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Benefits Realisation Management ‘
¥

1) Itis important

2) We are generally poor at it

3) Itis not Iintrinsically difficult

4) It 1s not lack of methodology
| process / tools that Is the

problem
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Structured?

Effective

34%

Formal but ineffective

Ad-hoc

Minimal
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How often is your organisation successful at ‘
delivering planned benefits ? |

Always

Virtually Always
Most times
Majority

Sometimes 35%

Occasionally
Rarely

Never
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Successi Gap between PPM & Non PPM? ‘

PPM Community Non-PPM Community !

Always | 0%

Always § 2%

VirtuallyX § 3% VirtuallyX § 2%

Most times Most times 23%

Majority

Majority 29%

Sometimes

47% Sometimes 27%

Occasionally Occasionally

Rarely § 3% Rarely 12%

Never 0% Never
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Successi Gap between Board and Middle I\/Igt'

MIDDLE MANAGEMENT BOARD h ‘
Always _ 0% Always B 3%
VirtuaIIyX_ 0% VirtuallyX 0%
Most times _ 5% Most times 35%
Majority Majority 23%
Sometimes 45% Sometimes 29%
Occasionally OccasioX 10%
Rarely 18% Rarely _ 0%
Never Never _ 0%
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20% organisations consistently succeed in delivering the h
planned benefits of change.

37% of Board members vs 5% of middle management.

2 (% of Non-PPM versus only 9% of PPM.

© Moorhouse Consulting Ltd 2008 10


















Gap between Capability and Criticality

Disagree
| ']

Capable

_apability
>ap

Critical

-100% -80% -60% -40% -20% 0% 20% 40% 60% 80% 100%
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Quotes

.

NThere 1 s |i1ttle corpor:
to benefits realisation - the focus remains on
delivery to a fixed cost irrespective of the

out come. 0O

nNAs usual Il n a | arge or

people, all the correct words and terminology etc
are I n place. The exec!l
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Quotes (2) ‘

€

NThi s has bemsheda demand
organisation...standing back, planning and
structured approaches generally have been from
anot her worl do

NWe regard maxi mi sing tI
organi sational change a:
bastionso of change pr of
to be conquered. All too often in otherwise well

run programmes 1t 1 s 1 gl
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Key conclusions from survey ‘

a widespread failure to deliver the planned benefits
from change programmes;

a significant gap between the perceived criticality of
benefits realisation management (BRM) and capability to
actually manage it;

a lack of a structured approach or strategic foundation
to delivering the benefits of change in many
organisations;

a broad recognition of the underuse of key BRM tools
and techniques;

differing perspectives from the Board level, the private
sector and the non- project and programme
management (PPM) community;
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Survey summary -

| ess Pessimistic ‘

(Optimistic?) Private Sector
Senior management

Non-PPM
Non-Transport

Pessimistic

Public Sector
Middle management
PPM

Transport
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So what are
we going to
do?



The issue is
not a lack
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Barriers to success

Poor organisational buy-in Very Important Issue Important Issue

Unclear strategic goals

Unclear benefits ownership

lll-defined benefits

Data (unavailable / inaccurate)

Skilled resource unavailable

Poor communication of actual benefits
Poor communication of expected benefits
Poor individual training

Underestimating cost/ time

Inability to demonstrate ROI

Poor process rigour

Poor BAU post-implementation involvement
Poor tools

Poor BAU implementation involvement

Undue haste N(|)t important

Deliberate underestimating
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Components of successful BRM ‘
-
Address organisational gap:

Who is right? Ensure awareness at all levels and functions;
with clear framework and common language

Address capability gap.

Explicit, skilled and resourced benefits management
Strategic alignment

Develop benefits from the far end (vision and blueprint) and work backwards

Clarity of benefits sought

Create a benefits realisation map, quantification and plan

Clear, accurate data.

Measurement before, during and after

Benefits realised by the business

Cmomuse onsquspPepee@ g r amme s donot deliver benefi t s~ . ..
enabled by programme outcomes. Invest in the appointment of a business



Thank you and good luck!!!
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http://www.tpi.net/
http://www.pipc.com/content/home.php
http://www.buyingteam.com/default.aspx
http://www.erm.com/




The classic approach......

must help us which support our

Anything we or our

by delivering enabling that translate to

suppliers do transfqrm outcomes business benefits stratgglc
our business objectives
e ( Change \
Contributing Technical
capability 1 Tt
Organisational Outcome Business benefits Strategic objective
Process
Contributing Service
capability 2 \ Commercial )

Outcomes derived from the programme; post hoc rationalisation of benefits and
subsequent alignment with strategic objectives
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...... and an alternative: start from the end and work back

must help us which support our

Anything we or our by delivering enabling that translate to

suppliers do transfqrm outcomes business benefits st.rate.glc
our business objectives
( Initiative scope \
( Change \
SULULISIELIALS > Technical
apan i i
Organisational a[ Outcome ]—> Business benefits H[Strategic objective]
Process
ontributina Service

\ apab / \ Commercial )

Determine benefits required to achieve strategic objectives; ascertain outcomes of the
initiative that will enable these benefits to be realised; then shape the programme that
will deliver these outcomes...............

........ but also recognise that in reality you can work

from both ends, ensuring that you meet in the
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Business models T outsourcing example -
Encourage partners to take a programmatic

approach to deliver on outcomes

I Pool knowledge and build consensus

i &RPPXQLFDWH 3KRZ~

I Explore full range of potential benefits

I Link business case and benefits realisation plan
I Stakeholder communication

I Support forecasting of benefits, tracking of
realisation, and accountability for delivery

N You as the custoiier
Partner s area of




