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How can | be
more

COnVInClng? * Have you ever had the ‘best idea’ but no-one else seems
interested?

* Do you have a project that really worthwhile to you, but
sponsors can't be found?

* Have you ended up saying to yourself — but | was sure I had
done the paperwork right?
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The objective
of Better

Business Cases

Have you considered using a Business Case?

v Understand communities need

v" Clarity and logical structure for Funders

v' Enable better informed decisions on public investments
v" Focus on delivering the intended benefits

v" Process for managing the risks and costs



v" A framework for bringing it all together

The objective
of Better

Business Cases
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Better
Business

Cases

Types Of Business Case

1.

M

G W

Strategic Assessment

Programme Business Case

Project Indicative Business Case
Project Detailed Business Case ..........

Project Implementation Business Case - Confirm
supplier offering best value, detailed commercials,
confirm affordability. detailed management and
delivery arrangements (approve contracts).

The Project Single Stage Business Case covers all
three above.
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Strategic Assessment

Programme Business Case

Project Indicative Business Case
Project Detailed Business Case ..........
Project Implementation Business Case

The Project Single Stage Business Case covers all
three above.



The 5 key elements of good cases

Compelling - discuss
strategic fit &
business needs

Achievable

and can be Strategic Optimises

successfully value for

delivered Management Economic money
Affordable within Commercially
available funding Financial viable




In other words - try to answer these questions

Why?

Can it be done?

Strategic

I\

Financial

Is it value
Economic fOI’ money?

Management

Can | afford it? Is it worth doing?
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How much
effort should |

How much effort should | put in?

High
Intensity of Intensity of
effort: effort: High
Moderate - TS
RISK
(SSC Gateway Risk
Profile
Assessment Tool) :
: Intensity of
Intensity of
effort: Light siffert
=19 Moderate
Low
Small Large
Scale

(Whole of Life costs - $Million)



The case for change:
What is the problem?

ILM = What are the
Investment

benefits in doing
something?

Logic
Mapping

What are the options
for action?




Strategic
response:

DEPARTMENT NAME

Investment Name: Townsville Congestion Project

Subtitle: Inter-Regional Corridor: Townsville to Megaville d ete rm I n Ed I n

programme
business case

INVESTMENT LOGIC MAP

Program

PROBLEM BENEFIT

P STRATEGIC RESPONSE

Problem(s):

—
b | d The increasing Greater economic
m i return to the city. Strategic
y . p rople an number of private 20% ty Intervention to be
vehicles is creating . developed in the
CO n Se U e n Ce increasing levels of KPI Lireduce travel time: Programme
q . average (by mode) Business Case
congestion across KP12: reduce travel time nn%
the city. 30% delay
I L M [ ] ——
The public transpaort Greater network
network is efficiency Strategic
insufficient to meet 45% Igtelv‘entigl! t%:)e
demand meanin KPI 1: improve travel ieveloped in the
s time reliability Programme

more people have to Business Case

KPI 2: Increase

drive a car throughput: Passenger nn
re t a n 50% Transport
( ) —

Outputs:
. (" People have greater |
walingand eyclng —=— Y AnILM Map

travel choice

e Intervention to be
facilities means less KPI 1: greater mode

el weuaig “im | ¥ |dentified Benefits &
should n 2 compact N e KPI's
R v" Monitoring
requirements
v A common

understanding
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just a map...

Benefit(s):
Clear,
measurable

Investor:  <firstname surnames Versionno:  <eg 01,10etc>
Facilitator:  <firstname surname> Initial Workshop:  <dd/mm/yyyy>
Accredited Facilitator:  Yes / No Last modified by <firstname surname dd/mm/yyyy >

Template version 5.0



IF YOU CHANGE
. NOTHING,
% NOTHING WILL

you-have-to-make-

The problem(s): |
* Arethe reason that action needs to be considered at thls
time. Use negative terms.
p ro b I em (S) * Each problem statement should capture the essence of what
is broken and the consequence.

* Must be supported by evidence that the problem exists and
that there is a correlation between ‘what’s broken’ and the
‘consequence’.

* |s compelling and something we care about.

Defining the

"wherever it rains hard the water supply is too dirty to drink”
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https://ijcnlp2008.org/explorefthumbs-clipart/

The response:

* Whatis achieved from the change

* The value that the investment will provide to the
organisation or its customers

. * Must be supported by some Key Performance

Th e be N Efl tS Indicators (these will measure if the benefits are
achieved)

* Should provide an obvious connection to the
outcomes but be relevant in terms of impact

* They answer the question what value is derived from
this? and what is the consequence

"people don’t get sick from drinking the water”




The response:

* What options are there? http:/inolabelme.org/20180s2g/right-career-pathy
Actio Nn: th e * There are always more than one

* The status quo is always an option (the more
'es pO NnsSe unreasonable it seems the more benefits you should have)

* Thisis the response — not the solution or ‘different designs
for the same thing’

"We could do the same thing, OR

We could turn the water off when it rains hard, OR
We could treat the water differently when it rains, OR
We could provide bottled water when it rains hard”




Weighing

the options

Remember the Five Cases earlier?

This can used to test each option
"We could do the same thing, OR
We could turn the water off when it rains hard, OR

We could treat the water differently when it rains, OR
We could provide bottled water when it rains hard”

Achievable

and can be

successfully
delivered

Strategic

Management

Affordable within
available funding

9

Financial

Compelling - discuss
strategic fit &
business needs

Optimises
value for
Economic money
Commercially
—|__ viable




Better
Business
Cases

N o oW

There is sound reason for doing something

There are real benefits in doing it

Robust management practices reduce financial and service delivery risks
Leads to greater confidence in departmental/entity performance.
Whole of life is considered

Non-asset solutions may be better value for money

Sponsors can compare and see where their spend is most effective




... to PWWA for the opportunity

... to you for listening

... to the organisations that provide Business Case Training
and resources

Check us out at www.inframanage.com

& inframa
nage ‘
I | l | l k yo U ABOUT ONLINE LEARNING DIRECTORY UTILITIES IM CLIMATE ADAPTATION BLOG CONTACT

MEMBER HOME LOGIN

ABOUT
INFRAMANAGE.COM
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