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Anatomy of a Business Case

* START HERE
e Rationale for Project e
* Business ProbIemlor Opportunity Other Retaiiers Like Me
: Business Findings & Sl Value Proposition
Executive Summary D . Customer Case :
Objectives Recommendations Studies Solution Summary
*  WRITTEN LAST e Governance * Proposed Solution(s)
* Vital Information * Business Process Maturity * Risks & Opportunities
* Tells the Entire Story « Architecture  Roadmap Strategy & Proposed
* Data Analysis (KPIs, Customer Data, Product Data, Pricing, Implementation Plan (present
Promotions, Reports, etc.) options if applicable)
* Market Analysis (Industry trend comparison, by region if global) * Quantitative & Qualitative
« Competitive Analysis (by region if applicable) Advantages: Detailed Cost/Benefit
 Deep-dive discovery across the Enterprise (C-Level to Key Users) Analysis (ROI, TCO, Applicable Value

* NOTE: May have to do per brand, per country site, etc. Levers)
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Business Objectives

* Rationale for Project
— Fix business problem
— Take advantage of an opportunity

* Examples:
— Financial Objectives

— Customer Objectives

— Internal Objectives

— Customer Service Objectives
— Operational Excellence

ORACLE’
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Project scope varies.

i | ies.
A N A LYS I S i.e. may have tt;r Irrzr()eetz:\)tcpoer:‘Er(:Itrled‘,,a[:)rel(:Scountry site, etc.

Governance (Organizational Charts; Roles &
Responsibilities)

Business Process Maturity Surveys
Architecture

Data Analysis (KPIs, Customer Data, Product Data,
Pricing, Promotions, Reports, etc.)

Technology

Deep-dive discovery across the Enterprise (C-Level to
Individual Contributors, as available)

Market Analysis (Industry trend comparison, by region
if global)

Competitive Analysis (by region if applicable)

ORACLE’
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Business Process Maturity

S
A £
‘}‘r

ORACLE"



Building a Foundation for Improvement
* Key Benefits

Invite
Invite a range of stakeholders (executives,

Discover strengths and weaknesses in your
business processes using a self-rated
maturity assessment

process owners, key users) to participate
in the survey and/or follow-up discussions

Identify Develop
|dentify areas where your team has similar
and differing perspectives for improved
alignment

ORACLE’
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Our Approach in Conducting a Survey with Your Team

Identify
Prepare survey Conduct survey
respondents
* Oracle prepared a * Customer identified * Oracle sent the survey * Aggregated survey
survey covering the staff to take the survey online to the identified results along with
main components of respondents, Oracle’s analysis
the business functions gathered, and

analyzed responses

Staffing strategy

HCM Summary View
Score Range

alabdulkareems
alagoelab@ngha. med.sa;
med,

by e o

Alignment of strategy and sourcing goals [

Quinnj@ngha med.sa;
T od.

Starting Stage HCM Maturity Assessment
Respondent Views: Capability Ratings and Priorities
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Understanding Process Maturity Stages

v
(Y q a o
@ Foundational Intermediate Advanced Transformational
=)
(Vs ]
Manual/Offline (Excel...) Some Automation Mostly Automated Fully Automated
» Batch/Untimely Neapicallime
'8 Limited/Some Integration Intra-Process Integration Full Process Integration
] Disjointed/Disconnected Stondardied
7)) andardize
- R . Limited Enforceability Reactive Enforceability
) gactive Collaborative
o
g Tactical Some/Limited Flexibility Some Reliance on IT Adaptable/Flexible
s A - Full Accountability
© Notolimited Visiblity Slow Reaction Time Better Info but not yet near real-time - —
< . . Wide Visibility
(@ ) Rigid .
- Heavy IT Reliance Better reaction ,but not yet efficient Alignment
Unpredictability -
Strategic
Misalignment Data Heavy/Info Poor Better visibility Proactive
Cross-Org Limited st . ated General consistency within business Consist ; level. P Single consistent global process for each
Process Imited consistency in assoclate units/geographies. The processes are onsistency at a macro Ievel. Frocesses major process flow across all entities within
processes . are administered centrally o
Consistency administered locally the organization
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The Value of Business Process Surveys Post Launch

Confirm Organizational Enablement
A Focus on People & Process in Support of New Technology

PHASE 1 PHASE 2 PHASE 3

Implement New

Post-launch Health Check
Technology

Prepare for Change

Repeat Business
Process Maturity

& KPIl Assessment
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Value Proposition Solution Summary

* Proposed Solution(s)

* Risks & Opportunities

* Roadmap Strategy & Proposed Implementation Plan
— Present options if applicable

* Quantitative & Qualitative Advantages
— Detailed Cost/Benefit Analysis (ROI, TCO)

* Unified Financial Model
* Known Customer Improvement Ranges

— Additional Value Levers

* Operational Efficiency, Customer Satisfaction, Brand Integrity across sales channels, etc.

ORACLE’
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Intriguing Introduction
Identify the Business Objective(s)
Proposed Solution Summary

Justification/Benefits Summary

I

What is needed to move forward / Next Steps
" R {""

utive Summary

Last 3
s all of the vital information
e entire story without the details
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: . L Relevant o
Business Findings & Customer Case Value Proposition

Objectives Recommendations : Solution Summary
Studies

Executive Summary

ORACLE

Copyright © 2019, Oracle and/or its affiliates. All rights reserved. | Confidential — Oracle Internal/Restricted/Highly Restricted 18




