
  WEEK 6 
Saturday  
October 4, 2025 
9:00AM–1:00 PM 

13
TH GENERATION CREATING 

SUSTAINABLE  
NEIGHBORHOOD 
DEVELOPERS’ 
PROGRAM: Virtual 
 

9:00 AM: Welcome!! 
Dr. Donald Andrews- Dean, College of Business, 
Southern University and A&M College 
 

9:05 AM: Curriculum Direction 
Eric L. Porter 
Co-Creator of CSND/ComNet LLC 
 

9:10 AM: EDA University Center Direction: 
Dr. Sung No 
Co-Director, SU EDA University Center  

     
9:15 AM: “Laci Sherman & Matthew Wheeler” 
  EBR Mayor’s Office of Community Development 
  
9:45 AM  “AI For Sustainable Neighborhoods”  
  Howard White, AI Implementer & Business Growth           
                          Strategist 
 
10:30 AM: “Where Are They Now”  
  Funding Real Estate Development Projects  
  Charles Theus, American Capital, Inc.  
   
10:55 AM Break 
    
11:00 AM “Housing Development Practices” 
  Clem Lafleur, CEO, CLEM Jr. Development 
 
11:30 AM “Environmental & Legal Essentials In Real Estate 
  Raymond A. Brown, Esq.  
   
12:00 PM          “Xactimate Awareness- Pricing a Renovation Job 
    Eric L. Porter, ComNet LLC  
 
12:25 PM  “Project Management, Best Practices” 
    Eric L. Porter, Subject Creator 
  
12:50 PM    Exam Review  
     Dr. Sung No 
 

 
 

 

















2025 -2026 Annual Program Allocation
effective Oct 1, 2025



www.brla.gov/communityplan
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OCD Development Projects 

Cypress at Ardendale
5800 Imagination Parkway

Baton Rouge, LA70806
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Pre Constrution  April 2019
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Site Clearance 
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OCD Development Projects 

Cypress at Ardendale
5800 Imagination Parkway

Baton Rouge, LA70806

Phase 1 Completion



OCD Development Projects 

Cypress at Ardendale
5800 Imagination Parkway

Baton Rouge, LA70806



OCD Development Projects 
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SECTION 3

DAVIS BACON
 The Davis-Bacon Act requires the payment of prevailing wage
rates to laborers and mechanics employed on federal public
works projects; applies to contracts exceeding $2,000 .

Section 3 ensures employment, training, and contracting
opportunitiesare directed toward low and very low-income
individuals, particularly those who are recipients of government
assistance for housing, and to businesses that provide economic
opportunities to these individuals. The rule aims to promote
economic development and self-sufficiency among these
communities.



OCD Development Projects 



https://www.hudexchange.info

HUD EXCHANGE

The Baton Rouge Mayor's Office
of Community Development

https://www.brla.gov/3185/Office-of-
Community-Development

https://www.hudexchange.info/
https://www.brla.gov/3185/Office-of-Community-Development
https://www.brla.gov/3185/Office-of-Community-Development


GET INVOLVED
www.brla.gov/communityplan*

www.brla.gov/communitydevelopment



Contacts
Laci Sherman, Program Manager, Special Projects CDBG

Matthew, Program Manager , Development

brla.gov/communitydevelopment 

lsherman@brla.gov

mwheeler@brla.gov

http://brla.gov/communitydevelopment
https://www.brla.gov/3185/Office-of-Community-Development


Leveraging AI for Small 
Contractors & Developers

An AI Playbook for Small Contractors & Developers

"On a scale of 1–5, how are you currently using AI?"

Howard's 5 Growth Pillars + 5 AI Implementables = Your AI Growth Stack

"Never let what you want to say get in the way of what needs to be heard." – Howard L. White

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Why AI, Why Now – Especially in Construction

AI isn't about replacing jobs; it's about replacing 
inefficiencies

Contractors and developers are BUSY—AI 
buys back time and boosts clarity

Example: A small general contractor used AI to 
write scope-of-work drafts for 3 bid packages in 
one day

"You may not lose your job to AI—
but you will lose it to someone 
who uses it better than you."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Growth Pillar #1 –
MINDSET

Mindset Shift

AI isn't "too smart" for 

you—it works FOR you

Digital Apprentice

See AI as your new 

"digital apprentice"

Real-World Example

A contractor uses AI to summarize OSHA regulations in 

simple terms for crew meetings

"Developers see bricks. Visionaries see neighborhoods."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Growth Pillar #2 – WILLSET
Daily Commitment
Will you take 20–30 mins 
per day to learn something 
that can save you hours?

