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 Founded by four X factors of Big 4 companies

 Experts in Corporate Performance Management

 Dual Expertise – Functional & Technical

 5 to 25 years of experience in Big Four’s

Who we are?

Technology Partners

Experience. Knowledge. 
Execution

Service offering

Strategic 
Planning

Budgeting & 
Forecasting

Management 
Reporting

Business 
Intelligence

Software 
Selection

Software 
Implementation

Software 
Maintenance

Improve …

Automate …

Specialty
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Manufacturing Retail Services Bank & Insurance



What do we do?
E
F
F
O

R
T

VENDOR 

SELECTION 

ASSISTANCE

TOOL 

IMPLEMENTATION

MEASUREMENT 

AND FEEDBACK

PROJECT 

ROLLOUT

PROCESS 

OPTIMISATION

PROJECT MANAGEMENT (MONITORING QUALITY, BUDGET, TIME)

We accompany you through the entire CPM Transformation Journey
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Which solution are you currently using for Budgeting & Forecasting?

A. Excel

B. IBM Planning Analytics (TM1)

C. Oracle Hyperion Planning (HPCM) 

D. Board International

E. SAP BPC

F. Other
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Can the Technology-Driven Solutions Bring Value to FP&A?

A. Yes, certainly!

B. Maybe

C. Not sure

D. No
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What is your annual Budget Cycle time? (in # of days)

A. Less than 30 days

B. 30-40 days

C. 41-60 days

D. More than 60 days

©2018 XB4 CONSULTING   │ 7

0

vote at 

bimac1.participoll.com

A B C D E F



Why opting for an automated CPM solution rather than Excel?

“The corporate budgeting process sucks the energy, time, fun, and big dreams out of an organization. 

It hides opportunity and stunts growth. It brings out the most unproductive behaviors in an 

organization, from sandbagging to settling for mediocrity.”

Jack Welch (CEO of GE 1981-2001)
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Performance 

& Efficiency

Transparency

Transparency
Single Version 

of the Truth

Scenario’s & 

simulations

Collaboration 

& Workflow



Selecting the right solution for your business is not an easy decision because..

VS

BUYING PROCESS

Ice-cream CPM Solution
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Selection process done properly will minimize the risk of “surprises” later on

Source: Planning, Budgeting & Forecasting - an eye to the future, KPMG Luxembourg, 2015 ©2018 XB4 CONSULTING   │ 10

41%

21%

19%

11%

7%
No

Yes, but application has not delivered all benefits expected

Yes, and application has delivered benefits as expected

Don't know

Yes, but application has not delivered any benefits,
and we have reverted to Excel/manual process

Has your organization invested in a specific planning application? (i.e. not Excel)



How does the recommended selection process looks like?

• LONG LIST: create a long list: Don’t fall under trap of big brands 

without considering other vendors which could fit much better 

with your specific requirements & business structure.

• CRITERIA: cost, cloud vs on-premise, required functionalities...

• SHORT LIST: based on criteria assessment, selection of around 

3 vendors

• DECISION: Develop demo scrypts to facilitate the decision 

making based on one specific part of the process

LONG LIST

CRITERIA / REQUIREMENTS

SHORT LIST

B F L

A B C D E F G H I

J K L M N O P Q

B
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Without a demo script, the vendor will show you a standard presentation that 
highlights their strengths and hides the weaknesses

LONG LIST

CRITERIA / REQUIREMENTS

SHORT LIST

B F L

A B C D E F G H I

J K L M N O P Q

B

B

F

L

CPM solutions in the market provide all same outcome... 

BUT the HOW will differ  CPM transformation journey
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TOP 6 criteria that make an ideal BPF solution
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4.56 

4.44 

4.16 

4.13 

4.08 

4.02 

Ease of use

Performance & scalability

Continuous forecasting

Finance ownership

Driver-based planning

Scenario modeling

1= Not Important ; 5=Very Important

Rate the importance of the following in your ideal BPF solution?



Cloud CPM solutions allow for more scalability and less involvement of local IT in 
maintenance, upgrades & security
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77%

73%

60%

60%

58%

Agility (ease of adding new
users/countries..)

