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Pre-workshop reflection: 
Before you define your vision for RM, take a step back and really listen. What are your firm’s leaders already trying to achieve? What matters most to them right now? And what’s getting in their way?
A business case will land best when it aligns to the goals your stakeholders already care about—and the pain points they can’t ignore.

Action: 
Take 2–3 minutes to reflect and take a note of your answers before we begin the workshop.

Questions to answer:
· What are your firm’s strategic priorities right now?
· What do your leaders care about most?
· What challenges are currently blocking progress? 
· What metrics or KPIs are most visible or important at the top level? 
· Where does resource management already interact with these priorities—or where could it?


	Section 1: 
	What resource management is, and why it’s needed

	Guidance:
	· Start your business case with a clear, no-jargon definition of RM that aligns with your firm’s priorities.
· Avoid words like ‘scheduling’ or ‘admin’. Focus on RM as a business-critical function that drives project performance, profitability, and employee experience. 

	Action:
	Write a 2-3 sentence definition of RM you’d feel confident sharing with your leadership team. 



	Section 2: 
	Why change, why now? 

	Christine’s guidance:
	· This is your urgency section. The ‘why now’ should hit a nerve. 
· Don’t just talk about overworked teams—quantify the cost. Talk about margin erosion, missed growth opportunities, or unbilled time.
· A powerful tactic is to reframe scheduling problems as financial risks—suddenly the conversation shifts. 

	Action:
	Write down 2-3 specific problems in your firm that RM can solve. Try to express one as a financial risk (e.g., ‘X hours unassigned = £Y in revenue at risk’). 

	Christine’s example:
	· We were seeing 10% of hours utilized each quarter—that’s millions in potential revenue, and nobody owned that number until RM stepped in.







	Section 3: 
	How will it add value?

	Christine’s guidance:
	· Now you connect the dots: show how RM fixes the issues and then go further—show how it fuels growth. 
· Speak in value terms. Not just ‘we’ll be more efficient’—but ‘we’ll protect £X of margin’ or ‘we’ll scale without burning out our people’.
· I always encourage framing value across three levers: 
· Profitability: better utilization, fewer write-offs, and stronger margins. 
· Employee experience: reduced burnout, improved retention.
· Client experience: right people, right projects = better client outcomes. 

	Action:
	List your firm’s key pain points. Now map each to a specific RM value or solution. Then, write one line that connects RM to a leadership objective (e.g., ‘This will help us deliver on our growth targets without adding headcount.’)  

	Christine’s tips:
	· Use their language. Say ‘revenue protection’ instead of ‘fewer scheduling delays’.
· Also, be ready to counter myths. If people say RM reduces flexibility, show how it improves it through visibility and foresight.
· Use phrases like: 
· Revenue at risk
· Strategic capacity planning
· Scalable delivery
· Profitability protection
· Talent optimization
· Utilization uplift
· Cost of inaction, and
· Business-critical investment.
· Share the metrics you’ll track. KPIs like:
· Utilization rate improvements
· Reduced bench time
· Higher project margin
· Staff retention increases, and
· Forecast accuracy.
· Paint the picture of what’s possible—show what’s possible if RM gets the investment it needs.



	Section 4: 
	Anecdotes from within the firm

	Christine’s guidance:
	· End strong. Nothing beats proof. Even a small success story can give your case credibility. 
· Use a simple format: Pain → Solution → Result.

	Action:
	Jot down 1-2 examples of where RM worked (or where you could source stories). Don’t worry about perfection—real beats polished.

	Christine’s example:
	· We reallocated talent across two audit teams in Q3, avoiding £250k in write-offs and improving engagement scores. That got leadership’s attention. 



	Section 5: 
	Tech makes strategic RM possible

	Christine’s guidance:
	· If you want strategic resource management, you need the infrastructure to support it. Tools aren’t just operational—they allow you to plan, forecast, and make informed decisions. 

	Action:
	Start researching what modern RM tools can do—many firms don’t know what’s possible. 
Look for tools that offer: 
· Predictive workforce planning
· Real-time insights into utilization and demand
· Margin and delivery risk forecasting, and 
· Strategic, connected reporting.
Shortlist tech that aligns with your firm’s strategic needs—not just operational gaps. And don’t be afraid to ask vendors for help—tell them your goals and ask them to show you what’s possible. This is about enabling strategic impact, not just buying a new tool.



Turn your case into action: 
You’ve built a draft. Now make it real. 
Refine it with trusted allies. Get feedback. Tailor it to your leadership audience. And deliver it with confidence. 

Action: 
Write down your next step, who you’ll share it with, and by when. 
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