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Introduction:
Finance business partnering fails when accountants stay in the reporting seat: budget holders receive
variance tables they do not read, decisions are taken before finance is consulted, and challenge arrives too
late to change anything. This Core Concept course equips accountants and finance managers to work as
strategic business partners, reading the business model and value drivers, turning financial data into
commercial insight, and challenging and influencing operational leaders with credibility. Participants
rehearse real partnering conversations and leave with a Finance Business Partnering Plan for the business
area they support.

Course Objectives:
• Define the finance business partner mandate, decision rights and service offer agreed with the

business area they support
• Map the business model, value drivers and unit economics of a supported area and link them to the

measures that leaders track
• Convert management accounts and operational data into commercial insight packs with a clear

message and a recommended action
• Frame, question and advise on pricing proposals, profitability reviews and investment and headcount

requests before they reach approval
• Challenge and influence budget holders and non-finance leaders using stakeholder mapping,

questioning and structured conversation techniques
• Design a partnering operating model for the finance team, covering role profiles, service catalogue,

capacity release and competency development

Target Audience:
• Finance managers responsible for supporting a business unit, function or region with performance

and decision support
• Management accountants and controllers moving from period-end reporting into business-facing

advisory work
• FP&A analysts and managers who present forecasts and performance insight to operational

leadership teams
• Commercial finance staff who review pricing, contract and customer proposals with sales and

operations managers
• Finance team leads accountable for building business partnering capability across their team



Course Outline:

Day 1: The Finance Business Partner Role and Mandate

• Scorekeeper, Adviser and Partner: The Finance Role Spectrum
• Business Partner Mandate and Decision Rights Charter
• Partnering Maturity Self-Assessment Against Peer Finance Functions
• Time Allocation Audit: Reporting Versus Insight Versus Advice
• Supported Area Brief: Leaders, Priorities and Pain Points

Day 2: Reading the Business Model and Value Drivers

• Business Model Canvas Applied to the Supported Business Area
• Value Driver Tree From Operating Levers to Profit and Cash
• Unit Economics: Revenue, Margin and Cost per Customer, Order or Case
• Leading and Lagging Indicator Selection for Operational Dashboards
• Competitor and Market Signals That Move the Numbers

Day 3: Turning Financial Data Into Commercial Insight

• So-What Test: From Variance Commentary to Business Implications
• Pyramid Principle and SCQA Structure for Finance Messages
• One-Page Insight Pack Design with Exception-Based Charts
• Pricing Proposal Review Checklist: Volume, Margin and Customer Reaction
• Investment and Headcount Request Challenge Questions and Evidence Tests

Day 4: Influence, Challenge and Credibility With Budget Holders

• Stakeholder Power-Interest Grid and Relationship Plan
• Constructive Challenge Conversations Using Open and Probing Questions
• Handling Pushback, Optimism Bias and Sandbagging in Budget Reviews
• Explaining Finance to Non-Finance Leaders Without Jargon
• Independence Versus Partnership: Managing the Control and Advisory Tension

Day 5: Partnering Operating Model and Role-Play Practice

• Finance Partnering Service Catalogue and Engagement Calendar
• Role Profiles, Competency Framework and Capacity Release From Reporting
• Role-Play: Challenging a Budget Holder on an Overspending Forecast
• Role-Play: Advising a Sales Director on a Discount Request
• Finance Business Partnering Plan Drafting and Peer Feedback



Skills You Will Gain:
• Business Model Analysis
• Value Driver Mapping
• Commercial Insight Storytelling
• Proposal Challenge and Evidence Testing
• Stakeholder Influence
• Finance Communication for Non-Specialists
• Partnering Operating Model Design
• Professional Scepticism in Advisory Roles

Why Attend This Course:
• Leave with a Finance Business Partnering Plan covering your mandate, stakeholder map, insight pack

and service calendar
• Rehearse difficult budget holder and pricing conversations with feedback before holding them at

work
• Replace variance tables with short insight packs that operational leaders act on
• Compare partnering practice with finance colleagues from manufacturing, services, public sector and

retail organisations

Conclusion:
Finance business partnering is a set of habits and skills rather than a job title. This course moves from the
partner role and mandate, through reading the business model and its value drivers, to turning numbers
into commercial insight and advising on pricing, investment and headcount proposals. It then builds the
influence, challenge and communication skills that give a finance partner credibility, and closes with
role-play practice and a Finance Business Partnering Plan that participants apply with the business area they
support.


