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 PROjections 
By Alexis Nixon PMP  
Vice President Membership  

 
Welcome New Members! 
PMI Mid-Missouri Chapter welcomes new members who 
joined in June and July: 

Mark Kuehl 
Dale Stiefeman 
Sridhar Kalluri 
Ravichander Muskula 
Rick Powell 
David Scott 
Dinesh Thekkumuri 

 
Welcome back to Vicki Callaway who recently 
rejoined the chapter! 
Thanks to the members that have recently renewed.  
As of the end of July, the Chapter has 115 members and 
67 PMPs! 
 
We hope to see you all at the September meeting.  
 

Mid-Missouri Chapter PMI Communications Team
Vice-President of Communications:  Laxmish Thirumaleshwar pmivpcomm@pmimidmo.org 

Newsletter Content Editor:  Darin Hendry           Production Editor:  Nancy Kuse news@pmimidmo.org 
Advertising/ Sponsorship:  Bharath Srinivasan ads@pmimidmo.org 

Web Site:  Swaraj Gadicherla and John Criswell pmiwebmaster@pmimidmo.org 

Getting “Buy-in” to anything “New” 
By Peter de Jagar 
  
 
If you’re a ‘doer’ of any sort, whether you’re a project 
manager, organizer, supervisor, secretary or just one of 
those people who make the world go round – then from 
time to time you’re going to stumble across a method or 
process that you just know will benefit others if only 
they’ll adopt it.  You’ll then discover, sometimes much 
to your surprise, that your enthusiasm for your new 
found solution isn’t shared by those around you. 
 
Welcome to the very common problem of implementing 
a Change. 
 
If you’ve been a project manager for any length of time, 
then you’re well ware that we repeat certain processes 
time and time again.  We don’t set out to do this 
consciously, but never-the-less these patterns or 
process repeat. A good PM understands the need to 
identify, categorize and generalize these patterns and use 
them consciously.  There is a flip side to this, there are 
also patterns of failure, ‘solutions’ we try time and time 
again that don’t lead us towards our goal.  In a sense, 
that’s why we attempt to categorize those that work, 
because this knowledge then helps us avoid the ones 
which don’t.  Good PM practices attempt to steer us 
towards the successful processes by steering us away 
from the less effective approaches.  Do this consciously 
enough and we end up with something like OPM3. 
 
The “Buy-in” strategy in traditional Change Management 
is a perfect example of a commonly used unsuccessful 
approach to a common management problem.  Yes, I’m 
well aware of the fact that questioning the value of a 
commonly held belief is heretical, but it is an accurate 
assessment of the efficacy of “buy-in”. 
 
 

Continued on Page 2 
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Getting “Buy-In” continued… 
 
Typically, when we find a good, new solution we get 
enthusiastic, sometimes wildly enthusiastic about it. Let’s 
assume we’ve glommed onto OPM3 as our most recent 
discovery. Our immediate strategy is to try and convince 
others that OPM3 is the answer to all our project 
management problems. We want them to ‘buy-into’ the 
new idea, after all, we know OPM3 works. Our 
approach is to concentrate on the benefits of 
implementing OPM3. Our goal? To get our audience or 
organization to adopt this proven way of doing things.. 
 
And then we’re surprised when they respond with, 
“Why?” 

It doesn’t matter what new idea we’re trying to 
implement, it could be OPM3 or a new way to tie our 
shoe laces, or in what organizational context we’re 
operating, we will always encounter this well meaning 
“Why?” We then incorrectly, in my opinion, label it as 
‘resistance to change’. We also mislabel this 
phenomenon as being ‘negative’ and perhaps even as an 
‘obstacle to progress’. 
 
The problem we’ve created is this: We’re attempting to 
sell a solution, before we agree on the problem. 

Here’s an experiment, we’ll make it incredibly simple. 
Walk into the office next to yours and say to the 
person, “Stand up.” (or “Stand up!” if you want to 
increase the intensity of the experiment.) What is their 
response? They will either ask “Why?”, at the very least 
they’ll think it. 
 
