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Introduction
Organizations that can
leverage the information
residing in their supply chains
can implement efficient endto-end processes, liberate
working capital and cash, and
strengthen their positions
as the business cycle turns
toward growth.

In today’s global economy, you and many logistically
intense businesses like yours are increasingly looking
to the supply chain as an opportunity for better cash
flow and cost savings. Organizations that can leverage
the information residing in their supply chains can
implement efficient end-to-end processes, liberate
working capital and cash, and strengthen their positions
as the business cycle turns toward growth.
Organizations have been using software to support
resource planning, supply chain management, and
scheduling for decades. But both enterprise resource
planning (ERP) and supply chain management (SCM)
systems show you only where you have been – not
where you need to go. All too often these systems fail to
take into account your exact business needs, capacities,
capabilities, and unique assets. Typical ERP, SCM and
other commercial off-the-shelf (COTS) systems do not
provide the forward-looking view you need to optimize
profit opportunity. You need a system that can look
forward in a way that enables you to optimize resources
knowing the impact of plan adjustments on key business
indicators.

Companies in all industries, including some of the
largest companies in the world, have gone beyond ERP
and SCM and optimized their supply chains to reduce
inventories, maximize on-time deliveries, improve
customer service, increase production throughput,
optimize personnel schedules, adjust to supplychain contingencies with minimal loss of productivity,
and exploit new business opportunities. They have
selected and implemented supply chain planning and
optimization (SCP&O) systems that have revolutionized
their operations, helped them improve profits,
and fundamentally changed their positions in their
respective industries.
With so much at stake, you want to be sure that your
SCP&O partner has exactly what you need and has a
serious stake in your success. What follows is a tenpoint guide to evaluating your needs, evaluating the
market, and evaluating your vendor—a complete buyer’s
guide to SCP&O.
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Questions to ask in this step:

1. Create the team
As your SCP&O investment will influence many areas
of your business, you will want input regarding the
functionality you need from key stakeholders in
operations, manufacturing, planning, finance and
IT – at a minimum. Inviting contributors from across
the enterprise helps ensure that all requirements
are identified, all interdependencies are documented,
and the probability of problem-free implementation is
maximized. It isn’t necessary to have every organization
represented in every meeting or planning session.
Rather, make sure to solicit contributions from all
organizations, then allow each functional team member

to determine their required level of participation. The
key is to include:
1. people who set your company’s business
goals and determine how they are measured,
2. people who execute the daily processes that
drive those goals, and
3. executive sponsors for all functions.
More specifically, the team should represent planners,
as they will be operating the system; financial analysts,
as they will be evaluating its effectiveness; individuals
whose jobs are directly affected by planners and
schedulers; IT; and management.

Does your team include executive
sponsors as well as those who set
your company’s business goals and
determine how they are measured?
Does your team include people
who execute the daily processes
that drive those goals (i.e. users)?
Does your team have a
representative from the finance
organization who can prepare
financial assessments and
investment pro formas that are
credible and acceptable to the
executive sponsors?
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2. Identify critical features
With your team assembled, you can begin to assess the
functionality and features you need. The first step here
is to recognize where your organization is in terms of
implementing supply chain planning and optimization. If
you are already using an SCM system, you should have
access to considerable data on the costs your logistics
decisions incur. You likely also would have business
rules designed to keep those costs as low as possible
and to realize value wherever possible in your supply
chain. Those data will become a key resource as you
move toward supply chain optimization.
It is important to identify the goals, decisions, and
metrics that make your organization unique. Work from
the big picture – your company culture, for example
– down to the details to identify what is special about
your organization and what the most important “levers”
are in terms of your firm’s success in its market. If
you’re in a company whose identity is encapsulated
in the phrase “on-time delivery”, then you should be
identifying the processes, key performance indicators,
and measurements that support that culture. If you’re in
a company that competes entirely on quality, you’ll have

a different set of key processes and measures than the
“on-time delivery” company has. You’re going to want
to find the SCP&O solution with the critical features that
best support your unique operations, so it’s important to
identify specifically what makes you unique early in the
process.
Identify key planning decisions that would help you
achieve your goals. For example, in manufacturing,
these decisions might include sequencing, batching,
order acceptance, and resource allocation. As with your
goals, be specific and avoid redundancies. Drill down to
the minute-to-minute decisions that your planners and
schedulers make.
Next, create a matrix with goals on the x-axis and
planning decisions on the y-axis. Examine the matrix
for intersections where the planning decisions have
a significant effect on the goals. For example, “order
acceptance” could have a significant effect on the
goal of “quality control.” Be sure to examine how the
decisions affect goals not only within a given planner’s
silo, but also as the consequences of that planner’s
decision ripple through the enterprise.
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These significant intersections are the heart of your
requirement. Identify them as Key Performance
Indicators, or KPIs. These are measures of the impact
that the decisions have on the goals. Your team needs
to determine how to quantify these impacts in order
to assign value to the features of any given SCP&O
solutions you will evaluate.
Finally, create “what if” scenarios and evaluate them
in light of your KPIs. For example, suppose a planner
changes a schedule due to a delayed delivery. What
rules would you apply to the changes? What constraints
might this change additionally introduce? Can you
find functions and features within SCP&O solutions
to manage this scenario? As you populate your list
of desired functionality and features, describe the
capabilities in your organization’s unique terms. That
is, it is important not only to identify functionality

