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Our Vision: 
To be the world’s leading association for business analysis professionals.

Our Mission: 
To develop and advance standards for the practice  

of business analysis and for the certi!cation of its practitioners.
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Thank you—your continued support has  

helped to make these accomplishments possible.

www.theiiba.org
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IIBA is Building Bridges

Everyone talks about the Business Analyst as being the 

“bridge” in any project. Now IIBA® is building bridges with 

other professional associations to help further our individual 

goal of gaining recognition for the value of the BA, as well as 

the collective goal of improving the way we work with these 

professions to solve business issues. 

First, we are excited to have an agreement with Project 

Management Institute (PMI®) to collaborate on an initiative 

that will identify touch points between the PMBOK® and 

the BABOK®. We often hear people say there is duplication 

across these two bodies of knowledge. This process will 

help us formalize how BAs and PMs work together to ensure 

successful project delivery. 

The Joint Publications Project is scheduled to begin in 2010 

and we hope to have content before the year is over. More 

details about this project will be included in upcoming 

newsletters.

But PMI is just one of the relationships we are formalizing 

in 2010. 

Last month in Las Vegas, Kevin Brennan, Vice President 

of Professional Development and I attended the highly 

successful Business Rules Conference. There we met with 

the founders of the Business Rules Group, the conference 

organizers. We are pleased to announce that IIBA has agreed 

to co-host the event next year which will be expanded to 

include additional business analysis content. The location 

and other details have not yet been confirmed, but should 

be determined early in 2010. Stay tuned for more details.

As BAs we know business rules are an important component 

in our tool kit. Rules are critical to understanding how 

businesses work. By working with the Business Rules Group 

on this expanded event, IIBA hopes to make the BA – 

Business Rules connection more clearly understood, and the 

tools available in the business rules space better utilized by 

business analysts.

In addition to business rules and business analysis, there will 

be a third pillar of knowledge at the conference—business 

process modeling. Business Process Trends (BPTrends) has 

been an active partner in the Business Rules Conference 

for a number of years. According to their website the goal 

of BPTrends is “…to provide a comprehensive, easy to 

understand perspective on all aspects of business process 

change, allowing managers to look at the full range of 

business process change opportunities, options and 

solutions before making decisions concerning business 

process change initiatives in their organization.” 

IIBA is pleased to be working with BPTrends as process 

modeling is another important component of the BA tool kit.

By working with PMI, The Business Rules Group and 

BPTrends, IIBA will truly be putting the pieces together that 

will help drive business solutions.

Q4 Senior Leadership Team Meeting

The IIBA Senior Leadership Team (SLT) just finished its 

4th quarter planning session. The SLT met for two days in 

Toronto to review budgets for the operational groups and to 

assess business cases for major 2010 initiatives. A few of the 

projects on the list include:

Online Chapter Membership Registration

Chapter Tool Kit of Resources

Associate Level Certification

Online CDU Tracking for Certification

BABOK® Guide  Wiki

Translating the BABOK® Guide into multiple languages

Competency Model enhancements

More frequent Webinars

Podcasts

We will keep you posted on when you can expect the 

delivery of these exciting new initiatives. 

Reflecting on 2009

As we reach the end of 2009, it is natural to reflect on the 

past year. This was a very important year for me. After 5½ 

years as the “part-time” president (retaining my day job to 

pay the bills), I became the full-time CEO of IIBA in June. I 

have now been in this role for six months, and am pleased 

that the Board has agreed to keep me on. 

As a volunteer I always knew there was much work to do. 

But being full-time I realize how much more there is still left 

to be done to continue on this association’s very successful 

journey. To accomplish this work and to implement all 

of the new ideas and initiatives, I want to add more full-

time staff in key positions, as most of these roles are still 

volunteer. Once again, I want to acknowledge and thank 

our volunteers—without the efforts of this large group of 

dedicated, hard working people, IIBA would not be where it 

is today. 