What you just conducted was the simplest of change 
experiments. The “Why?” you received isn’t trivial, it 
needs to be answered in some fashion if you’re to get 
the subject to stand. 

If you want a more robust experiment, one performed 
by a PhD, one with ‘convincing’ statistics, then consider 
the test performed by Dr. Robert Cialdini (Described in 
his book, “Influence: Science and Practice” ISBN 0-321-
18895-0)  
 

This experiment was conducted at a busy 
photocopier. The researcher stepped to the 
front of the queue and asked: “Excuse me. I 
have five pages. May I use the Xerox 
machine?” The result was that 60% of the 
time she was allowed to make her copies. 

 
 

Getting “Buy-In” continued… 
 

On the next trial she asked instead: “Excuse 
me. I have five pages. May I use the Xerox 
machine because I’m in a rush?” This 
increased her success rate (immediately 
making copies) to 94%. 

 
To test if  “…because I’m in a rush” was 
the deciding factor for the change, they 
changed the opening line to: “Excuse me. I 
have five pages. May I use the Xerox 
machine because I have to make some 
copies?”  

 
Her success rate remained close to 94% at 
93%. The initial request with no reason 
given is 60%, adding even the flimsiest of 
reasons, ‘because’ to the unspoken ‘Why?’ 
increases that success rate to 93%. 
 

So… if you’re trying to implement a new idea, what is 
your answer to the reasonable question ‘Why?’ going to 
be? That this “idea” is better than what we’re currently 
doing isn’t enough. That’s basically what we’re saying 
when we’re enthusiastic and merely sing the praises of a 
new solution.   

What people need to hear is a description of the 
problem that the new idea is supposed to solve. You 
cannot sell anyone the benefits of anything until they 
agree that the benefits are necessary.  

So? What problems does OPM3 solve? What are the 
failings of your existing process? Can you point to 
specific failings which everyone agrees need addressing? 
Can you measure what it costs in lost opportunity costs? 
Can you then estimate the opportunities offered by 
OPM3? If that’s too difficult, or circumspect, is it 
possible to identify an existing outstanding project which 
has defied completion at great cost to the organization? 
Can the cost of not completing it justify a different 
approach? Perhaps trying out OPM3 in some limited 
manner? 

© 2007, Peter de Jager. Peter is a 
speaker/consultant/writer on Change related issues. If 
you’ve enjoyed this article, you can read more of his 
work in his daily blog at: 
http://technobility.wordpress.com 
 
 
 
 

http://technobility.wordpress.com
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IT TAKES A FRAMEWORK THAT ANALYZES THE 
STRENGTHS AND WEAKNESSES OF 
YOUR COMPANY’S CONTROLS TO DETERMINE 
WHERE TO SPEND THE DOLLARS. 
 
“How confident are we that our firm is in compliance?”  
This question strikes fear and loathing in the minds of 
today’s financial executives to the point of keeping them 
up at night.  But more than that, compliance has become 
a dollar investment preoccupation. 
 
Put simply, compliance program costs have increased 
exponentially over the past decade. The reasons for this 
vary: Some blame it on the costs of increased staff, legal 
review, and assistance from consultants, while others 
point to the need to integrate expensive IT software for 
surviellance and reporting. It has been estimated that 
firms in the securities industry will spend more than 
$28 billion on compliance programs and program 
enhancements in 2007—compared to $23 billion in 
2004.  Compliance with the Sarbanes-Oxley Act (SOX) 
alone in 2006 reached approximately $6 billion. Are such 
levels of spending even necessary? 
 
Executives in charge of compliance program spending 
tend to err on the side of caution and overspend in an 
attempt to bulletproof their organizations.  But a look at 
the results of regulatory examinations shows that there’s 
no insurance policy available to stave off negative 
regulatory findings. In some cases, it’s advisable to accept 
a little risk rather than to overinvest. Knowing where 
that sweet spot is requires companies to have an 
established framework that analyzes the strengths and 
weaknesses of their controls to determine where to 
spend compliance dollars. In today’s heightened 
regulatory environment, many companies haven’t yet 
developed the appropriate analytical tools and 
framework to find that sweet spot, so they continue 
their struggle. 
 
