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Introduction 
Return on Investment (ROI) is the reason why investors give companies money, and is the reason why senior managers give their managers budget funds. Although someone reading today’s popular business literature would think that ROI is a new requirement, it has always been required. Some of the business world seemed to have forgotten this fact for a short time in the late 90s. We agree with the need to support projects with ROI analyses. Further, it is our position that ROI-based support is a necessary component in a larger analysis – developing a business case. 
Imagine you’re the CFO, or some other manager with budget funds to distribute. You have four options for allocating these funds. Two come from departments, Sales and Customer Service, that want to conduct large-scale IT projects. The third option is to hold onto those funds and either pay down debt or invest the cash in a bond. Finally, you can decide to divide the money into any combination of these options. How will you decide among these investments? ($500)$0$500$1,000$1,500$2,000$2,500Cash Flow (in $000s)200220032004200520062007YearReturn on Investment 
If you’re like most business-people, you would analyze the relative business benefits of each investment, and choose the best one. However, it is surprising how many organizations do not do this in actual practice, or do so in a flawed manner. The result? CFOs and senior managers reject projects or send business cases back for rework. In the end, everybody is frustrated with the process. 
In this white paper, we lay out the components of a good, solid business case. We cannot guarantee that all of your project requests will be approved if you follow this plan. However, you can be sure that your request will be fully understood by your company’s decision-makers and given its due consideration. 
The Process Itself Is Valuable 
General Dwight Eisenhower once remarked that, “The Plan is nothing. Planning is everything.” In other words, the act of discovery and questioning that goes into planning helps military leaders anticipate obstacles and understand the risks of a 
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