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“Increase digital transformation success by using 

a structured approach to strategizing, evaluating 

and choosing new technologies.”
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Key Components of Digital 
Transformation Success

Executive Sponsorship

Business 
Commitment

Managing 
Complexity

Milestone 
Achievement

Resource 
Capability

Program and Project Management
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Key Components of Digital 
Transformation Success

Executive Sponsorship

Business 
Commitment

• Prioritization

• Funding

•Resource Availability

•Managing Change

•Stakeholders

Managing 
Complexity

•Scope of Work

•Customizations

•Organizational Change

• Process Change

• Internal Controls

Milestone 
Achievement

• Project Leadership

•Milestone Tracking

•Risk Management

• Issues Resolution

•Budget Tracking 

Resource 
Capability

• Technical Know How

• Process Knowledge

•Business Experience

•Vendor Experience

•Communications

Program and Project Management
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Roadmap - SAMPLE 

Q4 
2021

Q1 2022 Q2 2022 Q3 2022 Q4 2022 Q1 2023 Q2 2023 Q3 2023 Q4 2023 Q1 2024 Q2 2024

Dec Jan Feb Mar Apr May Jun Jul Aug Sept Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sept Oct Nov Dec Jan Feb Mar Apr May Jun

* Timing not to scale Milestones

Operations & Deployment DeploymentDevelopmentDesignAnalysis

Go Live
Oct1,2017

Go Live
Oct1,2017

Go Live
March 1, 2018

Go Live
May 1, 2018

Go Live
June 1, 2018

Various 3rd Party Tools

Sustained EffortPeaks 

P2S
16. LIMS
17. Tools created by Caibin  
18. Quality Analyst  
19. Certificate of Analysis   

20. Remote Warehouses
21. CTVista
22. PLM

P2P
4. iContract
5. iBuy 
6. Bids

R2R
7. Concur
8. Bank Files (Lockbox, ACH)
9. Hach Invoice Import
10. Credit Card Gateway 
11. Hyperion  
12. Blackline
13. CCH
14. D&B
15. Workday

TRA
23. Carrier  
24. EDI  
25. CAR 
26. Keller Miles (replaced by PC Miler)
27. PC Miler (not needed if CLX is selected)
28. SDS Publishing
29. GHS Labels
30. Fleet
31. Rateware  
32. Shipping Solutions
33. CTSI

O2C
1. Commission System
2. Visual Compliance
3. Sales Order EDI
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Third Party Products – SAMPLE

Procure to Pay
(P2P)

Order to Cash
(O2C)

Produce to Store
(P2S)

Transportation
(TRA)

Record to Report
(R2R)

General 
Accounting

Accounts 
Payable

Accounts 
Receivable

Cash
Management

Fixed 
Assets

Project 
Accounting

TERP

Sarbanes- 
Oxley

Budget

Commissions

Order 
Management

Service Orders

Pricing

Sales 
Quotes

Commission
Structures

Cases

Contracts

Vendor 
Management

Vendor 
Performance

Request 
For Quotes

Purchase 
Requisitions

Purchase
Orders

Drop 
Shipments

Planning

Production

Shop Floor
Management

Product Life 
Cycle 

Quality

Inventory

Warehousing

Carrier
Management

Freight 
Management

Contracts

Transportation
Management

Rates & 
Routes

Transfers

Load 
Management

Deliveries

Applications Foundation

Master 
Data

Reporting Security Infrastructure Historical Data
Business 

Intelligence
Application 

Management

Visual
Compliance

FERP 
Server

D&B

SharePoint

EDI

Commissions

Rateware

CCH

Precision

LIMS
(LV)

Concur
Bank File 

Integration
ADP

Credit 
Card

Gateway

LIMS: Laboratory Information System

EDI: Electronic Data Interchange

PLM: Product Lifecycle Management

D&B: Dun & Bradstreet

SDS: Safety Data Sheets

iBuy Bids

Caibin

PLM
(Siemens)

Quality 
Control 

(LV)

Remote
Warehouses

GHS 
Labels
(BT) AP 

Invoices

ConfirmedImport Pending

Legend: 3rd Party Products

ERP Project Boundary

SDS
(MSDGEN)

Chemlogix

ERP

System

iContract

IBIS

Blackline
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System Environment – Current - SAMPLE

Core System Custom System Specialty Third Party System

Human Resources

H&S
Incident
Report

Training
SQL

Avanti

Kronos

KPI

Engineering

SolidWorkslegacy

VM/VQ EPDM

Purchasing

OMAR

Excel

legacy

MP2

MP2

ShiftWorks

Planning & Scheduling

Excel MRPSQL Job

legacy SFS

Shop Floor

Honeywell

Service

BOL

Karmak

Logistics

legacy
(Inventory)

RF
Scanners

Daily
Draw

Sheets

BOL

RF
Scanners

(Physical Inventory)

MMTX

WH
Transfers

RTS

Last Call

Quality & Operational Excellence

ExcelSFS

legacy
(Credit)

RGA
(Paper)

EPDMVM/VQ

COC
Compliance

TQS

Sales

SRI

BOL

EDI

legacy

Order

LEX PDF
Service

Finance and Accounting

Workflow
Other

Excel

legacy

Karmak
AR

Statement
Email

PayStation

Workflow
Credit

Payment
Clearing

Workflow
AP

Workflow
AR

Omar (All)Replicator

KPI (All)Dashboard

EPDM

legacySQL DB Web

IT

MP2

Predator

Machine ShopMaintenance
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New Business: Digital Transformation 
Success - SAMPLE

Current – Part 1

First impressions based on two 
weeks of observations

Current – Part 2

Where are we now?

Where do we need to be?

What steps need to be taken?

What is needed from the SLT?

Category Comments Impression

Executive 
Sponsorship

Top down support present

Business 
Engagement

Well represented business 
engagement. Increased 
communications needed

Scope

Scope growing as Analysis and Design 
phases progress (i.e. transportation 

(CAR), full commissions, refining 
requirements)

Timeline

Increase in scope pushing on the 
other project constraints – Time – 
Quality, Budget & Resources and 

Expectations impacted

Budget & 
Resources

Increase in scope pushing on the 
other project constraints – Budget & 

Resources – Time, Quality and 
Expectations

Business 
Impact

Impact medium to high. Flexibility, 
Visibility and Accuracy is a must have 
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Business Case Methodology - SAMPLE
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Business Case Methodology - SAMPLE



Do you have any questions?

Contact:
csanchez@camasan.com
www.camasan.com

Thank You!

CREDITS: Image by royalty free Getty Images

Camasan Inc: Private and Confidential
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