Letter from the President
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How to Uncover Hidden 
Requirements: The Value of Base 
Level Users in Requirements 
Sessions 

By Alan Smith, Business Analyst, Geneca

Over the years, there have been many improvements to 

the process of choosing stakeholders for requirements 

sessions. Today, the idea that a software team can gather 

requirements without direct participation from business 

stakeholders is outdated.  Receiving sufficient quality 

customer input1, involving business decision makers in the 

requirements process, aligning the requirements to business 

objectives2, and making the technology and ideas accessible 

to the business has enabled software development to more 

predictably deliver business value.  

Business stakeholders, however, are not necessarily 

interchangeable resources. For the best project outcomes, 

it is often necessary to have business stakeholders who 

have the authority to make business decisions as well as 

stakeholders who have knowledge of business processes. 

However, even when both these stakeholders are 

represented, you might still find the solicited requirements 

are incomplete. So what’s wrong?

As you know from previous newsletters, I have been 

travelling for much of the last two months, meeting with 

chapters, members and organizations that employ BAs. In 

the new year, I will go back on the road. My goal is to keep 

spreading the word about the value of the BA role, and to 

educate companies of the importance of making the BA a 

key position. The more people I meet and the more I speak 

with them about IIBA, the more positive influence we will 

have on the role of the business analyst and the success of 

our organization.

IIBA has realized the incredible success we have today 

because you, our members, have believed in and supported 

us. We want to continue to earn your support by delivering 

new products and services that are of value to you. 

Remember, IIBA is your association, so be sure to let us know 

Member Contribution

if you have ideas on how we can further enhance the value 

of your membership.

I would like to take this opportunity to wish you all a very 

happy new year. I’m confident that 2010 will be the most 

important year ever for IIBA.

 

 
Kathleen Barret 
IIBA President

Read Kathleen’s Blog

Most likely, what’s missing is the perspective of a resource 

who has knowledge of business operations and is also an 

end-user of the system. A base level user who knows not 

only how the system actually works from the ground floor, 

but also knows about  the undocumented bugs—and the 

work around to get from A to B—that the current system  

may have.   

Adding base level users to the requirements session 

improves the quality of business information and project 

implementation. This resource is often cost effective and 

typically has more availability than the stakeholders who 

wield the power to make business decisions.

There is a wide body of knowledge regarding User Centered 

Design, which emphasizes the value of using end-users 

in the requirements process to develop solutions that are 

usable for end-users. Often the base level resource is the 

primary end-user of the system.  Users involved in the 

design of a solution from the beginning understand how 

that solution works and are better equipped to use the 

solution after it has been developed.  The User Acceptance 

Testing process is also enhanced when the base level / 

primary end-user is involved in testing, satisfying one of the 

key goals of User Centered Design3.

Base level resources are often essential to the requirements 

process because they have knowledge of ground level 

businesses operations that other resources are often not 

aware of. Using the appropriate operational requirements 
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ensures that the end-user can use the product to achieve 

the stated project goals4. This prevents requirements from 

addressing only things as they should be rather than how 

they are.  

Conclusion:

The idea of improving the requirement process by including 

business stakeholders, users, and SMEs into requirement 

solicitation sessions is already established in business 

analysis literature. Using a base level user, who most often 

fits into one or more of these categories, in the requirement 

solicitation process is a low cost way to supplement 

business stakeholders. Incorporating base level resources 

into requirement sessions also provides the benefits of 

broadening the perspective of the business stakeholder 

group to include operational knowledge and end-user 

feedback. 

About the Author

Alan Smith is a Business Analyst at custom software 

development firm, www.Geneca.com. He has experience leading 

requirements sessions in the E-commerce and Health Care 

domains. Alan can be contacted at alan.smith@geneca.com.

Sources:

Clark Ching, 1. Don’t Let the Engine Run Out of Fuel

A. Aurum and C. Wohlin, 2. Aligning Requirements with Business 

Objectives:  A Framework for Requirements Engineering 

Decisions,  Proceedings Requirements, Engineering Decision 

Support Workshop, Paris, France, 2005.

