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TRAINING USA

Business Relationship Management

Course Overview: 

Business Relationship Management (BRM) professionals can provide extraordinary benefit to the organizations that employ them to more effectively use shared service assets and to target those assets more directly to improve business and strategic performance. 

Establishing credibility, building trust, clarifying shared goals and closing the alignment gap demands a rare set of competencies, strong relationship skills, and an ability to thrive in highly ambiguous and even turbulent environments. 
The effective BRM is equally at home with their business partners and with their provider stakeholders—equally comfortable with the language and context of the business and the provider domain. They have at their fingertips models, frameworks and techniques to clarify strategy, stimulate innovation, prioritize investments, marshal appropriate resources and help ensure that business transitions deliver the full value that was expected from them. They have excellent communication skills, able to “read between the lines,” to hear the unspoken and to influence and persuade without having direct authority. 

This workshop is designed to provide an understanding of the Business Relationship Management (BRM) role within an organization and assist in learning the use of new terms, tools, and techniques that you’ll need to assess the current state of your organization’s business-provider relationships. You will achieve an awareness of your organization’s business demand maturity and provider supply maturity with the objective of scoping what aspects of the BRM role would be appropriate to implement, or, where already implemented, which aspects need to be adjusted. 
You will learn the best practices of Business Relationship Management (BRM) for facilitating IT solutions that provide value to the business and satisfy the needs of stakeholders. You learn to take on the role of the trusted IT advisor who can align the needs of the business with IT services. 

This training is designed to assist the Business Relationship Management Professional attendees that are considering taking the certification exam. The BRMP exam is designed to provide a verifiable benchmark of BRM professional acumen and achievement but it will also be of great value to anyone looking for a comprehensive foundation-level overview of the art and practice of Business Relationship Management. 
It may also be taken for PDUs. 

This workshop covers the entire BRMP syllabus and contains all the information covered in the training and referenced in the exam. 

Duration: 3 Days
Course Objectives: 

The training participant shall understand the key principles, techniques, tools and processes central to the BRM role and discipline. 

At the completion of this workshop, participants will be able to: 
· Describe the characteristics of the BRM role. 

· Understand what it means to perform as a strategic partner, contributing to business strategy formulation and shaping business demand for the provider’s services. 

· Discuss how Portfolio Management disciplines and techniques are used to maximize realized business value. 

· Describe Business Transition Management and the conditions for successful change programs that minimize “value leakage”. 

· Discuss the BRM role in Service Management and how to align services and service levels with business needs. 

· Understand the principles of how to communicate effectively and persuasively. 

· Understand facts, including terms, concepts, principles, model types and components, tools, techniques, roles and responsibilities from the BRM Interactive Body of Knowledge 

· Understand the concepts, principles, processes, themes, organizational factors and roles and can explain how these are applied to ensure an effective BRM capability 

· Justify a case to develop a BRM capability 

· Use appropriate information and techniques to identify and implement the correct BRM model for an organization 

· Use tools and techniques appropriately 

· Identify the functions and services to be provided by a BRM capability and the correct roles to implement them for a given scenario 

· Be able to analyze and distinguish between appropriate and inappropriate use of the guidance through appraisal of the justification, planning, design, implementation and operation of a BRM capability model for a given scenario 

· Build a strong alignment between IT and the business 

· Plan a strategy that positions you as a trusted IT advisor to key stakeholders 

· Choose IT projects that build trust and alignment 

· Articulate IT solutions that meet business needs 

· Differentiate your internal IT services for competitive solutions 
Audience:
This training program is intended as a comprehensive foundation for Business Relationship Managers at every experience level, with the training designed to provide a solid baseline level of knowledge. BRM professional development provides an excellent Return on Investment (ROI) and is ideally suited for project managers, business analysts, architects, external service providers; representatives of shared services organizations including IT, HR, Finance, Sales, Strategy Planning, etc.; business partners and anyone else interested in business value maximization. 

Prerequisites: None 
Approach:
Instructor-led, group-paced, classroom-delivery learning model with structured hands-on activities and case studies. 
Course Outline: 
Overview of Business Relationship Management: Facts, terms and concepts relating to Business Relationship Management and Business-Provider Maturity Model 
· Definition of Business Relationship Management (BRM) 

· Concepts/BRM Overview Concepts/Introduction to the BRM Role 

· Elements of the House of BRM including the four Core Disciplines and the six Competencies 

· Service standards related to the Business Relationship Manager role 

· Evaluating stakeholders to assess their level of influence and power 

· Documenting an IT organization's catalog of services 

· Negotiating business agreements 

· Assessing performance with a relationship-balanced scorecard 

· Why organizations need successful relationships between IT and the business 

· Balancing the needs of IT and the business 

· Effectively aligning IT investments and business goals 

· Need for clarity of the BRM role in the context of the provider Strategy and Operating Model 