and features that you want, but also to have that
functionality and those features aligned completely
to the unique aspects of your organization’s rules,
practices, assets, facilities, plants, equipment, and
customer needs.
If you use labor that is represented by unions or
governed by regulations, you may want a solution
that is capable of also managing these scheduling
requirements. If your organization is distributed across
multiple regions, you may want a solution that can
accommodate variances from region to region, or the
consequences of specific regions sharing personnel
and/or vehicles. If you have multilingual operations, you
may want a solution that can handle all the languages
your organization uses within the same application, or
that can accommodate statutory holidays by province
and/or city.
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It is critical to consider all the ripple effects of every
business decision. Small decisions can add up to big
swings in profitability. It may not be a big deal if one
delivery is delayed for a few hours or a day, but it can
be a big deal if you miss 10 percent of your deadlines
by an hour or more when your competitor is missing
only 5 percent of theirs by the same margin. For critical
factors like this, you will need to assign higher values to
the features in SCP&O solutions that support them, and
rule out solutions that do not.
While evaluating your needs for functionality and
features, you also must consider the level of technical
knowledge that your planners possess, and look for a
system that either is geared to that level, or that could
be easily configured to that level.

Questions to ask in this step:
Have you examined your supply/
value chain from one end to the
other for optimization opportunities?
Have you identified the functionality
and features that would make
the most of those opportunities,
and noted them in terms of your
organization’s business rules and
practices?
Have you prioritized that
functionality and those features on
a “must have” to “would be nice
to have” scale, and is your team in
agreement on the list?
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Resources
3 factors that determine
supply chain agility

6 steps to effective
KPI-based planning

For organizations that are just learning how
supply chain planning and optimization can boost
productivity, there is a wealth of resource material
available. Gartner, Inc. www.gartner.com/
technology/supply-chain-professionals.jsp is an
excellent source for this information.
Another is the Supply Chain Operations Reference
(SCOR) model, available from the Supply Chain
Council supply-chain.org.

For more information on features and benefits of
supply chain planning and optimization, download
the management briefing at http://quintiq.com/
downloads/three-factors-that-determine-supplychain-agility-en.html

For more information on setting business-oriented
KPIs for planning. download the management
briefing at http://quintiq.com/downloads/kpibased-planning-en.html
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3. Conduct a thorough
financial analysis
Now that you have a thorough and prioritized list of
functionality and features, the next step is to calculate
the financial effect of each item on your list. In this
step, again, you need to consider not only the financial
benefits within the silo where any given feature will
have its primary effect, but all the financial benefits
as the effects of a planner’s decision ripple across the
enterprise.

and ongoing expenses.
Develop your analysis from the bottom up, beginning
with the immediate effects of planners’ decisions, and
working toward higher-level metrics of investment
performance, such as internal rate of return (IRR), net
present value (NPV), and return on investment (ROI).
The formula for calculating ROI is:

To do this, you first need to know the costs of your
current business practices. This will be the baseline
against which to measure your post-implementation
performance, and your key to determining how much to
spend on an SCP&O solution, in terms of both up-front

ROI =

(savings + additional income - investment)
investment
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Resources
Many organizations fail to calculate this accurately
because they fail to account for many costs and
benefits.
• Be sure to calculate the ROI yourself. Don't rely on
vendor estimates.
• Consider each cost component over the entire life
cycle of the SCP&O solution.
• Consider all return horizons (short-term scheduling,
mid-term capacity planning, or long-term strategic
planning) where savings and benefits will occur.
• Be aware of interactions, especially savings in one
area that may increase costs in another.
• Look for ERP-related savings. Functions that may
require time and effort to implement in an ERP
system can easily be added to an SCP&O solution.
• Quantify what you can, but do not ignore other
benefits. For example, how do you quantify the
savings or profits from being able to model the
financial results of a plan before finalizing it? Have the
team brainstorm and list subjective benefits as well

as measureable financial savings. Even when difficult
to quantify, a well-reasoned list of subjective benefits
is still worth more than zero.