Dumas, J. S., & Redish, J. C. (1993). 3. A Practical guide to usability 

testing. Norwood, NJ: Ablex.

Celluci, Thomas A., 4. Developing Operational Requirements:  A 

Guide to the Cost-Effective and Efficient Communication of 

Needs, Version 2.  November 2008.

Five Secrets of Successful 
Virtual Meetings

By Dr. Penny Pullan, PhD, MA (Cantab) PMP, MAPM, MBCS, 
MIET, CPF, CEng

Virtual meetings are fast becoming the norm for many of us 

business analysts. Some business analysts spend more than 

twenty hours a week in them. But how can we make them 

work? After all, the meetings and workshops that we run 

aren’t simple and straightforward.

In this article, we’ll look at five secrets that will help you 

improve your virtual meetings.

In 2001, I was working as a business analyst within a global 

team. Then 9/11 happened. Air travel stopped. Full stop. For 

several months, no-one in our organisation flew. We had to 

find another way. We had instant messenger, Netmeeting, 

audio and video conferencing. I was already a trained 

facilitator. So we ran virtual meetings, even user training, 

and it worked. Sometimes it takes a tragedy to force us to 

work in a different way. I’ve used virtual meetings every 

since and they can be effective.

What are the drivers now?

Fast forward to 2009. The drivers for meeting virtually are:

fewer co-located projects;

outsourcing, which often brings cultural and time zone 

issues as well;

cost reduction, particularly focusing on travel budgets;

sustainability and the need to reduce carbon footprints;

home working;

swine flu and SARS threats;

meeting rooms being unavailable.

Secret #1: It’s Not the Technology. 

While good, reliable technology is very helpful, you don’t 

need the latest tele-presence equipment to have a great 

virtual meeting. A simple conference call can be very 

effective if:

you have a clear purpose for your meeting, 

people know and trust each other, 

you have clear, agreed objectives.

BAs Helping BAs

IIBA is offering a new feature in the newsletter entitled  
BAs Helping BAs…and that means we need your help!

Do you have a business analysis question or issue and 
need a solution?
Do you have a great solution to common issues faced  
by BAs? 

Post your questions or solutions to the BAs Helping BAs 
page on the Community Network. Members will be 
asked to vote and the best answers will be published in 
upcoming newsletters.

Member Contribution
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Too many people imagine that the next investment in 

technology will fix their virtual meetings. On its own, it 

won’t.

Secret #2:  Preparation is Key.

Short and effective virtual meetings are the result of 

preparation. Too many people think that virtual meetings 

are less formal than face-to-face, and so need less work 

beforehand. However the opposite is true. Be clear on these 

aspects before you start:

What is the point?

What are the things we want to have achieved by the 

end?

What is the time plan?

Who is going to be at the meeting, and why?

How are we going to work together (sometimes called 

the “ground rules”)?

What happens next?

How? The whole group needs to have a shared purpose. 

Every member of the group needs to trust the others 

and feel committed to achieving the goal. It helps to get 

together at the start of a project and then meet face-to-face 

every three to six months. 

Secret #4: Don’t Do It All Yourself. 

Get other people involved, as it’s a fabulous way of keeping 

them engaged and freeing you up to lead the meeting. Ask 

different people to facilitate some parts. Get a volunteer 

to be an ‘action scribe’ to record and share actions as 

they come up. Have a timekeeper. Have some technology 

support available. Let people know that they can be asked 

anything at anytime. 

Secret #5: Get Things Done.

When I talk to business analysts about virtual meetings, 

there’s something that I hear over and over again. Actions 

often don’t get done. We need to think how we can get over 

this barrier:

So how can you make sure your 

actions are like the red arrows in 

the picture, not the blue ones? 

Circulate the actions immediately. 

Discuss how you’re going to 

follow up on progress and how 

people will be supported to 

make sure they carry out their 

actions. This will build on the trust and commitment that 

you’ve built earlier. If you have trust and commitment, you’re 

much more likely to get actions done. All the best!