Here I’ll discuss both the hard and soft costs of 
compliance; the business and corporate political drivers 
of compliance program inefficiencies; the benefits of a 
deliberate, risk-adjusted compliance program; and how 
some companies are finding their sweet spots. 
 
HARD AND SOFT COSTS 
To understand where to conserve on compliance 
program investments, it’s useful to consider typical 

 
Finding Your Cost continued… 

expense allocations.  By far, the largest cost drivers are 
staff related: recruitment, salary, variable compensation, 
benefits, and other overhead such as providing personal 
business equipment and office space. These expenses 
account for 93.9% of the total dollars spent on 
compliance programs.  The remaining costs are allocated 
to capital expenditures:  IT software and hardware (3.3% 
of costs) followed by out-of-pocket expenses including 
IT supplies, vendors, and accounting, legal, and audit 
services (2.8%).  Within this mix, audit fees comprise 
part of the expense structure and continue to rise—
especially when additional staff is required to manage the 
audit. 
 
Overspending on compliance programs creates another 
kind of risk—wasted resources that otherwise would 
have been devoted to the company’s strategic position 
and growth.  These incalculable soft opportunity costs 
can cause large-scale distraction in four major areas. 
 
1. Reallocating and Stretching Limited Resources 
As organizations continue to focus on leveraging existing 
resources, it’s important to evaluate the current 
governance functions or control groups (Finance, 
Internal Audit, and Risk Management) to determine the 
right mix of individuals possessing the appropriate 
subject matter expertise required to implement change. 
One often overlooked tenet of success in stretching 
limited resources is determining what resources 
(training, process change, and technology) are required 
to retool existing resources to take on additional 
responsibilities efficiently.  For example, new regulations, 
such as SOX and the Investment Company Act Rule 
38a-1, require the implementation of ongoing monitoring 
programs.  Although these initiatives require audit skills, 
they also require legal, regulatory, and financial technical 
skills.  Ensuring that the dedicated compliance staff is 
appropriately skilled for their new responsibilities is an 
essential factor to consider when stretching limited 
resources. 
 
2. Limiting R&D Due to Increased Costs for 
Outside Counsel 
As there’s an increased need to rely on external experts, 
such as outside counsel, the costs rise exponentially for 
many firms. These expenses should be considered up 
front during the development and implementation phase.  
If firms haven’t planned appropriately for an individual or 
individuals to retain the knowledge from advisors, a one-
time cost may turn into a recurring expense. 

 
Continued on Page 4 

Finding Your Cost-of-Compliance 
Sweet Spot 
By John Schneider 
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Finding Your Cost continued… 
3. Overworking Employees Who Can’t Focus on 
Compliance 
Balancing workloads for employees is always difficult for 
managers, but it becomes more challenging when 
employees must wear more than one hat.  Smaller 
organizations often employ the multitasking model, with 
varying levels of efficiency, while in larger organizations 
employees are critically overworked due to the volume 
of work required in a larger compliance infrastructure. 
As a result, job responsibilities are more difficult to 
measure, and those responsibilities with respect to 
compliance become deemphasized. 
 
4. Spending Equal Time on Compliance-related 
Activities and Creating New 
Business/Relationships 
Executives should consider the process for building a 
comprehensive governance function in much the same 
way as building any other capability within the company. 
The trade-off may be to sacrifice short-term business 
relationship building in lieu of developing an effective 
compliance program. CEOs are already spending 20% to 
25% of their time on compliance-related activities vs. 5% 
only five years ago. They have embraced the importance 
of compliance, which is evidenced by the significant 
increase in the time allocation dedicated to compliance- 
related matters. 
 
OTHER PROBLEMS AND CONSEQUENCES 
In addition to losing focus on the corporate mission and 
distracting key decision makers from their main roles, 
other problems and consequences arise from the view 
that regulatory compliance is too overwhelming—a view 
that could be mitigated if executives had a better sense 
of how to balance and manage the challenges. 
 
