CAREER TRACKING >> BY SHERYL NANCE-NASH

Let’'s Make a Deal

Negotiate yvour way onto high-profile projects that benefit the company’s bottom line,
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and you'll benefit, too.

fter nearly two years as the inte-

gration transition manager for

outsourced services at IBM,
Sydney, Australia, Julia Checchia, PMP,
realized the types of projects she was
leading weren't likely to move her up the
company career ladder.

“l learned a lot about infrastructure
and application transition and how to
enforce project management to achieve
transition objectives, but [ felt that | wasn’t

managing projects that had objectives of

growth and contribution,” says Ms.
Checchia, a 15-year veteran of project !
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essary evil, and | was ready to own a

management. “Transition seemed a nec-

piece of work that would invite growth |

and contribution to a higher objective.”

So five months ago, she stepped up
her networking, tapped mentors and !

combed |IBM's internal job search engine.

One job in particular caught her interest:
a position managing projects that would
also require developing new business
opportunities. A mentor knew the person |
who advertised the position, and by the j
time Ms. Checchia was called in for an |

interview, she had researched the position
and key players. Armed with a keen
awareness of project management, as
well as strong communication and pres-
entation skills, she was able to talk her
way into the position managing projects
that will pave the career path she desires.

Today, she is a delivery
project executive for managed
services and integration transi-
tion manager for outsourced
services at IBM Australia.

Negotiating your way onto
lucrative, high-profile projects
is more art than science.
Master the skill and your
career has the potential to
soar. Neglect it and risk getting
stuck in one area with little
room for growth.

Long before you get to the negotiating
table, there’s much prep work to be |
completed. Research and understand

the possibilities. “You want to know more
about the potential project or opportunity

than its owners, the individuals you will
be pitching,” says Billie Blair, Ph.D., |
president of arganizational management |
firm Leading and Leamning Inc., Los |

Angeles, California, USA, and author of

All the Moving Parts: Organizational |
Change Management [Puzzles Press !
Inc., 2007]. “Learn who the right people |
are to talk with, and while you might talk
to others to gain background informa-

tion, don't waste time with those who

aren't principal players.”

But the research isn't complete until

you're clear on the project's business :

| objectives, the problem it's attempting to
solve and the anticipated benefits, says

Lonnie Pacelli, Seattle, Washington,
USA-based author of
Management Advisor: 18 Major Project

The Project

Screw-ups, and How to Cut Them Off at
the Pass [Prentice Hall, 2004].

Look at the project’s specific chal-
lenges and any unique characteristics
that the project manager would face.
“Then [take] a hard look at your skill sets
and ensure you have a convincing argu-
ment as to why you are a serious candi-
date,” Mr. Pacelli says.

If you don't have the necessary skill
sels, consider stepping aside. “Trying to
get a job as a brain surgeon when you're
a first-year medical student not only

" would be harmful to the project, but

could also get you labeled as someone
with poor judgment,” he adds.







