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Confidentiality Statement  

This presentation is confidential and intended for the sole use of the client to whom 
it is addressed. The information and methodologies outlined herein are proprietary 
and their expression in this document is copyrighted, with all rights reserved to 
Contax Partners.  

Copying or distributing this material without prior written permission from Contax 
Partners is strictly prohibited  
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About Contax Partners  

Slide Number: 3 

Since 1985 Contax Partners has been operating as a leading provider of project data, 
research and analysis, strategic and commercial due diligence, risk and growth 
advisory, business development and new venture creation services in the Middle East 
energy and energy related services industry.   

Our clients include national and international oil companies, contractors, subcontractors, 
service providers, equipment manufacturers, as well as government agencies, 
investment banks and private equity firms.  

Our approach is practical and hands on ï we drill down into the details to support your 
business decisions with pragmatic recommendations based on hard facts and impartial 
market intelligence.  
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Focus and Specialisation  
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Market Focus  Segment Focus  

Oil & gas production  

LNG 

GTL 

Petrochemicals  

Refining  

Power, water & wastewater  

Metals & mining  

Alternative energy  
 

Ownersô strategies 

Project execution  

EPC and subcontractor 
strategies  

Equipment and service 
providers  

Construction material 
providers  

Logistics, transportation, 
storage & pipelines  
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Service Lines Overview  
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Greenfield 
Investments  

New business set - up 
and supporting 
establishing new 
operations  

Local agency and 
trading  

Project Acquisition Strategy  

Contracting Strategy Development  

Market Intelligence Gathering  

Middle East Energy 
and Energy - related:  

Market Research 
Studies  

Company Research 
Studies  

Project Research 
Studies  

Business  
Development  

Business  
Investments  

Business 
Advisory  

Executable  
strategies  
 driven by  
fact - based  

insights  

Helping our clients secure  new 
projects  

Supporting businesses to identify and manage 
their Middle East growth/market - entry risks  

Supporting Owners, Contractors, Suppliers and 
Service Providers to identify and manage their 
project - related risks  

Supporting market entry strategies & 
Greenfield business creation  

Local support for suppliers  selling 
equipment, spare parts and 
services/maintenance  
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The Need and 
Challenge  

Technology/ 
Developer 

Identification  

Cost / Delivery 
Factors  

Developer 
Identification / 

Development Phase  

Challenges,  Data 
Migration,  Go Live  

Achievements  

Slide Number: 6 

Our journey in developing Phoenix  
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2011  
July -  September  

The Need and 
Challenge  

ÅNeed  

ÅCRM 

ÅOpportunity Management for Multiple Diverse Divisions  

ÅKnowledge Capture for 6000 Capital Projects  

ÅMobile Users in Multiple Locations  

ÅLow Cost of Ownership and Maintenance  

ÅFocus on Core Business  

ÅChallenge  

ÅMust align with business needs  

ÅSolution must be cloud based  

ÅLow cost of ownership  

ÅDevelop a end - to -end business solution  

ÅMigrate existing data existing in excel documents  

ÅComplete the software requirements specification with 
Stakeholder signoff  

2011  
October  

Technology/ 
Developer 

Identification  

ÅTechnology  

ÅSalesforce.com  

ÅMS CRM with SharePoint  

ÅDevelopers  

ÅRecommended by Microsoft Dubai  

ÅNSI  
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2011  
October  

POC  
Project Cost  

Project Delivery  

ÅPOC  (Opportunity/Knowledge Management)  

ÅNSI/SF: 2 Days  

ÅCompetition: 15 Days  

ÅProject Cost  ï NSI/SF Approx. 25% of competition  

ÅProject Delivery  

ÅNSI/SF ï 3 Months  

ÅCompetition ï 6 to 7 Months  

2011  
November  

Choosing the 
Developer and 
Development 

Phase  

ÅRisk based project approach -  Identified key risks and developed 
mitigation plans  

ÅProject Award was based on Risk / POC / Cost / Project Delivery 
timelines  

ÅSF/NSI was awarded the project on Nov 17, 2011  

ÅProject Delivery dates  

ÅUAT February 7, 2012  

ÅProduction ï February 29, 2012  

2011 -  2012  
Nov ï Feb 

Project Challenges 
Data Migration  

Go Live  

ÅProject Challenges  

ÅComplex/intertwined project knowledge gathering process  

ÅLinking knowledge and sales to identify opportunities  

ÅImprove communication between sales and knowledge teams  

ÅHandling different processes within different business units  

ÅComplex reporting without using third party tools  

ÅData Migration  

ÅImporting Data from 30 odd XL sheets  

ÅLive  

ÅFebruary 29, 2012  
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Achievements using Salesforce.com 
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Business  IT  

Support the business without 
additional resources  

Re-design and streamline business 
processes as needed  

Create reports & dashboards  

Experiment and integrate with Apps 
without effecting application  

Low training costs  

Integration with Outlook  

Import large chunks of data with ease  

No IT infrastructure management  

Achieved end - to -end solution  

Integrated all the business divisions into 
a single platform  

Deliver to our customers ï Strategy, 
Intelligence, Market Knowledge, 
Opportunity Identification, Identify 
Project Related Risks, Creation of New 
Marketsé 

Strong interlink between Knowledge and 
Opportunity Management  

Track and monitor 6000+ projects  

Manage the Pipeline across multiple 
divisions and be in touch with customers  

Business health reports, opportunity 
and project reports  

Chatter for sharing and capturing tacit 
information  
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Governance 

ÅHave a Vision, Business Case, Requirements Document  

ÅEnsure all stake holders signoff the Requirements Document  

ÅBusiness and IT Alignment/Partnership  

ÅRACI ï Accountable for the part they play in the project  

ÅRisk based project approach  

ÅProject management and a strong project leader  

ÅHave a steering committee and a project team  

ÅDefine the controls and continuous reviews  

ÅChange management and manage stakeholder expectations  

ÅCommunication -  all levels including product and developers  

ÅPost roll out strategy and training  

ÅBe an Evangelist ï ensure every one knows the product  

ÅUse the ISACA governance frameworks www.isaca.org   

Product 

ÅThat fits your requirement ï use and extend the trial  

ÅThat is easily configurable and customisable  

ÅChanges can be managed on the fly and ensuring business 
continuity  

ÅDoes not need a developer for every change  

ÅThat needs least post implementation support  

ÅOn-Demand and not On -Premises  

Developer 

ÅChoose one that understands and translates your needs  

ÅEnsure that POC is completed  

ÅTranslate the various roles into license types  

ÅFull dedication and is ready for a challenge  

ÅOne who will not leave you midway  

Key Ingredients for success 

http://www.isaca.org/
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Project Knowledge Capture 
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Project Knowledge Capture 


