
 

  

Duke Tech Solutions team has significant experience in communicating with different levels in an 
organization, and to different stakeholders. In this series of articles our team members will share you our 
thoughts on some of the basics in communicating with a purpose. Enjoy reading them. Your comments 

are always welcome. 
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Sudheer Dharanikota 



 pg. 2    © Duke Tech Solutions Inc. Proprietary 

Why is communication so difficult? 

Welcome to a series of blogs on a consultant’s view on communication. Let me start 
with couple of examples. A professor calls his PhD student to the office and tells him – 
“I think you need your thesis reviewed by an English major before I can read your 
work.” Even though the professor is aware of the student’s work, the basic written 
communication skills is the roadblock here. A father is holding his head reading 
through the complex sentences on his kid’s college essays. These communication 
problems are everywhere. In a business world the stakes are high due to 
communication issues. This series of blogs addresses some of the communication 
issues that we face when we consult for our customers.  

Let’s start with the basics. As a consultant, we get to know the end to end story before 
we dive in.  First step is understanding the problem (the what) that we are trying to 
solve. Some say that we need to know the audience (the who) for the solution first. Of 
course, you are not going to start without knowing the goals (the why) – right! Then 
finally when the project is done, you have to sell the solution/findings to the 
stakeholders (the how).  Let’s go through each of them in some details below. 

Basic steps in communication 
 
The What: Understanding the problem 

Business problems come from different angles. One way to start to look at them is to 
categorize them as a problem related to  

- Technical advisory: A technology strategy for an operator’s transformation 
- Product strategy: A product introduction or update strategy 
- Financial analysis: A financial forecasting and budgeting exercise 
- Operational improvements: An operational enhancement deep dive 
- Mix of the problems: Most commonly, a mix of the above problems 

Knowing what type of problem we are addressing will streamline the communication aspects that follow during the project. 

 

The Who: Know your stakeholders 

  

 

What is the problem? 

Communication is the integral part of 
any business endeavors. As a bottom 
line, not selling right to the 
stakeholders will undermine all the 
hard work done by their team. 
Communication is all about keeping 
the leaders engaged and making sure 
they are provided the right 
information to make informed 
decisions. Easier said than done right? 
What are the basics in achieving it? 

Key Takeaways 

Get to the basics of communication. 
Answer the following questions: 

 What is the problem? 
 Who are the stakeholders? 
 What are the goals (storyline)? 
 How to sell? 
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Understanding the roles of your stakeholders (not just the primary client) is essential to a sucessful communication. The framework 
that gets us through all the time with our clients is to clearly understand the roles of the stakeholders. As shown in the figure above, 
an organization expects different leaders to focus on different challenges. Clearly knowing them will go the messaging in your 
communication - a long way. Know that as “the pay increases  the patience decreases.” You need to get to the bottomline quickly. 
Ofcourse, the bottomline depends on the role of the stakeholder. So focus on what is important to the stakeholder. 

 

The Why: Stay on the goals 

As shown in the figure on the side, different teams have 
varied goals for their success. Switching to or 
addressing the right audience with the right content is 
essential. We have seen many stakeholders being 
deeply involved in other aspects (product team being 
excited about technology, financial team interested in 
technology options etc.). Eventually they will be 
incentivized to play in their own workstream. So, stay 
focused.  

 

The How: Present the right amount of information 

This is the topic that will come in pieces throughout the series of these blogs. But, let me give you couple of topics to whet your 
appetite. Communicating data, communicating to the leaders and communicating with a purpose are some of challenges we will 
address in this series of blogs. 

We enjoy discussing these topics and improving ourselves continuously. We would love to hear your thoughts on this series. Please 
do not hesitate to reach out to the author with your feedback. 

 

What is coming in this series? 

We have decided to give a brief introduction to this important topic through a series of blogs. Couple of them are in this magazine. 
Sudheer is going to talk about “Dos and don’ts in presenting data”, and Chitra and Rajesh are going to present on “How to 
communicate to the executives”. Few more topics in this communication series will come in the next magazine. 

BTW, in case you are wondering, that PhD student I was talking about at the beginning of this article was me. 
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