Konference
Business
Analyzy

From Skepticism to Advocacy:

Selling Business Analysis to Reluctant Stakeholders
Adrian Reed
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Ever had to ‘sell’...?

1. Project/product

2. Approach

3. Whole idea of business
analysis!
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What is a

Library

for?




What is a library for?

« A place to borrow books?

« An institution that encourages |
research? @ .

« A place to catalog knowledge? 2% /; —

« A public service to provide | e
internet access and reduce the X - WAL
‘digital divide’? ' LT

« A meeting space for p=12 =)
community groups? = ? ¢ —

« A quiet place to relax? == :

« A place to bring a laptop and

work?

.. Something else?




Perspectives: PQR

Do P by Q in order to contribute to achieving R

“A system to by
in order to contribute to achieving

Adapted from Checkland & Poulter, 2006 (see references)



“The library service exists to encourage
knowledge sharing and research among local
residents. It does this by providing books and
digital resources, free at the point of use, in order
to contribute to a more educated and informed

population”

“The library service exists to provide learning
resources and access to digital services to all. It
does this by providing free-to-use computers,
alongside advice, training and guidance. It does
this to encourage learning, and decrease the
‘digital divide’ that inhibits some residents from
accessing online services.
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“Strapline.....”

Bio/Demographics

Goals/Needs

Motivations

Frustrations

Personality

Preferences / Likes

Tech




Name

“Strapline.....”

"“Ecica” THE EXxEC
"LukAas” THE VSER

Bio/Demographics Goals/Needs Motivations Frustrations
ROI MarkeT | IT'S TAKING
STRATEGIC PRESSURE | ran LONG!
Z"l‘lllMAL OET MYy TOB| TS MANY
DiseveTion | DOME! SCREENS!
Personality Preferences / Likes Tech







1,000 songs in your pocket



How would
Features

“Which means

Feature

Pre-project De-risk the whole project by
problem analysis doing the right thing. Save
money. Reduce timescales.

Feasibility analysis Helping you to “pick the winners”
and make informed decisions
about which projects to progress

Etc...
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- “Resource” : :
: Perception Advisor
: Gap t /

)_

Being Influential

Trusted

(- |




Being Influential
Just Another “Resource” or Trusted Advisor?

Level 1

Level 2 | Level 3

Level 4

Level of Trust

Neutral or distrustful

Complete trust

tailored, “body-
shopping”

Transactional Relational
Approach and Minimal or non- Engaged early, comfortable,
involvement existent history of trust
Concern Getting foot in the Being an “outside insider” and
door and ‘being liked’ trusted advisor
Pitch/BA Offering | Standard, non- Contextual. Focus on benefits

and outcomes

Point of Contact

Resource Manager,
Project Manager etc.

Adapted from Lytle, 2012 (see references)

“Networked” Throughout the

L >
Perceptionﬁ\‘m%)any
) 4 &
Gap




Examples of levels...

Level 1 Levels 2-3 Level 4

We have a
problem with
customer
retention. Can
you help?

We've bought a
new system.
Write me some
user stories. You
have 2 days.

We're thinking
of buying a
CRM system.
Can you help?

We’'re making
some process

| need 2x BAs .
for 20 days changes. Is Sam Oyrqulggest

that's 40 days available? She’s FIsK Is our

y legacy IT

the only BA we

effort in total )
like.

system. Can
you help?




Climbing The “Why Stack”

Why is that
important?

WHY?

What do
you heed it
to do?

BFAAT?
What else
would help
achieve

that?

How else
might we
achieve
that?




Struggling Moments

Sell the progress people want to make

PULL OF THE NEW waAY

PUSH OF THE SITVATION

So | can just get on with my job
So | can hit my targets
So we can expand into new markets

When the legacy system is out of support :
When new competitors are emerging ‘@
When we have regular outages

Will it go over budget?
SrevseLins Wil | or my team be made redundant?
MOMENT Will my knowledge be outdated?

My team already have workarounds
I’m scared that our data quality isn’t good

HABITS O6F THE O6LD wWAY : ANXIETY OVER THE NEW WAY

Adapted from Moesta, 2020 (See references)




Shifting Left: Asking For The Sale

* Give them something to say

Business Analysis yes” to

Approach
« Own the process (so it

doesn’t ‘own’ you)

How we can help you
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* : FIFTEEN

xS i

: i
LET A HOME GOMF’UTER WIN IT FUB YOU’

START WINNING AT ONGE !

Men and women who in years cf * FBEE GIFTSI *

Pools or Fixed Odds coupon- T SRR
filling have never won a single, m:‘hﬁ“,?g’wmus' FREE GIETSI
so,h.lzfry pcnn)i ar‘c WINNING ] REGULAR Form-Ratings to help
WEEKLY with the greatest snatch top dividends

e WO WITH ANY OTHER COMPUTER ADVERTISER
PAST OR PRESENT

people
Besides | &

— T OO
men I would like to thank. They ® continued on page 17




WHEN A TEAM RATED AT HOME

MEETS A TEAM RATED W10 AwAY

POOLS
GOLD MINER

Bl Auternative

m EXPECTED SCORE




Design the Stakeholder Experience

WHEN A TEAM RATED AT HOME ¢ o e
MEE. A TEAM RATED MSI®M AwWAY
POOL. /

h [

GOLD LN

What are the
“Moments of Truth”?

m EXPECTED SCORE




Shout
About
Success!




Trusted advisor,

Level 1-4,

Struggling moments
Climbing the “Why Stack”,
Asking for the sale

Summary

VNDERSTAND
PEOPLE +
POR, PERSPECTIVES
Personas,

Features & benefits. .
Deliver

Story telling
Shouting about success







www.blackmetric.co.uk
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