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Agenda

* Introductions

* What is Chargeback and Initial Discussion
* Implementation Considerations

* Implementation Processes

* Ongoing Management and Maturity

e Additional Discussion

Let Rego be your guide. regoUniverSityZOZS



Introductions

e Take 5 Minutes

 Turn to a Person Near You

* Introduce Yourself

* Business Cards

Let Rego be your guide. regoUniverSi’[yZOZS



Overview

* Showback vs Chargeback

e Showback: A reporting mechanism used to show customers the usage and cost of
services

* Chargeback: A billing mechanism used to charge customers for the actual usage of
services

* Apptio Cost Transparency vs Apptio Bill of IT

Let Rego be your guide. regOUHiVGFSityZOZS



Discussion

* Who is doing Chargeback or Showback
today?

 Where are you on your Chargeback
journey?

* What specific questions or topics do
you have today regarding Chargeback?

Let Rego be your guide. regoUniverSi’[y2025



Why Implement a Chargeback Process

* Understand costs and consumption by making cost recovery transparent
and defensible (showback)

* Drive consumption behavior and accountability by creating the link

between your consumers/business units’ IT usage choices and the size of
their bill of IT (chargeback)

e Advance the conversation from simply “what are my costs” to “how can |
better manage my costs and ensure they are aligned to business
objectives”

Let Rego be your guide. regoUniverSityZOZS



Planning and Considerations

* Understand your own costs: create a defensible showback model
* Define your list of Products and Services
* Calculate the total cost of ownership TCO for those products and services
* Socialize and start the conversations

* Define and implement a chargeback strategy
* Get buy-in from business stakeholders on your chargeback strategy
e Standardize your products and services

* Develop a process to generate professional bills of IT each month
 Socialize bills early to build trust

Let Rego be your guide. regOUHiVGFSityZOZS



Stakeholder Buy-in

* Having sponsors and stakeholders aligned on your chargeback strategy and

how the organization will benefit is critical

App & Service Infrastruc.ture & CIO & IT Leadership Business Relationship IT Finance
Owners Operations [\ EET-{-T65
A (i f:,a

Transform IT
from necessary
utility to value
creation engine

Demonstrate Optimize
efficiency, justify portfolio cost-
technology performance
investments and based on supply
use cloud wisely. and demand.

business.

Let Rego be your guide.
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Collaborate to Maximize
ensure stewardship with
technology efficient, effective
investments are oversight of IT
tied to business spend.
outcomes.
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The Data: Creating a Defensible Showback Model

The happy meal analogy

Business Application Services

IT Managed Servers
Services
IT
Resources Data Center Data network Compute Ops Storage
Cost ; : o
Pools Labour Outside Services Hardware Software Facilities & Power Telecom
Cost Ent Arch DC Ops Bus Solns ITQA IT Security Client Serv Proj Office Bus Office  CIO
Sources Payroll Benefits Travel ProfDev ProfServ Maint Equip Comm Wages Supplies Relos Transfers

Let Rego be your guide. regoUniverSi’[yZOZS
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Defining your Products and Services

* BU partners should be able to easily understand the services and
consumption so they can willingly accept charges and proactively change
their behavior in order to influence costs.

Standard Laptop

Compute Platform Compute Platform
Dell Laptop, 16 GB memory, 512 GB SSD Dell Ultra Laptop, 8 GB memory, 256 GB SSD
Software Software
Microsoft Office 365, Slack Microsoft Office 365, Slack, Salesforce.com
Network Storage Network Storage
20 GB, daily backup with 3 month retention 10 GB, daily backup with unlimited retention
Support Support
Mon-Fri 6am-6pm; After hours: pager support Direct support: 24 hours per day, 7 days per week
Price Price
$100/mo $150/mo

Let Rego be your guide. regoUniverSi’[y2025
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Defining your Products and Services

* The Products and Services should include a measure of consumption (unit
of measure), rate and analytics to drill in, understand cost drivers and see
levers they can pull to change future charges.