Top 8 tips on
calculating the ROI of
an SCP&O solution

It is important to plan with the aim of having the vendor
deliver a solution to 100 percent of your requirements.
However, not all vendors will be able to reach that 100
percent mark. You should strive to assign value to any
areas where the product cannot satisfy requirements.
Keep in mind that a solution that appears to deliver
90 percent might actually be delivering 0 percent,
depending on the requirements that they cannot satisfy.
In other cases, assigning dollar values to shortfalls
in features will allow the product to still be evaluated,
though with a lesser financial value.
For more on calculating ROI accurately, see the
complimentary management briefing paper at
http://quintiq.com/downloads/eight-tipscalculating-roi-scpo-solution-en.html
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Questions to ask in this step:
Have you calculated the costs incurred
by your current business rules?
Have you calculated the costs of
contingencies that cause those rules to
be broken?
On the basis of the functionality and
features you identified as necessary
and desirable, have you quantified the
savings and profit that you would gain
with optimization capability?

Do the results of your financial analysis
allow you to work with your finance
department to use ROI, IRR, and/or
NPV to make the business case for
investment in SCP&O?
Do the results of your financial analysis
allow you to compare the economic
impacts of vendors’ proposals “apples to
apples” against each other?

Supply chain planning and optimization
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Questions to ask in this step:
4. Research available suppliers
With a clear understanding of the advantages that a
SCP&O system can bring to your organization, and a
solid financial evaluation of what those advantages
are worth, identifying potential SCP&O partners
becomes more straightforward. As with identifying
the functionality and features you need, refer to the
resources available from Gartner, SCC, and other
published sources.
Some of the high-level questions you should ask
yourself at this point include:

Do we want a partner with a specialization in SCP&O
or is there value in selecting a vendor for whom
SCP&O is one part of a broad set of capabilities?
Do we want a point solution that can only solve one
aspect of our planning challenge or a platform that
can solve many of our challenges seen today and
unforeseen tomorrow?
Identify potential vendors that can demonstrate
expertise and thought leadership in supply chain
planning and optimization in general. Ask for white
papers, briefings, and case studies that show each
vendor’s contribution to advancing the SCP&O
community. They not only demonstrate the commitment
a vendor has to SCP&O, but can provide valuable
insights for your implementation.

Have you examined the SCP&O
market for vendors who are
strong in your industry, for
businesses of your size, and in
the functionality you must have?
Do you want a point solution
or business-wide planning
solution? Can you start with one
and add features and functional
organizations over time?
Which vendors can provide the
capabilities and features that
best match your unique needs?
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5. Make the business case

The business case will
continue to have value
in the future as a way to
measure performance
against the rigorously defined
expectations and goals that
were set during the buying
process

Assuming you have laid the groundwork of identifying
your unique needs and assessing vendors’ capabilities
as they support those needs, this step should be
the most straightforward. It involves preparing a
presentation that the evaluation team will deliver to
decision makers to justify the investment you are
planning to make.
The business case must document the unique business
goals, planning decisions, and critical features that
you identified in Step 2, the economic analysis you
conducted in Step 3, and the available solutions and
vendors that appear to be viable candidates from Step
4. The objective of this step is to gain the approval of
decision makers to proceed to the next steps and to lay
the foundation for a detailed investment analysis using
real-life pricing and costs from a chosen vendor and
forecasted cost reductions and revenue enhancements
from supply chain planning and optimization.

Rely on the executive sponsors on the team to guide the
level of detail that the business case should present.
Demonstrate with anecdotes “from the shop floor” how
your current supply chain planning practices fail to
achieve the value possible with optimization, and how
that value gap puts you at a disadvantage compared
to your competitors. Show how implementation of
SCP&O will drive specific improvements in your
operations and how those improvements support
the unique competitive advantages on which your
profitability relies. Explain how the software will enable
planners and schedulers to produce more value for the
organization, and how the agility that you will gain from
forward-looking forecasting will keep you ahead of the
competition.
All estimates of operational improvements, competitive
advantages, and revenue enhancements need to be
converted to dollars. Rely on the team’s financial
representative and executive sponsors to help quantify
the improvements that SCP&O is expected to generate
and to document a defensible pro forma of the economic
value of the investment.
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Be sure to include all the costs of the implementation—
licensing, capital equipment costs, training (up-front as
well as follow-on), and the indirect costs of institutional
change—and show how those costs factored into your
calculation of ROI.
For the available solutions and vendors, the decision
makers will want to see an executive summary of
the top solutions to be further evaluated. The details
behind the executive summary should be available
in a separate handout for those who request it, but
the business case need only summarize the team’s
decisions on which vendors meet the high-level criteria
to merit further consideration.
Finally, make sure to refer back to the business case
during and after implementation. It will continue to have
value in the future as a way to measure performance
against the rigorously defined expectations and goals
that were set during the buying process.

