementation Team leads.

 Based on input from SAAQ, Capacity is broken down into different Support categories, specifically 
Functional, Technical, Integration & Quality Assurance. These hours are then used to arrive at FTE 
by location/CIC.  Pricing is based on Rate Categories and calculated PxQ. There is no rate 
delineation between Core Project resources and AIC resources. 

 AMS contract term will be 29 months, running from Dec 2018 to Apr 2021. This is for committed 
spend between first Go-live and last deployment.  Subsequent months will be strictly on demand 
via rate card (Staff Aug). 

 SAAQ wants to retain a relationship with the Partner and use their services when required for 
resolution of issues and new projects without having to go through another procurement cycle. This 
will be done with the support of a single rate card.

 To meet SAAQ’s ask on continuation of key Implementation resource and also their limited budget  
for Support, Delivery model has been changed from Local Montreal/Halifax CIC + Romania to 
Local Montreal/Halifax CIC + EA Team Leads + India CIC.

 Only Technical resources are considered from India CIC as French is mandatory.
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New

KEY DELTA ELEMENTS FROM MAR 2016 PROPOSAL             Cont..

 Implementation plan going from earlier proposed 5 years to under 4 years including a Big Bang 
approach for the permits and plates deployment.

 This results in reduction of 6 releases into 2 releases + LIR release. Mapping as below:
– New Release 1 covers earlier Deployment L1, L2, L3 and L6
– New Release 2 covers earlier Deployment L4 and L5
– Release LIR, previously out of scope, is now in scope (Claims Management)

 SAP Applications list & Modules, French language, and user count remains the same. 

 There is no change to Support coverage or SLOs.  This remains penalty-free.

 Support service will be a Co-sourced Capacity based delivery model. IBM AMS team will work 
closely with SAAQ’s CoE team.

 Minor Enhancements is now out of scope.

 No Billing during Transition Period.

 Governance/PMO is Costed Non-Billable, except for EA-SAP Project Manager, EA-SAP Team 
Lead and AMS Transition Manager
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Client Background and Pain Points

The Société de l'assurance automobile du Québec or SAAQ is a crown corporation responsible for licensing drivers and vehicles for the province of Québec. 
100% of Quebecers are insured by SAAQ. It is a 10 year ERP Program with 5 years of implementation and 5 years of maintenance. The transformation project is 
covering 9 key business processes impacting 3500 users and 250 partners located in various areas of the province. The project scope includes professional 
implementation services, infrastructure set up and maintenance,  hardware, software and maintenance services. As part of this RFP response, the SAAQ will 
select an ERP solution and an Integrator to work in an Alliance model for the duration of the Program. IBM is partnered with SAP for this opportunity. 

Client Background

 Deliver a strategic transformation project to position the SAAQ to deliver the desired service improvements to the population of Québec while reducing the costs 
of the services offered

 Reduce of legacy systems (More that 280 systems will be sunset as part of the initiative)

Modernize the overall SAAQ architecture and position the SAAQ for an optimization of their key processes and IT operations

 Establish a “win/win” partnership with an Alliance who will accompany the SAAQ on their transformation journey 

Capture the Big Idea

Major Forces At Play Why is this a compelling reason to act NOW? Summarize the Impact

Rationalization of key business processes – 
Consolidation of SAAQ Integrated Business Model

 Need to harmonize processes and consolidate over 53 
business process into 9 key processes

 Need to increase agility of organization 
 Need to better manage risks
 Harmonize with other similar North-American 

organizations

 Simplification and automation of  key processus will
increase operational efficiency

 Better decision data will improve agility and 
management of risks

 Optimized processes will be harmonized with how 
orther organizations manage similar processes

Simplification and optimization of IT Architecture 
Landscape

 More than 310 legacy systems are currently 
maintained by the SAAQ (280 systems out of 310 will 
be replaced)

 Existing architecture is very expensive to maintain and 
prevents the SAAQ from following latest technological 
trends

 IT operational costs will be drastically reduced
 SAAQ will be able to leverage new technologies
 New landscape will enable future transformations

Increased efficiency and reduction of costs

 Need to increase  the delivery of electronic services to 
client base

 Need to achieve a single global view of the client file
 Need to reduce cost of services offered

