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Hot Tips for your webinar experience today

01

Q&A

Ask your questions 
throughout the 
webinar! 

We’ll answer these in 
a Q&A session at the 
end.

02

Display Controls

You can change the 
display to suit you.

If a box disappears, 
click on the 
corresponding icon at 
the bottom of your 
screen. 

03

Watch on demand

If you miss anything, 
you’ll be able to catch 
up later!

We’ll share an on-
demand copy of the 
webinar afterwards. 



Your Speakers

Mike Overwater
Business Improvement Lead
Hamilton City Council

Mandy Lacy PhD
Transformation, Change & Benefits 
Realisation Specialist

Silverio Governo
Head of Sales ANZ & Country Manager NZ
Portt, an Advanced company

Serge Kolman
Procurement & Contracts Manager
Dunedin City Council



Investment Management Process
Embedding Benefits Practice

Concept Paper 

Investment Logic Map (ILM)
Itemise measures, baselines, owners, 

targets, schedule 

Benefits Profiles

Benefits to be 

updated/completed

Review & Update

Business Case

Benefits Management Plan Minimum every 6 months

Review, monitor and report 

measures realisation outcomes

Monitor

1 2 3 4 5



Investment Logic Map



Investment Logic Map
INVESTMENT LOGIC MAP

BENEFIT ASSETPROBLEM CHANGEINVESTMENT OBJECTIVES 

SOLUTION

B1. Easily accessible single of source of truth 
providing meaningful information, insights and 

data 
KPI 1: Continuous CM maturity 
KPI 2: Improved accessibility and ease of use
KPI 3: Data integrity 

30%

B3. Improved CM financial outcomes 
KPI 7: Financial opportunity savings
KPI 8: Improved management of contract variations

25%

P1: There is no centralised or   
organisation wide approach to contract 
management resulting in a lack of 
quality data, assurance and effective 
processes that leads to increased legal, 
financial and reputational risk to the 
organisation and suppliers possibly 
causing an increased higher costs and 
inconsistent community outcomes.

IO1
Business spend 
optimisation by 

delivering the agreed 
levels of services and 
positive outcomes for 

our community.  

B2: Compliance and governance excellence
KPI 4: Improved visibility of risks and issues
KPI 5.Increased legal and audit compliance capability
KPI 6: CM governance accountability and reporting

30%

IO2. 
Effectively manage 

contract management 
and value for money

P2: People capability and capacity 
involved in contract management is 
inconsistent due to lack of training, 
change management and the 
understanding of roles and 
responsibilities which increases the 
likelihood of supplier frustration 
and affecting staff’s ability to work 
efficiently and retention. B4. Customer and employer of choice  

KPI 9: Improved supplier relationships
KPI 10: Tender response rate
KPI 11: CM Staff satisfaction and retention

15%

A centralised 
system 
supported by 
improved 
processes and 
resources

Subscription 
& partnership
with digital 
procurement 
provider



MEASURES 

MEASURES – LEAD INDICATORS EXAMPLE  Benefits Map – Contract Management 

5.0

B1. Easily 
accessible single 
source of truth 

providing 
meaningful 

information, 
insights and data 

30%

B2: Compliance 
and governance 

excellence
30%

BENEFIT KPI BASELINE 

KPI 4: Improved visibility of 
risks & issues,

M17: 100% accuracy of minimum dataset for governance dashboard*

M1: CM maturity framework assessment tool

B3: Current examples of manual inefficiencies

B8: Current data integrity information, stats or case studies 
re completeness, minimum datasets, approvals process, 
correct templates and levels of accuracy.  