Questions to ask in this step:
Does your business case presentation
incorporate the multiple organizational
viewpoints of the evaluation team into a
comprehensive view of the scope of the
proposed SCP&O solution?
Have you addressed all of the detailed
business goals that better planning and
logistics optimization can bring?

Does your presentation show the
decision makers a detailed financial pro
forma that your finance department will
stand behind?
Does your presentation provide an
executive summary of the products and
vendors that are known to address your
SCP&O requirements?

Supply chain planning and optimization
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Narrow
the choices
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6. Assess the vendors
From your list of viable candidates, you will need to
narrow down to a manageable number for further
consideration. You will be divulging to them for the first
time that you are beginning the process to select and
purchase an SCP&O solution.
In this step, you should prepare a document of
requirements and desired capabilities that will be
provided to the vendors you identified in Step 4. This
could be a simple list derived from Step 2, when the
team identified the critical features, or it could be as
formal as a request for information (RFI) that will be
distributed to the broad list of potential suppliers.
The requirements and capabilities document
should communicate the strategic objectives for the
investment, the scope of the SCP&O project(s), and the
business’s goals.

Prepare a scorecard that lists all requirements and
capabilities and how well each vendor’s response meets
each requirement. Your scorecard factors will be unique
to your business, but should include weighting for each
factor (i.e. how important the factor is) and how well
each vendor’s response scores for each factor. Your
scorecard should also include external information,
such as third-party assessments (Gartner, SSC, etc.),
referrals from trusted associates, and any other
relevant data or information that is publicly available.
It is at this stage that you will request budgetary pricing
from the vendors, based upon the scope and scale of
your requirements. (No vendor should be included or
excluded based on budgetary pricing alone, of course.)
At the end of this step, you should be able to narrow
down your list of participating vendors and products to
a short list of five to eight vendors that best meet your
requirements.

Questions to ask in this step:
Have you included all of the
vendors that can potentially
provide you a solution that
meets your requirements?
Have you ruled out the vendors
that should not be on the list?
Have you done adequate
research on the SCP&O market?
Do you have enough published
research to integrate into your
assessment process?
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7. Evaluate the short list

The team should strive to
strike a balance between
allowing each vendor to
conduct its own process and
maintaining control over the
entire evaluation process

The short list of vendors should now be invited to take
part in more detailed requirements gathering, series
of meetings driven by their salespeople in order to best
prepare their proposals, and software demos.
Create a standard presentation to be presented to
all vendors that remain on your short list. Depending
on your purchasing practices, you may decide to
host a bidders’ meeting, where all vendors attend a
presentation and are assured of seeing exactly the
same thing, or you may decide to invite each vendor
to visit separately. Either way, you will present your
more detailed requirements under a non-disclosure
agreement to all vendors so that they may prepare their
detailed proposals.
The team should expect that each vendor has its own
sales process and that their salespeople will now be
expected to drive the process. The team should strive
to strike a balance between allowing each vendor to
conduct its own process and maintaining control over
the entire evaluation process.

Design a demo evaluation script in much the same way
as you would write requirements for an RFP. Prepare
challenges that are as specific as your planning
decisions. Get answers to questions such as: Does the
system display in real-time the effect of a given decision
on our bottom line, or in terms of our KPIs? How does
the tool configure KPIs?
Your checklist should include specific functionality that
is important for your unique needs. Some examples
might include:
• Demand planning
• Inventory planning
• Replenishment planning
• Sales and operations planning reports
• Capable-to-promise and available-to-promise
• Production planning
• Manufacturing scheduling
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Expand your vendor scorecard to the next level of
detail. The team should use the list of critical features,
the economic assumptions, and the business case to
develop a scorecard that utilizes the vendors’ detailed
proposals, their software’s performance in the demos,
and their pricing to create a weighted score that
accurately presents each vendor’s net value to your
company.
More questions to ask include:
Can we see the effect of each decision point on our
KPIs as we develop, re-develop and optimize plans?
Does the system allow us to compare the
consequences of various scenarios when putting
together a long-term plan?
What time horizon does the solution support?

Your prospective vendors will be interested to know as
much as possible in advance about your testing agenda
and what your evaluation criteria are. You should share
with them as much as you feel they need to know
to prepare and demonstrate their functionality and
features.

information (and if they do, you should disqualify them,
since it’s likely they won’t protect your confidential
information any better), they should be able to provide
you with insights from their own experience into how
their SCP&O solution could be tuned for your unique
needs and challenges.