· Four common ways BRMs align to business partners 

· Three Business Relationship Management Metaphors 

· Elements of the Provider Capability Model that will be impacted by the Business Relationship Manager role 

· BOK Frameworks /Framework for the BRMI Provider Capability Model 

· Typical Business Relationship Management activities in the Provider Capability Model 

· Business-Provider Maturity Model: 
Principles for Aligning IT and the Business: 
· The trusted IT advisor 

· Recognizing how trust feels 

· Defining trust in an IT organization 

· Building a trusted relationship 

Business Relationship Management (BRM) roles:
· IT relationship management vs. IT project management 

· Discovering your strengths and weaknesses 

· Required technical and social competencies 

	Organizational Capability: 

· Definition of Business Relationship Management 

· Capability Model 

· BRM Core Disciplines 

· House of BRM 

· Operating Model 

· BRM and the Service Provider 

· Business-Provider Maturity Model 
· Business Relationship Maturity Model 

· Business-Provider Alignment 
· Business Partner’s Decision Cycle 

Business Relationship Maturity Model: 
Characteristics of the five levels of the Business Relationship Maturity Model 
1. Ad Hoc 

2. Order Taker 

3. Service Partner 

4. Trusted Advisor 

5. Strategic Partner 

· Differences between Strategic and Tactical BRM role 

· Strategic versus Tactical BRM 




Determining its Current State 
· Defining a catalog of services 

· Identifying IT products and services 

· The components of an ideal catalog 

· Creating an initial catalog from scratch 

· Ranking services with metrics 

Developing awareness of the organizational culture: 
· The IntCRM Model 

· Overcoming common IT relationship barriers 

· Exploring how things get done in the organization 

· Applying tools for culture analysis 

Building the Trusted Relationship: 

· Knowing your stakeholders 

· The stakeholder relationship life cycle 

· Classifying the roles stakeholders play 

· The importance of stakeholder power and influence 

Optimizing the first meeting: 
· Planning the meeting 

· Models for understanding people 

· Explaining the role of the BRM 

· Confirming relationships and roles 

· Leaving with actions 

Service Provisioning:
· Business-IT Governance 

· Key Business-IT Governance Domains 

· Business-IT Governance Illustration 

· Service Management 

· Portfolio Management 

· Portfolios, Programs and Projects 

· Portfolio Classification 

· Weill/Broadbent Classification Scheme 

· The Boston Square 

· Portfolio Balancing 

Planning the relationship strategy: 
· Analyzing the relationship 

· Recruiting trusted teams 

· Forming the plan 

· Executing the strategy 

Facilitating Actionable IT Solutions: 
Performing competitive analysis 

Evaluating IT outsourcing and consulting solutions 

Establishing your competitive advantage 

Techniques: 
· Business Capability Roadmapping 

· Linking Business Drivers with Technology 

· Value Management 

· The Value Management Process 

· Business Value Leakage. 

· Business Outcomes . 

· Customer Value Hierarchy . 

· Diagnosing Relationship Quality 

· Relationship Value Mapping technique. 

· Strategic Relationship Management. 

· Repairing Broken Business Partner Relationships 

· Building the Relationship Strategy on a Page. 

· Building a Relationship Improvement Plan . . . 

Competencies: 

· Business Transition Management 

· Myths and the realities of Business Transition Management (BTM) 

· Business Transition Management Capability Model 

· The Art of Body Language 

· The Art of Emotional Intelligence 

· The Art of Listening 

· The Art of Rhetoric and Persuasion 

· Influencing and Persuading 

· Expressing a Unique Value Proposition . . 

Identifying opportunities for improvement: 
· Capturing, prioritizing and documenting business needs 

· Applying a framework for prioritizing and selecting projects 

· Picking quick-win projects 

Designing a strategy to meet customer needs: 
· Conducting a modified SWOT analysis 

· Questions you should ask 

· Making a go or no-go decision 

Winning Competitive IT Projects: 
· Responding to requests 

· Differentiating your services from your competitors' 

· Communicating your internal IT capabilities to the business 

· Validating business needs in business terms 

Selling your solutions to the business: 
· Translating IT speak to business speak 

· Linking IT solutions to pains 

· Articulating IT solutions in terms of business value 

· Writing clear, tailored Service Level Agreements (SLAs) 

Managing project handoffs: 

· Ensuring a seamless transition 

· Creating and maintaining communication channels 

· Building the relationship 

The IT relationship scorecard: 
· Establishing performance metrics 

· Assessing BRM success 

· Analyzing results 
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