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BM7272 After you have bought in at AU and your Reseller has given you a wonderful demo now you have to Justify 
PLM. In this class we will discuss things such as ROI tools to help come up with the funding, Using industry standard 
savings and how to apply those to your company, Straw man of the selling process, where Autodesk can help and 
what others have done to make this happen. Tangible savings can be hard to identify since so much of the savings 
comes from not spending money from mistakes. How can you identify those areas that cost your company $$ now to 
save with PLM360? The idea of spending money in the cloud can be hard to wrap your mind around. 

 Learning Objectives 
At the end of this class, you will be able to: 

 Finding savings at your company 

 Applying an ROI to PLM360 

 Pitfalls to watch out for when presenting this to management 

 Teaching people to think differently about software vs. the Cloud 
 

About the Speaker 
Andy is a designer and software consultant specializing in implementation of CAD and data-

management software and 3D design. Based in Nashville, Tennessee, he has over 15 years of 

experience with Autodesk, Inc., products. He leads a team that oversees support, training, 

implementation, and licensing for Bridgestone Americas, Inc. Bridgestone has over 1,500 users in 8 

countries, along with long-range support worldwide. Andy supports numerous disciplines, from Revit 

software and ReCap software to Inventor software and Autodesk PLM 360 software. He has worked for 

Striker Systems, a computer numerical control software company focused on software implementations. 

He also was the Autodesk Authorized Training Center (ATC) manager for Striker Technology Solutions. 

He worked in the environmental engineering field and the retail store fixtures industry for several years. 

Certifications include Manufacturing Certified Implementation Expert, Inventor Professional, AutoCAD 

Professional, lean manufacturing, and certification in machine programming. Andy is president of 

Microsoft Test Automation User Group (MTAUG) Local Users Group. 

Warrenandy@bfusa.com 

AndyWarrenBC@outlook.com  
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A little about this class… 

This class will be a panel discussing different aspects of gaining approval for; Finical, political, 
technical, emotional, territorial, confidential and various other management hurtles for PLM360. 
We have brought together several different people for this panel. We will be taking questions and 
requests as we go along. 
 

 
 
Finding savings at your company 

The only reason most companies will spend money is to either make money or to save money.  
There are a couple different was to find the savings to help pay for PLM. The first starts with your 
SME. Only you know your business and your company. Next is to get your reseller or Autodesk to 
do an assessment. This will help you find areas you may not even realize PLM can save you money. 
We knew we had many different systems at Bridgestone but it took the assessment to realize just 
how many there were.   

 
Savings can mean many different things. You have areas where you can spend less i.e. your 
Engineers spend 10 hours a week each doing paperwork, PLM will cut that to 1 hour a week. Then 
you have Cost Avoidance i.e. you had five parts last month that had to be re-worked. This was due 
to the wrong drawing being used. With PLM you can reduce that by ensuring you always have the 
latest.  
 

Panel: 
 Why do you think you need PLM? 
 Where are the current pain points you think you can eliminate with PLM? 
 What were the main areas of savings in your company? 
 Cost Savings vs Cost Avoidance 
 Do you know how much time your company is wasting or just know you are wasting time? 
 Do you know what you want PLM to do for you? 
 What about compared to other divisions  or software? 
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Sample PLM Needs / Wants List 
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Applying an ROI to PLM360 

After you know for sure what you want and what your pain points are you know need to calculate 
the ROI. I have been doing ROIs for most of my career and most revolve around CAD and 
Engineering software. I have to say PLM360 was one of the most difficult to pin down an ROI.  

We broke ours down into the four main areas we want to address with PLM360: Maintenance 
Labor, Repair parts, Engineering Labor and retiring other software’s. The parts and softwares 
were the easy numbers; we knew exactly how many parts we buy and how many we use. So 
anything outside of that is considered waste. Next we know the other softwares and the 
maintenance cost associated to those. The labor is the hard part as it is a cost avoidance not a cost 
savings. We spent time analyzing work orders that lasted longer than the standard repair. We also 
spent time talking to the techs gathering anecdotal information. We then asked what was a 
reasonable number for savings (for the sample it would be 5%-10%) then we cut it in half. This 
creates a very conservative number so it is less likely people will question it. That is one way we 
calculated savings. 

