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Introduction 
This is Part 2 of a two-part series on an ignored topic – project management in the commercial environment. To address the issues 
overviewed in Part 1, solutions are discussed from three perspectives: the needs of the vendor business, the joint needs of the 
vendor and client, and the special needs of the vendor project manager (PM).  
Vendor Business Needs 
The basic principal to be adopted by the vendor is to balance business discipline with entrepreneurship. With this guidance, the 
vendor must take five initiatives: 
1. A Senior Voice for PM. Often titled Delivery Manager, this role is on the same level as Sales Manager. 
2. Defined Accountabilities. The firm must define these for the roles of business, sales, and delivery management. 
3. Portfolio Management. This provides a global view of the firm’s business from a risk perspective. Management should strive to 
balance projects within a target range of high, medium, and low risk. 
4. A Vendor Business Lifecycle. This is NOT a project lifecycle, but a framework to control the business of selling and delivering a 
project. 
5. Strong Resource Management. Excellent hiring, development, and deployment practices are a hallmark of the successful vendor. 
The PM must add utilization and performance management to his responsibilities. 

Joint Vendor/Client Needs 
The vendor and client must collaborate to impact and improve each layer of the commercial environment architecture: business, 
project management, and work. Specifically, four remedies are proposed:   
1. Universal Project Management Model. Apply a simple, effective functional model - Plan, Organize, Control, and Lead (POCL). 
2. Lifecycle Mapping. A powerful integrative technique engaging all PMs to define and manage their activities and deliverables under 
the POCL framework. These, along with the team’s deliverables, are mapped to the project lifecycle. 
3. Shared Practices and Processes. Directly referencing the commercial environment model, these clearly define the day-to-day 
specifics of collaboration. 
4. Responsibility Assignment Matrix. A detailed technique to define who-does-what across all stakeholders. 

Vendor PM Needs 
The role of PM can be lonely at the best of times, so the prime responsibility of the vendor organization towards the vendor PM is to 
provide support. There are four initiatives to consider: 
1. Rational Accountability. Clearly defined project and business accountabilities that match the PM’s scope of control.  
2. Adequate Authority and Delegation. If the PM is accountable, she must be given authority. Delegation must match project needs. 
3. Specialized Training. PMs need training in new commercial matters – Multi-Organization, Contract, Business, Practice & Process. 
4. Personal. An assessment of personal needs, aptitude, and attitude to determine fit as a commercial project manager. 

Conclusions 
The three key takeaways for success in the commercial world:  
1. We must create a new framework, new practices, and re-organize 

management. PMBOK® is inadequate. 
2. Not ‘business as usual’, but business must become usual. 
3. PM in this environment is not for everyone. 
(Series reference and recommended for detailed guidance is Commercial Project 
Management: A Guide for Selling and Delivering Professional Services, published 
by Routledge.) 
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