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Foreword

Enterprise transformations succeed when business and IT leaders share a common vision and a disciplined game plan. In my 20+ years leading
ERP and business application initiatives, I've seen projects fail firsthand—not because the technology was inherently wrong, but because
organizations entered major decisions with misaligned expectations, unclear requirements, and insufficient readiness.

That's why we developed the(SPEAR)framework at DCG. SPEAR is more than a methodology; it's a business-first discipline designed to help
organizations uncover their true operational condition, define outcomes with clarity, and maintain alignment from early planning through

implementation and optimization. Whether you're preparing for a major ERP investment, recovering a stalled rollout, or trying to make sense of
disjointed systems, SPEAR reinforces one principle: diagnose before you prescribe.

The need for this discipline has never been greater. Enterprise platform decisions are high-stakes, low-frequency events—often once every decade
or two. Many organizations simply don't have recent institutional memory to conduct a defensible sourcing process without structure. This white

paper outlines how SPEAR helps our clients write better RFPs, rescue multi-year implementations, realign leadership, and unlock measurable
performance improvements.

My hope is that this paper provides a clear, practical approach to pursuing the procurement outcome your organization actually needs: clarity,
control, and confidence before making the investment.

By Will Donovan,
Vice President, Business Applications
& Client Operations, DCG
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l—I,... Executive Declaration

RFPs for major IT projects usually cut corners. Too frequently, organizations issue checklist-style Request for Proposal and hope for
the best. Writing a good RFP, however, is not a matter of luck or intuition; it is a disciplined process that requires the right set of

activities in the right sequence.
In essence:(SPEAR)is the framework that “checks all the boxes” and gets things right from the start.

Enterprise ERP and digital transformation RFPs are rare, high-risk events—typically occurring once every 10-20 years. Internal
experience is limited; institutional memory is lost, and yet the stakes could not be higher. These decisions involve millions of dollars,

affect every part of the business, and define the business's operating capability for years to come.

Organizations that enter the RFP process without sufficient clarity on who they are today, where they intend to go, and what
outcomes truly matter create avoidable risk. The consequences are well known: poor vendor selection, misaligned implementations,
cost overruns, delayed value realization, and ultimately rescue scenarios that require external intervention.

SPEAR changes this pattern. It is a disciplined, business-first methodology that enforces completeness, sequencing, and alignment
with outcomes. SPEAR transforms RFPs from a procurement formality into a strategic blueprint for transformation success, one

that is defensible, comparable, and executable.
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l—II.. Setting the Stage

Finding the “Just Right” RFP Detail: One of the biggest challenges in creating an effective RFP is the Goldilocks dilemma, getting
the content not too vague, not too granular, but just right. If an RFP is too high-level, vendors can't truly understand your needs (and
you can't differentiate their solutions). When an RFP drifts into micromanagement, it quickly becomes
counterproductive—overloading evaluators and discouraging strong partners from engaging. The goal is not exhaustive
documentation, but Level 3 detail: enough depth to clearly describe core processes, meaningful variations, and key constraints,
without prescribing every click, configuration choice, or edge case.

A great RFP doesn't just list what you want to buy; it also acknowledges who you are today (current state) and what challenges
exist. This honest self-assessment in the RFP sets the stage for meaningful gap analysis. As Will Donovan notes, “a great RFP will
not just say who we want to be or what we're trying to buy. It will acknowledge who we are today and therefore what kind of risk

we're looking at”.

Setting the Stage for Gap Analysis

By articulating current vs. desired state in the RFP, you inherently identify gaps. For example, “today, 40% of our orders are managed
outside the system” or “we lack a single source of truth for customer data.” Armed with this, the ensuing project can target these
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gaps. Teams must foster a posture of honesty and openness—no sugarcoating current pain points or overpromising readiness. This
candid clarity allows proper prioritization: not every gap will be closed at once, so the organization needs a mature discussion on
which gaps matter most and which can be temporarily accepted. This prioritization mindset is part of setting the stage; it ensures
the RFP (and later implementation) focuses on what truly drives value.

Taxonomy and Traceability from Day 1

One of the most important disciplines in a successful SPEAR engagement is structuring requirements correctly from the start. If
requirements are unclear or loosely defined early, it becomes nearly impossible to prove later whether the project delivered real
business value.

