
 Has a pain the QMS can solve

 Willing to collaborate with peers, 
     consultants and vendors to resolve 
     this pain as quickly as possible

 Respected and influential  

 Will support the project even when 
     you aren’t around

 Must be convinced that the 
      investment is worthwhile

 Sponsors the project

 Wants an established value 
     proposition that matches 
     their definition of success 

Organizations must show measurable business value 
and convince other departments, such as operations 

and IT, of the benefits a QMS can provide for them.

 Cares about maintaining the system 

 Wants to ensure there is no 
      added complexity 

 Wants cost reduction and 
      greater efficiency

 Wants technical details and 
     integration information

 Wants to reduce manual tasks 
     and the amount of data re-entry 
     and their impact on the extended
     supply chain 

 Recognizes a need to create 
      end-to-end visibility to respond 
     in near “real time” 

 Has a desire to improve supply 
     chain continuity and performance 

 Cares about the budget

 Wants to know how the QMS 
     can benefit other departments 

 Needs to consider the entire 
     organization, not just one site
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Download the Building a Business Case for QMS 
Investment White Paper to learn more 

It’s important to build a strong network of support for your business case proposal. 
Identifying your stakeholders up front will help you successfully build your business 
case for QMS investment, regardless of whether the goal is to expand your current 
QMS or implement a new system. 
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https://go.spartasystems.com/Building_Business_Case_Whitepaper.html