About the Author

Penny Pullan is a certified facilitator and business analyst. 
She works with project people who need to run really 
effective virtual meetings. Download tools, a master class, 
receive tips to increase your success and find out what the 
94 issues are that you’ll need to overcome at  
http://www.conferencecallsmadeeasy.com.

Secret #3: It’s Not About Control, It’s 

About Engaging and Collaborating.

Although some people try, we know 

deep down that it isn’t possible to 

control other people in virtual 

meetings. If someone tries this in a 

conference call, people are likely to 

disengage and read their e-mail 

instead. In a virtual meeting, you need 

people to engage with the subject and 

to collaborate with each other. 

Member Contribution
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Meet the SLT
Jonathan Anderson, Vice President, Membership

1. How did you get involved in IIBA?

I originally started in New Zealand. 

I was working in Wellington at the 

time and started to get involved with 

the NZ pre-Chapter working group. 

I assisted in establishing the first 

Chapter in NZ and became their Vice 

President of Marketing.

2. What initiatives have you been 

involved in? 

I’ve assisted in getting the NZ Chapter up and running, 

worked on the certification committee to assist in 

establishing the recertification process, worked with the 

Toronto Chapter to try and get a Mississauga branch up and 

running. Finally, I’ve started in this new role as Vice President 

of Membership 

3. What goal would you still like to accomplish?  

To reach 30,000 IIBA members in three years. 

4. Why do you volunteer for IIBA? 

I thought it would be a great way to get involved with 

business analysis, increase my knowledge of the profession, 

assist with my career and help mold a new professional 

body. 

5. What would you say to members who are considering 

volunteering? 

It’s a great experience and we can use any time that you can 

provide. The more people we have helping us, the better 

our institute will be.

6. What is your wish for IIBA over the next 12 months? 

To continue to grow and meet the needs of its members. 

Business Agility and the New 
Role of the Business Analyst

By Michael Hugos for CIO

Business analysts are indispensable agents for achieving 

business agility

For the last decade the software developer has been 

the only rock star of our Internet driven world. That’s 

about to change. The gee-whiz effect created by Web 

2.0 applications, social media, smart phones and cloud 

computing has worn off and people don’t need to be 

programmers any more to use these technologies; now 

companies want to use them to drive business and make 

money. That’s where the business analyst comes in....

To read the article which quotes Kevin Brennan,  

Vice President, Professional Development, visit   

http://advice.cio.com/michael_hugos/business_agility_

and_the_new_role_of_the_business_analyst.

Contribution IIBA 

Real Learning for Real LifeRealal Learning for Learning for RealReal LifeLllRRealll Learning forLearning for RReallRRea Lifelll

Bachelor of Science Degree 
in Business Information 

Management

Enroll today!

800-756-7920

Accredited by The Higher Learning Commission and a member of the North Central Association of Colleges and Schools • www.ncahlc.org • 800-621-7440 • Bellevue 
University does not discriminate on the basis of age, race, color, religion, sex, national origin, or disability in the educational programs and activities it operates.

CBAP® is a registered certification mark owned by International Institute of Business Analysis (IIBA®).

12929 - 10/09

®

IIBA Holiday Closure
The IIBA offices will be closed for the holidays from 
December 24, 2009 to January 3, 2010. 

If you have any questions, please send an email to the 
appropriate contact found on the “Contact Us” page on 
our website and you will receive a response the week 
of January 4. If you’re not sure who to contact, please 
email info@theiiba.org.

We wish everyone a safe and happy holiday season.
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Chapter Spotlight - Winnipeg

By Janice Malo, Vice President at Large  
and Melanie Osadchuk, President

The IIBA® Winnipeg Chapter, founded in January 2005, was 

the first IIBA chapter to be chartered. The chapter started 

with 15 members and today has grown to 60 members. 

When founding the chapter one of the main issues we 

encountered was building awareness. This proved to 

be a challenge in two ways: within the business analysis 

community and the larger business community. We 

not only wanted to build interest with BAs to entice 

new members to join, but also wanted to demonstrate 

the value of IIBA to companies to encourage member 

sponsorship. 

