
A SHORT GUIDE TO
STARTING A KNOWLEDGE
MANAGEMENT PROGRAM

IN SUPPORT OF
ORGANIZATIONAL GOALS  

AND DEMONSTRATING
PROOF OF CONCEPT.

5 Tips to Starting a
Knowledge

Management Program
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When an organization doesn't have a
knowledge management (KM)

program, it may be doing well, but a
KM program that becomes part of the
organizational culture can support
retention, inclusion, and trust as well
as supporting a positive bottom line.

 
It's also important to recognize that a
KM program is not a stand-alone

program.  A KM program can be used
to support contracts, finance,

onboarding, travel, finance,  business
development, training, and problem-

solving just to start. 
 

Also, KM programs don't need
funding to start - just pure interest

and some elbow grease!

 

NEXT: 
    SPONSORSHIP
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Sponsorship

Every program needs a sponsor and
knowledge management is no different. 
 Sponsors can help get buy-in from the
C-suite, but can also support mentoring
the team involved in the program.

Sponsors should have influence and
credibility, but they don't need to know
everything about KM so the team should
keep them up to date on what program
efforts are being made, any proposed
budgets, or helping to market the
program to those who may be unfamiliar
with it.

Sponsors are the best friend of the
program who can speak to the benefits
of the program to anyone.   

 

NEXT: 
WIIF (THE

COMPANY)



 

NEXT: 
PEOPLE AND TIME
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What's in it for the company?

When starting a KM program, it can't
be started just because it sounds cool
or can be a great resume bullet. There
needs to be a "So what?" What's in it
for the company?  How can it help the
company grow, retain personnel, get
more business, keep current customers,
or how would it make it a better flow
of knowledge a part of the
organizational culture?

To share the "So what?" with the C-
suite, don't just go to the C-suite. Start
with a sponsor or, if you don't have
one yet, talk to your peers to see what
they think this program can do for
their projects or departments. Showing
a direct return can speak volumes.
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NEXT: 
COMMUNITIES OF

PRACTICE

People and Time

It takes people and time to make a
program successful. If the thought of
starting a new program is going to be a
big thumbs down before it can even get
off of the ground, start by gathering
interested volunteers. Aim for one or two
people per department.

Get on a call or gather in a room for
even just a half-hour to brainstorm
problems that knowledge from sharing
lessons learned, OJT, job shadowing, or
a lunch-and-learn could help solve. 

Try out a potential KM-driven solution.
Keep track of the time and efforts it
took to help build the "So what?"
responses along with verified results.
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NEXT: 
FORMALIZE THE

PROGRAM

Communities of Practice

A community of practice (CoP) is a
great method to use as part of a KM
program since it offers opportunities
to gather people together to solve a
joint-vested solution for a common or
joint problem.

Most CoPs start because a need is
identified. People may be gathered to
solve a problem, but this is just a
working group. A CoP is a group of
people who work to solve not only that
problem, but to become proactive in
risk/mitigation, process improvement,
or closing a gap in a common area of
interest. Continuity of group meetings
and knowledge sharing results in pride
in solutions and boosts interest in and
ownership of the program.



#5

https://www.cjyoungconsulting.com

Formalize the Program

With the proposed sponsor (since it's not
signed off yet!), present the proposed KM
program and the answers to the "So
what?" to the C-suite to get a formal buy-
in. Provide proof of concept with
demonstrated results and data along with
roles and responsibilities. The C-suite may
be unaware of the efforts so celebrate the
wins along the way and reference them in
your presentation.

Once you have C-suite buy-in, work with
the communications team and get the
word out about the new program,
formalize the program in the
organization's business processes, and
ensure the business development team
knows this program exists since it can
support winning contract bids. 

 

NEXT: 
      CONTACT ME

 



Contact
Me
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This is just the tip of the iceberg, so if you
would like help starting your Knowledge
Management program, please contact

me at
 

 cjyoung@cjyoungconsulting.com 
 

or set up a call for a free, 30-min
discussion to discuss options of how I can

help:
 

https://calendly.com/cjyoungconsulting
/30mingetttingacquainted


