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What is a Business Driven PMQO?

There are a lot of buzz words and phrases out there in the PMO space, but what does it mean
to really be a business driven PMO?

It’s very, very simple. Your PMO is there to serve the business. Don’t forget that.

The reason you exist is to support the process of getting things done in your organization; to
improve the business in some way: greater project throughput, process performance, capability
improvement, cost savings, revenue generation, etc.

Sometimes we forget that the reason we have the templates, the tools, the process, and the
people is because we are there to make things better for the business — otherwise, why does
the PMO exist? And to exist (and stay effective and sustainable), you need to provide real
impactful business value that helps move the business forward. The PMOs that don’t survive
are the ones that business leaders have lost hope in...the ones that aren’t helping the business
get things done, better than they would be without the PMO. If you have heard any of the
following terms used to describe the PMO, watch out! You may not make it to the next fiscal
year.
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Things you do not want to hear: process heavy, checklists, red tape,
barrier to progress, overhead, administrative, etc. Those words
translate to “the first place we make cuts when we need to tighten
our budget”.

Look at it from the business perspective. If you are there to make
their lives easier, yet you spend months upon months on planning,
creating process, building templates, putting in systems, and doing
this all with the promise of a someday benefit, you will lose their
interest. The business will go on without you. You will be unnecessary. And, to make it even
more of a challenge, if you weren’t the
first one attempting to do this, you must
pay for the lack of patience they now
have with you as you are just starting —in
their eyes, this is the second, third, fourth
attempt at this. They’ve seen this movie
before, and it hasn’t worked. What makes
you different? You are months or years
behind before you’ve ever even started.
I’'ve been in that situation many times and
help my clients through that process all
thetime.

How do you change this? | will tell you what to do right now...immediately...today...this minute.

You need to rapidly identify some very quick wins that solve a problem they have.

How?
Talk to them. Have you done that recently? No? Do it now!

Find out exactly how much pain they are in and what your PMO could do to solve that
pain point by the end of this month.

Don’t think you can move that fast?

Well, then you’ve just acknowledged you can’t be the PMO that your business needs.

The PMOs that are effective and sustainable, whether just starting up, going through a
transformation, or taking their capability to a higher level, are all successful because they know

what is going on with the business, understand their value to the business (and how to
communicate it), and know how to solve business pain points early and often. That’s how you
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get the attention of the people that decide whether you stay or go, whether the business has
moved on without you, or you are a strategic asset for driving change in the organization.

The pain points you solve do not need to be complicated, they just need to improve the ability
for the business to get things done — better, faster, or cheaper than before. For example, there
is not enough clarity on the projects your sponsors are overseeing — stop the 10-page (or more,
yuck) status reports and give them a One Page Executive Dashboard that covers what

they really need to know about the project. Tell them what they need to know to make
educated and informed decisions. Then, STOP! Stop talking and drilling into details. Stop giving
them layers of unnecessary information that only you, as the
awesome detail-oriented person that you are, care about. Just
answer their questions and tell them what you need from them.
Then, get back to the business of getting it done.

L Executive

How about the meetings for the meetings for the meetings?
Stop them. Now. Period. You may as well say you don’t care
about company resources, value realization, or the bottom line if
you

have filled everyone’s calendar with review meetings, status meetings, and other group think
that keeps people away from their desks and producing results.

The best thing you can do to raise the energy level and support for your PMO via business
stakeholders is to find out what you can do to help them “Get. It. Done.” Start small and show
quick and real value. Then, grow that trust. People that know, like, and trust you are more likely
to try what you are offering. Then, when it makes their lives easier, you can get their support to
“buy” into being more patient for the bigger PMO improvements you want to make.
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Thank YOU
for Reading Through !

Thank you for taking the time to read this eBook.

Stay tuned | will welcome you soon to join our free and value-packed webpage to get more
goodies right in your inbox! Each week, we share new insights and proven strategies that
immediately applicable resources to help you further improve your capability and help you
address even the toughest challenges as you are delivering projects or building and running yet
scaling your PMO.

Click here: https://runpmoconsulting.com to join us.

| welcome your feedback and insights, as well as suggestions for new topics or challenges
you are facing while driving IMPACT in your organization. Please visit
runpmoconsulting.com to connect with us and share your thoughts.

C@mfr

Founder & CEO, RUN PMO CONSULTING

Warmly,
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