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A Dozen Questions
What Business Leaders Should Answer in Developing an IT Business Case
The business case document is the most fundamental of documents when considering a major systems project.  Here are my dozen questions the business leaders should answer when making a major systems project proposal at Save the Children
.  It is paramount that business leaders own and address these questions, since it is the business needs that must drive IT projects.  IT managers need to be a part of the dialog from day one; in addition the system itself needs a seat at the table
, but business leaders must drive the project process.
1. What is the Strategic Context for this project and how does it align with the broader plans of the agency?

2. What is the Case for Change, the “Burning Platform” , and the major the pain points that are driving us to do this project? 

3. What are the Benefits that will be realized, the Planned Outcomes and Success Criteria?  How will these be measured and reported post implementation?  
4. How can this solution benefit the broader Alliance member community?

5. What are the Solution Options, decision criteria and weightings?

6. What is the ROI, the balance of Cost and Benefits, financial and non-financial, of the recommended solution?

7. What’s the Implementation Plan and timeline for the project?

8. What is the Expected Life of this solution and how will we ensure we get the full value out of it and avoid its obsolescence?

9. What are the projects Risks and Mitigations, both for doing and not doing this project? 

10. What are the Next Steps and approval process?

11. What are the key Assumptions? 

12. What is the one-page Executive Summary of the above case?
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� This is a companion document to Twenty Questions: Some Things CIOs Should Ask About Major IT Projects, Edward Granger-Happ, CIO, Save the Children, US, July 16, 2007.





� “…mature and widely sold technology applications usually represent the needs of a broad customer base; they are therefore an example of best practices. In understanding our needs, we need the humility to understand others’ solutions.  They may suggest ways for us to change our processes.  The application technology therefore needs a “seat” at the table at the outset, not as a later follower”, Technology Vision paper, Edward Granger-Happ, CIO, Save the Children, US, March 25, 2009.
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