
Wayne Wild, CFPS

StoneHenge Partners, Inc.

401 S. Boston, Suite 400

Tulsa, OK  74103

USA 

1



1.  How to start your own FPA program?

2.  What will be the benefits from utilizing FPA?

3.  How much time/cost will be involved?

4.  What industry resources are available?

5.  How will this impact my current project    
methodology?
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“The average software project is late 
and expensive.  Software projects 
estimated at 1 yr & $1M will be 
delivered in 2.2 yr & cost $1.9M.  
After all of that, it will only have 
61% of the originally specified 
functionality.” (Standish Group Survey)
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Feb 2007: - Started Order Fulfillment Project

- Estimated 6 people for 6 months

- Waterfall Methodology

May 2007: - Scope Increased by 260%

- Our Change Order was for +50%

July 2007: - SH doubled the team & worked OT

Oct 2007: - Delivered all functionality within     
150% of the original schedule

End Results: - Client Never Implemented

- We lost money
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1. Establish Project Metrics Upfront.

2. Develop Code in Iterations.

3. Establish a baseline FPA.

4. Add Data Model & UI Definitions to Use Cases.

5. Add a Scope Manager to the project team.
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Top 6 Project Risks:
1. Lack of User Input
2. Incomplete Requirements
3. Changing Requirements
4. Lack of Executive Support
5. Technology Incompetence
6. Unrealistic Expectations

The Standish Group



 #1: Identify an 
Internal Sponsor
• Executive  Management 

Team Member

• Believes in measurement 

 #2: Find a Mentor 
(Industry Expert)
• Gaining Management 

team support

• Facilitate training 

• Implementation Guide 

• Join IFPUG! 
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 #3: Conduct Initial 
FPA Training
• Conduct FPA101 Training 

• Follow up with a general 
orientation session

 #4: Select Internal 
FPA Process Owners
• Look for someone with a 

passion to learn it. 

• Select a FPA Champion

• Select backup/additional 
FPA counters as required
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 #5: Invest in On-
going FPA Training
• Champion 33%+ 

dedicated to FPA

• Additional Counters 
10%+ dedicated to FPA

• Certify/Qualify your 
Counters

Sample FPA Annual 
Budget:
• FPA Personnel..$44,720 

• Train/Orient…..$25,360

• Reference Mtl....$2,500

• Join IFPUG…………..$700

Total=$73,280
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 #6: Create your FPA 
Toolkit
• Purchase a FP counting 

software package

• Create a FPA Knowledge 
Repository

• Conduct online research

• Purchase reference 
materials

FPA Ref. Materials/Sources:
• “Function Point Analysis”,  

Garmus & Herron 

• “Applied Software 
Measurement”, Jones

• www.IFPUG.org

• www.ISBSG.org

• www.TotalMetrics.com

• www.DavidConsultingGro
up.com
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http://www.ifpug.org/
http://www.isbsg.org/
http://www.totalmetrics.com/
http://www.davidconsultinggroup.com/
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 #7: Identify a Proof 
of Concept Project
• Solidify internal support 

• Applies to new or 
existing projects

• Gain experience

 #8: Measure your 
Project Delivery Rate
• Measure your Hrs/FP by 

Phase by Role

• Update Time Reporting 
Process   

• Measure your Defects/FP 

• Compare to Industry 
Data

13



Iteration# 5 6 7 8 Total

# of Use Cases 6 5 5 5 21

FP Count 143 154 131 101 529

Est. Dev. Hrs 758 818 698 539 2,813

Actual Dev. Hrs 691 519 559 909 2,678

Est. Defects 75 81 69 53 278

Actual Defects 78 71 67 91 307

Actual vs. Estimated Development Hrs = 95%

Actual vs. Estimated Defects = 110%
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 #9: Incorporate FPA 
into your Project 
Approach
• Update your Project  

Methodology

• Track Scope Creep

• Track PDR Stats

• Add Scope Manager Role

FPA’s Methodology Impact:
• Sales & Marketing

• Estimating

• Pricing

• Proposals 

• Requirements Documents 

• Time Reporting

• Project Plan/Schedule

• Defect Tracking

• Performance Tracking
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 Measure size 
throughout the SDLC

• 1st Column Lists 
Functional Components

• Add a Column for Each 
Additional Count

• Highlight Functionality 
that changes

• Summarize and explain 
changes 
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 Track Key Metrics 
Weekly 

• PM Status Comments

• Effort vs. Plan

• Component Delivery 
vs. Plan (Output based 
Metric)

• Defects vs. Plan 

(Note-All Plan #’s based 
on FPA)
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 #10: Identify Prospects
• Anyone who has been 

disappointed by traditional 
approaches

• Promote ability to deliver 
on time and on budget

• Be prepared to educate your 
prospect regarding FPA

Effective FPA Analogy:

FPA is to a Software 
Development Project 
what Square Footage is 
to a Construction 
Project.  
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 Competitive 
Advantage

 Service 
Differentiation

 Prospects willing to 
try a new approach

Actual Market Results:
• Average 1 FP Project 

Estimation/Mo. for 2 yrs

• Win 50% of Project Bids

• Average Size Project 230 FPs

• Industries Served Include:

 Investigative Services

 Car Rental

 Industrial Products Distr.

 Airline

 Food Distribution

 Government 
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Project Sequence 1st 2nd 3rd

Adj. FP Count 103 146         197

Planned Project Hrs. 1442 2045       3030

Actual Project Hrs. 1793 1953       3416

Actual/Planned Hrs. 118% 96%       113%

Code Delivery vs. Plan -2 days     0 days   +6 days

Delivered Defects/FP 0 .014       TBD

Ave. Actual/Planned Hrs. = 110%

Ave. Code Delivery vs. Plan = +2.67 days 
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 Internal Executive 
Management

“I keep trying to pinch 
myself to see if I’m 
dreaming.  In 30 years 
in the IT business I’ve 
never seen a tool with 
this level of accuracy.”

 Client Project Sponsor

“I can’t believe you 
delivered on time, on 
budget and with 
virtually no defects.  
That’s stunning!”
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1.  Accurate project sizing for a wide range of      
environments

2.  Effective project management metrics

3.  Increases accuracy of requirements

4.  Reduces project risk

5.  Over 15 yrs worth of Industry Data is available

6.  Satisfied Clients

26



1.  Identify an internal sponsor

2.  Find a mentor (industry expert)

3.  Conduct initial FPA training

4.  Select internal FPA process owners

5.  Invest in on-going FPA training

6.  Create your FPA toolkit

7.  Identify a proof of concept project

8.  Measure your project delivery rate

9.  Incorporate FPA into your project approach

10.  Identify prospects 
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