Issues and scenarios that you may not have thought
of previously will come up during the evaluations.
Explore them to the extent practicable. They may be
opportunities for deriving additional value from the
product. If so, determine how you will reflect that value
financially. Use these unexpected items to assess the
vendor’s support and responsiveness as well as their
product flexibility.

In addition to reviewing all vendor submissions, demo
checklists, and price proposals, this is the time to also
assess each vendor’s market position, release strategy,
and product roadmap. Make sure to schedule time to
be briefed by each vendor’s product managers to hear
how they manage market and technology assessment,
integration of competitive and field intelligence into their
product roadmaps, and major upgrades, patches, fixes,
and releases.

Keep in mind also that this is an opportunity to gain
insight on SCP&O “best practices”. The vendors’
demonstrations teams surely have knowledge of how
other companies use their products. While the vendors
certainly cannot reveal confidential or company-specific

Once you have completed the process of evaluating
your short list, your scorecard should provide you the
information you need to narrow your list to either one or
two vendors.
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Questions to ask in this step:
Ask each vendor if they can provide an
on-site, hands-on demo with a subset of
your actual data, and what such a demo
would cost.
Have you provided the vendors enough
information for them to adequately
prepare for the evaluation?

Which vendors come closest to meeting
100% of your requirements? Which can
customize and configure their solutions
to achieve 100%?
Are your top two vendors a surprise? If
so, why?

Have you created a standard demo
scope that will allow you to adequately
compare each vendor’s products to one
another?
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8. Review vendors’
implementation capabilities
Successful SCP&O implementations enable
businesses to plan for profit—not just for production.
Unfortunately many SCP&O implementations fall
short of expectations because of unrealistic or
otherwise faulty implementation plans. According
to researchers, as many as 50% to 80% of software
project implementations are either failures or encounter
challenges1. With your SCP&O implementation touching
almost every function and part of your organization,
a problem-free implementation is vitally important.
It is critical to ask the final vendors to demonstrate
their mastery of project planning and execution of the
implementation of their SCP&O software.

Vendors should be able to show a multi-phased
approach that includes steps and quality gates that
approximate the following:

Vendors should be able to produce their documented
implementation project methodology for you to evaluate.
Look for a well-documented set of procedures, key
activities, and deliverables.

Prepare realistic test plans, test scenarios, and test
scripts. You should have very specific ideas regarding
how your business will gain value with the solution. The
implementation testing phase should confirm that you

1.

Project initialization

2.

Analysis

3.

Modeling

4.

Iterative development

5.

Implementation

6.

After live support

1 Rajkumar, G. and Dr. K. Alagarsamy, The Most Common Factors for the Failure of Software Development Project [sic], The International
Journal of Computer Science and Applications, Vol. 1, No. 11, January 2013, p.74.
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Questions to ask in this step:
will indeed achieve that value in substantially the way
you had imagined.
Be sure that your vendor has an experienced
implementation staff to help you launch your system.
Engage with them while they are on site, and learn what
you can about leveraging your solution to your best
advantage.
Review vendors’ implementation project teams and rate
them on the following key points:
• User involvement. How well will the vendor engage
with your implementation team and users during
implementation?
• Executive support. Which vendors will designate
executives as top-level liaisons for your
implementation?
• Understanding of business objectives. How well do
the vendors understand the objectives and KPIs that
their software is being implemented to support?

• Small milestones. Which vendors break the
implementation project down into manageable
milestones? How clearly defined are the phases that
their project managers will be managing?
• Project management experience. How many
implementations has each vendor completed? How
much experience does the average (or better yet, the
designated) project manager have?
• Ability to meet firm requirements and scope. You
should clearly define the test cases and acceptance
criteria and review with the vendor’s team
• Tools and infrastructure. What type of project
management tools and systems do the vendors
use? Ask them to demonstrate how their tools and
technologies support excellence and quality in all
phases of implementation.

How well do your vendors meet
your unique implementation
requirements?
Has your vendor demonstrated
proficiency and expertise in its
project manager? The project team?
Has your vendor shown you a multiphase plan with quality gates and
clear processes?
Does the comparison of the
vendors’ respective implementation
capabilities yield a clear choice of
vendor?
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Select the
product and
vendor
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9. Make the final choice
With the evaluations now complete, you can compare
the products fairly, accurately, and comprehensively.
Thanks to the financial analysis that you did up front,
you should be able to quantify the value of practically
every requirement that each vendor met or failed to
meet. In other words, you should be able to determine
what each system is worth to your organization.
Your team’s complete financial analysis – with its short,
mid, and long-term views and thorough analysis of total
costs and benefits over time – will allow you to compare
the economic benefits to your organization of the entire

investment – including a valuation of risk and reward in
the important implementation phase – rather than just
the price. As has been the case throughout this entire
process, the value of an SCP&O system should not be
conceived of simply as a number with a dollar sign to the
left of it. SCP&O is an investment that permeates your
organization, and will continue to do so for many years,
so it makes most sense to value it in terms of both
objective (ROI, IRR, NPV) and subjective (organizational
benefits, improved upstream and downstream supplier/
customer relationships, etc.) measures.
With your final evaluation results in hand, choose the
winning vendor.