Persistence
AI requires trial, error, and 
tweaks—don't quit when 
it's not perfect

AI Success Story
Example: A HVAC owner 
used AI daily to draft 
service estimates faster

Done beats perfect!!!

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Growth Pillar #3 
SKILLSET

Clear Communication
Learning how to "talk" to AI is a skill: 
clear prompts = better results

Effective Prompting
Use examples, context, and tone

Construction Example
Example: A remodeler tells AI: "Act 
like a construction project manager. 
Create a 3-week schedule for kitchen 
demo & install."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Growth Pillar #4 – TOOLSET
ChatGPT
For drafting, 
planning, and 
problem-solving

Grammarly
For professional 
proposals

Magicplan
For estimating

Midjourney
For visuals

Match tools to your business gaps
Example: A contractor used ChatGPT + Excel to automate material takeoff summaries

"A knife in a Butcher's hand gives you a good steak; A knife in a surgeon's hand saves lives. 
Same tool, different skillset."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Growth Pillar #5 – RESET

Review
What worked?

Analyze
What didn't work?

Improve
What gets better?

Implement
Apply improvements

Weekly reset = Weakly growth
Example: A roofing company reviews every job in AI: "Summarize what went well, what went wrong, and what I can improve."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


AI Implementable #1 
ANALYTICAL ALLY

Input Data
Plans, pricing, timelines, permits

AI Processing
Analysis and interpretation

Actionable Output
Solutions and recommendations

Example: A subcontractor dropped in inspection reports and asked AI, 
"List issues and give plain-English solutions for the crew."

"AI is your unpaid intern that never sleeps, complains, or forgets."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


AI Implementable #2 – BRAINSTORMING BUDDY

Problem Solving
Generate creative solutions to 
construction delays

Change Management
Handle change orders 
efficiently

Logistics Optimization
Improve site logistics and 
material flow

Example: A small developer used AI to brainstorm alternative floorplan layouts when a property setback changed

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


AI Implementable #3 – CREATIVE COLLEAGUE

Let AI draft: client emails, subcontractor notices, safety checklists, proposal outlines

Example: A drywall contractor used AI to write a professional response to a late payment dispute

"Small hinges swing big doors. Your business moves when you do."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


AI Implementable #4 –
PRODUCTIVITY PARTNER

Task Traditional Time With AI Time Saved

Daily Reports 45 minutes 15 minutes 67%

Meeting 

Summaries

30 minutes 10 minutes 67%

Social Media 

Posts

60 minutes 20 minutes 67%

Proposals 4 hours 1.5 hours 63%

Automate daily reports, summaries, social posts, proposals

Example: A builder created a prompt that summarizes jobsite notes 
from his voice recordings into daily logs

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


AI Implementable #5 – THINKING TEAM

Role-Play Preparation
Practice difficult conversations

Multiple Perspectives
See issues from different viewpoints

Confidence Building
Enter meetings prepared for any question

Ask AI to role-play as a code inspector, banker, or client to prep you for tough conversations

Example: A contractor preparing for a loan meeting asked AI to simulate questions a lender might ask

"AI doesn't make you smarter. It makes your smart go further faster."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Your 30-Minute Daily AI 
Skillset Development Plan 
(Construction-Focused)

Learn (10 mins)
Learn a tool (ChatGPT, Magicplan, Houzz Pro)

Apply (15 mins)
Apply it to your current job or bid

Reflect (5 mins)
Did this save time or make me better?

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


5 Steps to Start Now
Choose one daily task
Estimates, summaries, emails

Prompt AI to do it for you
Give clear instructions with context

Refine the output
Make it your own

Save the prompt for reuse
Create a library of effective prompts

Track your time saved per task
Measure your productivity gains

"It's not about using AI to do more. It's about using AI to become more."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Your Next Step
"You're one prompt away from clarity, capacity, and cash flow."

AI-BlackBelt.com
📩Join US on April 8th

• 8 Modules designed to increase your AI-IQ
• 100% Virtual
• All Call Recorded
• Certification available 

Use Code: BELAI70   save 70%

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Contact Information

Email
howardlwhitejr@
gmail.com

Phone
225.907.6593

Website
Ai-BlackBelt.com

LinkedIn
https://www.linkedin.com/in/ho
ward-white-a438233/

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Your Next Step
"You're one prompt away from clarity, capacity, and cash flow."