Service Category Service Name Service Offering Service Manager Price Unit of Measure

End User Services

Computer Fixed Workspace Laurena Stemper §110.67 Desktop
Client Computing Mobile Moble Workspace Tyson Shoals $3.75 | Device
e Y t | t kspac A n 1 Deskt
mmunicat Col ion Print Dep tal Print Lula Ballog $ Device
nmun ion nmunication ing Dian Zeml 6 A
nmunicati aboration at ati kspace Vonnie Burdsall 6 Device
n aboration nication A Al F r L Account
nicat ion nicat Er M n e S Mailb
muni u C oma Shawna Mol L Account
unicat unicat Pr Frieda Alav Port
ivity l Local Ethernet Access Carole Winberg §9.75 | Device
tivity let A le Winber D
tivit te A Genevie Noggler D
End User Services Subtotal $393.08

Let Rego be your guide. regOUHiVGFSityZOZS
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Discussion

* Tell us about your list of
Products and Services.
What’s working? What’s not?

Let Rego be your guide. regoUniverSi’[yZOZS
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Pricing Strategies

* Recovery and True Up Considerations:

* Price competitively o ,
¢ ISCUSSION

e Volume Based

Business Relationship Summary Recovery by Business Detailed Recovery

* Price to drive behavior

Business Service Hierarchy Senviceypeny [ ser Service Name

No Filter Applied v Service Offering

* Price x Quantity s

Services Provided

Select Services: Business Unit Hierarchy:  [E4BUSness Uit ()

Recovery Variance

(® Current Month | (_

Set Time Periods:

* Direct Passthrough
* One-time charges

Periodic charges
Allocated/fixed

$6,267,849 $800,829 $5,467,020

Let Rego be your guide. regoUniverSityZOZS
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Invoicing Process

Monthly Invoicing (recommended)

Monthly &

Quarterly
Budget Invoice

Budget
Yearly Budget Allocations to
Process BU

True Up
Invoice

Invoice Variance
- A successful chargeback implementation provides
IT with the ability to view cost by the user, BU,
application, project, etc. on monthly/quarterly basis
. to support variance analysis

® Invoice
= Budget

Actuals

1st Qtr 2nd Qtr 3rd Qtr 4th Qtr

Let Rego be your guide. regoUniverSi’[yQOZS
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Socialization and Buy-in

* This should begin well before going live with invoicing
* During showback phase
* Ensure service owners are involved in the modeling and validation phases

* Build intuitive, easy to navigate reports that answer key questions
e Before building reports, first identify the audience and questions to be answered
* Seek out feedback on reports before rollout

e Virtual roadshows and office hours

Let Rego be your guide. regOUHiVGFSityZOZS
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Discussion

* How have you gone about
socializing your Chargeback
model or Showback model?
What were your successes
and challenges?

Let Rego be your guide. regoUniverSi’[y2025
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Ongoing development and maturity

* No model is perfect (anyone who says otherwise is selling something)

* Create time to revisit data and allocation logic to identify areas for
refinement

* Ongoing conversations with service owners are critical

Let Rego be your guide. regOUHiVGFSityZOZS
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Surveys

Please take a few moments to fill out the class survey.
Your feedback is extremely important for future events.

Let Rego be your guide. regOUHiVGFSityZOZS
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hank You For Attending Rego University

Let us know how we can improve!
* Access your account at pmi.org

Instructions for PMI credits I-i’}.

Don’t forget to fill out the class survey.

e Click on Certifications

e Click on Maintain My Certification
* Click on Visit CCR’s button under the Report PDU’s

* Click on Report PDU’s Phone
888.813.0444

* Click on Course or Training
* Class Provider = Rego Consulting

* Class Name = regoUniversity

e Course Description @ Email

« Date Started = Today’s Date info@regoconsulting.com
©]

* Date Completed = Today’s Date
* Hours Completed = 1 PDU per hour of class time

Website

www.regouniversity.com

Let Rego be your guide. regoUniverSi’[y2025

* Training classes = Technical

* Click on I agree and Submit
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