develop global

Develop Global’s highly flexible e-learning programme and on-line resources provide
development, insight and practical tools for successful business partnering. Individual
learners work through a high quality set of materials, exercises and tools to apply knowledge
and skills through practical activities based on their own situation and organisation.

Each module:

>

>
>
>

Includes a comprehensive toolkit of resources that you can practically apply

Contains animated examples of tools and film clips to demonstrate key learning points

Is made up of interactive activities, reflective and application questions, as well as a section to check your understanding
Takes around 25 minutes per module to complete. It is flexible so that you can work at your own pace and come back

to sections, exercises and tools as required

Is compatible with smart phones and tablets to allow for flexible access

Can be hosted if required on the company Learning Management System

Can be supported by webinars and on-line workshops and group and individual coaching delivered by business
partnering experts

The modules and resources are ready to be used or tailored, if required:

>
>
>

To specific organisational or sector context and roles with bespoke content depending on your needs
With organisational branding
Translated into other languages with films and voice over redubbed
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BUSINESS PARTNERING
deiop giobal FOUNDATIONS

What does it mean to be an effective business partner? This is an ideal introduction or refresher on
the fundamentals of business partnering, giving great insight into what it means to adopt a business
partnering approach.

With practical tips, tools and interactive exercises this module will enable you to:

>  Understand what business partnering is and how it differs from other approaches
>  Apply the three critical building blocks of successful partnering, by:

o Aligning your activities with your organisation’s strategy

o  Working as ‘one team’ with others in your function

o Building credible stakeholder relationships
>  Develop the core partnering foundation skill of contracting

Msinmas Partnering foumndation e s L

)Iu[j global

Business P;

TR ABCHIT

What ity gariearing i, hov i i ifferent from ke
s wral i e we Blaling biogin of ssccranful parirerog

RErEtRgie Mgrimaet

how i an ore lamm

Builidong (v bl b i anahldes ralaiangiig
e Mornng, bk basing and comtraching

Rawidwr bl Pd b i@



http://www.develop-global.com/

c)lop global

ADDING VALUE AS A
BUSINESS PARTNER

Adding value in our roles has never been more critical and this module focusses on how you can identify,

deliver and demonstrate added value as a business partner.

This module will enable you to:
>
>
>
>
>
>

Adding Value as a Business Partner

)Iop global

Menu  Resources

To ensure early involvement, first think about how you describe your value and
contribution to the business.

Watch the two videos. The business partner deals with the situation in
different ways in each video. In which video do you think he is more effective?

The business partner uses. anine
included in an important

Identify what the ‘strategic’ role of the business partner means in practice
Engage others in the value of your role and get involved in decisions earlier
Have a consulting framework with tools and tips to build your effectiveness
Plan ways of being more proactive to add even more value

Enable your stakeholders to work in partnership with you

Demonstrate the additional value you have added

Adding Value as a Business Partner

Menu  Resources

THINK ABOUT...

The strategic role of the business partner

Getting involved early

partnering

Being proactive and adding more value
Enabling your stakeholders to partner with you
Demonstrating added value

Review and resources

Adding Value as a Business Partner
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think you can do more often to ensure involvement
at the right time.
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BUILDING INFLUENCE AND
o o MAKING AN IMPACT

Boost your skills and confidence in influencing others, building trust and creating the impact you want using

the core skills, activities and tools in this module.

This module will enable you to:

Build your skills and confidence in assertiveness and negotiating
Challenge and deliver difficult messages

Use your judgement
Create compelling cases for change

Manage yourself
Tailor your message to individuals’ preferences

V V. V V V V
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THINK ABOUT..

|- Developing an influencing attitude
Understanding wants and needs to negotate

Building Influ
Maki

Challenging, resolving differences and using judgement
Gaining commitment for change

Avolding the traps that stop you from
influencing eMectively

Review and resources

Menu  Resources

And here are five different reactions to that scenario adapted from the
Thomas-Kilman conflict model. Click on the boxes to find out more:
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Accommodate Collaborate

Compromise
Thomas, K. W, &
Compete Kilmann, R H. (1974).
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Learn how to be proactive and shape strategies through high quality analysis, provision of insight and
early engagement of key decision-makers.

This module will enable you to:

Identify your role in the analysis and diagnosis of business opportunities and problems

Gain an analysis toolkit to support deeper insight

Find root causes so solutions address the real issues

Explore different perspectives and plan how to engage stakeholders

Identify informal networks and politics and plan how to increase your involvement in decision-
making

V V V V V

Business Analysis and insight Business Analysis and Insight
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Click here to find out more

Your supporting toolkit includes:

- Analysis toolkit - PESTLE tool

- Fishbone analysis - Political mapping
- Five whys - Stakeholder mapping
- Forcefield analysis - SWOT/TOWS
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Bpiop goba STRATEGY INTO ACTION

How do you turn strategies into workable plans that achieve results? Gain practical knowledge and skills
to turn ideas into implementation, prioritise actions and demonstrate long term success.

This module will enable you to:

Translate strategy into solutions and actions using strategic tools and creativity techniques
Use prioritization and decision-making tools to select the best solutions

Implement solutions by identifying what needs to change to make them happen

Hold influential conversations that engage others in your plans

Evaluate success and demonstrate value

V V. V V V

Stracegy into Action

Strategy Into Action

= elop global

THINK ABOUT...

Translating strategy into solutions using strategic
tools and creativity techniques

‘ Prioritisation and decision-making tools

Successful implementation
Engaging others in plans and solutions
Embedding change

Evaluation

Review and resources

Strategy Into Action

Step 7:

Menu  Resources

As we saw with our 7 review, successful implementation is about (¢
people as well as process. So how can we get support and
commitment from stakeholders?

Having a great case for action is a good start. In the video,
Paula, a business partner, is having a skype call with a
stakeholder. In which scene is she more effective?
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STAKEHOLDER
priop global RELATIONSHIPS

Explore how to build successful partnering relationships with stakeholders through gaining insights
about yourself and others, and choosing ways of adapting your style and approach to be effective.

This module will enable you to:

Choose your partnering behaviours so that you will be more effective in different situations
Create your ‘intention’ to have the ‘impact’ you want

Identify individual differences and adapt to build rapport, trust and credibility

Understand your stakeholders, from a business and personal perspective

Plan and prepare for critical meetings

V V V V V

Stakeholder Relationships

elop global

Stakeholder Relationships

Menu  Resources Menu  Resources

deselop global

THINK ABOUT...

Partnering behaviours and choices

Creating a positive intention

Rapport and impact

fing your stakeholders

Preparing for a critical meeting

Review and resources

Use 4MAT principles to help influence and engage stakeholders in a proposed change in a way that is
meaningful to them. The key is thinking from other person’s point of view and presenting as ifyou are
answering their questions. The order of the information is alsoimportant, as it will engage the greatest
number of people quickly, based on their preferred thinking styles. Here's a sample structure you could use:

v

Mini What
o Why What How £

Give a brief The reasons  “What does “Howwill this  “What are the

summary that this is this change work for me?”  consequences if |

provides a focus important do?” “What “How can luse  dothis?” “What if

for your message.  “What'sinit  arethe thisina I don’t?” “What

Then_. for me?” essential practicalway?”  might be the
“What'sthe  details Ineed  “Howdo | repercussions?”
benefit?” to know?” implement it?” “What if | have
Then Then. Then... questions?”

Think of a real situation you have coming up where you need to present a compelling case for action. How
could you use 4MAT to help you create meaning for your stakeholders?

For more tips and tools for understanding others, take a look at the 'In their Shoes” toolin the Resources
1
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