AI-BlackBelt.com
📩Join US on April 8th

• 8 Modules designed to increase your AI-IQ
• 100% Virtual
• All Call Recorded
• Certification available 

Use Code: BELAI70   save 70%

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Call to Action & Close

Make a Commitment

Choose one tool and one pillar 

to commit to

Join the Community

Join the AI-BlackBelt.com for 

contractors & developers

Start Simple

You don't need a tech degree—just a growth mindset.

"The view from second place never changes—go make it happen."

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Common Contractor AI 
Roadblocks (and Fixes)

"It's too techy"

Use your voice (dictation) + 

ChatGPT

"It doesn't sound like 
me"

Teach AI your tone

"I don't have time"

AI's job is to GIVE YOU TIME BACK

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


AI Tools for Different Construction Roles

Project Managers

Schedule optimization, resource 

allocation, risk assessment

Estimators

Material takeoffs, cost forecasting, bid 

preparation

Designers

Concept generation, visualization, code 

compliance

Field Supervisors

Daily reporting, safety checks, quality 

control

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


Measuring Your AI Implementation Success

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


AI Implementation Timeline for 
Contractors

Week 1: Foundation

Set up ChatGPT account, learn basic prompts, create first template

Week 2-3: Application

Apply AI to one daily task, refine prompts, measure time savings

Month 1-2: Expansion

Add more tools, train team members, create prompt library

Month 3+: Integration

Fully integrate AI into workflows, measure ROI, explore advanced 

applications

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


The Future of AI in Construction

35%
Productivity Gain

Average productivity increase for early AI adopters in construction

68%
Time Saved

Reduction in administrative tasks through AI automation

24%
Cost Reduction

Average decrease in project planning costs

3.5x
ROI

Return on investment for construction AI implementation

The construction industry is just beginning to tap into AI's potential. Early adopters are gaining significant competitive advantages in efficiency, cost management, and client 

satisfaction. By implementing the strategies from this playbook, you position your business at the forefront of this transformation.

AI-BlackBelt.com    225.907.6593    Howard L. White

https://www.yourcompany.com


CLEM JR 
DEVELOPMENT

CREATING NEIGHBORHOOD DEVELOPERS

PROJECT DEVELOPMENT & CONSTRUCTION



KNOW YOUR MARKET AREA

1. WHO ARE BUYING THE HOMES

2. IS THERE A SHORTAGE OF AFFORDABLE HOMES IN THIS MARKET

3. IS IT FEASIBLE TO BUILD IN THIS MARKET

4. WHAT TYPE OF HOUSE/ES CAN I BUILD

5. WILL I GET THE REVENUE I AM EXPECTING



BUILDING RELATIONSHIP WITH THE 
RIGHT PLAYERS:

1. BUILD A RELATIONSHIP WITH YOUR BANK

2. KNOW YOUR BANK DECISION MAKING 
PROCESS

3. NEVER BRING YOUR BANK A BAD DEAL



FINANCIAL STATEMENTS

1. YOU HAVE TO HAVE A BALANCE SHEET

2. YOU HAVE TO HAVE A PROFIT & LOSS SHEET

3. PROVIDE THE LAST THREE-YEAR TAX RETURNS



LOCAL ECONOMIC DEVELOPMENT 
OFFICERS – DIRECTORS - MANAGERS

1. DOES THE CITY OR PARISH HAVE MONEY TO DISPERSE? 

2. HOW MUNCH LIQUIDITY DO YOU HAVE TO PLEDGE TO THE PROJECT

3. MAKE SURE YOU MAKE A PROFIT



CLEM JR DEVELOPMENT
RENOVATION CONSTRUCTION RENOVATION CONSTRUCTION



CLEM JR DEVELOPMENT 



CLEM JR DEVELOPMENT
NEW CONSTRUCTION NEW CONSTRUCTION



CLEM JR DEVELOPMENT























FINISH PROJECT 





FUTURE PROJECT 

















CLEM JR DEVELOPMENT
VILLE PLATTE, LA

CONTACT: CLEM LAFLEUR – DEVELOPER

OFFICE: 337-363-5107

MOBILE: 337-831-2828

EMAIL: CLEMLAFLEUR@CENTURYTEL.NET



XACTIMATE
CREATING SUSTAINABLE NEIGHBORHOOD DEVELOPERS

NOVEMBER 16, 2024

ERIC PORTER, COMNET, LLC



Understanding Xactimate for 
Contractors and Developers

"Mastering Construction Estimation and Job Costing“

Licensed construction professionals trained in Xactimate for 
construction estimation and job costing designed for builders, 
contractors, and trade companies



What is Xactimate?
Definition:
Xactimate is a computer software system widely used for construction cost 
estimation and job costing in the insurance industry.

