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BAPL Job Description
Title: Strategic Lead Business Analysis Consultant

Reports to: Service Manager (SDM)

Direct reports: Functional leadership of a team of business analysts at the assigned client site, only when required by allocated client service, as designated by the SDM.

Mentees for career development guidance, as designated by the SDM. 

Job Purpose: Make BAPL better. Drive better software products, projects, and initiatives through exceptional business analysis outcomes for BAPL customers. Evolve allocated customer relationships to BA as a Service (BAaaS) model. Oversee the successful delivery of business analysis services on allocated client site/s as well as deliver specific services. Identify and support opportunities for BAPL to expand the consulting team at allocated customer site/s.

Provide mentorship to an identified sub-set of BAPL consultants by supporting their career and skills development (in support of business analysis client satisfaction), assisting with quality and issue management and general service guidance when requested.

Provide coaching BAPL BAs (and sometimes client BAs if required for the service) to enable greater client satisfaction including skills development and application, issues management etc.

Drive thought leadership both internally to BAPL consultants and externally to BAPL's current and prospective clients, and the industry in general.

Responsibilities

Service Delivery and Team Leadership
· Deliver (or oversee the delivery of) business analysis consulting services in alignment with Service Delivery Specifications (SDS) and to the satisfaction of clients, applying and adapting the BAPL service delivery processes.
· Coach BAPL Consultants on an allocated customer site in business analysis and consulting.
· Support the needs analysis and delivery or brokerage of BAaaS components to uplift customer capability and maturity, including but not limited to:
· Methods, Metrics, and Tools - embedding our fit-for-purpose methods into customer ways of working. Supporting configuration of customer toolset and/or integration of BAPL tools (e.g. CoE, templates) into customer methods.
· Service and Quality – championing outcome-focused delivery with customers. Deploying quality tools to improve business analysis products. 
· Career Development, Training and Development – enabling the customer to have/develop the tools and processes needed to provide career development and training development for their cohort. 
· Demand/capacity management for customer business analysis cohort – helping customer scope, estimate and plan proposed initiatives. Sharing forecast needs with BAPL to ensure we have capacity to support needs.
· Advocate for the value of BAPL’s IP, service delivery processes and methods, both internally to staff and externally to customers/the market.
· When leading a consultant/team:
· Support the customer and BAPL with the allocation of work, considering demand, capacity and capability of assigned BAPL Business Analysis Consultants on site.
· Determine the approach to deliver the service to the level necessary for the consultant to complete the execution.
· Provide ongoing guidance to consultant(s) in the delivery of the service(s). 
· Elicit feedback on the performance of the business analysts within the team and the service as a whole
· Peer review business analysis deliverables and service management tools (SDS, workplan, status reports) to proactively identify issues and/or consultant support requirements. Identify opportunities to enhance the services’s performance as well as the practice’s methods, tools and templates.
· Work to proactively resolve potential service issues by conducting regular quality checks on service deliverables with consultant cohort at client site or with assigned mentee.
· When/if issues arise, work to support the facilitation of a successful resolution. This support may include collating information, meeting with parties to facilitate resolution, escalating to the client manager where appropriate or escalating to the SDM where appropriate. In addition, providing clear and well documented instructions to BAPL consultants with measurable improvements and action items. 
· Elicit referral information from customers and case study material on BAPL successes.
· Complete other tasks and value-adding services allocated by the SDM from time to time.

Business Growth
· Consult with key customer contacts to identify opportunities to expand the BAPL presence at a designated client site/s and to mature BAPLs breadth and depth of partnership.
· Support BAPL to scope, estimate and plan approaches to deliver business analysis services, develop sales proposals and respond to tenders, subject to availability.
· Establish the pattern of delivery for a new client (or new service at an existing client) such that allocated consultant(s) are able to continue with the ongoing delivery of the outcomes required for the service. 
· Use your professional network within and outside of client site to identify new business opportunities and refer warm client contacts from within prior customer networks.
· Use your professional network to identify suitable candidates to refer for consulting roles at BAPL.  