In practice, this means breaking requirements down into a simple, logical hierarchy. At the top are high-level business capabilities.
Beneath those sit supporting sub-capabilities, and below that are the specific functional and technical needs required to deliver
them. Requirements are also grouped by category, such as process, data, security, or integration, so nothing critical gets lost or
blended together.

This structure creates traceability. Every requirement can be followed forward into design, testing, and deployment—and traced
back to the original business objective that justified it. That traceability is what allows teams to make confident decisions during
delivery and to clearly answer the question at the end: Did we accomplish what we set out to do?

When done well, this approach allows progress to be measured and “wins” to be declared by phase, not just at project close. You
have a clear map from business intent to delivered outcomes.

} Put simply: organize requirements early so success can be proven later.
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SPEAR emphasizes this discipline up front; it's not glamorous, but it saves immense headaches down the road. Companies that
skip detailed decomposition often cannot determine whether a feature was delivered or a business outcome was achieved until it's

too late. In contrast, a well-structured RFP (and subsequent project plan) acts like a GPS, showing exactly where the team stands in
delivering promised capabilities.

Taking these steps: hitting the right level of detail, fostering honest gap analysis, and building a requirements taxonomy, creates a
solid foundation for the entire transformation. In essence, it “sets the stage” so that when we move into solutioning and vendor
engagement, we're doing so on ground truth and with a clear map. Many failed projects can trace their issues back to this stage:

either the vision was fuzzy, the internal understanding was shallow, or the plan lacked structure. SPEAR eliminates those issues by
ensuring the stage is properly set before the play (the actual implementation) begins.

1Il. SPEAR is the Key dcg  E AR

METHODOLOGY
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The RFP Success Framework

After establishing why typical approaches falter, we introduce SPEAR as the answer. SPEAR stands for Surveillance, Performance,
Excellence, Automation (Al), and Requirements/Roadmap. It is a lifecycle methodology that unlocks RFP and transformation
success by keeping efforts business-focused and structured. SPEAR is not a one-time checklist; it's applied continuously from
pre-RFP analysis through post-implementation governance. Let's break down each component:

Surveillance = Know Your “As-Is”

Like a speedometer asking “Do you know how fast you're going now?”, Surveillance is about visibility into current operations. This
phase involves a thorough diagnostic of how the business runs today: process maps, pain points, system inventories, data quality
assessments, and cultural observations. Surveillance might reveal, for instance, that only 60% of processes are supported by the
official system (with the rest managed in Excel), or that different departments define “customer” or “order” differently. By surfacing
these truths early, the project starts with eyes wide open. In an RFP context, Surveillance findings populate the background and
context: vendors learn our baseline, and the organization solidifies what needs fixing. A comprehensive Surveillance means no
critical blind spots; it forms the factual backbone of the RFP.

@ Performance —
g

7\

Define Objectives & Metrics

Next, Performance asks “Are you going too fast or too slow?” It's about measuring where we stand and setting target outcomes. In
this phase, the team establishes key performance indicators (KPIs) and goals—for example: “reduce month-end close from 10 days

dcg mE Microsoft

Solutions Partner


https://dynamicconsultantsgroup.com/

to 5" or “improve on-time delivery from 85% to 98%.” By quantifying goals, Performance creates a results-oriented mindset and
supports root-cause analysis (why does the close take 10 days—data scattered, manual reconciliations?). Understanding causes
helps shape requirements that move the needle. Performance also assigns accountability; each KPI gets an owner. When
stakeholders co-own the success metrics, they stay engaged beyond the RFP into implementation. For the RFP, this translates to
clear success criteria: vendors must show how they will help achieve these metrics, not just deliver software features. In essence,
Performance aligns the team on what “success” truly means, so the RFP stays aimed at business value.

(@) N
I i l Excellence — Envision the Future State
[ ——

Excellence asks, “What would ‘great’ look like, and can we sustain it?” Here we design the optimal future-state processes and
practices, informed by best-in-class standards. We incorporate guiding principles and value themes at this stage. Guiding principles
(e.g., “Configure before customizing” or “Single source of truth for core data”) provide leadership directives that guide design
decisions. Value themes (customer experience, operational efficiency, compliance) clarify what the project should maximize.
Guiding During Excellence, stakeholders think beyond current constraints: How should the process work ideally, and what do top

performers do?