Scalability (no limits to the growth)

No responsibility for IT infrastructure,
maintenance, upgrades & security

More innovative solutions
are available in the cloud

Lower cost of ownership over 5y

Source: The Future of Planning Budgeting and Forecasting Global Survey 2017, FSN Modern Finance Forum

What benefits have you received from your cloud-based CPM solution?



Which of the following do you need mobile access to?
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79%

74%

49%

46%

37%

30%

Published reports

Performance dashboards

Workflow and approvals

Alerts and notifications

On the fly reports

Data entry



NUCLEUS CPM VALUE MATRIX (FEBRUARY 2018)

A change in position from previous Matrices does not necessarily 
indicate that the product has increased or decreased in one of these
areas absolutely, but rather that it has changed relatively. 

CRITERIA: USABILITY & FUNCTIONALITY
“We draw from customer feedback, product demonstrations, and 
conversations about the market with vendors and users.”

• USABILITY is a key factor for CPM products. Business users in 
the finance department need minimal involvement from IT, and 
are reticent to learn a drastically new system.

• FUNCTIONALITY is about investing in advanced capabilities 
that respond to market & user expectations

Not taken into account
• Product price
• Vendor’s implementation efficiency, organization, and 

customer support
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GARTNER MAGIC QUADRANT (JUNE 2017) 

CRITERIA: VISION & EXECUTION

• Vendors are included only if they meet the market definition and 
criteria established by the analyst

• Vendors therefore cannot choose to either opt in or opt out
• Input: Vendor requests for information + publicly available sources..
• Criticism: lack of disclosure on methodology

4 QUADRANTS

LEADERS execute well against their current vision and are well 
positioned for tomorrow  “Innovators”, have influence & market share
VISIONARIES understand where the market is going or have a vision for 
changing market rules, but do not yet execute well.
NICHE PLAYERS focus successfully on a small segment, or are 
unfocused and do not out-innovate or outperform others.
CHALLENGERS execute well today or may dominate a large segment, 
but do not demonstrate an understanding of market direction.
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“It is not the strongest of the species that survive, nor the most 
intelligent; it is the one that is most adaptable to change”.

Strategic CPM – Magic Quadrant (June 2017)



The future of FP&A
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Source: Gartner

Cognitive AI



WRAP-UP
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• REVIEW & OPTIMIZE YOUR BUDGETING PROCESS prior to switching to an automated tool

maturity assessment

• SET OBJECTIVES PRIOR FOR SELECTING A TOOL: eg: I want to achieve x% reduction in budget time, … 

 this will allow to measure the impact before/after and make your transformation successful

• DON’T FALL ON BIG BRANDS WHEN SELECTING A TOOL

Make a proper selection process taking into account your business requirements

• TRENDS IN ANALYTICS REQUIRE MORE SOPHISTICATED FP&A PROFESSIONALS who are able to 

cope with the Technology & Finance 

 don’t stick or think from excel perspective but rather grasp the opportunity to use the full potential / 

functionalities that tool has to offer

• FINANCE TRANSFORMATION INVOLVES CHANGE 

 proper change management is key to make your project a success



70% of the change programs fail mainly because of the lack of buy-in

©2018 XB4 CONSULTING   │ 20Source: McKinsey & Co.

Percent of 
efforts failing 
to achieve 

target impact, 
70%

Success, 
30%

Employee resistance to 
change; 39%

Management behavior 
does not support 

change; 33%

Inadequate resources or 
budget; 14%

Other obstacles; 14%

REASONS FOR FAILURECHANGE PROGRAM FAILURE RATE



Experience. Knowledge. Execution.

Thank you !

Contact us:

Marijke Goeman

Partner, XB4 Consulting - Corporate Performance 

Management
T : +32 (0)476 74 99 55

E : mgoeman@xb4consulting.com

Armond Khajakian

Partner, XB4 Consulting - Corporate Performance 

Management
T : +32 (0)484 77 29 67

E : akhajakian@xb4consulting.com

Baudin Galaiev

Partner, XB4 Consulting - Corporate Performance 

Management
T : +32 (0)474 90 25 16

E : bgalaiev@xb4consulting.com

www.xb4consulting.com
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