Facilitating Strategic
IT Investment Projects

Facilitating strategic IT investment projects to businesses and government
requires the ability to think and act like a CEO. IT Branchen has therefore

decided to provide training for their members helping them qualify to meet the
requirements associated with preparing proposals and presentations for the
scrutinization of top executives.

The Danish IT Association and TBK Consult will be
organizing training for Key Account Managers and pre-
sales consultants, who are involved in the facilitation of
strategic IT investment projects.

The training is provided as a 3-day workshop. The
participants are given an understanding of how
decisions are being made at the executive levels as well
as an opportunity to exercise these insights based on
business case scenarios.

The business case scenarios are staffed with “real
life executives” who are involved with IT investment
decision making on a regular basis.

After the workshop the participants will be comfortable with the C-level decision making process, with the terminol-
ogy and concepts applied, with the process of preparing an investment case for approval and with managing the
clients purchase and investment justification process.
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Day 1

9.00 - 17.00
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9.00 -16.00
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