These preoccupations, combined with the fact that many 
companies are merging with others that have different 
compliance cultures, tend to create confusion and lack 
of direction. Compliance programs often take on 
differing structures within a merged organization and 
aren’t always implemented in the same manner. On a 
pragmatic level, knowing whom to contact if a potential 
issue or question arises often becomes a significant 
challenge.  Differing business models require more or 
less compliance oversight depending on product 
complexity, distribution, and regulatory oversight. In 
addition, the merged entity may have inherent 
inefficiencies and in many cases should redefine the 
compliance program, its roles, and its responsibilities. If 
the business models aren’t aligned, overspending of 
compliance dollars will result. Therefore, developing 
a model that’s tailored to each organization is critical. 

 
Finding Your Cost continued… 

Beyond merged entities, there has been an interesting 
trend of reticence when deciding to take companies 
public—based in part on the perceived complications 
and unnecessary capital expenditures surrounding 
compliance programs, business and IT infrastructure, and 
required overhead. Firms opt to stay private to avoid 
having to comply with the regulations governing public 
companies. This development is holding down new 
public offerings, and, as a result, domestic securities 
markets are losing business to non-U.S. markets.  
Consider that in 2005, the NYSE and NASDAQ 
combined had only 20 new listings from foreign firms vs. 
129 foreign firms in the London market. Industry 
analysts have pointed to the negative influence that the 
U.S. regulators have on the critical decisions such firms 
are facing in the decision to take a company public. 
 
One of the most profound impacts on compliance 
program expenditures has been the sharp rise in 
earnings restatements in the U.S. In 2006 approximately 
1,876 companies went through a restatement—an 
increase of 17% from 2005—and significantly exceeding 
the 452 pre-SOX restatements filed in 2001.While not 
all of these restatements were SOX related, this large 
jump suggests that compliance demands are creating 
even more challenges for accounting and finance 
departments. 
 
ON THE BRIGHTER SIDE 
Tight, comprehensive compliance regulations have many 
benefits. They are helping restore investor confidence, 
which was needed after recent stock market declines, 
accounting scandals, and securities laws violations. A 
restoration of investor confidence has helped companies 
and the economy as a whole. 
 
When companies eventually get a handle on compliance 
requirements, they can benefit from business operations 
improvements, such as standardized processes. An 
example of how the new regulatory requirements can 
influence standardization is that many organizations have 
implemented new product-development policies, 
procedures, and governance requirements.   
Organizations with established processes to ensure all 
stakeholders have an opportunity to review new 
products before they’re launched are finding governance 
oversight is now being built into the processes and that 
processes are, more than ever, being reviewed more 
carefully to ensure that operations and finance can 
standardize processes to mitigate risk appropriately. A 
retroactive review of existing products and services has 
created more opportunities for standardization. 
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Finding Your Cost continued… 
Another benefit of standardizing processes is that it 
establishes opportunities to strengthen the internal con-
trol environment as well. This can be attributed in large 
part to streamlining processes and aligning operational 
and governance capabilities to the products and services. 
 
A positive aspect of standardizing processes and 
strengthening internal controls is companies are forced 
to evaluate their standard operating procedures. 
Ensuring that processes are repeatable and provide the 
visibility to guarantee that they have the capacity to 
prevent, detect, and remediate compliance breaches is a 
windfall from the recent regulatory changes. 
 
Other benefits come from getting a handle on 
compliance regulations: 
♦ Compliance officers have a view of the control 

activities within several key business processes 
because of the supervision and monitoring aspects 
many compliance programs provide. 

♦ Compliance programs mitigate potential legal 
liabilities because most regulatory responsibilities are 
captured within the contracts that are formed 
between companies and clients, companies and 
service providers, etc. 

♦ A more secure information environment results. 
 
FINDING THE SWEET SPOT 
To set the stage for finding the sweet spot, consider a 
quote from Warren Buffett: “Berkshire can afford to 
lose money, even lots of money; it can’t afford to lose 
reputation, even a shred of reputation….There is plenty 
of money to be made in the center court. There is no 
need to play around the edges.” 
 