Questions to ask in this step:
Have you ranked the vendors on
the basis of functional fit?
Have you completed the
expected financial impact of
each of the final two (or more)
vendors’ solutions on your
organization?
Do you have all of the relevant
information from the previous
steps to support and defend
your choice of vendor to the
decision makers?
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10. Verify the vendor
At this point, you should have chosen your vendor. You
have thoroughly evaluated their product’s capabilities
in terms of matching your requirements. You have
had a comprehensive demonstration and know that
its capabilities, architecture, and look and feel are
appropriate for your organization. And you know that
your costs for the system are appropriate for the benefit
it will provide you.
Now it is time to verify that the vendor is everything
you expect it to be. Tell your preferred vendor that you
are likely to sign a contract with them, and ask them to
provide you with contacts at other companies who have
licensed their product(s). These companies will ideally
be in your industry and of about the same size as you.
If you did not do so earlier, request corporate financial
information to verify that they have the financial and
corporate stability you need for a partner of this
importance. Have your finance and legal departments
conduct the level of due diligence on the vendor that any
significant contractual obligation would merit.

When you talk to the references, spend an adequate
amount of time to learn about the challenges they faced
with implementing and using the system. Ask about the
level and quality of support the vendor is providing, and
if they have any insights on how the software could be
improved or extended. Ask about what other products
they evaluated before going with your preferred
vendor, and try to understand why, in as much detail as
possible, they made the decision they did, and whether
the product’s performance has validated their decisionmaking process.
In evaluating your preferred vendor’s corporate
stability, look into metrics such as consecutive years
of profitability, performance during the weakened
economy of the past five or six years, and the breadth
and depth of clientele. You want to see evidence that
retaining your business is an important element of their
strategic plans.
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Questions to ask in this step:
Have you asked your preferred vendor for
references comparable to your industry
and size?

Have you determined that your preferred
vendor has the financial stability you
require?

Have you determined from the references
what they consider to be the product’s
greatest strengths and weaknesses? The
vendor’s?

Have you requested your legal and
financial departments to conduct due
diligence on the vendor's financial and
corporate health?
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28 questions to ask the vendors
Technology

Features

1. Are all effects and consequences of disruptions or
changes in schedules instantly calculated and are
planners instantly informed about the impact on
their parts of the schedule?

7. Does the solution support only predefined optimizers
for a specific problem (e.g. vehicle routing or
sequencing for a machine) or does the optimizer
support multi-stage and customer-specific
optimization (e.g. multiple production steps with
specific constraints in one go)?

2. Does the system automatically suggest solutions in
case of a disruptive event on the day of operation?
3. Does the technology support scenario management,
generating multiple scenarios and comparing the
KPIs?
4. How scalable is the solution? Can you provide
reference sites with over 100 end users? Over 500?
5. Has the supplier assessed the scalability of the
solution by running it through a performance test
with the expected set of data?

Notes

8. Does the optimizer support multi-criteria
optimization (e.g. costs, delivery performance, lead
times, SLAs etc) and is it possible to change the
weights?
9. Has the supplier ensured that the solution will
handle real-time feedback that will keep plans up to
date?
10. How clearly is the implementation linked to gaining
tangible business benefits and is there a clear KPIdriven engine around this?

6. Is the solution multi-lingual?
11. What levels of planning maturity models does the
supplier support with their offering?
12. Is it possible to plan and optimize different resources
such as machines, people and vehicles with the
same solution?
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Supplier Information
13. Is the supplier a “transactional vendor” or a
“long-term partner”? Does the supplier focus on
promoting their software or does the supplier really
understand the business issues and optimization
potential?
14. Does the supplier understand where the quick wins
are and is the implementation plan focused on
harvesting those quick wins first?
15. Does the supplier only fulfill a short term need or
is the supplier capable of extending the solution
to a broader and integrated solution? What other
planning capabilities can the software support that
may be valuable to us but are out of scope for now?
16. Does the supplier provide a multi-level solution
and does the supplier have experience on all levels,
ranging from strategic planning to tactical planning
and scheduling?

