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• While all reasonable care has been taken in compiling this presentation, neither Contact nor any of its directors, employees, shareholders nor 

any other person gives any representation as to the accuracy or completeness of this information or accepts any liability for any errors or 

omissions.

• This presentation may contain certain forward-looking statements with respect of a variety of matters. All such forward-looking statements 

involve known and unknown risks, significant uncertainties, assumptions, contingencies, and other factors, many of which are outside the 

control of Contact, which may cause the actual results or performance of Contact to be materially different from any future results or 

performance expressed or implied by such forward-looking statements. Such forward-looking statements speak only as of the date of this 

presentation. Except as required by law or regulation (including the NZX Listing Rules and the ASX Listing Rules), Contact undertakes no 

obligation to update these forward-looking statements for events or circumstances that occur subsequent to the date of this presentation or 

to update or keep current any of the information contained herein. Any estimates or projections as to events that may occur in the future 

(including projections of revenue, expense, net income and performance) are based upon the best judgement of Contact from the

information available as of the date of this presentation.

• This presentation does not constitute financial or investment advice. This presentation does not constitute an offer to sell, or a solicitation of 

an offer to buy, Contact securities and may not be relied on in connection with any purchase of a Contact security.

• All trademarks, service marks and company names are the property of their respective owners. All company, product and service names used 

in this presentation are for identification purposes only. Use of these names, trademarks and brands does not imply endorsement or that they 

are or will be customers of Contact and reflects public announcements of intention only.

Disclaimer
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• Contact Energy Background

• The Case for Change

• Implementation 

• Lessons Learned

• Examples & Integrations

• Future Use Case Backlog

What We’ll Cover Today
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Contact started in 1995 and over time we’ve built a flexible and largely renewable portfolio of electricity 
generation assets. Our customer connections have grown to over 600,000.

About Contact Energy

Strategy – Help build a better New Zealand by 
leading the decarbonisation of our country.
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Our energy generation is led by 
Geothermal and Hydro with a thermal
capability as well.

By FY27, we aim to grow to 10.3TWh per 
annum of renewable assets from 
geothermal new build, solar, wind & 
battery.

Our Generation & Trading Business

Key Applications – SAP S/4HANA + 
Aveva PI, NiSoft Eclipse, SAI360 EHS, 
Prometheus, Hitachi TRM Tracker, …….  
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Our Retail Business
We want Contact to be famous for leading the way 
in decarbonising New Zealand and helping kiwis 
use cleaner, greener energy that’s good for their 
home, and our shared home - Aotearoa.

By FY27, we aim to have 685,000 connections 
across Energy, Broadband, and Mobile.

Key Applications - SAP CRM/IS-U/MCF-U/EMMAX + 
Opentext, Genesys PureCloud & WFM, Windcave …

Good Nights
Free power Monday to 

Friday from 9pm-midnight

Good Weekends
Free power every Saturday 

and Sunday from 9am-5pm

Our energy generation 
will be net zero by 2035

Good Plans
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Contact26 Strategy
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Our Tech Journey since Deploying SAP 

2010-2014

• SAP ERP + CRM rolled 
out for Corporate, 
Generation & Retail 
businesses

2016

• SAP ERP + CRM 
upgraded to the latest 
enhancement packs;
MCF-U deployed

2010 2025

2021-2023

• Convert SAP ERP to 
S/4HANA 2021

• Fiori, Enable Now & Data 
Intelligence deployed

2017 >

• Cloud - move SAP & other “on prem” apps 
to Contact’s Public Cloud (AWS)

• Digital - start our Digital  Transformation 
firstly with Retail

• Data - move data & analytics to run on a 
Cloud based Data Platform (AWS)

• Integration - refreshed Integration Strategy 
i.e API centric, decoupled architecture

SAP was deployed at Contact as part of a large-scale enterprise transformation programme. After 2016 our 
Enterprise Architecture pivoted towards a more open, decoupled, flexible state and we developed an 
experienced internal capability alongside SAP.  

2019-20

• SAP Concur exp. mgt & 
SAP Analytics Cloud 
financial planning  & 
reporting deployed

2022

• SAP LeanIX  
deployed
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Our SAP Ecosystem

CRM 7 
(EHP4)

CTI/IVR
MCF-U

S/4HANA 2021 
(FSP00) 

Embedded Gateway
MCF-U

IS-U
MM/PM/PS/FI/CO/HR

EMMAX
Prometheus

IS-U Prepayment
VIM

BRF+
DMS

IS-U IDEX

PO

Solution 
Manager

Landscape 
Management

BMC 
Control-M

OpenText 
StreamServe

OpenText 
Archive

OpenText 
VIM

Data Intelligence

Landscape 
Transformation 

Replication (SLT)

Web Dispatcher 

Concur SACEnable Now Fiori Launchpad 

Hosting Legend: SaaSContact’s AWS Public Cloud

Cloud Connector

LeanIX

Ariba

Signavio

BTP 
Integration Suite

In Progress / POC

Cloud ALM

BTP Datasphere
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We put forward an initiative in 2021 for an Enterprise Architecture tool to better enable our Enterprise 
Architecture capability ahead of a transformation and growth journey led by the Contact26 strategy.