To help get the word out our chapter leveraged a local BA 

Special Interest Group. The BA Special Interest Group was 

key in the start-up of our chapter, with most of this group 

becoming the first members of the Board of Directors. 

This group of BAs had developed a distribution list of 

over 100 BAs in the community. Our chapter started to 

market to this list and we continue to build it. To further 

increase awareness our chapter holds Executive Breakfasts. 

These breakfast sessions provide a vital opportunity to 

market IIBA to senior executives within our larger business 

community. 

Other challenges for our chapter included determining the 

number of meetings to be held per year, and identifying 

the types of topics that would be of interest to the BA 

community. To identify meeting frequency and topics we 

sent a questionnaire to our BA distribution list asking for 

feedback. This proved to be very effective and allowed us to 

provide our members with content they were interested in.  

Managing the memberships and renewals was another 

area that proved challenging for the first few years. To 

address this issue our chapter engaged the services of 

a vendor that provides online registration software. 

This software is used to manage our membership and 

renewal process, as well as registration for sessions and 

conferences. 

An issue we still face is getting the local business 

community to buy into the value of IIBA and assist their 

BAs by sponsoring their memberships. Through direct 

contact, our Executive Breakfasts, and BA Conferences we 

are noticing significant improvement in interest and value 

recognition.  

Our chapter holds quarterly meetings, in addition to our 

annual BA Conferences and seminars. Keeping these 

meetings fresh and creative requires significant effort from 

our Board. 

To get new ideas, we bring new people to our Board and 

hold periodic strategic planning sessions, challenging 

ourselves to “think outside of the box”. We have also 

met with other forums such as CIPS and PMI to obtain 

additional ideas. 

We are focused on continuing to grow our membership, 

and to do this we need to increase BA awareness. Our 

chapter has held joint sessions with PMI in the past, and 

we continue to ask our members for feedback and advice. 

Through the success of our BA Conferences we have built a 

strong financial base that allows us to periodically bring in 

new and creative presenters from out of town to keep our 

members interested. 

Chapter Update 

Contact InQuestra for more information:

877.906.2258       www.inquestra.com
IIBA® is a registered trademark and CBAP® is a registered certification mark owned by International Institute of Business Analysis.
This registered trademark and registered certification mark are used with express permission of International Institute of Business Analysis.

IIBA® CBAP® V2.0 PRACTICE EXAM
Limited Time Offer from InQuestra Learning - Cost only $49.99 USD

When you think you are ready for the exam, what's left to do? Be absolutely sure! With the same
number of questions, the same Knowledge Areas weightings and the same time duration as the 
actual IIBA CBAP® Exam, InQuestra Learning's practice exam is as close to the real thing as you can get!

“From my many hours of studying I thought I was prepared, however, this practice exam proved to

me otherwise! I’m glad I found out now before I wrote the real thing.”

Missy, Dept. of Transportation
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The biggest lesson we have learned is that BAs are creative 

people. We need to ensure that we have a great pipeline 

of session, training and workshop ideas to provide 

our members with value and keep them interested in 

attending meetings.  

Since establishing the chapter we have become more 

aware of the fact that the definition of the role of the 

Business Analyst is unclear in the industry, and that there is 

a difference between the BA role and the business analysis 

competency. We have to keep reminding people that 

there are many business people who do business analysis 

on daily basis and while they may not hold the job title 

“Business Analyst”, they can still benefit from IIBA. 

Our greatest success has been our three BA Conferences 

with attendance of well over 100 BAs for each. We have 

brought in outstanding trainers and speakers, and 

delivered superior training to our local BA community.  

The most important advice we would give to a new 

chapter is to start with a great operational foundation.  

It is easy to get caught up in focusing purely on organizing 

excellent chapter meetings; however, if you do not set a 

great base it takes more time to deal with the day-to-day 

business of running a chapter. In the end, the extra effort 

needed for daily operations takes time away from focusing 

on the services offered by the chapter. 

We also recommend that new chapters develop processes 

for how to collect membership fees and track membership. 