The output is future-state flows and a conceptual solution outline, which become the heart of the functional scope and vision. We
ensure the vision stays grounded by linking back to Performance targets (no “blue sky” dreaming without business justification).
Excellence also addresses organizational readiness, including roles, skills, and cultural changes needed to support the new way of
working. By the end, the RFP can describe not just system features, but also how the business will operate with them—a narrative of
the desired end state vendors can align with (or realistically challenge if over-ambitious). Excellence bridges today'’s reality and
tomorrow’s potential, giving the project direction.
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Automation (Al) -

Se

Leverage Technology Smartly

With the future state defined, we look at Automation and technology enablement: “What can/should we automate or digitize?”
SPEAR calls out Al/Automation to ensure organizations consider modern tools (Al, RPA, advanced analytics) in context, not as
buzzwords. In this phase, we identify where automation adds value and where it won't. If the vision includes responding to customer
inquiries instantly, that may lead to Al-driven chatbots or workflow automation. If Surveillance showed excessive manual data entry,
RPA may eliminate it. The point is to selectively apply technology to achieve the Excellence vision. We caution against automating
broken processes; first fix via Surveillance & Excellence, then automate. In the RFP this ensures forward-looking capabilities are

included where they matter and avoids chasing fads. It also supports future proofing: integration needs and scalability expectations,
so the chosen solution isn't a dead end.

=

C_ @ From Vision to Action

Requirements & Roadmap —

Finally, SPEAR culminates in Requirements and Roadmap: “What exactly needs to be built, and when?” Traditionally, detailed
requirements and planning happen after vendor selection. SPEAR flips that: we develop a robust requirements document and a
phased roadmap as part of the RFP package. Requirements are written at L2 or L3 depth (with critical details in appendices) and
cover functional needs, data migration, and user experience. Each requirement traces back to Surveillance, Performance, or
Excellence, creating coherence and justification. We prioritize requirements (Must-Have vs. Should-Have) to inform phasing—wish
lists often exceed what can be delivered early, so we rank what delivers the highest value fastest. This feeds the roadmap:
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the phased game plan (perhaps a Phase 1 focusing on core processes and quick wins, followed by Phase 2 for enhancements) and
key milestones, including change management. Sharing a roadmap signals seriousness and sets delivery expectations, while
catching misalignments (if a vendor's timeline diverges, either they missed something or the plan needs revisiting). Including
training, communication, and data cleanup ensures they become part of the evaluation, not afterthoughts. In essence,
Requirements & Roadmap ensure the RFP is not a wish list, but a comprehensive blueprint. By the time SPEAR is done, nothing
critical is “TBD”—the organization enters selection and implementation with confidence and clarity.

SPEAR has been proven across scenarios — from upfront selection projects (greenfield implementations) to mid-stream rescue
missions and even post-implementation optimizations. Its power is holistic: rather than treating an RFP as a disconnected
procurement task, it treats it as the first phase of a successful transformation. SPEAR establishes a common vision, value themes,
posture, guiding principles, and a structured plan that carries through execution. This enables competitive uniqueness in sourcing:
issuing an RFP built on SPEAR outputs tells the market, “We know what we need and why. Show us how you will do it." Vendors tend
to respond more thoughtfully, and buyers can more easily spot who truly understands the business versus those pitching generic

solutions. In summary, SPEAR flips the dynamics: it puts the organization in control of its RFPs and projects, rather than leaving it at
the mercy of them.

V. The RFP Blueprint
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The RFP Success Framework

If SPEAR provides the methodology, the RFP Blueprint is the tangible product of that methodology. This section translates SPEAR
into a prescriptive table of contents for a world-class RFP. By following this blueprint, an organization ensures the RFP is
comprehensive, clear, and primed to drive a successful engagement:

01 Mission, Business Objectives, and Value Themes

Begin with why the project exists. What mission drives it? What objectives must be achieved (e.g., expanding to new markets, improving customer
satisfaction)? State overarching value themes (cost efficiency, revenue growth, risk reduction).

02 Functional Scope and Guiding Principles

Clearly define what is in scope (finance, supply chain, CRM, etc.) and what is out of scope. Include the guiding principles agreed during Excellence

(“Adopt standard processes globally,” “Cloud-first policy”) so vendors can align their proposals accordingly.

0 3 Exception Handling & Variance Taxonomy (Capturing Tribal Knowledge)

Every business has quirks, exceptions, and workarounds. It's crucial to signal those in the RFP. Provide a taxonomy of known variances (e.g., “90% follow
standard flow A, 10% follow special flow B”) to prevent later surprises.

