Programme Plan Construction

Understanding timings, dependencies and resourcing needs

The creation of a realistic
Customer Management
Programme needs insight and
experience as well as project
management competence.

The Customer Framework
Programme Planning Module
contains experience-based,
default elapsed timings and
resource levels for hundreds of
the capabilities that you are
likely to need to implement. It
also contains all the relevant
dependencies between these
capabilities.

Each Programme Plan is
constructed, based on the
Customer Framework default
values completely tailored for
the nature of the change being
planned, the client’s own areas
of competency and any client
specific tasks that are needed
as part of the programme.

The outputs provide clear
quantification of manpower
resource requirements, both
internal and external; non-

manpower resources; a
detailed programme plan

with indicative timings and
the relevant dependencie
in place.

The programme plan can
be provided in Microsoft
Project format or as an
Excel Spreadsheet.
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The Customer Framework™ is a portfolio of Tools, Replicable Methodologies
Property deployed by a network of Expert Practitioners who support large organisations in delivering their

Customer Management activity effectively and efficiently.

It is based on an ethos of robust but lean solutions to client challenges backed up by thought leadership,
constant innovation and validated best practice from across the globe. Every tool and methodology has
been used multiple times in blue-chip clients. They integrate around a widely accepted model of customer

management and a flexible deployment process.
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