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From IDEA to

ñTHE ORDERò
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Agenda

1. BACKGROUND

2. PROCESS

3. TYPICAL PROBLEMS

4. BA ROLE

5. WHAT CAN WE DO?

6. Questions
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Insight into Business Perspectives

Perspective on ñHow it all startsò

Customer & Supplier ïTwo Worlds

Open Discussion afterwards

EXPECTATIONS
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Components of a Business

People

Process

SystemsTech focus

Business Analyst

focus
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Background - Business Systems

1. A Set of Business Functions

2. Executed Repeatedly

3. To deliver a Result

Delivery

System

Development

Department

Delivery

Management

may be facilitated by automation

Who Spotted the 

Problem?

-Mis-alignment
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Two Worlds Shall Meet é Maybe!

BUSINESS Wants to Solve these Problems:
Å Make More Money

Å Find More Sales

Å Reduce Costs & Business Risk

Å Improve Customer Service

Reality:

Å Keep the Wheels from falling off

Å Waste Time and Money

SUPPLIERS Wants to Solve these Problems:
Å Make More Money

Å Find More Work

Å Reduce Costs (& Service Delivery Risk ?)

Å Improve Customer Service

Reality:

Å Miss Opportunities

Å Overpromise, Over-commit & Under-deliver
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Two Worlds Shall Meet é Sometimes!

SUPPLIER BUSINESS

Find

EngageDeliver

Support Idea / NeedSolution

ImplementContract

PARTNER

TYPICAL

PARTNER
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Classic Solution Lifecycle

1. Identify the real Core Need/Problem (root cause)

2. Is it worth solving? (costing)

3. How can we solve it? (Business Case)

4. What do we want? (User Requirements)

5. How do we want to solve it? (Functional Specification)

6. Design the Technical Solution (Design Document)

7. Build the System

8. Test the System

9. Use the System

10.How can we Improve?
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Getting to é ñDo It!ò

1. Identify the real Core Need/Problem (root cause)
Å Email / Letter / Phone Call

2. Is it worth solving? (costing)
Å Business Motivation / Email / Phone Call / Meetings

3. How can we solve it?(ñpossibleò solution)
Å Request for Information (RFI)

Å Business Case

4. What do we want?(find the ñbestò solution)
Å Request for Proposal (RFP)

Å User Requirements & Budget Identified

5. How do we want to solve it? (agree & commit to solve)
Å Proposal / Quotation

Å Functional Specification & Budget Booked

6. Solve It!
Å Formal Quotation (accepted)

Å Contract & Budget Allocated
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Process Detail

1. Core Need/Problem

2. Business Impact / Value

3. Find Business Solutions

4. Find Functional Solutions

5. ñBestò Functional Solution

6. Action the Solution

SUPPLIER BUSINESS

Root Cause /

Key Opportunity

?

Cost/Benefit?

Tactical Solutions?

Operational Solutions

(System & Process)

- Discuss Problem

- Discuss Solutions

- RFI Response

Select Solutions

(Technical), Budget

Propose Tech Solution

RFP Response

Select Quote

Allocate Budget
Quote / Proposal
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Process Problems

1. Core Need/Problem

2. Business Impact / 
Value

3. Find Business 
Solutions

4. Find Functional 
Solutions

5. òBestó Functional 
Solution

6. Action the Solution

BUSINESS unclear on:
Root Cause / Key Benefit

RealCost / PossibleBenefit

Business Process Execution

Process Implementation

- Key Requirements
- Uninformed Budget Guess
-òMiracleó Expectations

- Quote Content
- What actually getting
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Typical problems

ÅSponsor's idea of é

ïthe Perceived Problem

ïthe Wanted Solution

ÅSolve the "wrongò problem(noroot-cause analysis!)

ÅThrow technology at people problems (system will ...)

ÅPoor understanding of the actual requirements 

ïLeads to poor design-fit

ïInadequate Budget

ïInadequate Timelines

ïMisaligned / Poor Quote

ïQuoted Cost not Understood

ïResource Requirements not Understood (!)
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EXAMPLES of Poor Requests

ÅImproved Process Effectiveness
(but still not capturing data correctly)

ÅWorkflow current Processes as-is
(Manual madness)

ÅI need a Web Site
(Do  do what?)

ÅI need a workflow system so I don't have to record all the data

(Task Management)

ÅWe only need this in the system
(not all transactions catered for; repeated partial / duplicated data)

ÅI don't need that ïsome system probably already doing that
(domain-fixation; design by budget)
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Business Analyst Role
1. Core Need/Problem

2. Business Impact / 
Value

3. Find Business 
Solutions

4. Find Functional 
Solutions

5. òBestó Functional 
Solution

6. Action the Solution

Pre-Sales Consultant Business Analyst

-Assess Root Cause
- Identify all Key Benefits

Facilitate Needs Understood

- Facilitate RealCost
- Facilitate identify allBenefits
- Identify Secondarybenefits

Facilitate Costs & Benefits 
assessment

Understand ActualBusiness 
Process Execution

- Understand Business Env
- Focus on AffectedFunctions

Understand Required
Process Implementation

- Understand Key Need
-Align Solutions to Need

- Document Key Requirements
- Facilitate Budget Requirement
- Manage Expectations

- Define Key Functionality
- Mediate Understanding
- Facilitate Focused Quote

- Map Quote to  Requirements 
-Alignment to Key Needs

-Assumptions re Needs
- Ensure Quote Understood


