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Professional Services Projects in Transition
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Extreme Automation Required
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• Repeatable projects represent 

50% of all projects, yet only 

deliver 38% of PS revenue

• Improving utilization rates and 

margins for repeatable projects 

requires additional automation:

– Predefined process and project 

maps

– Real-time project dashboards

– Knowledge management and 

collaboration

– Pricing analysis

Source: TSIA PS Benchmark
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PSA Crystal Ball: 3 Ways to Predict Your Service 

Organization’s Success

• How analyzing historical 

data helps optimize future 

service delivery

• The value of streamlining 

sales activities with 

resource planning

• The role “Proactivity” 

plays in predictive project 

management
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Analyzing Historical Data to Optimize Future Service 

Delivery
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• CRM integration

– Win:Loss analysis

– What project profiles 

are being pitched?

– Training for sales on 

most profitable/ 

successful projects

– Future resource 

needs: What project 

profiles are 

trending?

• ERP integration

– Correlating DSO 

with project success
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Streamlining Sales 

Activities With 

Resource Planning

Lack of automation and 

complex manual processes 

are extending time to 

create, sell and source new 

engagements.

With a shift toward value 

realization and Customer 

Success, PS velocity must 

improve.
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Proactive Project Management

• When the project has ended, it is 

too late to fix problems

• Real-time project dashboards are 

needed to understand:

– Projects missing milestones

– Projects with poor margins

– Projects with poor CSAT

• Proactive notification or color 

coding to alert managers of 

potential issues

• Early detection of problems mean 

projects can be corrected before 

negative impacts occur
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For what % of engagements do you
conduct a formal CSAT evaluation?

For what % of engagements do you
conduct a formal project review to

collect lessons learned?

Assessing Project Success
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Source: TSIA PS Benchmark
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PROJECT & IT 

MANAGEMENT

WORKFLOW

AUTOMATION

DIGITAL     

ENGAGEMENT

Manage your 

organization’s projects, 

professional workforce 

and IT costs.

Real time productivity 

optimization, collaboration, 

and functional automation 

across your organization’s 

value chain.

Effectively engage with 

your customers, 

prospects and 

community via the web 

and mobile technologies.

UPLAND PRODUCT FAMILY

KEY DIFFERENTIATORS

+ 20 Years of Enterprise Market Leadership

+ Visual Workflow-driven Architecture

+ Unique Timesheet Template Designer

+ Modular Approach for Quicker 

Deployments

THOUGHT LEADERSHIP

+ Market Innovator

+ Best practices

+ Pitfalls to avoid

+ Keeping it simple
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INCREASED VISIBILITY ACROSS THE 

ORGANIZATION
+ Feed your PSA with strategic 

data from your existing 

systems

+ End-to-end visibility will allow 

for true forecasting

+ Leverage multiple data sets 

and make proactive decisions

+ Open PSA platform will 

provide flexibility to adapt to 

changing market conditions 

+ Move from being tactical to 

being strategic



1 3
C o m p a n y  C o n f i d e n t i a l

©2016 Upland Software, Inc.

CLOUD PSA - EXTENDING THE STRATEGIC 

VISION WITH IPAAS

+ A strong PSA strategy and solution will provide the latest methods to deliver quicker 

access and more possibilities to mine an organization’s business data.
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CENTRALIZE PROJECTS IN A SINGLE

SYSTEM
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PSA MAPPED TO YOUR BUSINESS 

PROCESSES
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STRATEGICALLY LINK WHERE YOU ARE 

AND WHERE YOU ARE GOING
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