An important first step is to acknowledge that the cost 
of compliance is an ingredient of a broader effort for a 
governance and risk management infrastructure to 
protect the company’s reputation. Each industry is 
slightly different and, therefore, comes with a unique set 
of economic decisions that will factor into determining 
how much is enough. As with all business activities, 
measuring the risk vs. reward is fundamental to assess 
the appropriate business model. Distilling this thought 
process into a diagram helps to visualize where to align 
and/or allocate resources in a more efficient manner.  
See Figure 1. 
 
The “Efficient Frontier” is less quantitative than it is 
qualitative, so analyzing the key business drivers is a 
good starting point. This analysis will assist in the 
inventory process of the client types, distribution  

 

Continued on Page 5 
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channels, services, and/or products that are being 
provided.  Why is this important? By knowing a 
company’s business lines and client service providers, a 
risk assessment can be made more efficiently. This risk 
assessment will be directly related to the proper 
location of a business’s compliance expenditure sweet 
spot. Here are six other business attributes to review: 
 
1. What is the size of the organization? What is the 
scope of the assets under management? Millions? 
Billions? Does the compliance program apply to a self 
contained organization, or is it employed in many 
different parts of an organization where scale, leverage, 
and other economic efficiencies exist? 
 
2. What is the level of complexity? Issues to address 
include the number of offerings, distribution, private 
labeling, whether the company is a service provider, etc. 
 
3. In what jurisdictions does an organization operate?  In 
what countries are products and services being sold?  
Also, what regulatory oversight exists? 
 
4. How much of the compliance program can be 
automated?  Is there a commitment to invest in 
compliance related technologies? 
 
5. What other sources of testing and monitoring can be 
leveraged for compliance purposes (i.e., SOX Audit 
Testing, Internal Audit, SAS 70 (Statement on Auditing 
Standards No. 70, “Service Organizations”) audits, etc.)? 
 
6. What part of the compliance program can be 
outsourced?   
 
Integrating compliance and governance into the fabric of 
an organization can be a differentiator that can add value 
to attract resources, sell product, create or enhance 
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Finding Your Cost continued… 
outcomes. Consider recognizable brands, such as 
McDonald’s, Citibank, and UPS, and the value associated 
with them. Creating these brands required a significant 
amount of effort and resources, but protecting the 
brands and their reputations requires just as much 
investment and diligence. Leadership is a difficult quality 
to measure and define, but most people will say that 
they “know it when they see it.” Leaders with the insight 
to envision, create, and implement solid compliance 
programs add value to their brands. A good compliance 
program needs to be a proactive venture and a 
dedicated, respected part of an organization. If financial 
executives can accomplish this, they will find that 
creating compliance program efficiency is a much easier 
task. 
 
The complexities associated with delivering products 
and services in a cost-effective manner—while 
simultaneously managing the risk associated with 
noncompliance—can be a daunting task. To relieve some 
risk and reduce cost, an important first step is to ensure 
that all disciplines communicate in a similar manner. The 
next step is to evaluate the following questions that 
need affirmative answers: 
 
♦ Has the company established a vision for compliance 

and its role within the organization? 
♦ How does the company coordinate its compliance 

efforts? 
♦ Are the roles and responsibilities understood 

clearly? 
♦ Are the compliance efforts aligned with the 

organization’s size, scale, complexity, etc.? 
 
NO ONE SIZE FITS ALL 
Compliance requirements have evolved over time. As a 
result, many companies have addressed the design and 
implementation of solutions in a series of one-off 
initiatives. In a perfect world, the landscape for 
regulation would be stable, and guidance for what is 
required would be clear. Because this isn’t the case, it’s 
critical that organizations evaluate their present-state 
capabilities to determine if the cost of compliance is 
appropriate. 
 