Notes
17. What is the retention rate of the supplier?
18. How active is the supplier in the supply chain
management and optimization community? Can
the supplier demonstrate that it is a contributor of
thought leadership and advancement in supply chain
planning and optimization?
19. What support will the supplier provide to identify
and quantify anticipated business benefits? What
assistance will the supplier provide to help us
prepare a business case for the investment?
20. What experience does the supplier have with guiding
its customers in the transformation process of their
supply chains?
21. What is the implementation strategy of the vendor
related to enterprise planning systems? Specifically,
what is their implementation methodology regarding
optimization and automated planning capabilities?
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Demo and Evaluation

Future Proofing

22. Have you benchmarked the quality of the plan
generated by the solution you have selected against
your current (manual) plans and/or those of other
vendors?

25. Is the technology flexible enough to continually adapt
to customer specific needs such as business rules
or constraints? If so, how easy is it to configure such
rules and constraints?

23. Have you assessed the real flexibility of the solution
by having a workshop (one day to one week) where
you have thrown "the unexpected" at the vendor to
see how fast they can respond?

26. In cases where the solution is rolled out to multiple
facilities or regions, does it support a central core
system in combination with local changes? What
is the maintenance strategy to cope with local
adaptations?

24. Have you ensured that the solution can handle
your most complex constraints by having them
implemented in a proof-of-concept? Will the
supplier work head-to-head on a proof-of-concept
utilizing your real-life specific rules and constraints?

Notes

27. How flexible is the solution in terms of adapting to
future business or technology changes?
28. What is the supplier's long-term vision of supply
chain optimization and how does this connect to our
business strategy in the coming years?
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About Quintiq
Quintiq’s revolutionary supply chain planning and
optimization (SCP&O) platform enables enterprises
to improve efficiency at every stage of the supply
chain journey. It powers end-to-end planning and
optimization of personnel, resources, and processes
in a single planning environment, across all planning
horizons. Many of the world’s largest and most
successful enterprises rely on Quintiq to achieve
their business goals, strengthen their competitive
advantage, and create new revenue streams.
Established in 1997 and growing rapidly, Quintiq
has a global presence with dual headquarters in the
Netherlands and the USA, a global development center
in Malaysia, and offices around the world. Quintiq’s
software is in use at over 500 locations in 78 countries
worldwide.

© Copyright 2013, WinGreen Marketing Systems, LLC. All Rights Reserved.
Used with permission under license to Quintiq, Inc.

Offices:
www.quintiq.com/about-us/locations-worldwide.html
Email: info@quintiq.com | Web: www.quintiq.com
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Supply Chain Planning & Optimization
Investment Checklist
Task

Date Completed



Create the team
Does your team include executive sponsors as well as those who set your company’s
business goals and determine how they are measured?



Does your team include people who execute the daily processes that drive those goals (i.e.
users)?



Does your team have a representative from the finance organization who can prepare
financial assessments and investment pro formas that are credible and acceptable to the
executive sponsors?



Identify Critical Features
Have you examined your supply/value chain from one end to the other for optimization
opportunities?



Have you identified the functionality and features that would make the most of those
opportunities, and noted them in terms of your organization’s business rules and practices?



Have you prioritized that functionality and those features on a “must have” to “would be nice
to have” scale, and is your team in agreement on the list?



Conduct a thorough financial analysis
Have you calculated the costs incurred by your current business rules?
Have you calculated the costs of contingencies that cause those rules to be broken?
On the basis of the functionality and features you identified as necessary and desirable,
have you quantified the savings and profit that you would gain with optimization capability?





Do the results of your financial analysis allow you to work with your finance department to
use ROI, IRR, and/or NPV to make the business case for investment in SCP&O?



Do the results of your financial analysis allow you to compare the economic impacts of
vendors’ proposals “apples to apples” against each other?



Research available suppliers
Have you examined the SCP&O market for vendors who are strong in your industry, for
businesses of your size, and in the functionality you must have?



Supply chain planning and optimization

31

Ten steps to evaluating and buying supply chain planning and optimization software
buyer's guide

Task

Date Completed

Do you want a point solution or business-wide planning solution? Can you start with one
and add features and functional organizations over time?
Which vendors can provide the capabilities and features that best match your unique needs?





Make the business case
Does your business case presentation incorporate the multiple organizational viewpoints
of the evaluation team into a comprehensive view of the scope of the proposed SCP&O
solution?



Have you addressed all of the detailed business goals that better planning and logistics
optimization can bring?



Does your presentation show the decision makers a detailed financial pro forma that your
finance department will stand behind?



Does your presentation provide an executive summary of the products and vendors that are
known to address your SCP&O requirements?



Assess the vendors
Have you included all of the vendors that can potentially provide you a solution that meets
your requirements?



Have you ruled out the vendors that should not be on the list?




Have you done adequate research on the SCP&O market? Do you have enough published
research to integrate into your assessment process?
Evaluate the short list
Ask each vendor if they can provide an on-site, hands-on demo with a subset of your actual
data, and what such a demo would cost.



