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Introduction and Market Opportunity

“…more than $6.5 million in business was closed over a
nine-month period from just 13 standardization deals.”

Construction continues to be a highly competitive
business. What’s changing is the global nature of
that competition and the need for organizations
to operate on a 24/7 basis. And, companies 
are struggling to realize even single-digit profit 
margins in the face of ever-increasing material
costs and a shortage of skilled workers. It’s no
longer enough to work harder – companies 
must work smarter. That means establishing 
standard operating procedures, automating 
workflows and capturing and sharing best 
practices. To support these activities, forward-
thinking organizations are turning to technology –
and Primavera is the ideal platform. Through 
standardization of project management 
processes and technology, companies can gain 
a much needed competitive edge.  

This handbook is designed to help you successfully
sell that prospect, which translates to standardiza-
tion solutions. It’s based on the real-world experi-
ences of Primavera’s top sales executives. Through
their efforts, more than $6.5 million in business
was closed over a nine-month period from just 
13 standardization deals. These “super-sized” deals
were the result of a focused program to sell the
value of standardization – and the goal of this
handbook is to help you do the same. 

Through a series of in-depth interviews and 
analysis, we identified best practices and lessons
learned from these successful sales executives.
Their experiences are reflected throughout this
guide to help you accelerate your ability to identify
opportunities, sell the value of standardization
and close business. Good luck and good selling!
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Overview: Construction and Energy Standardization

What is standardization?
Simply put, standardization is the decision to implement project 
controls using a defined set of management processes and a 
supporting software and database platform. 

Ideally, standardization should be an enterprise-wide effort that 
crosses all divisions and departments to improve visibility and 
promote information sharing and collaboration throughout the 
entire organization – even extending to partners and subcontractors.
However, our review of the super-sized deals shows that the vast
majority of standardization efforts begin at a program or division level
and grow from there. There’s even the potential for turning a single,
large project deal into a standardization deal.

To learn more about standardization, read Primavera’s thought 
leadership piece on the topic: Winning the Battle for Performance:
Standardizing Best Practices within Technology (located on
http://www.primavera.com/industry/ec/lit.asp).

What is driving the move toward 
standardization?
Primavera was the first to recognize a number of key industry trends
that are driving the move to standardization. These include:

• Executive demand for visibility. With profit margins in the single
digits, a company’s entire annual profit can be wiped out from one
bad project. Executives need clear visibility into key performance 
indicators (KPIs) across all projects. And, this can only be achieved
through standardization and the commitment to creating a single,
shared “version of the truth” that reflects all projects throughout 
the organization.

• Issues related to technology diversity. To effectively execute, com-
panies need technology solutions that employees and subcontractors
can understand. Otherwise, they won’t be used. Standardizing on a
single toolset, however, simplifies training and deployment and
improves acceptance, while reducing overall maintenance costs.

• Business process automation initiatives. Companies are looking 
to systemize best practices, standard operating procedures and 
workflow. Standardization using Primavera software supports these
efforts, which helps organizations create a more efficient, productive
and profitable environment.

• Movement toward virtual project teams. The need to collaborate
on a regional, national and global scale is growing quickly as 
companies face today’s realities of a shortage of skilled project 
management personnel, growing project complexity and worldwide
expansion. Standardization helps organizations overcome 
conventional barriers to work more effectively in a virtual model.

• Costs associated with a lack of enterprise integration.
Project-by-project information silos inhibit efficient information 
sharing and drive up costs. But, standardization breaks down 
barriers by creating a single point-of-access to – and consolidated
view of – information, which facilitates communication and supports
effective executive-level decision making.

• Demand for earned value management systems. Simply put, 
companies cannot effectively work with the United States federal 
government without the ability to report on the value of delivered
services at any given point in time. And similar requirements are in
place, or being proposed, in other countries around the world.
Standardization facilitates the collection of the needed information
and Primavera software supports earned value (EV) reporting.
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