0 4 Value Chain Mapping — Connecting Business Flow to Technology Flow
Include a high-level narrative connecting business process flows to system flows (e.g., order from quote to cash, modules supporting each step).

05 Role / Permissions Framework Anchored in Personas

Define key user personas (Sales Rep, Warehouse Manager, Finance Analyst) and what they need to do, with permission expectations. This ensures
security and user experience are addressed early (important for ERP/CRM implementations).
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The RFP Success Framework

06 Process Maps (High-Level)

Provide L2 process flows (with detailed L3 maps in Appendix B). This shows vendors how you operate and where improvements are targeted.

07 Data Maps & Systems Maps (High-Level)

Provide an overview of systems and integrations, planned retirements, volumes, data quality issues, and master data considerations.

0 8 L1/ L2 Requirements List (Reference Model Format)

Provide structured requirements at L1/L2 organized by category (Order Management, Inventory, Finance, HR, Analytics). Keep summary detail here;
place detailed “shall statements” in Appendix A.

09 Submission Instructions & Selection Criteria

Specify response format (exec summary, compliance matrix, timeline, references). Provide evaluation criteria (and weights if appropriate): e.g., 40%
solution fit, 30% implementation approach, 20% cost, 10% cultural fit. This makes responses easier to compare and more aligned with what you care
about.

1 0 What Happens Next vs. What Happens After Acquisition (Levels 4, 5, 6)

Outline post-RFP expectations and intended phases. Specify what the vendor role will be after selection, positioning the RFP as the start of a partnership
that continues through execution.

' Additionally, reference Appendices for depth:
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Appendix A L3 Table of Requirements

Detailed “shall” statements with priorities (Must/Should/Could) for each requirement. This can be in a spreadsheet of detailed needs without cluttering
the RFP narrative.

Appendix B Detailed Process Maps

Detailed “shall” statements with priorities (Must/Should/Could) for each requirement. This can be in a spreadsheet of detailed needs without cluttering
the RFP narrative.

Appendix C Sample Evaluation Rubric

The scoring template or rubric that will be used by your evaluation team (if you choose to share this).

Following this blueprint, the RFP becomes more than a list of features; it becomes a thoughtfully prepared guidebook to the business and its
transformation goals. It tells vendors: “We have done our homework; now show us how you will execute this vision and add value.” It also provides

internal clarity! The elements above ensure all critical bases are covered. Many boilerplate RFPs omit these elements, creating gaps that lead 1o
change orders and misaligned expectations later. SPEAR’s influence ensures the RFP becomes an authoritative reference point guiding vendor

selection and project success.

Solutions Partner
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l_Vi... Transformation and Readiness

Winning an RFP and selecting a vendor is not the finish line; it's the starting gun. Transformation and Readiness requirements in the
RFP extend accountability beyond award and into adoption. SPEAR emphasizes that success is not just choosing the right software

or partner, but ensuring the organization is prepared to change and sustain that change.

Adoption & Change

Enablement Requirements

Often, the difference between a system that is technically implemented and one that is fully adopted comes down to change
management. The RFP and plan should include explicit change enablement activities—training, communication, change champions,
and adoption metrics (e.g., % of processes executed in the new system vs. legacy after X months). The transformation won't deliver

value if people don't actually use the new processes and systems.

Decision Governance

& Escalation Framework

Large projects stall without governance. Who decides if a customization is in or out? How will scope changes be evaluated? What
happens when unexpected business changes occur mid-project? SPEAR recommends establishing governance up front: steering

Solutions Partner
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committee, workstream leads with decision rights, cadence for status reviews, and escalation paths for conflicts. Effective
governance ensures momentum, accountability, and alignment.

