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Unit 2 Case Study: The Power of Persuasion
Two Project Management Traits that are Important in Projects
Clear communication is an important trait when it comes to the issue of negotiation in a project setting. It is one of the most important traits that the negotiators in a project should possess as it influences the way the negotiation will turn out. This trait assists the negotiator to push forward the critical points of the project and thus contribute in the conclusion of the negotiation in a faster way (Meredith, Mantel & Shafer, 2017). Clear communication entails the negotiators meeting face to face in order to explain the need for the request made. This makes the other party in the negotiation to better understand the request that has been made and make reasonable conclusions on them.
Persistence is also another important trait when it comes to negotiating. Persistence entails being able to push the negotiations to the utmost end in order to achieve favorable outcome (Meredith, Mantel & Shafer, 2017).  Project management requires persistence in order for the negotiating parties to be able to come out of the negotiation with acceptable outcomes. This trait is necessary in ensuring that the negotiator does not give up but rather pushes on for the betterment of the project. However, it is important to note that although persistence is one of the traits that is highly recommended for negotiations, it is important to ensure that one is careful not to push too hard and beyond acceptable limits. This may rub the other party wrongfully and this may collapse the negotiations.
Example that Shows Importance of the Traits in Project Negotiation
One such example that can be used to show the importance of the traits in negotiations is that of buying materials. The project requires substantial amount of materials and thus it is important that the purchase of the same is negotiated well in order to get the value for money. In carrying out this negotiation, it is important that there is clear communication between the negotiators. The project manager who is carrying out the purchase should ensure that he meets with the sellers in order to make the request. This will enable the sellers to engage him more and thus understand the need for his request. Also, it is critical that the project manager or project procurement officer uses persistence in order to obtain the best prices for the materials. The project manager should push the sellers to a point that they will conclude the negotiations in the best interest of the project. The persistence will enable the sellers to back down and thus offer reasonable and affordable projects. This will help to save on the cost of materials for a project.
How the Triple Constraints Affect a Project Manager’s Negotiations
The scope, schedule and cost are three of the fundamental constraints that can affect the project manager’s negotiations during a project (Tinoco, Sato & Hasan, 2016). The three constraints deal with the financial constraints of the project, the task required to achieve the project objectives and the time that the project will take to be completed. The three are very important for the success of the project and thus are equally critical for the project manager during his negotiations (Meredith, Mantel & Shafer, 2017). The costs that are involved in the project are used by the project manager when carrying out his negotiations. The project may be facing financial difficulties and this may cause the negotiation to go against the project manager. This can be brought about by constraints in the project budget which might limit the project manager from asking for more funds to fund the project completion because of the fact that doing so might go out of the project budget.
The time required to complete the project may be limited and thus the project manager may fail to negotiate more in order to save time. Furthermore, the project allocated time is a constraint to negotiations in the sense that the project team might find it difficult to negotiate for more time since it might go out of the scheduled time allocated for the project completion (Tinoco, Sato & Hasan, 2016). The other party benefits from the lack of time that the project has and thus the negotiations is skewed in favor of them. The tasks that are involved in the project also help the project manager determine the level of his negotiations. The number of tasks will inform the kind of negotiations that are to be carried out and the manner in which it will be done. The scope of the project also restricts the extent to which a project manager can negotiate (Meredith, Mantel Jr & Shafer, 2017).
Benefits and Challenges of Keeping the Key Stakeholders Informed of Project Progress
[bookmark: _GoBack]Stakeholders are important people in the project and thus they need to be informed of the progress of the project from time to time. One of the benefits of doing this is that the stakeholders will be able to make crucial decisions that will determine the success of the project (Herremans, Nazari & Mahmoudian, 2016). Keeping the stakeholders informed enables them to take care of various obstacles that may pose a challenge and which may affect the achievements of the objectives of the project. It is also important to inform the stakeholders as doing so helps them to plan for the remaining parts of the project and ensure that all the necessary materials needed are provided. This ensures that the project goes according to plan and that the completion time that was set for the project is achieved is maintained.
Despite the befits, there are several challenges that may come with informing the stakeholders of the progress of the project. One such challenge is that of closure of the project. The stakeholders may be informed of the difficulties that may have been encountered as the project is being undertaken and they may make a decision to terminate the project. This is a decision that may hinder the realization of the benefits that were to be realized from the project and also brings about unemployment to project team members, especially in a case where the project existence served as a source of income to many people (Herremans, Nazari & Mahmoudian, 2016). Another challenge is that of loss of money. The closure of such a project will mean that the funds already used will have been wasted and this is something that should be discouraged at all. Keeping the stakeholders informed can also bring about unanticipated negative impacts such as retaliation and resistance against the project in an organization making the environment unconducive for successful completion of the project.
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