Purpose:
Helps users generate repair expense estimates, loss assessments, and 
claim settlements.

Ownership:
Owned by ISO, part of Verisk Analytics. 



What is Xactimate?
Xactimate is a widely used software for estimating construction costs, 
particularly in the insurance industry. While powerful, it is primarily designed 
for standard homes and may not accurately reflect the costs of repairing 
custom, historic, or high-value properties. Improper use can lead to 
underestimated costs and disputes, as seen after Gulf Coast hurricanes.



Why Use Xactimate?

Benefits:
Streamlines cost estimation processes.
Preferred by insurance companies for detailed, standardized estimates.
Useful for negotiations with insurers.

Limitations:
Generic pricing may not reflect local or unique property conditions.
Prone to underestimation if used improperly.



Why Use Xactimate?
To ensure a fair claim settlement, property owners or their representatives 
should consider obtaining independent estimates from reputable licensed 
construction professionals trained in Xactimate, even if they don’t use the 
software themselves. 

This approach levels the negotiation playing field and provides a more 
accurate assessment of repair or replacement costs. Homeowners’ 
contractors can support and document their estimates by obtaining 
subcontractor bids.



How Contractors Can Leverage 
Xactimate

Use for:

Validating Estimates: Obtain independent estimates to support claims.

Documentation: Provide subcontractor bids to supplement reports.

Negotiations: Ensure an “apples-to-apples” comparison with insurer 
estimates.



Best Practices for Using Xactimate
Understand Local Costs:
Supplement Xactimate data with local contractor expertise.

Train Effectively:
Ensure proper training to maximize accuracy.

Use Subcontractor Bids:
Include unique costs and additional details not captured by Xactimate.

Validate Results:
Always cross-check Xactimate estimates with real-world bids. 



Common Pitfalls and How to Avoid 
Them

Over-Reliance on Software:
Xactimate doesn’t account for unique or high-value property features.

Outdated Pricing:
Verify that Xactimate’s median pricing reflects current market conditions.

Inadequate Training:
Inexperienced users can lead to inaccurate estimates. 



Practical Application
Scenario: A Gulf Coast hurricane damages a high-value property.

Approach:

Obtain Xactimate estimates.

Supplement with local subcontractor bids.

Adjust for unique building components and labor costs.



Navigating Negotiations and 
Mediation

Why Comparable Formats Matter:
Insurers prefer estimates in Xactimate’s detailed breakdown.

Key to Success:
Provide detailed, supported documentation to make a strong 
case.

Tip: Work with trained professionals to ensure accuracy. 



Navigating Negotiations and 
Mediation

Familiarity with Xactimate is advantageous when negotiating or
mediating with insurance companies. Insurers often prefer
estimates broken down in the detailed format provided by
Xactimate, making it essential for your assessment to be
comparable in this format.

Failure to provide an “apples-to-apples” comparison may make convincing the insurance company to pay the total amount you are owed is

challenging.



Conclusion
Summary:

Xactimate is a powerful tool, but only as good as the expertise behind it.
Contractors and developers must combine software estimates with 
industry knowledge for accuracy.

Call to Action:

Invest in training, use local expertise, and validate every estimate! 



Conclusion

Understanding the strengths and limitations of Xactimate is crucial for
property owners, contractors, adjusters, and legal representatives involved
in insurance claim settlements. While it can be helpful, its generic nature and
lack of customization for unique properties can lead to underestimation and
disputes. Seeking independent estimates from experienced construction
professionals trained in Xactimate can provide a fair assessment of repair or
replacement costs and level the playing field during negotiations with
insurance companies.



Q&A
Have Questions?

Let’s Dive Into Your Specific Scenarios!



PROJECT MANAGEMENT

CREATING NEIGHBORHOOD DEVELOPERS
EDA UNIVERSITY CENTER FOR

ENTREPRENEURIAL & ECONOMIC
DEVELOPMENT

SU COLLEGE OF BUSINESS

Eric Porter - ComNet, LLC



WHY DO PROJECTS FAIL?

