
 
Promoting the value of the BA Role 

 

 

Adrian Reed 
adrian.reed@blackmetric.co.uk 

 

@UKAdrianReed 



Solution re-used without analysis 

Over-confidence in contingency 

Key requirements not in spec 

> $7 billion lost 

Insufficient testing 



This presentation: 
Promoting the value we add 

 

• The challenges : Why don’t 
people see the value? 

• The breadth of business 
analysis 

• How to prove value & convince 
sceptics 



A Brick Wall: Seeing the Value 
Does anyone really want a BA anyway? 



You’re a BA, can 
you take the 

minutes of this 
meeting please? 

BAs are 
scribes 

Because people don’t always understand 
 what we do….. 



I already know 
what I want 

What 
can a BA 
add…? 

Because people don’t always understand 
 what we do….. 



…But it’s not an IT 
project…. 

..so why 
do I 

need a 
BA? 

Because people don’t always understand 
 what we do….. 



• Independent “Critical Friend” 

• Business Case before the Use 

Case 

• Define the problem and 

define the value 

• Align to strategy 

• Etc…. Etc… etc..! 

Business analysis is like glue… 
 

 



 

… People only notice when it’s not there! 
 



Breaking down the brick wall: 
Turning the conversation around… 



 

A secret…. 
 

There is no “one” 
BA role! 

 
So no wonder our 
stakeholders are 

confused… 
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Initial 
perception 



Breaking down the wall and proving 
the value 

 



Working as a cohesive team to specify and 

deliver the right solution for our stakeholders 
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Working as a cohesive team to specify and 

deliver the right solution for our stakeholders 

 



1. Think emotion as well as logic 
 



2. Get the gig 
 



3. Deliver value and shout about it 
 



4. Manage stakeholders and manage the 
message 



Conclusion 
 

• Top down: Articulate and 
explain the role to get 
buy in 

 

• Bottom up: Starting 
small, establish 
credibility through 
delivery  

 

• Shout about successes 

 

 

 

Here’s what we 
do 

Do it 
Look – we’ve 
done it, and 

here’s the value! 
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•    Where in your organisation are your business 
analysts located ? 
 

•    How are you adding value? 
 

•    Where do you think the BA adds most value? 
 

•    How do we measure that value? 

www.blackmetric.co.uk 

mailto:Adrian.Reed@blackmetric.co.uk
http://www.adrianreed.co.uk/


We offer Business Analysis Training & Consulting including: 
 
• CBAP® & CCBA™ aligned training 
• Bespoke training  
• Advice on forming Business Analysis Practices 
• Hands on Business Analysis Consultancy 
• Advice on BA best practice 

 
We’re based in the UK, but provide our services across Europe.  If you 
enjoyed this presentation, you’ll love working with us.  Contact us for 
further information, we’d be delighted to discuss your needs further. 
 
T: +44(0)23 9298 4546 
E: info@blackmetric.co.uk 
www.blackmetric.co.uk 
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