Success Metrics Beyond

Go-Live (tied to Levels 1-4)

In SPEAR, recall that quantifiable Performance targets were set. These should not be forgotten after go-live. A mature
transformation plan and a strong vendor proposal will include a mechanism for measuring and reporting on post-implementation
success metrics, tied back to the initial targets. For example, if one goal was a 5-day financial close, the project isn't truly “done”
until the company consistently achieves that outcome (perhaps within a few cycles after go-live). The RFP can ask vendors to
describe how they will ensure knowledge transfer and system tuning until such outcomes are realized (or how the ongoing support
will track KPIs). Internally, tracking these metrics beyond go-live ensures the organization doesn’t declare victory too early or move
on without capturing the intended value. It also provides insight for continuous improvement — if a metric isn't reached, why not?
Was something out of scope that needs a Phase 2? Does a process need adjustment or more training? By tying KPIs to specific
sections of requirements (e.g., a Level 1 business goal supported by specific Level 3 requirements), teams can pinpoint where to
adjust. SPEAR's insistence on traceability means you can connect the dots: “Metric X is off target because requirement Y was not
fully met or adopted.” That insight is powerful for course-correcting and ensuring the transformation truly delivers.

In sum, readiness ensures vendor selection is one step in a larger process of adoption and value realization. The organization
prepares its structures, people, and culture to realize benefits, reducing the risk of “successful implementation” that fails to deliver
business value. SPEAR guards against that by extending the scope beyond technical “go-live” into benefit realization.
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|. The Commercial Value of Disciplined RFPs

C-level executives often ask: does all this upfront rigor really pay off? The answer is an emphatic yes. A disciplined RFP process
guided by SPEAR delivers commercial value in multiple ways:

Reduced Implementation
Risk (and Cost Overruns)

Thorough planning and clear requirements dramatically lower the chances of scope creep or failure. By articulating needs clearly
and vetting vendor capabilities upfront, you avoid costly surprises that lead to change orders, delays, and rework.

Faster Time-to-Value

A well-crafted RFP accelerates vendor onboarding and execution. Vendors have clarity on what's needed and can ramp up faster.
Your project starts with a clear roadmap (as defined in the RFP), rather than spending months in “discovery mode.” While it might
seem that doing SPEAR adds time at the beginning, it often saves time overall—measure twice, cut once.
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The

Better Vendor Pricing and Fit

A

- gy o e e L e
FP success Framework

The case of one client illustrates this: their first ERP attempt (with a rushed RFP) led to a year of floundering and an eventual
stall-out; after engaging DCG and reissuing a SPEAR-based RFP, they chose a new partner and went live successfully in 9 months. In
total, the structured approach got them live faster than the meandering first attempt, despite the reboot. In other rescue scenarios,
we've seen that a focused SPEAR “Phase 0" can condense what would normally be 3-4 months of post-signature discovery into a
few weeks pre-signature, enabling implementation to hit the ground running.

When vendors see a disciplined RFP, two things happen: (1) they know they can’t hide assumptions or pad the project with
unnecessary extras, and (2) they recognize an educated customer (less likely to fall for lowball bids that balloon later). The result is

often more realistic, transparent pricing. Competitive uniqueness drives more tailored proposals and better fit, improving ROl over
the life of the project.

Reduced Total Cost of Ownership

Clear requirements and principles reduce customization bloat and long-term support cost. Disciplined approaches avoid
over-engineered solutions and reduce the downstream costs of failure or disruption. DCG’s rescue experience underscores a
sobering point: we have observed 12-20x cost differentials between programs that required rescue and those done right from the
start. In one example, a global manufacturer spent nearly S20M over three years on a failed implementation and business losses,
then another S5M to fix it; whereas a comparable firm that used SPEAR spent about $2M to implement correctly in the first place
and achieved benefits sooner. The math speaks for itself: skipping discipline is gambling with huge sums and business stability.
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Strategic Vendor Management

Great RFPs become yardsticks to manage vendors. Requirements and roadmaps inform SOWs and SLAs, reduce finger-pointing,

and support intelligent scope decisions when priorities shift. This keeps execution on track with budget and timeline—exactly what
executives need.

In summary, a disciplined RFP isn't a bureaucratic exercise; it's an investment in de-risking and value assurance. The cost of

methodical work is trivial compared to the waste from misfired projects. The message is clear: front-load the discipline to back-load
the benefits.

v

ll. How DCG Designs and Delivers Intelligent RFPs
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The RFP Success Framework

You might be wondering: How does Dynamic Consultants Group (DCG) put all this into practice for clients? We help clients
“co-author” RFPs and accelerate the process using SPEAR, turning the RFP into a transformation blueprint.