Lack of Planning

Lack of Clear Roles & Responsibilities

Lack of Change Management  

Poor Budgeting

Poor Scheduling



TRAITS OF THE BEST PMS
AS DEFINED BY A MAJOR CLIENT

7. Backs decisions of team members

8. Organized

1. Follows through

2. Good Listener

3. Proactive

4. On top of every aspect of the job

5. Leads by example

6. Good Communicator

9. Handles multiple priorities well

10. Technically proficient

11. Holds people accountable

12. Delegates well



HOW PRINCIPALS WORK 
WITH STRONG PMS

.

Issue Project Manager Principal

Fee Proposals Prepares Approves

Fee Negotiation Participates Directs

Team Selection Requests Assigns

Removing Non-Performers Recommends Approves

Technical Decisions Controls Recommends

Client Relations Maintains Oversees

Future Work Secures Approves

Accountability Maintains Rewards



ROLES OF THE PROJECT MANAGEMENT

Traditional Roles
• Planning
• Scheduling
• Organizing
• Directing
• Controlling
• Technical

Marketing Roles
• Expand the Scope of Work
• Get the Client Back
• Actively Secure Referrals
• Close the Deal
• Sell All your Firm’s Services
• Passive Marketing/Client

touchesFinancial Roles
• Earn the Profit
• Bill the Client
• Secure Payment



PASSIVE MARKETING/TOUCHING CLIENTS

• Forward an article about a client’s business
• Forward info on a new legislation affecting them
• Send a book about strategies in their business
• All phone calls equal one touch
• Send clippings on other projects or industry trends
• Send a handy tool or checklist that makes their job

easier
• Thank you notes
• Lunches and Breakfasts
• Company Newsletters



TALLY OF CROSS-SELLING OPPORTUNITIES

Client Opportunity Sales
Lead

Prob of
Success

Gross
Revenue

Weighted
Revenue

GA DOT Enviro Feas DFR 50% $50,000 $25,000

FL DOT Bridge Inspect LRJ 75% $550,000 $410,000

Jax DPW Paving Recycle MJU 33% $75,000 $25,000

Orl Water GIS JEF 30% $100,000 $30,000

Pens DPW GIS JEF 50% $100,000 $50,000

JaxAviat Security  
Assess

PIK 40% $50,000 $20,000

TOTALS $925,000 $560,000



PM’S TOP 20 EXCUSES FOR 
PROJECT FAILURE

1. The project team was full of  
incompetents.

2. I didn’t have enough time.
3. The client kept making changes.
4. The budget was unrealistic.
5. I couldn’t get enough help.
6. Working for the client is impossible!
7. I couldn’t get the information I

needed from accounting.
8. The schedule was unrealistic.
9. Everyone kept charging to the job.
10. was taken off the job at  

the worst possible time.

12. The designers wouldn’t stop  
designing.

13. The contractor didn’t understand  the
job.

14. This job was unique.
15. The building department is full of  idiots.
16. Principals kept charging to the job.
17. The subs would not cooperate.
18. The word processing people kept  

getting pulled off my job.
19. quit and left me holding

the bag.
20.The CADD operations didn’t know what



PROJECT MANAGER SINS

1. Letting the job get into trouble

2. Not Knowing it’s in trouble

3. Knowing it’s in trouble and not asking for help

4. Hiding the fact that it’s in trouble



ELEMENTS OF A PROJECT MGT PLAN

• Goals & Objectives
• Scope Of Work
• Schedule
• Financial Plan
• Team Organization, Resources, Responsibilities
• Quality Control Process
• Change Management Process
• Communication Plan
• Contingency/Risk Management Plan



REASONS FOR SCHEDULING

• Get Projects Done on Time

• Cash Flow Plan
– Accelerates Payments
– Facilitates Client Financing

• Personal Time Planning

• Demonstration of Resource Requirements

• Effective Communication
– Client
– Team
– Management



CHARACTERISTICS OF A GOOD SCHEDULE

• Easily Communicated
• Flexible – Easy to Update and Change
• Has Commitment of Project Team
• Shows Task Interrelationships
• Kept on a Calendar Basis
• Forces Early Deadlines
• Includes Review and Correction Time
• Allows for Slippage
• Has Office-Wide Correlation
• Allows for Activities Beyond Contractual Due Date
• Graphic Presentation