 •SAAQ will be closer to their client base
 Client information will be readily available and 

standardized
 SAAQ will benefit from a business context favorable 

to continuous improvement

Illustrate the Major Forces At Play
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IBM Value Proposition

Outline Our Solution IBM Differentiators Benefits to Client 
(Address Pain Points) Demonstrated References

Implementation of a strong ERP Solution 
such as SAP to enable the 
transformation strategy

SAP is a strong and versatile ERP 
solution that can be adapted to support 
the SAAQ requirements

 A single business solution
 Reduced IT Operation costs
 Standardized processes
 Enhanced relationship with clients

 SAP is consistently  identified on the 
Gartner`s Group top ERP Solution 
providers for various service industry 
sectors

Select a strong Integrator with 
successful track record delivering 
projects on the selected ERP solution

IBM has over 20 years of experience in 
delivering successful SAP projects. 
IBM’s  methodology has been 
proven. Excellent partnership with SAP.

 Leverage a proven implementation 
methodology 

 Implementation of standardized IT 
processes

 Easier transition of key roles  to the 
SAAQ

 Numerous SAP partnership prizes 
awarded to IBM including the recent 
award on partner of the year for 

 integrator

Ensure a good integration of the 
proposed business solution with a solid 
architecture design and hardware 
solution

IBM can offer a clear differentiator when 
it comes to overall system’s architecture 
design and provisioning of state of the 
art hardware solutions

 Simplified architecture
 Consolidated high performing 

environments

 IBM Hardware solution including 
Power Servers are well position to 
support complex SAP environments 
like the one of the SAAQ

Clearly Differentiating IBM

Implementation of an SAP solution to support 9 key business processes over a delivery road map of 6 production releases spread over a 5 year period

High Level Project Scope:
– All phases of project – Planning, Exploring, Realization, Deployment and Post-go-live support
– SAP Configuration, WRICEFs, Change Management, Communication and Training support
– Architecture design and infrastructure implementation including set up and operation
– Complex data conversion and replacement of over 280 systems
– SAP CDP development required to support medical records, sanctions and demerit points requirements
– Usage of highly specialized SAP Functionality including BRF+, FS-CD,  billing, CRM partner function

Solution Approach

 An IBM/SAPAlliance will provide the SAAQ with the best possible win/win partnership available on the market to support their transformation journey. IBM 
provides a “one stop shop” for all implementation and maintenance services including the design of the architecture and the provisioning of the hardware. The 
exclusive 20 year partnership between IBM and SAP supported by the extensive knowledge of the SAAQ environment provided by the LGS Team in Québec
City will provide the best team possible to deliver on the vision of the SAAQ. 

Describe what’s required to succeed
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Competition and Relationship History

Competition (Top Three Competitors)

Name (Current 
Incumbent? Y/N)

Client’s 
perception

By how much% can 
they underprice IBM?

Is there anything they 
can do that IBM 
can’t?

Win Rank

CGI / Oracle Cheaper 
solution

• Could be up to 
30% underprice

• More local 
resources

• 1

Deloitte/
Accenture & SAP

Client seems 
to prefer 
SAP

• Equivalent to IBM 
in pricing

• No • 2

Past Projects (Top Three Relevant Ones for this Proposal2

Project Past/
Current

Planned Rev & GP% Actual Rev & 
GP%

N/A

Key Client Stakeholder / Decision Maker Relationship Assessment

Key Client Stakeholders Key IBM Relationship Owner
Action Summary (Activities, Who is 

Responsible, When)Decision 
Making Role Name Title Current Perception 

Towards IBM
Required Perception 

Towards IBM Name Relationship 
Status

Internal 
Selection 

Committee

SAAQ SMEs

SAAQ Buyers

External Agency

• Integrator • ERP Qualified

• LGS/IBM • SAP/Oracle

• Deloitte • SAP/Oracle

• Accenture • SAP

• CGI • Oracle (SAP proposal did not qualified)

SAAQ Selection Process in 3 steps:
1. 2014 – Selection of ERP Solution = SAP and Oracle
2. 2015 – Qualification of Integrators
3. 2016 – Selection of Alliance (ERP + Integrator)

Results of 2015 Integrator Qualification Process

No contact  possible with any of the SAAQ members of the evaluation team – Government Contracting Process
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SAP AD&I – Executive Summary

• Contract Type: T&M Co-Source Capacity Based Services for SAP Level 2/3 support, providing Break/Fix, 
Service Requests, BASIS and Security and reverse transition to the client COE.  