Most of the savings in the ROI are very subjective. My advice is to make sure that you go 
conservative on the numbers. Also ensure you have narratives of your savings stories to back you 
up. Autodesk has several very good people to help you work on your ROI. However they will never 
know your business as well as you know it. You have to be able to see the potential savings and 
identify the areas to have Autodesk help you with it.  

Panel: 
 How did you calculate your ROI? 
 How much was Tangible vs Non Tangible? 
 It is not a one size fits all ROI 
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Sample PLM ROI 

 
 

  



White is the new Black -Selling Clouds to Management  

8 
 

 
Pitfalls to watch out for when presenting this to management 

1. The number one issue I have had with my management was it was too good to be true. We 
have a company form that we are required to put a ROI into our template. We broke the 
form due to the ROI being too fast. The formulas could not handle that large of a payback 
that quickly. Remember most managers learn early in their career if it is too good to be 
true it probably is.  

2. Next they want to know when are they going to see the money, or when are they going to 
see the ROI? This is a hard question to answer if you have never implemented a PLM 
software at your company or if you implemented one that you are replacing. Remember 
once you get done spending money on development, implementation, testing, training and 
the like, there will be a ramp up period. So if you have 12 months to get everything done it 
will be another 12-18 months before you see full savings.  

3. What is your 5 or 10-year cost of ownership going to be? If you are doing this as a project 
you have the initial dev costs, but remember you have training and software costs every 
year after that. Then any kind of add on you may have such as tablets or smart phones that 
you don’t already have.  

4. Can do attitude! If you ask a sales guy in most any field if they can do something, they will 
more than likely say yes they can. I have found I am the same way with PLM, if 
management asks can PLM handle this or that the answer is usually yes it can. The problem 
with that is you can bite off more than you can chew. I am to the point where I am actually 
marking off things that PLM can do but I am going to say are outside of any future plans. If 
not it will grow into this huge unmanageable beast of a project that will never start due to 
its size. 

5. How much of this is the “Cool” Factor? As a technology advantages for my company it is my 
job to find new technologies. But how do I prove that this is not just for my resume or the 
coolness that is the cloud. It is almost like you have to lead them to water and let them see 
the cool tools before suggesting doing them. 

Panel: 
 Top 5 Gotcha's to watch out for 
 Top 5 questions from Management that you did not expect 
 Figuring out needs vs. wants 
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Teaching people to think differently about Software vs. the Cloud 

PLM is not software or Servers or the Cloud, but Product/Program Lifecycle Management.  

In fact Wikipedia says: 

In industry, product lifecycle management (PLM) is the process of managing the 
entire lifecycle of a product from inception, through engineering design and 
manufacture, to service and disposal of manufactured products. PLM integrates 
people, data, processes and business systems and provides a product information 
backbone for companies and their extended enterprise. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

I actually don’t like the name PLM360 because it tends to confuse people. It blurs the line between; 
what it a software product and what is a process. Once you understand what is PLM and what is 
PLM software then you move onto the difference between terrestrial software and cloud software.  
 
Next we have to get into security, in a small company this can be convincing an owner that 
PLM360is a safe platform. In an enterprise, it is a matter of dealing with Security Architects, 
Committees, out of date standards and even evil overloads. We were able to get around this by 
having the Vault store all of our IP on our servers. Next we use Windows Authentication to log into 
our PLM client. This gives us the two-layer auth that our IT requires.  
 
 
Panel: 

 What is your definition of PLM? 
 To me you will never win the Cloud vs. local security battle, work around it, don't fight it. 
 What are you allowed to do vs. what can you not do in the cloud. 
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In conclusion 

You are not alone! Obviously, you know that being here at AU surrounded by other PLM users and 
future users. But you have several different resources in your reseller, Autodesk, Peer groups, 
forms, etc. Ask for help you will need it. Autodesk has one of the simplest PLM softwares to use in 
PLM360, but that does not mean implementing PLM in your company can be easy.  You will have 
many pitfalls to watch out for.  

 

 

Notes: 
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