SCHEDULING METHOD #2: BAR CHARTS

ID Task Name Start Date End Date Duration 2002
1 Preliminary  

Design
1/1/2002 1/1/2002 0d January February March

2 Kickoff &  
ReviewChar  
Data

1/1/2002 1/7/2002 5d

3 Design Calcs 1/5/2002 1/25/2002 15d

4 Design Criteria 1/10/2002 1/30/2002 15d

5 Title Sheet 2/15/2002 2/21/2002 5d

6 Site Plan 2/15/2002 2/28/2002 10d

7 P&IDs 1/15/2002 2/4/2002 15d

8 Mechanical  
Plan

2/15/2002 3/7/2002 15d

9 Equip List &
Outline Spec

2/15/2002 3/7/2002 15d

10 Client Review 3/15/2002 4/3/2002 14d

11 Cost Estimate 3/15/2002 3/25/2002 7d



WHAT ARE PROJECT WRITE – OFFS?

• Jobs in budget trouble
• Job with potential  

quality/liability problems
• Charges to jobs w/o contracts
• Delays in getting charges keyed

into accounting
• Delays in getting charges billed
• Late payment
• Jobs with unusually high risks

Project Cost that  
are not:

- Billed to a client
- Paid by a client



WHY TEAMS FAIL

• No Clear Vision
• Poor Team Behavior
• Team Behavior
• Focus on  

Personalities
• Lack of Feedback

• Lack of Team  
Purpose

• Personal Agendas
• Unwilling to  

Participate
• Value Conflicts



CHARACTERISTICS OF 
EFFECTIVE TEAMS

• Collective AND Individual  
Accountability

• “Atmosphere” is relaxed

• Lots of discussion

• Objectives well understood

• Members listen to each other

• Most decisions by  
consensus

• Constructive disagreements

• Criticism is comfortable

• Clear assignments made &  
accepted

• Leadership shifts from time to time



PERSONALITY TRAITS

Driver (Control Taker)
Pushy

Expressive (Emotional)
Manipulative

Severe
Tough Minded  Dominating  
Harsh  Determined  
Requiring  Thorough  
Decisive  Efficient

Excitable
Undisciplined  
Reacting  
Promotional  
Personable  
Stimulating  
Enthusiastic  
Dramatic  
Gregarious

Analytic (Data Collector)
Critical

Amiable (Friendly)
Conforming

Indecisive
Stuffy  Exacting  
Moralistic  Industrious  
Persistent  Serious  
Vigilant

Retiring
Pliable  
Dependent  
Awkward  
Supportive  
Respectful  Wiling  
Dependable



CRITICAL SUCCESS FACTORS IN MANAGING 
YOUR  CLIENT

• Be an equal partner
• Foster trust
• Demonstrate credibility
• Anticipate – Don’t React

Leadership Management
• Know your client • Maintain focus
• Understand your client’s • Be committed

business • Communicate effectively
• Be prepared
• Be persistent when you  

need input

NO SURPRISES !!!!!



PRESENTING BAD NEWS – SPIN CONTROL

• Get bad news out as early as possible

• Make sure clients heart it from you first

• Take blame immediately

• Present alternatives

• “Your first loss is your last loss”



SOUND ADVICE

 “Go out and learn how to make chips.
 Then come back and help us do it better.”

When vendors, consultants, and contractors 
asked the President of  Intel Corporation how 
they could get more work from the giant chip  
manufacturer, he told them:



THE 5 BE’S TO SUPERIOR 
CLIENT SERVICE

• Be Accessible: easy to be contacted

• Responsive: adapt to client needs

• Be a Closer: do what you say you will do

• Be Quick to Correct: bad news doesn’t get 
better with age

• Be Passionate: it’s contagious



HOW DO YOU KILL A CLIENT
RELATIONSHIP?

• Assume there are no problems in the relationship
• Don’t listen
• Rotate staff
• Take a client’s repeat business for granted
• Leave issues unresolved
• Be defensive
• Don’t call unless you have an RFP
• Don’t call unless you have a job number

Are you guilty of any of these?



SEVEN STEPS TO MANAGING A
CRISIS

1. Don’t react immediately – THINK-THINK-IT’S NOT 
ILEGAL YET

2. Define the problem (not just the symptoms)
3. Identify all the alternatives
4. Don’t assess blame
5. Select the alternative(s) you believe will work
6. Take positive, authoritative action
7. When the dust settles, assess the results
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CHARTER PROJECT



XAVIER PROJECT
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