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The Do’s and Don’ts
of Talking to Your Techie

LEARN THE BEST AND WORST WAYS TO
COMMUNICATE YOUR GOALS WITH YOUR
TECHNOLOGY FIRM.

your needs and fits your business. How do you make sure you
and the firm are speaking the same language to ensure that
projects are completed as efficiently and effectively as possible?

Do commit to the time necessary to educate your IT partner
on your business and your IT needs. We once had a client that
handed us a short write-up on what it wanted, and it expected
that to be all we needed. Wrong! The more you can help the IT
firm learn about your business and what you want to solve with
technology, the better the solution will be. Share your business
processes (under a confidentiality agreement, of course) and your
pain points, and the solution can be better tailored to fit your
specific situation.

Don’t feel like you have to lay out the exact software application
you want built. We’ve run into many situations in which what the
client said it wanted and what it truly needed were different. Keep
your focus on your business processes and what you're trying to
accomplish; leave the design of the solution to the experts. (They’ll
want your input on screens, reports and the like - we promise!)

Do let the IT firm know as soon as possible if a new require-
ment surfaces. IT people know that business doesn’t happen in
a vacuum; things change. If you let your IT partner know quickly
that requirements have changed, the firm may be able to include
the change in the initial release, or it may be best to hold it as an
enhancement after the initial release is complete.

Don’t give your IT firm an open-ended timeline. Ask it for
a schedule, and hold it to that schedule. This is mandatory for
keeping budgets in line and so that you know what you’re getting
when. Understand, though, that the more your requirements

Vou’ve found an information technology (IT) firm that suits

change, the more the timelines
will change.

Do be clear and realistic
about the priorities of your
requirements. Think in terms
of must-have, nice-to-have and
pie-in-the-sky, but understand
that if you list all of your re-
quirements as must-have, your
timeline for having software in
hand is going to be a lot longer.
Most software development
today is done in phases, so fig-

When Talking To

Your IT Firm:

Do:

B Educate them about your
business

B Let them know about new
requirements

H Be clear about your
priorities

Don’t:

H Tell them what solutions

ure out the key pieces of your
solution and focus on getting
them in hand first. Subsequent
releases will add additional
requirements.

Don’t be afraid to ask ques-
tions if you don’t understand something. IT is overloaded with
acronyms and its own terminology, and it’s easy to get lost if it
isn’t your field. In a recent meeting with a client, our software
architect gave an in-depth explanation of a particular facet of the
client’s software, after which the client said, “I have absolutely no
idea what he just said!” We backed up a step and drew pictures to
ensure that we were all on the same page. Your IT partner can do
that for you too. If something doesn’t make sense, ask.

The bottom line is simple: Communication is key to the suc-

you need
B Give them an open-ended
timeline
M Be afraid to ask questions

cess of any project. Invest the time and energy to establish good
communication with your IT partner, and you will see great re-
sults. m

Kristin Tucker & David Kocs (wwaw.tdktech.com) are principals of
TDK Technologies, a local I'T consulting firm.
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