Thought Leadership
· Demonstrate thought leadership in the discipline of business analysis both internally to BAPL and within the market.
· Look for new/innovative ways to add value to BAPL and support the achievement of BAPL’s strategic goals.
· Develop IP based on industry domain expertise to enable BAPL to highlight our understanding and depth of capability and experience in this space. 
· Play an active role in the development of IP delivery of professional development through BAPL-sponsored events including BAPL Professional Day and BAPL Professional Development Sessions.
· Represent BAPL at Key industry events.

Career Mentoring
· Mentor BAPL staff mentees (as allocated by the SDM) in business analysis and consulting.
· Developing forward plans to enable a successful mentoring relationship including – regular discussions with mentees.
· Reinforcing the need for consultants to have a career plan in place, driven by their competency assessment and using this as the foundation of the mentoring advice.

Notes: 
· Coaching Definition - Part of Service Delivery and Team Leadership. This relates to working with the consultants in a detailed manner to ensure they are delivering and displaying the qualities needed to enable a high level of client satisfaction in line with BAPL expectations. This includes their soft skills, hard skills, and deliverables needed for a successful service outcome. 
· Mentoring Definition - Part of Career Mentoring. This relates to working with the consultants in an advisory manner focused on the development of their competencies in line with the career development plan. This includes monitoring their progress in their plan and prompting them when progress is slowing. This also includes pointing them in the right direction for information on how to learn specific competencies.
· An inherent requirement of this position is the ability to enter and work at our clients’ workplaces. As most of our clients require that all service providers working in their workplace(s) are fully vaccinated against COVID-19, you will be asked if you consent to provide information about your vaccination status during the interview process. If you provide this information, it will be collected and stored in accordance with our obligations under the Privacy Act 1988. It will be used in order to assess your ability to fulfil the requirements of the position and if you are successful with your application for associated employment and business purposes. If vaccination is contraindicated due to genuine medical or religious grounds or other extenuating circumstances, we will work with the candidate to explore whether any reasonable adjustments can be made.
· All successful applicants will be subject to a Criminal History Check, in alignment with our customers' requirements.
· BAPL services a client base located in and around the greater CBD areas and an inherent requirement of this role is the ability to travel to client sites within a work location.
Demonstrated competencies:
Able to demonstrate the following competencies (based on SFIA V7):
· Organisational capability development OCDV 6
· Methods & tools METL 6
· Business situation analysis BUSA 6
· Feasibility assessment FEAS 6
· Requirements definition and management REQM 6
· Consultancy CNSL 6
· Demand Management DEMM 6
· Resourcing RESC 6
· Service level management SLMO 6
· Enterprise and business architecture STPL 5
· Learning delivery ETDL 5
· User experience design HCEV 5
· Product management PROD 5
· Quality assurance QUAS 6

	OCDV 6
	Leads substantial improvement programmes. Seeks out, identifies, proposes, and initiates capability improvement activities within the organisation. 
Plans and manages the evaluation or assessment of organisational capabilities. Selects frameworks, approaches and techniques for use. 
Takes action to exploit opportunities to deliver measurable, beneficial impacts upon operational effectiveness. Devises solutions and leads change initiatives including communication, transition and implementation activities. 
Monitors international, national, and sector trends in order to establish the needed capability.

	METL 6
	Develops organisational policies, standards, and guidelines for methods and tools. Sets direction and leads in the introduction and use of techniques, methodologies and tools, to meet business requirements. Leads the development of organisational capabilities for methods and tools to ensure consistent adoption and adherence to policies and standards.

	BUSA 6
	Initiates and leads business situation analysis where there is extensive ambiguity, complexity and potentially significant impacts on the organisation. Establishes and promotes the need for holistic business situation analysis prior to change programme initiation. Engages with stakeholders at executive level and advises on recommended change initiatives. Defines organisational policies, standards and techniques for business situation analysis.