Have you provided the vendors enough information for them to adequately prepare for the
evaluation?



Have you created a standard demo scope that will allow you to adequately compare each
vendor’s products to one another?



Which vendors come closest to meeting 100% of your requirements? Which can customize
and configure their solutions to achieve 100%?



Are your top two vendors a surprise? If so, why?



Review vendors’ implementation capabilities
How well do your vendors meet your unique implementation requirements?
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Task

Date Completed

Has your vendor demonstrated proficiency and expertise in its project manager? The project
team?
Has your vendor shown you a multi-phase plan with quality gates and clear processes?
Does the comparison of the vendors’ respective implementation capabilities yield a clear
choice of vendor?






Make the final choice
Have you ranked the vendors on the basis of functional fit?
Have you completed the expected financial impact of each of the final two (or more) vendors’
solutions on your organization?
Do you have all of the relevant information from the previous steps to support and defend
your choice of vendor to the decision makers?





Verify the vendor
Have you asked your preferred vendor for references comparable to your industry and size?
Have you determined from the references what they consider to be the product’s greatest
strengths and weaknesses? The vendor’s?
Have you determined that your preferred vendor has the financial stability you require?
Have you requested your legal and financial departments to conduct due diligence on the
vendor's financial and corporate health?






Technology
How scalable is the solution?
Can you provide reference sites with over 100 end users? Over 500?
Does the technology support scenario management, generating multiple scenarios and
comparing the KPIs?





Are all effects and consequences of disruptions or changes in schedules instantly
calculated and are planners instantly informed about the impact on their parts of the
schedule?



Does the system automatically suggest solutions in case of a disruptive event on the day of
operation?



Is the solution multi-lingual?
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Task

Date Completed

Has the supplier assessed the scalability of the solution by running it through a
performance test with the expected set of data?




Features
Does the solution support only predefined optimizers for a specific problem (e.g. vehicle
routing or sequencing for a machine) or does the optimizer support multi-stage and
customer-specific optimization (e.g. multiple production steps with specific constraints in
one go)?



Does the optimizer support multi-criteria optimization (e.g. costs, delivery performance,
lead times, SLAs etc) and is it possible to change the weights?



Has the supplier ensured that the solution will handle real-time feedback that will keep
plans up to date?



How clearly is the implementation linked to gaining tangible business benefits and is there
a clear KPI-driven engine around this?



What levels of planning maturity models does the supplier support with their offering?




Is it possible to plan and optimize different resources such as machines, people and
vehicles with the same solution?
Supplier Information
Is the supplier a “transactional vendor” or a “long-term partner”?
Does the supplier focus on promoting their software or does the supplier really understand
the business issues and optimization potential?




Does the supplier understand where the quick wins are and is the implementation plan
focused on harvesting those quick wins first?



Does the supplier only fulfill a short term need or is the supplier capable of extending the
solution to a broader and integrated solution?



What other planning capabilities can the software support that may be valuable to us but
are out of scope for now?



Does the supplier provide a multi-level solution and does the supplier have experience on
all levels, ranging from strategic planning to tactical planning and scheduling?



What is the retention rate of the supplier?





How active is the supplier in the supply chain management and optimization community?
Can the supplier demonstrate that it is a contributor of thought leadership and
advancement in supply chain planning and optimization?
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Task

Date Completed

What support will the supplier provide to us to identify and quantify anticipated business
benefits?




What assistance will the supplier provide to help us prepare a business case for the
investment?



What experience does the supplier have with guiding its customers in the transformation
process of their supply chains?



What is the implementation strategy of the vendor related to enterprise planning systems?
Specifically, what is their implementation methodology regarding optimization and
automated planning capabilities?



Demo
Have you benchmarked the quality of the plan generated by the solution you have selected
against your current (manual) plans and/or those of other vendors?



Have you assessed the real flexibility of the solution by having a workshop (one day to one
week) where you have thrown "the unexpected" at the vendor to see how fast they can
respond?



Have you ensured that the solution can handle your most complex constraints by having
them implemented in a proof-of-concept?



Will the supplier work head-to-head on a proof-of-concept utilizing our real-life specific
rules and constraints?



Future Proofing
Is the technology flexible enough to continually adapt to customer specific needs such as
business rules or constraints? If so, how easy is it to configure such rules and constraints?



In cases where the solution is rolled out to multiple facilities or regions, does it support a
central core system in combination with local changes? What is the maintenance strategy to
cope with local adaptations?



How flexible is the solution in terms of adapting to our future business or technology
changes?



What is the supplier's long-term vision of supply chain optimization and how does this
connect to our business strategy in the coming years?



Supply chain planning and optimization

35