For many of them, looking between the lines at the 
division of responsibilities can result in efficiency gains 
and reduced costs. For example, the control 
environment mitigates the risk of inaccuracies and/or 
legal, regulatory, financial, and operational risk. If each 
control group performs a review of the control 
environment only from the point of view of the  

reputation, and attract new clients, among other positive 
Continued on Page 6 

Finding Your Cost continued… 
expertise they bring to the table, without communicating 
with one another, duplication arguably will occur. 
 
Finding the sweet spot for investing in compliance 
programs and governance infrastructure certainly isn’t an 
end-goal—it’s a meaningful and necessary part of the 
fabric of how a company does business. Compliance and 
governance are the primary ingredients for a recipe to 
protect and enhance a company’s reputation in the 
business community and the marketplace. 

 
COST ESTIMATES IN THE 
 SECURITIES INDUSTRY 

 
In addition to understanding your business, providing a 
set of economic data that will put into perspective the 
compliance spend for a given industry will contribute to 
good decision making.  This type of benchmarking is 
another ingredient to consider in the efforts to find your 
company’s sweet spot. 
                        Cost ($) – securities industry 
                        2004 - $23.2B (estimate) 
                        2005 - $25.5B (estimate) 
                        2006 - $27.3B (estimate) 
                                   $6B to SOX 
                        2007 - $28B (estimate) 
 
Firms in the securities industry spent 13.1% (2005 
estimate) of net revenue (gross revenue – interest 
expense) on compliance. 
                         
                        Large firms – 14.9% 
                        Midsize firms – 17.5% 
                        Small firms – 8.6% 
 
A May 16, 2007 Financial Executives International (FEI) 
survey states that the total average cost for Section 404 
compliance was $2.9 million during 2006 as opposed to 
the Securities & Exchange Commission’s (SEC) original 
estimate of $91,000. 
 
 
Knowing exactly how much to invest in these key areas 
is specific to each company and should be considered in 
the strategic plan. Given today’s heightened regulatory 
environment, the importance of investing in compliance  
and governance has clearly become more of a priority. 
This investment decision, however, should be evaluated 
together with all other business decisions with a priority 
weighting correlated with the risk mitigation and  
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reputational benefits. The investment decision is about 
actively assessing a company’s business lines, knowing 
the company’s governance and risk areas, and investing 
human and capital resources in the most critical areas. 
John Schneider is a managing director of Navigant Consulting, 
a consulting firm specializing in disputes, investigations, 
and management advisory services, which is headquartered in 
Chicago, Ill. You can reach him at (617)748-8317 or 
jjschneider@navigantconsulting.com. 
Originally Published: August 2007 Issue Strategic Finance 
 
 
 
 
 
 
 
This year we have four open offices each serving two 
years. 

♦ President 
♦ First Vice President 
♦ Vice President of Programs 
♦ Vice President of Administration 

 
First step is our nominating process.  Nominations were 
from August 15 to August 31, 2007.  Nominating forms 
and instructions were sent to all chapter members and a 
link to the nomination form was placed on our web site.  
Members were encouraged to nominate other chapter 
members or to self nominate.  The nomination process 
should be completed by the time this article is published. 
 
After nomination, ballots will be created with a brief bio 
for each candidate. The ballots will be sent to the 
membership via email to review during the month of 
September. The election will be held at our chapter 
meeting on September 20, 2007. Absentee voting by 
email will be available before hand. 
 
At election night each nominee will be introduced and 
given the opportunity to briefly highlight their 
qualifications. After these introductions and highlights 
the ballots will be cast. Results will be given the night of 
the election. 
 
We are also voting on new bylaws the night of the  
election. These have been distributed for review. Voting 
on bylaws will be resolved before electing officers. 
 
We have one special issue to accommodate this year. As 
mentioned earlier, we are voting for bylaws changes the 
night of the election. These bylaws changes have an 
impact on how we elect our officers. 
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2007 Election for PMI Mid Missouri continued… 
 
The positions up for election and the description of 
these offices assume the new bylaws will pass. If the 
bylaws do not pass then we will implement the 
following: 

• No election will occur for the office of 
President. Per the old bylaws the current First 
Vice President will ascend to the office. 