	FEAS 6
	Establishes an organisational framework and standards for feasibility assessment and business case development. Directs and leads feasibility assessments for initiatives that will have a significant impact on the organisation. Engages with senior stakeholders to clarify the strategic context for investment options. Directs and leads the selection of feasibility assessment approaches and techniques that are relevant to the business situation and options. Presents feasibility assessments and business cases to senior stakeholders and supports decision making regarding investment options.

	REQM 6
	Develops organisational policies, standards, and guidelines for requirements definition and management. Champions the importance and value of requirements  management principles and the selection of appropriate requirements management life cycle models. Drives adoption of, and adherence to, policies and standards. Develops new methods and organisational capabilities. Plans and leads scoping, requirements definition and priority setting for complex, strategic programmes.

	CNSL 6
	Manages provision of consultancy services, and/or management of a team of consultants. In own areas of expertise, provides advice and guidance to consultants and/or the client when delivering consultancy services. Engages with clients and maintains client relationships. Establishes consultancy agreements/contracts and manages completion and disengagement.

	DEMM 6
	Defines the approach and sets policies for the discovery, analysis, planning, controlling and documentation of demand for services and products. Organises scoping and business priority setting for strategic business changes involving business policy-makers and direction setters. Engages with and influences senior stakeholders to improve the business value delivered from new or existing services and products. Leads the development of demand management capabilities. Leads the integration of demand management with complementary strategic, operational and change management processes.

	RESC 3
	Supports managers and teams in resourcing and recruitment activities. Uses recommended solutions for planning, scheduling and tracking resourcing activity. Provides guidance on resource management and recruitment software, procedures, processes, tools and techniques.

	SLMO 6
	Ensures that service delivery is monitored effectively and that identified actions to maintain or improve levels of service are implemented. Ensures that a catalogue of available services is maintained and that service level agreements are complete and cost effective.  Ensures that operational methods, procedures, facilities and tools are established, reviewed and maintained. Negotiates with relevant parties in respect of disruptions and major amendments to the provision of services. Reviews service delivery to ensure that agreed targets are met. Prepares proposals to meet forecast changes in the level or type of service.

	STPL 5
	Develops models and plans to drive the execution of the strategy, taking advantage of opportunities to improve business performance. 
Contributes to the creation and review of a systems capability strategy which meets the strategic requirements of the business. 
Determines requirements and specifies effective business processes, through improvements in information systems, data management, practices, procedures, organisation and equipment.

	ETDL 5
	Manages the delivery of programmes of learning to ensure learning objectives are met. Plans and schedules the delivery of learning activities. Leads the design and selection of appropriate environments to support and enhance the learning experience. Customises learning activities incorporating relevant scenarios and case studies. Delivers learning activities to specialist audiences requiring the application of advanced technical and professional principles to unpredictable situations. Evaluates and monitors the performance of learning delivery activities. Advises others in learning delivery techniques and options.

	HCEV 5
	Plans and drives user experience design activities providing expert advice and guidance to support adoption of agreed approaches. Determines the approaches to be used to design user experiences. Uses iterative approaches to rapidly incorporate user feedback into designs. Integrates required visual design and branding into the user experience design activities.

	PROD 5
	Acts as product owner/champion for one or more products or services. Manages the full product life cycle to ensure that customer/user needs are met and that financial and other targets are achieved. Selects, adopts and adapts appropriate product development methods, tools, and techniques. Analyses market and/or user research, feedback, expert opinion and usage data to understand needs and opportunities. Develops product propositions and determines product positioning and variants for different customer and user segments. Prioritises product requirements, develops product roadmaps and owns the product backlog. Coordinates customer testing and product launches and supports communications and training. Anticipates changes in customer/user needs. Adapts products, and creates product retirement and transitioning plans.