• Solution is bound by a monthly bank of hours for the following categories:
 1.  Functional Consultants - 5 Sub Categories (CRM, ERP, BI, Insurance, Others)
 2.  Technical Consultants – 4 Sub Categories (Development, BI, Basis, Security) 
 3. Management, QA, Integration - 3 Sub Categories (Management, QA-Test, Integration)

• Client asked to remove effort towards Minor Enhancements and Customizations (MEC)
• Contract Term

Dec 1st, 2018 – Apr 30th, 2021 (29 months, including 3 months Transition for Deployment 1 and 2 
months Transition for Deployment 2 and LIR).  SLOs, no penalties

• AMS resources will be seeded on the Project and move to AMS support, providing continuity and risk 
mitigation.

• 7:30 AM – 6 PM ET support window with 24x7 support for SEV 1 Basis Issues.
• As this is a Co-Source Delivery Model, we have assumed zero Productivity/Efficiency over the life of the 

contract.
• Financials:

1. GPE includes Medium Risk 6% for the first 9 months and Low Risk 3% for the remaining
  Standard Inflation, Standard FX Contingency, Standard AMS RA and Standard DS&P included

2. TVM = Bill Arrears, Net 30; Standard with Public Sector
3. Target PTI = 10%

• Highest risk: Contract is in Deploy Phase for the first 4 years of the contract.  AMS is transitioning from 
IBM Project Team, stabilizing for 12 months and transitioning to client COE in phased manned in 24 
months.

•  Mitigation Plan: Seed AMS Resources onto Project, providing continuity and risk mitigation.

Updated
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Application Transition

Updated

• Scope - SAP Level 2/3 support, providing Break/Fix, Service Requests, BASIS and Security
• The Société de l'assurance automobile du Québec or SAAQ is a crown corporation responsible for licensing drivers and vehicles for 

the province of Québec. 100% of Quebecers are insured by SAAQ. It is a 5 year ERP Program with 5 years of implementation and 
29 months of AMS     

• This is a Design-Build-Manage opportunity, Manage phase starts with first Go-live in Dec/18.  Every deployment have 3 months of 
Warranty period.  During Sustain (after all deployment completed) period, Support need to be handed over to client in a phased 
manner 

• Delivery centers are located in Canada, India and Halifax Nearshore
• IBM DB team is performing the implementation plan.  DB teams are spread across different locations(Halifax, Montreal and India)
• There are 3 Releases Planned 1) Release R1 planned to Go-Live with Technical Part in Dec 2018 and Functional Part by Jan 2018. 

2) Release 2 is planned to Go-Live by Feb 2020 and 3) Release 1R is planned to Go-Live by Feb 2021

• Release 1 - Transition is planned for 3 Months starting from Dec 2018 with 13 weeks of Transition including 2 weeks of OTP. 
Transition is planned to start from 3 Dec 2018 with 2 weeks of OTP, KT in Jan, Feb, and to hit the Steady State by 4 Mar 2019. There 
are 21.25 FTEs planned (India Offshore - 11.5, Montreal CIC Canada - 5.25, CAN Local - 2.5, Halifax Nearshore - 2.0) 
   

• Release 2 - Transition is planned for 2 Months starting from Mar 2018 with 9 weeks of Transition including 2 weeks of OTP. Transition 
is planned to start from 2 Mar 2020 with 2 weeks of OTP, KT in Mar, Apr, and to hit the Steady State by 4 May 2020. There are 15.12 
FTEs planned (India Offshore - 5.0, Montreal CIC Canada - 4.25, CAN Local - 2.25, Halifax Nearshore - 3.62) 
    

• Release IR - Transition is planned for 2 Months starting from Mar 2018 with 9 weeks of Transition including 2 weeks of OTP. 
Transition is planned to start from 1 Mar 2021 with 2 weeks of OTP, KT in Mar, Apr, and to hit the Steady State by 3 May 2021. There 
are 2.65 FTEs planned (Montreal CIC Canada - 1.06, CAN Local - 0.53, Halifax Nearshore - 1.06)