• All votes cast up and through Sept 20, 2007 will 
be null and void. 

• A new election will occur via email as soon as 
possible. 

• All current nominees will remain on the ballot 
for the new election. Nominations will open to 
allow additional nominees. This will allow 
candidates for president to run for another 
office is so desired. 

• All other officers’ duties will be continued as in 
the old bylaws.  

 
After the election the new officers will work with their 
predecessor for the remainder of the year. On January 
1, 2008, the new officers will take over their new office. 
 
 
 
 
PMI launches the new PMI.org 
The premier portal for project management.  PMI has 
launched the new PMI.org — a culmination of extensive 
assessments of member needs that reflect PMI’s 
commitment to serving the global project management 
community.  The new PMI.org was built to benefit the 
most active members of the project management 
community — PMI members, credential holders and the 
invaluable volunteers and component leaders.  
 
 Visit the all-new PMI.org now or learn more about the 
many new sections and features of the site 
 
It’s time to get ready for the 2007 PMI Board of 
Directors election 
The 2007 PMI Board of Directors election material was 
distributed to all eligible voters via e-mail during the 
week of 6 August. PMI will follow up the electronic 
ballot distribution with a post card reminder. In order to 
receive the election material, your contact 
information must be current.  All completed paper 
and electronic ballots must be received by 5:00 p.m. 
Eastern Daylight Time (GMT -4), 24 September 2007. 
 

2007 Election for PMI Mid Missouri 
Chapter Board Officers 
By Rodney Britt 
Vice President of Financial Affairs 

PMI News 

http://www.pmi.org/Pages/default.aspx
http://www.pmi.org/Pages/feature.aspx
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Frank Cox, PMP, President 
State of Missouri, Department of Corrections 
Term: Jan.1, 2006-Dec. 31, 2007 
Phone: (573) 522-4648 
Fax: (573) 522-2274 
e-mail: pmipres@pmimidmo.org 
 
Alexis Nixon, PMP, Vice-President of Membership 
Shelter Insurance Companies 
Term: Jun.12, 2007-Dec. 31, 2007 
Phone: (573) 214-4843 
Fax: (573) 446-7319 
e-mail: pmivp1@pmimidmo.org 
 
Alexis Nixon, PMP, Vice-President of Membership 
Shelter Insurance Companies 
Term: Jan.1, 2007-Dec. 31, 2008 
Phone: (573) 214-4843 
Fax: (573) 446-7319 
e-mail: pmivpmembers@pmimidmo.org 
 
Rodney Britt, Vice-President of Financial Affairs 
State of Missouri, Department of Health and Senior 
Services 
Term: Oct. 1, 2006-Dec. 31, 2008 
e-mail: pmivpfinance@pmimidmo.org 
 
Lois Heldenbrand, Vice-President of Programs 
Term: Jan.1, 2006-Dec. 31, 2007 
Phone: (573) 636-8557 
e-mail: pmivpprograms@pmimidmo.org 
 
Ragan Sappington, Vice-President of Professional 
Development 
University of Missouri Health Care - Integrated 
Technology Services 
Term: Aug. 7, 2006 -Dec. 31, 2008 
Phone: (573) 884-8470 
Fax: (573) 884-8192 
e-mail: pmivppd@pmimidmo.org 
 
Lori Kleckner, PMP, Vice-President of 
Administration 
State of Missouri, Office of Administration 
Term: Jan.1, 2006-Dec. 31, 2007 
Phone: (573) 751-5469 
Fax: (573) 751-9617 
e-mail: pmivpadmin@pmimidmo.org 
 
Laxmish Thirumaleshwar, PMP, Vice-President of 
Communications 
CSPI 
Term: Jan.1, 2007-Dec. 31, 2008 
e-mail: pmivpcomm@pmimidmo.org 
 
Past President and Advisor, 
Vacant 

 
 
 
 