Our Method:

Co-Authoring Your RFP

Unlike a traditional vendor-client dynamic, DCG works with your team as co-authors. We facilitate workshops, interview
stakeholders, and embed with teams, so the RFP reflects the business’s voice and needs. Stakeholders feel ownership. The process

also builds internal competency—the team learns structured planning that remains valuable beyond the RFP; it feels like your
organization’s plan, because it is.

Rapid Requirements Gathering

via SPEAR

SPEAR-based accelerators make thoroughness efficient. Backed by battle-tested templates, playbooks, and years of experience, a
Phase 0 SPEAR program in as little as 6—10 weeks, producing the Surveillance assessment, defined KPls, a future-state vision,

identified automation opportunities, and a draft requirements list and roadmap. This can be done before a software vendor is
involved, creating clarity and speed versus meandering starts.

The RFP as Transformation

Blueprint (Not Just a Vendor Filter)

A core philosophy is that the RFP should double as the project blueprint. Once a vendor is chosen, the same document can guide
implementation with minimal tweaks. This reduces miscommunications and streamlines kickoff—everyone works from the same
playbook established on Day 1.
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Outcome-Driven Sourcing

(vs. Software-Buying)

DCG's approach reframes vendor selection as outcome sourcing. Instead of asking “which software has feature X?”, we guide
clients to ask vendors, “how will your solution help achieve outcome X?” (e.g., a 5-day closure, a 98% on-time delivery rate). This
forces vendors to align their solutions with stated goals and reduces the risk of being swayed by generic demonstrations.

In short, DCG drives a tailored SPEAR process and treats the RFP as a living blueprint for the transformation ahead. We bring

rescue experience to anticipate pitfalls, incorporate lessons learned, and help clients maintain alignment through execution. We
pride ourselves on being “first in, last out.”

rVIII. The Future
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The RFP Success Framework

As we look into the future, Al will influence how RFPs are created and how projects are executed, but the key message remains: Al is

not a replacement for discipline; it's an amplifier of it. The best organizations will still use SPEAR (or frameworks like it) as the
foundation and then apply Al where it makes sense.

Al throughout the RFP

and Post-RFP Lifecycle

Al can assist with drafting sections, analyzing responses, testing, and user support. Without a guiding structure, Al can also

generate “slop”—text that sounds plausible but lacks relevance. The pitfall is skipping the hard work: prompting an Al for an “ERP
RFP template” produces volume, not clarity.

Al Amplifies Discipline -

It Doesn't Replace It

This is where SPEAR serves as a guardrail. Feed Al tools with SPEAR-built inputs—clear objectives, current state, structured
requirements—and outputs become more useful. Al can accelerate documentation and analysis, but only under expert oversight.

We treat them as augmentation, not autopilots. The disciplined framework must be in place first; then Al can help fill in details or
crunch data faster.

Al-Assisted Requirement

Definition — A New Discipline

The rise of Al introduces a new skill: leveraging Al while critically filtering suggestions. Organizations that use Al as a shortcut will
produce bloated, generic RFPs and exacerbate misalignment. Organizations that use Al within a disciplined framework may create

stronger RFPs faster, with deeper insights. The professional's role will evolve to orchestrating Al outputs through a structured
approach, effectively becoming an “Al-Augmented Planner.”
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Why the Best Clients Will

Still Use SPEAR

No matter how technology evolves, the fundamentals don't change: clarity about who you are, what you want to achieve, and how
you'll get there. As options proliferate, the need for a stable framework increase. SPEAR ensures RFPs and execution remain

anchored in business reality and clear structure.

In conclusion, the future belongs to organizations that harness new tools without losing discipline. SPEAR remains the guardrail
and prerequisite for effective Al use.

Precision is our missi0n_:::':SPEAI'{:I:means getting it right the first time; planning and
aligning upfront, so execution proceeds smoothly. It embodies the principle of “first in, last
out”: the discipline that starts a project carries through to the end.

ITX CO nCIUSion = SPEAR removes guesswork. It's backed by hard-won experience rescuing failures and
= guiding successes. By using SPEAR, organizations gain clarity, confidence, and control.

SPEAR Delivel"s The message is simple: measure twice, cut once. Do the right things in the right order, and
you dramatically increase the odds of success.

If you're embarking on a major RFP or ERP transformation, let’s start the conversation. Let
DCG be your guide. With SPEAR, you can approach your initiative with the rigor and insight
that set YOU apart from the 70% who struggle.
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The Silent Drift: When ERP Doesn't Deliver for Your Teams
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