Do not work out of file folders because as you grow this 

becomes impossible to manage. Determine how large you 

wish the chapter to grow then develop processes that can 

be maintained at that level. 

Our wish for the future of the Winnipeg Chapter and 

for IIBA as a whole is that we would like to see a clear 

understanding of the role of the BA in the general 

business community. We would also like to see the CBAP® 

designation become as widely recognized as other 

designations such as the PMP®.

Chapter Update 



IIBA® Newsletter

www.theiiba.org

9© International Institute of Business Analysis 2009. This newsletter is the copyrighted property of the International Institute of Business Analysis. All rights reserved.

Certification Update

2009 Certification Recap  

By Suzanne Bertschi, Certification Manager

2009 has been a big year for the Certification program:

In March we launched the online CBAP® application and 1. 

payment making it more convenient, more expedient 

and more ‘green-friendly’ for our applicants.

In June we updated the CBAP® application to be in line 2. 

with BABOK® Guide v2.0.

In August we launched v2.0 of the CBAP® exam and 3. 

in November, immediate scoring of computer-based 

testing (CBT) exams was implemented.

In September we implemented the recertification 4. 

process and application forms.

In November we began our recertification process with 5. 

the first 15 CBAP® recipients.  

2010 looks to be an even more productive year for the 

Certification program. Some initiatives we are considering 

include:

The launch of an associate intermediate designation.  1. 

The launch of an online recertification application and 2. 

payment process and online CDU tracking. 

Ongoing process improvements to the online CBAP® 3. 

application and process.    

We will have more updates to come on these and other 

initiatives in the coming year so stay tuned by reading our 

monthly newsletter and by visiting our website. 

CBAP® Exam - Immediate Scoring Now Available

Candidates who take the exam via CBT will see their 

results on the computer screen immediately after they’ve 

submitted their exam. If you have not received your exam 

results to date, you can email certification@theiiba.org. 

CBAP® Recertification Process

The Recertification section of the IIBA® website includes 

the following revised and new documents. If you are a 

CBAP® recipient, we strongly recommend you review these 

documents prior to submitting your recertification package.  

The CBAP® Recertification Handbook - REVISED

The CBAP® Recertification Application Form - NEW

The CBAP® CDU Reporting Form - REVISED

The CBAP® Code of Ethical Conduct and Professional 

Standards - Same one used for initial CBAP® application.

For more information on the recertification program, visit 

our website (www.theiiba.org).

CBAP® Update

To date we have 792 CBAP® recipients. For a listing of CBAP® 

recipients, visit CBAP® Listing. 

Please note that we mail out the CBAP® packages on 

a quarterly basis. The next batch will be mailed out in 

December so CBAP® recipients should receive their 

packages within the last week of December or first week of 

January.  

For more information on the Certification program, visit the 

IIBA website. For Certification questions not addressed on 

the website, email certification@theiiba.org. 

International Institute for Learning, Inc.

Free Webinars
IIL’s free webinars cover the latest topics

in Project, Program and Portfolio Management, 

Microsoft® Office Project and Project Server, 

Lean Six Sigma, Business Analysis and more.

In addition, most of these free webinars 

earn 1 PDU each! Register today!

For more information and to register

visit www.iil.com/webinars

Featured Business Analysis Webinars

t Every PM Should Know About BA

  Modeling

sing BA to Improve Odds of
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Q&A from the Webinar 

“An Introduction to Process Modeling”

Presented by Kevin Brennan, CBAP, Vice President, 
Professional Development

The webinar “An Introduction to Process Modeling” was held 

on November 24, 2009. If you missed it, you can view it now 

by visiting the webinar archives.

Q: Why use BPM over Use Cases when stakeholders can 

understand Use Cases much more easily, without training?

A: First of all, most business users can understand the basics 

of a BPMN diagram without training as well. The core of the 

notation—Events, Activities, and Gateways—are no more 

complicated than a flowchart and almost all of the business 

users I’ve worked with have had no trouble understanding 

it. Formal training might be useful if you want to walk your 

business users through complicated exception handling 

processes, but even there you can introduce the details to 

them on an as needed basis.