	QUAS 6
	Leads, develops and is accountable for an organisational approach and commitment to quality assurance.
Ensures that quality assurance processes and activities are robust and reliable, and appropriately tailored to the organisation’s quality objectives. Plans and resources the organisational quality assurance activities, using internal or third-party resources.
Considers the implications of emerging technology, approaches, trends, regulations and legislation.
Monitors and reports on quality assurance activities, levels of compliance, and improvement opportunities.





Role-Specific Key Performance Indicators/Measures

In addition to achieving a ‘meets expectation’ level across all general performance criteria (see below), the following role-specific KPIs apply:
· All consulting services, whether delivered by self or by assigned consultants, have an outcome focus specified within BAPL IP and available within BAPL drives.
· Plans are in place and actions have been taken to deepen the partnership with the client as measured by the depth of our consultant base, the breadth of our influence across the client products and services, and the level of the client representatives we are engaging with – as determined in the 90 Day Plans.
· All Career Mentees have a Career Plan in place, and available within BAPL drives, and are incrementally actioning items outlined in their career plan.
· Mentoring sessions are conducted monthly or at a frequency agreed upon by the Lead and SDM.
· A RoadMap (or examples of outputs) is in place for the development and improvement of IP in a selected area of expertise and is being actioned according to the agreed upon (Lead and SDM) outcomes.
· 1 Professional Development session is conducted each year (minimum) to the practice, or at a frequency agreed upon by Lead and SDM, in the existing BAPL Professional Development forums. 
· 1 blog is released per quarter or at a frequency agreed upon by Lead and SDM.
· Leads play an active role in BAPL Professional Days uplifting the capability of the practice in areas agreed upon with Practice Manager.
General Performance Criteria
· Acquisition and application of skills, knowledge and IP - Acquires and applies relevant skills, utilises appropriate techniques and leverages internal IP to deliver client services successfully. Is self-motivated to develop capability where required to achieve successful service delivery outcomes.
· Client Focus and Accountability - Achieves agreed outcomes and takes accountability for optimising the value received by BAPL clients. Supports customer capability uplift and adds value to consulting services by leveraging practice IP.
· Communication - Listens/reads carefully, interrogates where required to ensure comprehension and replays understood meaning to ensure common understanding. Is clear and concise in written forms. Uses communication effectively to influence service success.
· Service standards - Provides a high-quality service to clients, aligned to the BAPL standards and agreed service expectations. Scales service delivery processes to ensure fit-for-purpose application for each service, in alignment with agreed expectations. Proactively initiates action to correct quality problems and notifies others where quality issues have been identified.
· Adaptability - Is adaptable and responsive to change and able to withstand challenges, bounce back from setbacks and learn from mistakes.
· Professionalism - Behaves in an appropriate manner at all times when representing BAPL in any capacity or environment. Presents with a state of mind that is conducive to the success of BAPL and its client services.
· Marketing, business retention and growth - Actively works to assure the preservation of existing services, identifies opportunities for growth and influences the probability of winning new work. Advocates for the achievement of BAPL’s Visions and Mission and demonstrates belief in the value proposition.
· Collaboration and teamwork - Fosters and drives effective teamwork and collaboration with client contacts, project stakeholders and the BAPL practice to ensure success and the success of the BAPL brand.
· Industry awareness and contribution	- Demonstrates awareness of developments and trends in the business analysis industry and proactively participates and contributes to its professionalisation and maturation in alignment with BAPL’s priorities and affiliations, always advocating the value of exceptional business analysis. Actively partners with BAPL to achieve mutual benefit.
Preferred Education & Qualifications

· CBAP Certification and/or other relevant industry certification 
· Tertiary degree in business or IT 
· Higher degree in business or relevant discipline preferred.
BAPL Values

· Product and Service Value
· Outcome-focused delivery
· Professionalism, Practice and Partnership 
· Collaboration based on Mutual Respect 
· Community 
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