• Knowledge Transfer happens between IBM DB to IBM AMS team
• Transition will be led by Local Canada Transition Manager for R1 and R2 releases and by DPE for 1R Release.  Local transition 

manager proficient in French language is preferred to handle the transition.
• D2D lite will be RKT Tool
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SAAQ – Release 1 - Application Transition Solution

     

Updated
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SAAQ – Release 2 - Application Transition Solution

     

Updated



© 2015 IBM CorporationSolution Baseline Document 2015 Edition V1.0  I   IBM Confidential23

SAAQ – Release 1R - Application Transition Solution

     

Updated
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SAAQ – Transition Assumptions   

• Documentation and communication will be in English 
• For DBM Solution: Two week due diligence during test phase (one to two months before go-live to see what has changed). 

     
• The effort estimate will be revisited and finalized based on the outcome of Due Diligence which will be conducted before the start of 

the project
• Staffing, Network & RKT (Remote Knowledge Transfer) infrastructure should be ready before ASP (before start of Application 

Specific Planning)    
• IBM Design Build team helps in pre-planning phase (OTP) for activities like application complexity, plan, FTE and skill validations 

(appx 30-40% of team effort) prior to contract sign. 
• IBM Design Build SMEs will spend sometime (appx 20% of team effort) to help create application specific migration plans (detailed 

KT plans)      
• IBM Design Build team will ensure that Key SME for KT and transition activities are available for entire transition period
• It is assumed that base line documentation is available i.e., application documents, functional and technical designs, user manuals, 

use cases, test scripts and training documents are available.  
• It is assumed that IBM Design Build  SMEs will spent appx team effort of 40-50% in GP, 30-40% in AP, 20-30% in PP and application 

planning and 30-40% in pre-planning phase (OTP) towards KT and transition activities. 
• Transition plan needs to be shifted right for any change in date and time line
• It is assumed that all the software/hardware license requirement for GDC will be provided by the SAAQ
• The level of completeness/thoroughness of the documentation is expected to be decent, and they can be used as is for transition. 

 
• It is assumed that network connectivity will be established/enhanced prior to the start of ASP for the new in-scope work
• It is assumed that access to related systems, IDs, etc., will be made available to the transition team with appropriate read/read-write 

access privileges prior to ASP
• KT plan and topics will be reviewed, approved by SMEs before commencement of KT
• The client will give access to knowledge assets, servers, artifacts for knowledge transfer. 
• IBM will have access to any knowledge repositories & tools used. Software and tools needed for this project will be provided by the 

client.      
• This GRSMART addresses Application transition only

Updated
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Solution Shaping Outcome
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Solution Shaping Outcome
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Solution Shaping Outcome
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Solution Optimization Outcome
Participants : Alina Chitu/Romania/IBM@IBMRO, Amitava Mukherjee/India/IBM@IBMIN, Andreea Stanisor/Romania/IBM@IBMRO, 
Concetta Sanders/Ontario/IBM@IBMCA, Corina Ghinea/Romania/IBM@IBMRO, Cornel Pulbere/Romania/IBM@IBMRO, Geanina 
Elena Tonca/Romania/IBM@IBMRO, Ioana Ilie/Romania/IBM@IBMRO, Karen Hall/Markham/IBM@IBMCA, Mariela Garcia/Costa 
Rica/IBM@IBMCR, Nicolas Milhe/France/IBM@IBMFR, Nitin Agochiya/Columbus/IBM@IBMUS, Sabina Roxana 
Lup2/Romania/IBM@IBMRO, Silvia Olivia Nicolescu/Romania/IBM@IBMRO 

Date : 2016-02-26  

Sales Connect:  Q1-HHPYQWR

Key Findings : < Key Optimisation findings >

ID Optimisation Finding Impact 
(H/M/L) 

Action Taken 
(comments from team post- Optimisation)

1

2

3

4

5
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Solution Optimization Outcome - GIC Delivery Lead Participation Input 
Participants : Amitava Mukherjee/India/IBM@IBMIN, Andreea Stanisor/Romania/IBM@IBMRO, Concetta 
Sanders/Ontario/IBM@IBMCA, Corina Ghinea/Romania/IBM@IBMRO Geanina Elena Tonca/Romania/IBM@IBMRO, Ioana 
Ilie/Romania/IBM@IBMRO, Karen Hall/Markham/IBM@IBMCA, Mariela Garcia/Costa Rica/IBM@IBMCR, Nicolas 
Milhe/France/IBM@IBMFR, Nitin Agochiya/Columbus/IBM@IBMUS, Sabina Roxana Lup2/Romania/IBM@IBMRO, Silvia Olivia 
Nicolescu/Romania/IBM@IBMRO

