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By Renate Rooney
Technology is part of every business.
Staying one step ahead of your indus-
try’s technology curve can set you apart
from your competitors.  Experts agree
that companies will not survive this mil-
lennium without a successful IT
Strategy.

A company’s reluctance to enhance its
operating efficiency through new tech-
nology is often driven by the fear of the
unknown. CEOs who see technology
only as a necessary evil, not a key to

their business success are limiting their opportunities. Are you one of
these CEOs?

Whether you’re starting a new business or running an existing one, creat-
ing an IT Strategy can be a daunting process.  Following some basic
guidelines can help. 

Focus on the Business Objectives, Not the Technology.
If it’s going to be effective, your IT strategy should start with a clear
understanding of your over-arching business objectives. Companies often
mistakenly treat technology as the solution rather than a means to a clear 
business end. Business objectives can take many different forms, includ-
ing financial targets, such as revenue and profit growth, a decrease in
inventory levels or increased cash flow. Objectives may also include non-
financial goals, such as improved brand recognition or new product
launches.  Having clearly defined your business objectives, you now
know the areas of your business that need to be more efficient and pro-
ductive.

Assess Your Current IT Situation.
Evaluate your IT infrastructure; perform a gap analysis to determine if the
current infrastructure will enable your business objectives. For example,
your business objective may be to increase sales and customer retention.
Will your existing contact management software help you generate the
appropriate information you’ll need to grow your business? If not, then
you’ve identified a gap that will need to be filled. Once you’ve identified 

all of the gaps, it’s time to begin your IT plan. For each gap identified,
most likely there is an appropriate technology solution that, if properly 
implemented, can have a positive impact on the bottom line by reducing
operating costs and helping control expenses.

Benchmark – See the Possibilities.
Benchmarking information is plentiful in industry reports, periodicals,
etc. Whether you hire someone to help you or you do the research your-
self, make sure you talk to your peers, competitors, colleagues and
employees. Find out what technological solutions they deploy. They’ll be
able to give you firsthand knowledge about what works, what doesn’t and
why. People are very willing to share their tales.

Look For Long Term Solutions.
Don’t settle for short-term solutions. If you’re buying technology to solve
today’s needs, you’ll be obsoleting yourself. Don’t buy technology for
technology’s sake.  In other words, don’t get caught in the latest fads.
Make sure your purchases are focused on meeting your objectives.

Implement the Plan.
Your plan is only as good as its execution. Create an implementation plan
that is driven by realistic time frames. Don’t try to do it all at once.
Determine what will make the biggest difference to your business. Make
sure your plan includes training. People tend to circumvent the appropri-
ate training and ultimately do themselves and the business a huge dis-
service. 

Do It Again.
You’ve just finished developing your IT strategy for your company….
now begin again. Just like you regularly review, validate and update your
business strategy you need to do the same with your IT strategy to make
sure the two are in concert. 

Many companies that have embraced an IT strategy boast of how effi-
ciency, cash flow, profits, customer relationships and employee morale
have benefited. You can be one of them!

Renate Rooney is president of RCR Associates, a management and
operations consulting firm. She can be reached at (978) 456-7377 or
rrooney@rcr-associates.com.
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