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“Surmounting the “No” Mentality Misconception”

Effectively Helping Decision makers to Remove Complexes Associated with Projects.

There are decision makers who go into labour when they have projects which require expert intervention. That’s where the Project Manager comes in. We give the inconceivable assurance that projects can actually work. Our role is to help transgress the boundaries of the “No Mentality” complex.              There are those who mistakenly believe that a project is infinitely difficult or worse, that it can’t be done. When pitching a project concept to decision makers, it is important to avoid being too technical or robotic. In your preliminary meeting, keep the creative juices flowing by:

Ensuring that communication remains open during your presentation. Have a lively discourse  that allows for fluidity in your approach. Background research also helps to provide informative context.   This helps any administrator or business mogul who may be unsettled by a conglomeration of informata to easily become in-tune with your infospeak. By inserting slogans, brief statistics, mottos and where applicable, humour, you can facilitate swifter opportunities for decision-making results.

Most importantly – if you have to” hustle”, PROFESSIONALLY “hustle” well. Avoid the tendency to not think on your feet. You’ve got to identify a workable methodology and process (it helps if you have process-mapped before), to assist in the Grand Slam: The healthy federal or trans-national operationalisation of the desired project (s).

Effectively managing a project requires “buy-in”. Your preliminary meeting to advance to the next level, should entail a comprehensive overview of your accomplishments and what you can bring to the bargaining table. Before the e-paper trail gets stacked the width of a Buick or Rolls Royce, you may highlight to your potential clients that some degree of risk management will be incorporated. Any green light awarded arises from helping to lucidly gain an enhanced vision of the “how”, “what” and “time completion” of the project.  Once you’ve landed the deal, if you can help to avoid over-runs – do it. It is in their best interest and yours.  You should eschew ineffective contingency planning, by ensuring that their budget includes contingencies for possible project emergencies, so that you are not compromised. When you are able to provide a method to the madness, project deliverables can inspire and boost confidence in your ability to successfully manage, should your client have any preliminary jitters.

Refer to your trusty laptop, your brain power and your astuteness to artfully articulate how the project will be operationalised. Most concerns stem from a false sense of displacement that a project may be too large to undertake. Usually, this syndrome is symptomatic of prospective clients who may require:

· An increased level , as their job performance or promotion may be on the line

· Unique projects which require successful materialization and/or,

· Are linear, non-linear thinkers requiring assistance in visualizing how their project will succeed.

· Have been frustrated by incompetence of inept persons.

When incidents arise where there is dogged insistence by prospective clients/existing clients to have you facilitate the “how” in a project at the initial meeting, you may opt to:

· Drop them like hot bread (not really recommended).

· Encourage them to wait for your follow-up meeting (the BEST approach).

· Think quick. Think fast. (professionally hustle without affecting your personal style and professionalism). 

Your professional ethic shouldn’t be misconstrued or directly affected with these options.
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