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Today's IT Leaders on Market Trends

BUSINESS PERFORMANCE

ClOs Need to Speak the Language of Business
to Sell IT s Strategic Bene ts

arry Pritchard says its always been the bane of
his IT departments existence to have to articu-
late a return on technology investment. Some-

times, says the CI1O of Schaef er
Group North America, its sim-
ply dif cult to establish a return.
However, returns can be mea-
sured quantitatively, as long as
IT goals and projects are aligned
with business objectives.

We try not to do proj-
ects for technologys sake, says
Pritchard. We ask, What is the
business value of this project?
When youre talking with the
business leaders, can they articu-
late that it will help them gain
market share? If we are more
responsive to our customers, can

we gain a couple points in market share? If our Web site
is more exible for our e-commerce customers, what

can that translate to?

These are questions that many companies are ask-
ing themselves before making technology investments.
By now its clear that technology, in and of itself, is es-
sentially useless if people do not use it to improve the
business in some way, whether by improving process
and ef ciency, preparing for the next phase of growth,

growing sales or cutting costs.

The Language of Business

Its no secret that the most successful companies
are the ones that deliver the right products and services

near future.

Forty percent say theyve
been effective inaligning goals,

faster, more ef ciently, more securely and more cost-
effectively than their competitors, and the key to that
is a practical (not haphazard) implementation of en-

terprise technology to improve
business performance. IT ex-
ecutives and managers therefore
must speak the language of busi-
ness to articulate how technolo-
gy can solve business problems.

But thats not easy. Despite
an acknowledgment that tech-
nology helps solve business
problems and a widespread,
genuine desire to align business
and IT goals, alignment is still
a work in progress at a great
many companies. This is borne
out in a new survey by IDG
Research in which only 7 per-

cent of companies reportbeing I
very effective in aligning their
business and IT goals, despite
the fact that the vast majority leadership program
of companies surveyed say do-
ing so is a top IT management
priority, both now and in the
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