Beyond that, I would say that it’s important for BAs to have 

the ability to understand and apply several analytical tools, 

not to rely on only one. What I’ve found over the years is that 

even analysis methods that look similar on the surface often 

help you think about a problem in different ways and that 

the shift in perspective you get from trying a new technique 

can make a previously impossible problem suddenly 

become easy to solve. I’m still learning new business analysis 

techniques (I try to expose myself to a few new approaches 

every year) and would suggest at a minimum that every BA 

should be familiar with and know how and when to use all 

the techniques listed on page 14 of the BABOK® Guide.

Now that I’m off my soapbox, I’ll add that process models 

and use cases are very different tools.

Professional Development

Use cases are a linear narrative of events, which usually 

contain a limited number of actors. They are written from 

the view of a single, primary actor and describe how that 

actor interacts with a system to accomplish a goal. Most 

experts (such as Alistair Cockburn or Kurt Bittner) generally 

recommend that a use case include no more than 10 to 

15 steps. I generally use them for task analysis—that is, to 

understand how a system should support a person doing a 

particular piece of work.

A process, on the other hand, may include a very large 

number of steps. It may include different departments doing 

work in parallel to one another. It may include interaction 

among several different systems. It can take days or weeks 

to complete. A process model shows how a group of people 

co-ordinate the work they perform. 

In some cases, people suggest using business use cases 

instead of process models. However, it’s important to 

remember that a business use case is still a use case and is 

not suitable for describing something that may have dozens 

or hundreds of steps. A business use case may scope a 

process, but it is not a full description of the process. 

To read the entire article, please visit the Current Articles page.

New! Meet the CEO Monthly 
Webinar Series

Beginning January 5, 2010

IIBA® is excited to announce a new monthly webinar series 

for members starting in January 2010. On January 5, 2010 

and on the first Tuesday of every month at 10 a.m. ET, 

Kathleen Barret, President and CEO, will discuss current IIBA 

activities. This will be an opportunity for members to pose 

questions directly to Kathleen to better understand the 

initiatives of the association. 

This webinar is open to all IIBA members and will typically 

run for 30 minutes depending on the length of the address 

by Kathleen, as well as audience participation. For those of 

you unable to attend, each webinar will be archived on the 

website for future viewing.  

We hope you will join us for this new monthly webinar 

series. Registration details for the January 5 webinar will be 

sent shortly.

Visit the IIBA Community Network

Have you visited the IIBA Community Network yet? If not, 

you’ll want to check it out!

New articles and resources are being added constantly. 

You’ll find links to business templates and data models, 

plus tools, methodologies, white papers and more.

You can also read the blogs, join a group or participate in 

a forum with other BAs from around the world.

Get involved in your Community Network today!
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New EEP Vendors
IIBA® is pleased to present several new EEP vendors listed 

below.

Unified Process Mentors Inc.

www.UPMentors.com

Alberta, Canada

Endorsed Courses:

Requirements Management with Use Cases

Caliber Data Training

www.caliberdt.com

Illinois, United States

Endorsed Courses:

Enterprise Analysis

Requirements Elicitation

Requirements Analysis

McGill University - Centre for 

Continuing Education

www.mcgill.ca/conted/acad/generalstudies/

Quebec, Canada

Endorsed Course:

Comprehensive Business Analysis

Innovations In Business Solutions, Inc. 

www.iibs.ca

Ontario, Canada

Endorsed Course:

BA Fundamentals

One World Learning Ltd 

www.oneworldlearning.net

Cork, Ireland

Endorsed Course:

Lean Six Sigma

Sheridan Institute of Technology 

and Advanced Learning

www.sheridaninstitute.ca

Ontario, Canada

Endorsed Course:

Business Analysis Introduction

Newly Endorsed Courses

IIBA® is pleased to present these newly endorsed courses 

from our existing EEP vendors listed below. 

