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Achieving business case 
success in the boardroom

Guide to improving your chances of getting your 
business case for digital transformation approved



In this white paper, you will learn:
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Do any of these sound familiar?

• We don’t have a common view of how 
our processes and technology align.

• We have so many manual ways of 
doing things it’s challenging to define 
the priority of what we need to fix.

• No one really owns the problem.

• Our legacy systems have reached crisis 
point thanks to all the manual 
processes required.

• Everyone has a view on technology and 
priorities, but fear of making the wrong 
decision is holding us back from taking 
action.

• We have a business strategy and 
transformation plan, but not much is 
happening to achieve them.

If you recognise any of these situations, we 
can support you to make the right 
investment decisions.

We have a successful pedigree in 
supporting boards and executives craft 
their product or services journey. By 
achieving collective agreement on the 
scope of what needs to be improved, 
taking a deep dive into the details and 
carrying out a technology assessment to 
align your requirements, we will help you 
create a business case that will be certainly 
approved.

Achieving business case success in the boardroom

─ Organisational 
challenges impacting 
your business case

─ Our methodology

─ The benefit to you

The challenge with 
Legacy IT
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Achieving business case success in the boardroom

How the problem begins

Regulatory requirements, industry conditions and the nature of products and 
services on offer result in complex organisations. 

Technology and business processes change over time, organically, or an 
immediate need results in an often Excel-based process that solves the issue in 
the moment with limited time and effort.

As time goes on, customer experience degrades, staff become frustrated and 
operational costs increase.

What types of challenges do you have?

We typically find customers are experiencing some of the following:
• At crisis point where everything is an exception.
• No agreement on priorities.
• Excel acting as the glue connecting disparate technology.
• Process mapping leads to lots of detail on the business but no progress.

Crisis Point

Legacy platforms are challenging to update and struggle 
to react to staff requirements. Without the budget for 
expensive IT consultants, manual processes are 
established to capture, process and integrate data.

Since most things are off-platform, there is very little 
standardisation and it’s often the hard work and diligence 
of staff that keep things ticking along.

Everything is an exception, mistakes are common and they 
impact operation.

Agreed scope and priority for change 

Senior executives battling daily operational issues in their areas can exacerbate the 
problem. 

They are charged with delivering results, however, with scarce resources (limited funds, 
time, capacity and capability) they struggle to find the capacity to change. 

When all executives need support in their functions, it can be challenging to establish 
business-wide priorities for improvement.
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Achieving business case success in the boardroom

Excel as a crutch for process owners

A further consideration is disparate platforms and systems which have various 
degrees of business ownership. 

Technology does not align neatly with organisational structures since many 
processes transcend different business departments.

Businesses become increasingly reliant 
on Microsoft Excel, with 80% of 
processes run on spreadsheets in the 
extreme. 

One staff member leaves and no one 
then understands how the system 
works thanks to all the patches and 
quick fixes in place. 

Fatigue from trying to do this before

Some organisations have spent hundreds of hours mapping their business 
processes, with a goal of improving and rationalising. 

Often, however, processes that don’t need improvement are mapped or the outlines 
are at such a low level that they cannot be put to practical use. 

Scope and priority need to be balanced. 
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Our business process investment framework

Change isn’t a strategy, it’s the driving force. 

Our framework achieves goal alignment, common purpose and unlocks 
paralysis around moving forward.  

Your chances of success are guaranteed, so your digital transformation can 
begin.

Achieving business case success in the boardroom
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Achieving business case success in the boardroom

Our Approach

This is the most critical phase, where we get collective buy-in 
from your senior leadership team.

A set of high-level infographic business processes will showcase 
how you capture your sale or lead through to operational 
fulfilment and a final payment of the goods or services. 

Delivery

We produce a fully documented set of high-level 
business processes where we explain what 
happens and identify the actors in the process, 
systems, platforms and a list of business 
processes.

We also capture opportunities and challenges 
aligned to your process.

This is presented to the executive, so everyone is 
aligned on how you manage your business.

Stage 1
Levelling up Method

We conduct a series of workshops 
with your subject matter experts 
and executives and assimilate 
documentation you already have.
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Our Approach
After agreeing to the scope and priority, we map out the 
detailed functional business processes.  

If they impact your customers, we also create a customer 
experience journey map.

We provide a detailed map of your functional business 
processes and customer experience journey.

Stage 3
Generate the detail

We work with your subject matter experts or business 
analysts to map your functional business processes and 
customer journey. The outline contains the experience and 
manual steps together with the actors involved.

Method

Our Approach
The purpose of this phase is to get mutual agreement 
from your executive on the scope and priority for defining 
stage 3, which is documenting your functional process. 

This helps avoid the “What about this?” and “Why is this 
not in scope?” questions by establishing collective 
agreement.

Delivery

We map each of your criteria to your business process and 
facilitate a decision support workshop with your executive to 
define the scope for stage 3.

.

Stage 2
Agree the what

We conduct a prioritisation assessment of each area of 
the business processes identified in stage 1. This is based 
on several criteria, indicating approximate cost, 
opportunity, risk, effort and impact on the actors in the 
process.

Method

Delivery

Achieving business case success in the boardroom
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Our Approach
With your business processes and customer experience 
documented we can assess how technology could improve 
the experience or reduce the manual steps required to 
improve your operational efficiency.

Delivery

We deliver an outline of which processes will be impacted by 
using your new technology platform. This will be vital to 
creating your business case for investment.

Stage 4
Define the 

opportunity

We assess which processes are specific to your industry and 
establish which standard platforms or custom build options 
are available. 

We then map which processes would be changed and 
updated into your new target reference architecture.

Method

Our Approach

We use the information from stage 4 to build your 
business case and agree the next steps with your 
executive. 

We create a detailed business case that defines the solution 
scope, risk, issues, opportunities, KPIs, future customer 
experience and interdependencies with other projects. 

Stage 5
Build the business 

case

Depending on the size, scope and complexity of your 
future technology solution, we will usually perform an RFP 
process to provide detailed costs and resourcing.

Method

Delivery

Achieving business case success in the boardroom
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FREE CONSULTATION

Benefits to you

Let’s talk      →

This document is current at the time of its initial publication. Technology Transformation Group (TTG) 
reserves the right to alter it at any time.

THE INFORMATION CONTAINED IN THIS DOCUMENT IS PROVIDED AS IS, WITH NO WARRANTY OF ANY KIND, 
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Copyright © Technology Transformation Group. All rights reserved. 
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Share your challenges and we will provide you with 
advice and guidance to help you with your business 
case

We have delivered our clients:

• £ 3 million cost savings.
• 80% reduction in waiting times for external users.
• 1,400 man-days saved thanks to improved productivity.

Our proven business process investment framework delivers in a multitude of ways:

• We unlock the board to make decisions.
• We provide clarity on options and next steps.
• We deliver a comprehensive roadmap to ensure your business goals are realised.

This process helps with presenting a business case to your executive board, setting 
budgets and defining scope. We use your goals and future operating model to identify 
the skills and capabilities required in the interim as well as longer-term requirements. 

As your trusted technology partner, we are here to support you at every stage of your 
digital transformation journey and that starts with achieving boardroom success.

Read more about the results we’ve delivered for our clients

Achieving business case success in the boardroom

https://thettg.com/contact
https://thettg.com/contact
https://www.thettg.com/
https://www.thettg.com/customer-stories