Name(s) of participating GIC Delivery Lead(s): Alina Chitu/Romania/IBM@IBMRO, Cornel Pulbere/Romania/IBM@IBMRO

Date : 2016-02-26  

Sales Connect:  Q1-HHPYQWR

Related Topic Input Mitigation actions defined by Solutioning / 
Delivery team Owner Status

Scope

 During Reverse transition, any specific responsibility for delivery 
team.

 Team need to Manage stabilization of deployed 
applications within service level along with 
Transition.

 No formal training to CoE users on SAP 
application.

 Concetta Sanders  Closed

Staffing

 Need to leverage staffing from Design Build  Resources will be identified and projected to be 
considered during solutioning. During execution, 
this need to be closely monitored and adjusted 
as required.

 Concetta Sanders & 
Joe Chirakalkudy

 Closed

Staffing
 Travel planned during Transition or Reverse Transition  No travel for Remote resources. Plan is to 

leverage as much as possible Canada based 
resources during Reverse transition.

 Joe Chirakalkudy  Closed
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Solution Excellence Outcome
ID Review Item Approval Status (Y/ N) Comment

Solution Strategy

1 Does the proposed solution accurately reflect the Solution Strategy as agreed at the Shaping Activity?

2 Does the Solution components and parameters address the client requirements and pain points, the Value 
Proposition and the Win Themes?

3 Has the competitive landscape been understood and has the strategy to win against the competition been 
incorporated into the solution? Can this be demonstrated? 

4 Are Offerings, Capabilities and Assets considered and used in the solution documented in the Solution Baseline 
Document (SBD) and SSDB? Comment on any Assets removed (add page)

Solution O
ptim

isation

5 Is the quality of the solution excellent? Is the cost model, SBD free from errors and defects? Are asset financials 
captured correctly in SDM GPE/Costing?

6 Has the solution been fully optimised following the Solution Optimisation Activity? If not please comment

7 Have the appropriate assumptions, dependencies and risks been fully documented to allow for the most competitive 
solution to be developed? have identified risks been acted on, accepted or mitigated?

8 Are PM&T standards included in deal with required costs? if not please verify this detailed on SBD slide 3.14

9 Has Staffing input been received from R&CM PSP and recommendations been acted on/mitigated

10 Have identified GIC Delivery Lead reviewed the solution, provided feedback and was this feedback incorporated in 
the solution. Ensure feedback slide with GIC Delivery Lead(s) input is included in SBD

11 In case of low forecast PTI, have profit improvement strategies been identified and documented?

12 Has the solution been fully integrated with components from other towers or service lines? Are dependencies clearly 
stated and agreed. Does a DOU exist where necessary?

13 Have all options been explored to bring the solution within the bid metrics parameters?

14 If this is a Complex Program has appropriate banded resource been included in the solution and have the costs for 
all DMS components  been included in the solution? 

Process

15 If the solution Bid Metrics is not compliant are required exceptions in place?

16 Has the Solutioning Process been followed?

17 Are all the solutioning deliverables in place? Has SSDB been updated? 

SIH Solution Excellence Release provided by: <list Name/Notes ID/IBM of SA / SSM>

<Released / Released Not Certified / Not 
Released> Release Date: DD-MMM-YY Comment:
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Bid Metrics

Opp No Q1-HHPYQWR Target Actual Status
Client SAAQ Geo/Local n/a 0.0%
Opportunity SAP AMS CIC Offshore (>=) n/a 46.3%
Lead Partner Jonathan Pye CIC Offshore + CIC Onsite + CIC Nearshore (>=) 90.0% 100.0% OK

Nearshore (>=) n/a 53.7%

IOT NA IOT Steady State Governance Cost %  (<=) 10.0% 6.7% OK
IMT Canada Transition Cost %  (<=) 9.0% 7.7% OK
Country Canada Transition Duration (Weeks) (<=) 12 12 OK