The Case for an Enterprise Architecture Tool
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Business Drivers

Single Source of Truth

Intuitive UX &
Ease of Access

Improve Productivity & 
Decision Making

Information Consistency & 
Transparency

Enable Collaboration
between Stakeholders

Raise EA Maturity 
& Controls Improvement
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Selection Process
We ran a RFI style process and referenced Gartner and Forrester reports to guide our selection. Aligning to our 
business drivers, localised support and customer base, we narrowed down to a few options for further evaluation.
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LeanIX Selected in 2021
LeanIX received the highest overall score from our stakeholders' evaluations, and the pricing model, 
based on applications rather than users, aligned with our 'strong collaboration' goal. We performed a 
couple of customer reference calls to cover things off. 
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Our LeanIX Subscription 
We started with the Application Portfolio Management (APM) module and bolted on the lifecycle catalog 
from the TRM module. 

Note - We recently increased our application metric from 200 to 300 applications as we discovered apps through new use cases and deep dives.
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Implementation Support
LeanIX and the APAC partner Citadel (now Kapish) provided a Customer Success Manager and Customer 
Success Support team to assist with the implementation. We used a standard onboarding process to ensure fast 
time to value. At the start we revisited our goals & objectives through a Q&A approach to ensure we were clear 
on the use case outcomes. 
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Implementation Timeline
Our implementation took 4-5 months which was longer than originally planned but traded off SME resource 
availability constraints. We had our source data in good shape from recent strategy refreshes. The main focus 
was the change impact. 

January
Analysis

Build

February
Training & Change 
Management LeanIX

April

March
Build & Change 
Management

LeanIX selected

December 2021

May 2022
Go Live
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Change Management 

Vision

Contact26 strategy

Enterprise Transformation 

Improve decision making

Who 

What

New tooling 

New processes

Use cases scoped

How

Why

Success Criteria

Stakeholder grouping –
LT to Analyst

Engagement plan per 
grouping

Stakeholder workshops

Change Champions 
onboarded 

Comms channel, 
Information repo & FAQs

Address controls gap

Existing pain points & 
opportunities

Collaboration & 
transparency

Seamless roll out

User satisfaction and 
engagement

User counts 

Use cases met
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Op Model & Delivery Framework

Ideation
High Level 

Design / 
Estimation

Options Analysis Solution Design Deployment + 
BAU

Architecture Touchpoints

• We have a 0.7 FTE focused on LeanIX housekeeping activities i.e. user onboarding, quality gating, Q&A etc. 

• Allow time to keep a constant eye on the LeanIX roadmap – keep pace with change and releases etc

• We made Solution Architects accountable for ongoing updates etc with support from Application 
Business & Technical Owners as responsible – it’s a partnership

• Touchpoints with LeanIX span ideation to ongoing BAU support  - have clear processes in place and 
expectations at each gate
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Lessons Learned
What's Gone Well

• Approach – Started small & slowly 
incremented. Reduced the change impact

• Stakeholder engagement – User adoption 
has increased significantly over 3 years. 
Greater collaboration on the info in LeanIX

• Decision making – Lifecycle management 
process has better informed decision making 
with business stakeholders 

• Owners – Central source of truth for technical 
& business owners proved a big win

• Roadmap – clearly articulated quarterly view 
of changes. Since SAP acquired LeanIX the 
roadmap has accelerated with more features & 
capabilities being released. Regularly check 
upcoming updates for impacts & opportunities

What Could Have Been Better

• Planning assumptions

• Lack of architects' accountability

• Story telling

o Impact – Limited access to SMEs extended the 
rollout period and slowed down momentum

o Lesson – Work closer with resource managers to 
highlight resource contention & discuss 
prioritisation

o Impact – Accountability was not reinforced within 
delivery teams & technical change board, so 
updates were late or missing

o Lesson – Ensure they acknowledge accountability 
& support the processes for maintenance

o Impact – Limited comms to users after rollout so 
LeanIX wasn’t front of mind for maintenance

o Lesson – Have an ongoing comms plan to build 
presence & awareness with a regular cadence
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LeanIX Deployment 

Phase 1  (*)
• Organisation
• Business Capabilities
• Applications

Phase 2
• IT Components
• Provider
• Tech Category

Phase 3
• Data Object
• Interface

Phase 4
• Objective
• Initiative
• Business Context

We initially centered around Applications aligned to Business Capabilities and User Groups (Organisations). We 
then incrementally added other factsheets to fill out the Meta Model and widen the reporting capability.  We’ve 
extended LeanIX for a couple of use cases. 

New fact 
sheet types  

Added custom 
fields

**

*
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Decision Support
Our Business Capabilities (what) and User Groups (who), have been mapped to our Applications (how) in LeanIX, our 
application portfolio management tool. The catalogs also provide lifecycle dates for IT components and helps better 
inform future technology decisions i.e. fit for purpose and lifecycle (replace, upgrade or retire).

Application Roadmap
Application Landscape



#MasteringSAP #MasteringSAPCollabAKL25

Application Inventory
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Out-of-the-Box Report Examples
Application Radar Interface Circle Map
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Example Dashboards
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Example Visualisations

Relations Explorer
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Metrics

Workspace Best Practice Report

Number of Users in Contact LeanIX Workspace

User Type Logins per Month
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Collaboration & Automations
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Integrations with LeanIX

SAP LeanIXMS Teams Jira / Confluence

Netskope

Signavio

InitiativesComms

SaaS Discovery

Journeys / Processes

In progress
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Use Case Backlog

AI Governance 

IT Cost Reporting

Capability Maturity 

Reporting

Application Portals

ARP - Mergers

Business Continuity 

Planning
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Questions

Fiori Adoption

(Generation business) 

Enable Now

(In app help & learning)

S/4HANA Release Upgrade

(Business case)

BTP Use Cases

(Business case)

CRM Replacement

(Business case)

Ariba

(Procurement)
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How to Connect with Me

martin.bigwood@contactenergy.co.nz

+64 21339544

linkedin.com/in/martinbigwood/
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