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The “PSF50”*
I. PSF = Inc. + Clients + Projects!
1. Think Inc. It all starts in your head. Imagine: You are no longer “HR Director.” You are Managing Partner/Managing Director of HR Inc. ... a wholly owned subsidiary of the “ABC Division” of the “XYZ Corp.”

1A. Commit “Cool.”

2. Think (eat ... sleep ... breathe ... talk up) C-L-I-E-N-T. Period. Client service is the name of the game.
3. Select Clients very carefully. It’s axiomatic: You’re as good—or as bad—as the character of your Client List. In a very real sense, you are your Client List!

3A. Seek out Clients who are Leaders.

3B. F-I-R-E Clients ... upon occasion.

4. Turn e-v-e-r-y “task” into a ... Project. PSF = Client. PSF = Project.

4A. The Work Matters!

5. Become a Catalyst for Revolution. (Why not?) (What else?)

II. Portfolio Quality!

6. Visit every client. Initiate a “deep” and ongoing dialogue with ... every ... client.

7. Create an immodest Current Projects List. You—Dept. head turned Managing Partner of HR Inc. (Etc.)—are your Project List.

8. You are a Venture Capitalist. I.e.: What does your “project list”/“project portfolio” add up to? Is it exciting? (How exciting?) Is it bland?

9. Conduct a weekly—or a more frequent—formal Current Projects Review. The project-list-is-us. So ... now we’ve got to start managing the Hell out of it.
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9A. Words ... matter. E.g.: “Engagement.”
III. Impact!

10. Transform every “Job” into a WOW! Project.

11. Never EVER Compromise Your Identity.

12. Pursue ... P-A-S-S-I-O-N.

13. MEASURE: Did we make an impact?

14. Tom’s Epithet No.1: “Thoroughly professional ... but not provocative.” The pressing question: Was it far enough out? Was it—our work—as “crazy” as these (clearly) crazy times demand?

15. L-E-A-D your Client!

16. Another-flavor-of-WOW: Politics. PSF mantra: We are not scornful of the grubby “politics of getting things done.” We embrace them as the sine qua non of effective implementation.

17. PSF success boils down to ... the fine art of balance.

18. Accounting (etc.) is a performing art.

19. Speaking of accounting ... remember the bottom line: “Business-ing.”
20. Got any quirky projects on the list? If you want some “great stuff” to happen ... well ... you have absolutely no alternative: Your portfolio has to include some Truly Freaky Stuff.

21. Think ... LEGACY. Question to ask yourself: “What—if anything—will my three years as Managing Partner of Purchasing Inc. be remembered for?”

22. Pitch in ... or bail out!

22A. Practice serial monogamy. Or: “One” is a beautiful word!

23. PSFs need Vision Statements. Period.

23A. We help people!

IV. Live With ’Em!

24. Make Clients an integral part of every project team.

24A. Cohabit with the Client!

24B. Turn the Client into an expert! Openly, purposefully share your knowledge and wisdom.

24C. Engage Clients in a measured “risk progression” process.

25. Insist ... that Clients submit a formal evaluation of “your people” (and “their people”) at the end of each project.

25A. Think external. Think independent.
26. Client-centric = PSF Imperative. Period. But don’t lose your independent voice. Think Client. AND: Stay autonomous.

27. Bring in wild and wooly outsiders. E-x-p-a-n-d the box.

V. A Culture of Urgency!

28. Create a “sense of urgency”/“excitement”/“vibrancy”/“buzz.”

29. Hot Teams thrive in Hot Spaces!

30. Celebrate ... constantly. Celebrate any success.

30A. Projects-worth-doing are bumpy. There are bad days at the office. Dealing with the emotional roller coaster called PSF-on-a-Holy-Mission takes thoughtful effort!

30B. You need a clown!

31. Love thy “support staff.”
32. You need a rabid scheduler! Project(s) Life = Deadline Life. Each project—in the unit as a whole/the PSF—needs a “deadlines/scheduling/milestones freak.”

32A. We’re in this for the money! WOW is the Point. But ... big “but” ... it must be Work Worth Paying For. So ... charge appropriately. 

33. Pay attention to the “hard stuff” ... e.g.: methodology.
34. Embrace marketing.

VI. Knowledge-Is-Us!

35. Become a Research & Development Evangelist. 

35A. Devote a sizable share of effort/revenues to Knowledge Development.

36. Turn your current portfolio of projects into a ... Research & Development playground/gold mine. 

37. Think ... DESIGN. Are “beauty”/“grace”/“elegance” operative words ... relative to every project?

38. Evaluate the possible bases of PSF Competitive advantage. Nobody—and no PSF—is “great at everything.” The essence of PSF market strategy and positioning is “Know thy strengths.” (And weaknesses.)

VII. Talent!

39. T-H-I-N-K ... connoisseur of talent. Professional Service Firm = Talent. Period.
39A. We want to be a Magnet for Talent.

40. Cherish instability! Mix up teams!

40A. Mix redux: Encourage turnover! 

41. Demand that every PSF member be known for ... something.

41A. Admiration beats affection.

42. Champion passion. Champion perfection.

43. Create stories/mythology around “project winners.”

44. T-R-A-I-N. Teach the “Professional Service Firm Basics” ... with a vengeance.

45. Provide “project management-leadership” opportunities ... A.S.A.P.

46. Cherish great listening skills.

47. Geeks—the antisocial, masterful diggers-of-obscure-facts—should be adored!

48. Challenge! Challenge! Challenge! Demand ... the impossible. From everyone. (Obviously: starting with yourself.)

VIII. It’s Ours!

49. Think ... Dream ... Act: WOW! Beauty! Impact! Distinction! 

50. We own this place! The mantra-to-end-all-mantras in PSF-land: “We are HR Inc. This is our joint. It is our life. We are in charge. Excellence is in our hands ... to choose ... or lose.”
PAGE  
1

