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Who’s Who



Global Management Consulting 
& Advisory Services

INTRODUCTION
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Shared
Services

From Business Case to 
Implementation, plus 

correction & optimisation 
of existing operations

Robotic Process 
Automation

Automation assessment, 
proof of concept, vendor 
selection & provider of IA 

solutions

Business 
Transformation

“Back office” 
transformation, 

M&A integration,
organizational design

Enterprise Wide 
Security

Business Continuity 
Planning & 

Organizational 
Cybersecurity
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Who We Are
Founded 2006, headquartered in California,  global 
offices, extensive work in Latin America
What We Do
Evaluations & assessments, strategic advice, project 
management, implementation support, process and 
market expertise

Where We Focus
Finance, Human Resources, IT, Procurement, 
Facilities, Customer Operations & other functions

The Chazey Difference
Practioners first, staff continuity, high ROI, knowledge 
transfer, client engagement in transformation
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OUR CLIENTS

WHERE WE COME FROM 
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AGENDA
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If you are considering implementing a SSO, it is crucial that you understand how to develop a dynamic business case 
to secure buy-in from faculty and employees to ensure that your shared services initiative doesn’t fail before 

implementation or during expansion
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•Treats its internal client with the same level of respect and service that external clients 
expect

Elevator 
Speech

•Provides non-core services to the institution, employing a specialist team, 
geographically unconstrained, and focusing on the requirements of the internal 
client. This involves a philosophy and approach totally unlike traditional “management-
driven” centralization.

Definition

•Has the goal of providing high quality, non-core, but mission critical services (which 
can include both repetitive common processes and more specialized professional 
services) to the institution at lower cost and more efficiently than the institution could 
otherwise provide for itself.

Goal

•Achieves cost savings and higher quality of service by leveraging organizational re-
alignment, economies of scale, technology, lower cost locations, standardized end-to-
end processes and best practice.

How-To



Centralization?
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 Remote from 
business

 Unresponsive 
and inflexible

 No Business/ 
Operational 
control over 
costs

 Viewed as 
central 
overhead

 Prevalence of 
shadow 
operations

Centralized

Challenges
 Disparate 

processes
 Multiple 

standards
 Duplication of 

effort
 Different 

control 
environments

 High cost and 
costs unclear 
across the 
business

 Not scalable

Decentralized

Challenges
 Responsive 

to Business 
and 
Operational 
needs

 Business/ 
Operations 
control 
decisions

 Customized 
solutions to 
meet 
Business/ 
Operational 
requirements

Benefits Shared
 Highly client 

focused
 Commercially 

driven
 Service 

Partnership 
Agreements

 Clear unit costs
 Flexible  

delivery
 Clear 

understanding 
of drivers and 
activities 

 Common 
systems and 
support

 Consistent 
standards 
and controls

 Tight control 
environment

 Economies of 
scale

Benefits

Costs too high, poor 
compliance environment

Unresponsive to
needs of business
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Methodology
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How the value assessment can be used to develop a roadmap or modify the 
existing plan
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Business Case
•Provides framework to achieve executive buy-in & sign-off; Acts as essential control mechanism 
•Key activities: stakeholder interviews, Activity Based Analysis, Leading Practices Diagnostics

Design
•Provides all templates, plans and frameworks to support actual deployment
•Key activities: Design processes & technology, plans for training, hiring & employee transition

Build
•Building processes & technology, training staff, and set-up of end-state location
•Key Activities: Configure processes, build technology, recruitment & training

Deploy
•Full operationalization of new end-state across organization with new processes and systems
•Key activities: Detailed deployment plan, testing, Service Partnership Agreements

Stabilize
•All functions fully integrated, process-orientated, client-focused, culture of continuous improvement
•Key Activities: Optimize work allocation, continuous training, comprehensive feedback review
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Business 
Case
•Complete Activity 

Based Analysis
•Confirm Baseline 

Performance
•Complete 

Stakeholder 
Analysis

•Leading Practices 
Diagnostics

•Create 
Opportunity 
Matrix

•Finalize 
technology 
assessment

•Develop Financial 
Business Case

Design
•To-Be Process 

Design
•Define Required 

Competencies & 
Identify Gaps

•Develop Initial 
Technology 
Specifications

•Select Location, 
Design Facility 
Confirm Costs

•Adapt/Write Job 
Descriptions

•Develop 
Technology 
Roadmap

•Complete Job 
Impact Analysis

Build
•Validate/Test 

Processes in 
Conference Room 
Pilots

•Build Technology 
Enabled 
Processes

•Develop Detailed 
Deployment & 
Cutover Plan

•Recruitment & 
Training

•Build Service 
Partnership 
Agreements 
(SPAs)

•Develop KPIs & 
Metric tools

•Build/Adapt End 
State Facility

Deploy
•Resource 

Deployment Team
•Deliver Detailed 

Deployment Plan.
•Test Readiness for 

Go-Live & Execute
•Implement & Sign 

Off Service 
Partnership 
Agreements 
(SPAs)

•Work Shadowing 
& Knowledge 
Transfer

•Implement 
Employee 
Transition Plan

•Roll Out 
Technology with 
Training

Stabilize
•Stabilize 

Operations
•Optimize Work 

Allocation
•Assess Client 

Interaction 
Framework

•Implement 
Continuous 
Improvement

•Assess 
Technology Tools

•Implement 
Continuous 
Training

•Conduct 
Comprehensive 
Feedback Review

End-State 
Detailed DesignKe

y 
De

liv
er

ab
le

s

Operational 
End-State

Stabilized 
End-State

Detailed 
Implementation 

Plan

Detailed Business 
Case
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Prioritizing these areas
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“Bots” transact in any IT application or website, typically in the same way a 
human would, to automate complex, rule-based work.
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Is it ever too late to create a business case?
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If you have already developed a business case, when should you go back to 
review?
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Case Study

UC Davis has four colleges and six professional 
schools, while the UC Davis Health System 
serves 6 million people from over 33 counties
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THANK YOU



CONTACT US
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Founder and CEO
Phil Searle
philsearle@chazeypartners.com 
M: +1 408 460 0785

Regional Director, US
Craig Ackerman
craigackerman@chazeypartners.com
M: +1 703 401 0419 

www.chazeypartners.com

www.linkedin.com/company/chazey-partners 

@ChazeyPartners  │  #ChazeyPartners

mailto:philsearle@chazeypartners.com
mailto:craigackerman@chazeypartners.com
http://www.linkedin.com/company/chazey-partners
https://twitter.com/ChazeyPartners
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