M2: >50-75% improved customer effort score (CES) 

M3: Reduced manual & online CM inefficiencies

B5: Current average renewal cycle times  

B4: Current average approval cycle time

M5: 100% contracts renewal discussion visibility -date & contract type*

B9: Current % of high-risk contracts identified and profiled 

B2: CES score completed prior to go live 

M8: >95% contract records with minimum dataset*

B1: Framework established, 1st assessment completed

M4: x% contracts- final status to executed  x days by contract type*

KPI 1 Continuous CM maturity

KPI 2: Improved accessibility& 
ease of use

KPI 7: Financial opportunity 
savings

M13: 100% of high-risk contracts identified*

M14: 100% risk profiling of all contracts *

M16: CM governance established

M18: >80% of financial gain clauses are actioned* 

B10: Current % DFA compliance 

B11: Governance to be established to implement the CM 
maturity framework and dashboard requirements

M15: Ability to report 100% compliance to DFA 

B4:
Improved employer 

and customer of 
choice

15%

B2: Improved CM 
financial outcome s

25%

KPI 5: Increased legal & audit 
compliance capability

KPI 6:CM governance 
accountability & reporting 

KPI 9: Improved supplier 
relationships

KPI 11: Improved CM staff 
retention

M19: >95% contract spend within terms* (Incl. over and under spend)

M21: 80% supplier performance assessment completed each quarter* 

M25: CM staff retention stats & information B16:Current CM staff retention  stats and information 

KPI 3: Data integrity 

M6: >80% of contracts are closed out appropriately* 

M9: 100% contracts following approvals process*

M12:100% contracts status visible in a single dashboard* 

M10: 100% contracts adopt approved templates*

M23: <20% contracts officers with overdue tasks*

M26: >95% of contract officer high satisfaction with new system* 

M22: # contracts with no assigned contract officer*

M11: 100% contracts have up-to-date, accurate and reliable data*

KPI 8:Improved management 
of contract variations

M20: >95% contract variations approved and reportable within the system*

KPI 10: Improved tender 
response rate

M7:  % Contracts electronically signed*

M24: Reduced no. of tenders with no response*

B14: Current information re supplier performance and 
relationship management

B7: Current average renewal cycle time  

B12: Current % & information re financial gain clauses and 
contract spend (over & under) within terms 

B6: Current % of contracts closed out appropriately

B15: Current no. of no tender responses 

B13: Current information about variations

B17:Surveys to be established post go live



MEASURE 
Strategic 

Intervention

Benefits Pilot Project 2022 -  Benefits Map 

SI 1.
 Establish a BRM 

framework to inform 
benefits practice 

25%

5.0

B1. A BRM 
framework to 

guide BRM 
change, maturity 

and practice 
60%

SI3. Centralised BRM 
information to inform 
investment decisions 
and produce benefits 

reports
25%

SI 2. 
BRM practice 

embedded within 
CTT team

50%

B2. Increased 
BRM capability 

and capacity 
40%

BENEFIT KPI BASELINE 

KPI 1:Increased 
visibility of all 
project benefits 
and measures

M1: Case study of project benefits work 
for the past 6-12 months 

B1: List of benefits measures to commence a measures 
library 

M4: Regular BRM maturity assessments
B5: Current BRM maturity assessment 

M6: BRM owners training, workshops and 
community of practice attendance 

B8: Current no. of people APMG BRM trained

KPI 2:  Improved 
BRM maturity 

KPI 4: Increased 
consistency of 
benefits practices 
and standards 

M7: # of BRM Trainers 

M8: # of BRM support requests

B7: BRM internal training  and community of practice 
yet to be launched

B9: Not currently implemented 

B3: Not currently implemented 

M2: # of benefits allocated to benefit 
categories  

B2: Analysis of current benefits into agreed categories

M3:  no. of benefits within centralised 
system 

KPI 3: Improved 
investment 
decisions M5: Benefits outcomes analysis (CTT)  

M9: Training attendee survey  
B10: Survey workshop attendees on levels of 
knowledge pre and post

B6: Current investment decisions process re BRM

B4: Most recent P3M3 review re benefits 

Specific, Measurable, Achievable, Attributable, Relevant, Repeatable, Time-bound





Live Q & A

Got a burning question?

Now is your chance to ask!



Thank you

Get in Touch!
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