Technology As Promised, LLC / TAPUniversity 

www.tapuniversity.com

Nebraska, United States

Endorsed Courses:

TAP University Certified Business Analyst Professional 

Momentum Inc

www.m-inc.com

Pennsylvania, United States

Endorsed Courses: 

Plan, Elicit and Assess Requirements

Requirements Analysis

Requirements Management and Communication

Endorsed Education Providers (EEP™) Update
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Play to Win!
In the November newsletter, we asked “What is the name of 

the consultancy business owned by Mr. & Mrs. CBAP®?”

The correct response is:  MNK Consulting

Our winner is Tatjana Stankovic, Functional Specialist, 

Project Systems for Cameco Corporation in Saskatoon, 

Saskatchewan, Canada.

Congratulations Tatjana! You have won a copy of the 

Complete CBAP® v2.0 Study Guide from ASPE.

Now here’s your chance:

“According to the November newsletter, what is the name 

selected for the new IIBA® Monthly Newsletter?”

Please email your responses to IIBANewsletter@theiiba.org 

by December 30, 2009.

The winner will receive 

a virtual instructor-led 

Business Analysis course from 

Boston University Corporate 

Education Center!

Get the business analysis 

training you need, right from your very own desktop. 

Classes are live and instructor-led, so now you can 

participate in every aspect of a class just as you would in 

the physical classroom—without traveling or leaving the 

workplace! To learn more about our virtual, instructor-led 

business analysis training, go to www.butrain.com/go/

BAVirtual.

Boston University Corporate Education Center, part of 

Corporate Education Group, offers award-winning training 

in project management, business analysis, leadership, 

management, business process management, ITIL®, and 

more. Call 1-800-BU-TRAIN, or visit www.BUtrain.com.

Newsletter Giveaway Advertise in the IIBA Newsletter

Policies

IIBA® will only accept advertisements from organizations directly related to the 

IIBA mission of providing information valuable to our readers. IIBA reserves the 

right to reject advertisers who offer products or services that directly compete 

with those offered by IIBA. All ad copy and design must be approved by the IIBA 

marketing department.

Content for ads should keep in mind the international nature of IIBA. However, 

ads specific to a certain geographical area may be approved on a case by case 

basis. Such advertisers should also consider individual chapter newsletters.

Interested parties should email IIBANewsletter@theiiba.org. Be sure to include 

the size of ad you would like to place, a short company description and the 

newsletter issue in which you would like to advertise.

For information about other IIBA Advertising Opportunities including Website 

Advertising, Website Events Calendar, Monthly Webinar Series and Monthly Quick 

Tips for Better Business Analysis Bulletin, please visit Advertising on our website.

New Ad Rates for 2010 
(all prices are in U.S. dollars)

1/8 page ad $275

¼ page ad $440

½ page ad $600

Full back page ad $750

Discounts

IIBA Sponsor 20% discount

Three to six ads purchased at once Additional 10% discount

Seven to twelve ads purchased at once Additional 15% discount

The opinions expressed here are those of the authors 
and do not necessarily reflect the position of IIBA.

Please note: Paid advertising does not 
imply IIBA endorsement.

IIBA®, the IIBA® logo, BABOK® and Business Analysis Body of Knowledge® are registered 

trademarks owned by International Institute of Business Analysis.

CBAP® is a registered certification mark owned by International Institute of Business Analysis.

Certified Business Analysis Professional, EEP and the EEP logo are trademarks 

owned by International Institute of Business Analysis.

Questions or Comments?

If you would like to contact the editorial  

staff regarding future topics or suggestions,  

or if you would like to unsubscribe, please  

contact us at IIBANewsletter@theiiba.org.

Stay Connected to IIBA— 
Update Your Member Profile 

IIBA® wants to stay in touch with you, so please be sure your email 
and mailing addresses in your Member Profile are up-to-date. 

To update your personal information follow the instructions 
below:

Select “Manage Account” from the top navigation bar on the 1. 
IIBA website.

Login to the website using your login and password.2. 

Select “Edit” and make the necessary changes to your 3. 
information.

Click “Submit” to save. 4. 


