Case study 16 – Honicker corporation
1. What are Honicker’s options now?
Leverage local expertise by empower local project management teams by involving them in the decision-making process. This can help build a sense of ownership and reduce resistance. Local expertise can also provide insights into the best ways to integrate the new system without disrupting existing operations. 
2. What would you recommend that Honicker do first? 
Firstly, Honicker needs to focus on stakeholder analysis and engagement plan. This will lay a strong foundation for successful implementation of the new EPM system.  A comprehensive analysis will address the diverse needs and concerns of all parties involved. 
Identify key stakeholders. Map out all relevant stakeholders, including senior management from each acquires company, project manager, clients, local government entities, and employees. Determine the influence, interests, and project management maturity of each stakeholder group.
Establish a stakeholder engagement plan by communicate objectives and benefits. Clearly articulate the goals and advantages of the new EPM system to all stakeholders. Emphasize how the system will improve efficiency, collaboration, and overall performance.
Create open channels for stakeholders to express their opinions, concerns, and suggestions. This can be done through surveys and focus groups. 
3. What if, after all attempts, gamma and Delta companies refuse to come on board? 
Enforce compliance: Mandate adoption as a last resort, mandate the adoption of the new EPM system as a non-negotiable company policy. Clearly communicate the consequences of non-compliance, which would include reassignment of project or restructuring.
Implement strict monitoring and enforcement mechanisms to ensure compliance with the new system.
4. What if Alpha company is adamant that its approach is best and refuses to budge? 
Negotiation – Facilitate discussions with Alpha’s leadership to understand their perspective. Highlight the need for unified system to ensure consistency and efficiency across the corporation. 
Identify areas where Alpha’s approach can be gradually implemented. Implement the unified EPM system in stages, allowing Alpha to gradually adapt to the changes. This can help reduce resistance and increase buy-in over time. 
Custom integration allows Alpha to retain certain elements of their system while integrating key components of the unified EPM system to ensure alignment with corporate goals.
5. What if gamma and Delta companies argue that their clients and stakeholders have not readily accepted the project management approach and they wish to be left alone with regard to dealing with their clients? 
Honicker needs to find a balance between maintaining corporate consistency and respecting the autonomy of its divisions. 
Actively involve clients and stakeholders in the development and implementation of the project management system. Solicit their feedback and make necessary adjustments to increase acceptance. 
Continuous gather feedback from Gamma and Delta’s clients and stakeholders to monitor their acceptance and satisfaction with the new approach. Be prepared to adjust the implementation strategy based on feedback and evolving needs, ensuring that the project management approach remains effective and acceptable. 
6. under what conditions would Honicker decide to back away and let each company do its own thing? 
Strategic alignment: If the strategic goals and priorities of Gamma and Delta are misaligned with those of Honicker, making a unified approach impractical. If the long-term strategic interests of Honicker are better served by allowing Gamma and Delta to operate with their own systems. 
7. How easy or difficult is it to get several geographically dispersed companies to agree to the same culture and methodology? 
Communication barriers: Language differences can complicate communication, leading to misunderstandings and reduced effectiveness of training and collaboration efforts. 
Time zones: Coordinating across different time zones can make occurring communication and collaboration difficult, leading to delays and inefficiencies.
8. If all four companies were willing to cooperate with one another, how long do you think it would take for an agreement on and acceptance to use the new EPM system? 
A rough estimate of the total period is 12-14 months. Given the cooperation and willingness of all four companies, the process of agreeing on and accepting the EPM system could realistically take up to 24 months. This timeline allows for thorough planning, training, and phased implementation, ensuring a smooth transition and successful adoption of the unified EPM system. 
The actual time may vary based on specific circumstances, including the complexity of the existing systems, the level of project management maturity, and the effectiveness of stakeholder engagement and change management efforts. 
9. Which stakeholders may be powerful, and which are not? 
Powerful stakeholders like senior management, the project management office, key clients, and regulatory bodies can significantly influence the success of the EPM system integration.
Fairly powerful stakeholders such as key employees, and IT teams also play crucial roles, but have less strategic influence.
Less powerful stakeholders can include general employees and suppliers, while important for operational success, have limited strategic power. 
10. Which stakeholder(s) may have the power to kill this project? 
The most powerful stakeholders capable of killing the project are the senior management teams. Their influence is critical, and gaining their support and addressing their concerns are paramount to ensuring the project success. 
The fairly and less powerful stakeholders also hold significant sway and must be actively engaged and supported to prevent project derailment. 
11. What can Honicker do to win their support? 
To win support of the critical stakeholders for the implementation of EPM system the following things need to be implemented: 
Communicate the vision and clearly articulate the strategic benefits of the unified EPM system and keep senior management informed and involved in the decision-making process. 
Present a detailed business case showing the ROI of the EPM system.
Involve key clients in the planning and development phases of the EPM system. 
12. If Honicker cannot win their support, then how should Honicker manage the opposition?
Successfully managing resistance involves a blend of clear communication, adaptability, and proactive engagement. By listening to concerns empathetically, providing data-backed reassurances, and demonstrating the benefits of the new approach through gradual implementation and early successes, Honicker can effectively address opposition. This strategy ensures steady progress and helps keep the project on track despite any pushback.
13. What if all four companies agree to the project management methodology and then some client stakeholders show a lack of support for use of the methodology?
To address client stakeholders’ lack of support for the project management methodology, Honicker should proactively communicate with clients to understand and resolve their concerns. By providing tailored training, demonstrating early successes, and adapting the implementation strategy to fit client needs, Honicker can build confidence and encourage acceptance. Maintaining open lines of communication and showing responsiveness to feedback will help integrate the methodology  effectively and ensure the project’s success. 