Project Type Cost Play Custom AM S Geo Not in scope
Meet complex staffing reqs? N/A CIC Onsite Not in scope
Client Maturity Low CIC Offshore Not in scope
Business Language Non-English Graduate Hire Mix (>=) Not in scope
Contract Length 29 months SAP Geo No Min - 7.2 No Geo FTEs
Transition Duration 12 w eeks CIC Onsite 6.8 - 7.1 No CIC Onsite FTE Not OK
Total FTEs 44.53 CIC Offshore No Min - 6.4 6.69 Not OK
AMS Scope SAP Graduate Hire Mix (>=) 20.0% 6.7% Not OK
Staff Aug., or Capacity Model Yes Oracle Geo Not in scope
Transition & Transf. Transition-only CIC Onsite Not in scope
CIC Nearshore Center CIC Offshore Not in scope

   Graduate Hire Mix (>=) Not in scope
   Testing Geo Not in scope

   CIC Onsite Not in scope

  CIC Offshore Not in scope   
Service Guidance? Graduate Hire Mix (>=) Not in scope

Total Demand Management in Solution 0.0%
Demand Management n/a

Total Efficiency in Solution 0.0%
11-Jan-2017 Efficiency n/a

2016.2.4 Solution meets the Bid Metrics  

Global Delivery
Leverage

Opportunity & Solution Scope

Bid M etrics Version:  

Application Development & Innovation - AMS Solution Metrics

Governance 
and Transition

Halifax

No

Solution M etrics calculated on:  

Band Mix and 
Graduate Hires

Solutioning Team Comments

Productivity

  

Updated
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Service    
Line

Solution includes Delivery Mgmt System (DMS) required costs
PDF attachment  

(PM&T Profile tool  output) Additional Comments
Yes / No Enhanced Project Launch 

/Account Initiation Costs 
Phase Gate Review  

(PGR) Costs

ADI-AMS No Account Initiation cost included No

ADI-CS

EA-Oracle

EA-SAP

EA-Microsoft

BA&S

ixM

Service Line Process, Methods and Tools
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3.17.1 Listing of tools in the NA AMS solution

IBM Project Work Center 
(IPWC) YES

1. All new or renewal AMS contracts, any size, any type, all 
offerings.  

2. Exceptions: Staff Augmentation, Pure Rate Card Deal, or 
Business Value Accelerator Offering

Ticket Analytics
(TA) YES 1. >25 FTEs and Break/Fix/Support OR over >100 FTEs

Catapult Wisdom
(CW) YES 1. >25 FTEs and 

2. SAP or Oracle Implementation

Resource Utilization Metrics 
(RUM, aka BOM)  - NO

1. >25 FTEs (as determined by NA TTS team)
2. Exception:  Must not be used on AMS SI T&M 
3. No value-add for Staff Aug contracts

Not provided by NA tools team

MAPIT NO 1. >10 FTE’s dedicated to supporting Development / 
enhancement activities Not applicable

Rational Team Concert 
(RTC) YES Collaborative Lifecycle Management (CLM)

1. All new or renewal AMS contracts, any size/type, 
all offerings.

2. Supports any type of maintenance delivery 
(enhancements, development)

3. Exception: Staff Augmentation, and/or break/fix/support 
scope

Rational Requirements 
Composer (RRC) NO Not provided by NA tools team

Rational Quality Mgr 
(RQM) NO Not provided by NA tools team

Tool In Scope Criteria Exclusion Comments 

Investigative Analytics (IA) YES 1. >25 FTEs and Break/Fix/Support OR over >100 FTEs

Dialog Manager (DM) YES 1. >25 FTEs and Break/Fix OR over >100 FTEs

Resource Optimizer (RO) NO 1. >25 FTEs and 
2. New development and minor/major enhancement

Not provided by NA tools team. Other productivity levers 
are included. 

Percolator (PR) NO 1. >25 FTE’s  Staffing: On-boarding/Off-boarding 
2. PMO workflow management Not included since RTC has been included

Ticket Productivity 
Assessment Workshop (TPAW) YES 1. >20 FTEs and break/Fix/support

2. High monthly ticket volumes 

Other Tools YES Scope Validation Day 1 - $2000

Other AMS Tools proposed to optimize the solution 

NA AMS Policy mandated tools in the solution

Mandatory for North America AMS deals. 