 
Chapter Meeting & Seminar 
September 20, 2007 
Meeting Topic: Implementation Project Management 
Seminar Topic: Implementation Project Management 
Don't forget to mark your calendar for the PMI Mid-Missouri 
Chapter all-day seminar with John Oberdiek, PMP and Gina 
Merseal, PMP.  "Implementation Project Management" is sure 
to be enlightening and enriching.  Registration is needed by 
Wednesday, September 12, 2007. The September Chapter 
meeting follows the seminar, so be sure to attend an overview 
of John and Gina’s presentation, “Implementation Project 
Management.” John is a member of Mid MO PMI Chapter, is a 
certified Project Management Professional (PMP), and has 
been working as a project manager for 15 years.  Gina is a 
member of Mid MO PMI Chapter, is a certified Project 
Management Professional (PMP), and has been working as a 
project manager for 15 years.  Our chapter meeting sponsor 
is Tier Technologies, Inc. 
 
Chapter Meeting & Seminar 
November 15, 2007 
Seminar Topic: Engage and Retain! Linking Individual 
                          Choices to Your Employer-of-Choice  
                          Action Plan.   
Leigh Branham’s presentation will offer insights into why 
conventional exit interviewing doesn’t work to uncover what 
research reveals as the root cause of employee disengagement 
and turnover, and what organizations can do to fight the root 
causes while holding managers more accountable for keeping 
their employees engaged.  Leigh Branham, SPHR, is Founder 
and Principal of Keeping the People, Inc., Overland Park, 
Kansas, a talent management consulting firm which helps 
organizations analyze root causes of turnover and employee 
disengagement, then develop and implement employer-of-
choice strategies.   
 
November 15 Chapter Meeting Topic:  
Leader and Manager-Can You Be Both? 
 
Sponsor: Tier Technologies, Inc. 
 
For information and registration information on the 
Seminar and Chapter meetings, visit the Chapter’s web 
site: http://www.pmimidmo.org/  
 
 

 
 

Chapter Board Members 
Upcoming Chapter Events 

Chapter Mailing Address
PMI Mid Missouri Chapter 

P O Box 105137 
Jefferson City MO 65110-5137

http://www.pmimidmo.org/meetings/2007-09-20.html
http://www.pmimidmo.org/meetings/2007-09-20-workshop.html
http://www.tier.com
http://www.pmimidmo.org/meetings/2007-11-15-workshop.html
http://www.pmimidmo.org/meetings/2007-11-15.html
http://www.tier.com
http://www.pmimidmo.org
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09/10/07-09/11/07: Professional Development Days 
Location: Overland Park Convention Center, KS 
Website: http://www.kcpmichapter.org/pdd07.html 
 
10/07/07- 10/09/07: PMI Global Congress 
Location: Atlanta 
Registration is now open!  
 
10/10/07- 10/13/07: Seminar World 
Location: Atlanta 
Registration is now open! 
 
 
 
 
 
Mid Missouri Chapter Board Officers Election 
 
Election to board officers will be held during Sep 20th 
chapter meeting. Please attend the chapter meeting to 
elect your next board officers. If you are unable to 
attend, please e-mail your electronic ballots. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

 
 
 
Congratulations on your PMP certification: 
 
                       Dianne Fuhrman  
                       Ken Weiler  
                       Michael Irudayaraj 
                       Dale Stiefeman 
 
Information received from PMI database on Aug 10th 
2007. 
 
 
 

Advertising and Sponsorship: 
 
Interested in promoting your organization’s project 
management related services? 
Consider sponsoring PMI Mid-Missouri Chapter 
meetings and seminars, or placing web button 
advertising on the Chapter’s Web site, 
http://www.pmimidmo.org 
 
To learn about sponsorship opportunities, visit our 
sponsorship page at PMI Mid-Missouri Chapter 
Sponsorship, or contact a member of our 
Communications team at ads@pmimidmo.org. 
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Chapter News 

Congratulations! 

http://www.kcpmichapter.org/pdd07.html
http://congresses.pmi.org/NorthAmerica2007/TheCongress/
http://congresses.pmi.org/NorthAmerica2007/Seminars/
http://www.pmimidmo.org
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