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BAPL Value Statements Guideline v0.2

Document Purpose
The purpose of this document is to assist BAPL Consultants to write high-quality value statements by:
· Defining the quality criteria that a value statement should meet, 
· Providing examples of value statements that are judged to be meet that standard, and
· Providing guidance to Leads, Consultants and management team when writing and/or reviewing a value statement for a given service. 
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[bookmark: _Toc199920860]Introduction
A value statement describes the value to be delivered to a client on the successful completion of the service objectives as defined in the BAPL Service Delivery Specification (SDS). This is specified in the Service Outcomes section of the SDS.
Well defined value statements are important and useful as they:
· Clearly articulate why the Client has engaged with BAPL. 
· Build confidence within the Client that BAPL have a comprehensive understanding of their need to be satisfied through the Service.
· Provide critical information when looking to win re-purchase and gain referrals.

[bookmark: _Toc199920861][bookmark: _Toc475439483]Value Statements – Quality Criteria
The elements of a well-written Value Statement are as follows -it should be:
1. Written from the client’s perspective (use the Agile technique “Think like a Customer.”)
2. Clear and concise:
· Remove fluff,
· Direct, explicit, and to the point, and
· Plain phrases
3. Measurable: 
· Have quantitative ($) values wherever possible, and/or
· Refer to a period of time (e.g. Client saved $x per month or year)
4. Traceable to:
· Client objectives and business function(s) (e.g. Payroll, Finance, enterprise Risk and Governance, Supply Chain, Customer Services etc.), 
· BAPL’s deliverables defined in the service objectives,
· Quantitative values (if appropriate), and
· A time/period reference (optional)
5. Evolving:
· Updated as necessary throughout the Service, in particular when the SDS is updated and more depth and understanding is obtained during the service. 
[bookmark: _Toc199920862]Value Statement Structure
This section describes alternate ways of approaching the task of writing a value statement. Each one depends on the specific situation at the client and the level of insight/understanding they have for the initiative. This will evolve and mature over the lifetime of the service and the statement should be updated to reflect the increasing understanding.
The types of value statements are listed below in order of preference.

1. Achievement of Quantifiable Outcomes
In this case the value statement is written to explain how the achievement of the client’s objectives has enabled them to do something quantifiable (that they couldn’t before). 

Format:
Achieving the stated Service Objectives within the Business Function will produce X value by enabling client to save time/money by ... or providing a new business capability.

Achieving the stated Service Objectives within the Business Function will meet client objectives by enabling client to save time/money by ... or providing a new business capability.

NOTE: The “client objectives” and the “something” that is enabled may be derived from the relevant sections of the SDS, and/or by considering - Why is the client engaging with us? 

For example:
“Integrating the Zalora Luxury Marketplace with Michael Hill's existing systems has created a sales channel into two new countries (with the option to expand into another five new countries). This is expected to generate $0.5M in revenue within the first 12 months.”
2. Service Objective-driven
In this case the value statement is composed of two sentences. The first describes the service objectives i.e. deliverable(s) of BAPL’s service. The second states the value of this to the client. 

For example:
“BAPL delivered a comprehensive assessment and gap analysis that clearly defined CDU’s AV control and BMS requirements and ensured their alignment with the capabilities of the PlaceOS platform. Together these outcomes support CDU's strategic objective of a user-centric, innovative, and sustainable campus environment.”

3. ST(A)R Model - without the A
· The STAR model - Situation, Task, Action, Result is a way to provide a concise and structured description of a service. 
· In the case of a Value Statement, the Action part can be omitted (i.e. it’s implied as part of the Task)
[bookmark: _Toc199920863]Value Statements for Industry Business on a Page (BOAP) models
The industry BOAPs include a slide called the breadth slide that summarises the key projects delivered by BAPL for an industry mapped to the L1 or L2 processes and which include the value statements. 
If the value statement for a given service is selected to be added to the Industry IP BOAP, the value statement from the SDS should be used to populate the BOAP and de-identified as required.



[bookmark: _Toc199920864]Appendix 1 – Examples

CQU - Casual Staff Management
· This service defined, reviewed and recommended process and system changes to identify compliance and regulatory gaps and risks in relation to the payment of casual staff. Several local universities have failed recent government audits and the current impression within CQU is that they are also at risk of being fined $6 - $9 million.
Centacare
· BAPL engaged with Centacare to deliver high level Business Requirements, a Business Case, and a roadmap to secure the funding to acquire new system, the implementation of which resulted in savings to the organisation of $1.4M p.a.
Omni Channel Marketplaces (Iconic, Hudson Bay, Zalora)
· Omni Channel Marketplaces – Increased online channels for Customers to view and purchase product ranges resulting in additional revenue of $2.500,000 per annum.
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