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Go on, make a decision

Training

OF the many things in
l i fe that we do daily,
making decisions

comes pret ty close to the top
of the list. Some dec i s i ons are
subconscious ones w hich
hardly e ver warrant more
than a nano second o f
t h o u gh t . In fact abo ut 80 per
cent of the dec i s i ons we make
f a ll into this category.

So what of the rem a i n i n g
20 per cen t , the re a lly impor-
tant ones that broadly invo lve
people and mon ey.

In their pers onal lives and
in particular in their com-
m ercial lives people are very
d i f feren t . This ref l ects in thei r
s tyles of dec i s i on m a k i n g. No t
su rpri s i n gly, e ach of us is a
sum total of a ll the dec i s i on s
we have made in our live s .
Here are some su gge s ti ons to
en h a n ce your dec i s i on m a k-
ing capabi l i ty.

F i rst the go l den ru l e . If
you are em powered to make a
dec i s i on then make it. If t h ere
is one issue that causes a
m a n a ger to lose the re s pect of
his te a m , co lleagues and peers
a l i ke it is proc ra s ti n a ti on . By
not making a dec i s i on yo u

a re in ef fect vo ting for no
acti on . Th ere are people wh o
bel i eve by not making a dec i-
s i on they avoid making mis-
t a ke s . For a manager at any
l evel that is a on e - w ay street
to incom peten ce .

A dec i s i on should never
be made wh en you are angry,
u p s et , f ru s tra ted or in any
s t a te of mind wh en you are
cl e a rly som ewh ere el s e . Th ere
wi ll be too many factors co l-
liding in your mind that wi ll
not get the ri ght amount of
time spent on the issu e .

Revi ew some of the dec i-
s i ons you have made recen t ly
and see whether you are
making pri m a ri ly re active or
proactive dec i s i on s . If you are
being honest with yo u rs el f
you wi ll prob a bly find too
m a ny re active dec i s i ons and
that su ggests fire figh ti n g. A
good manager practi ces pre-
ventative management to
h e ad of f a probl em before it
devel ops into a revenue loser.

This is a simple ch eck list
for a re active dec i s i on .
• Keep an open mind and

do not pre - ju d ge the out-
come – a big mistake !

• Define the probl em .
• Loc a te the causes, n o t

the sym ptom s .
• Do not attach bl a m e .
• Gather evi d ence and 

eva lu a te it.
• G et different pers pective s

from various pe ople
directly and indirectly
i nvo lved . If a ll you do is
talk to people with similar
pers pectives as yo u rs el f
you wi ll likely not look at
a l tern a tive areas and not
get different vi ews .

• Do not settle on the firs t
s o luti on .Look for as many
opti ons as po s s i ble and
dec i de on the best on e .

• Assess the short - , m e-
d ium- and lon g - term pay-
b ack . S h ort - term fixes on
t h eir own inva ri a bly ju s t
d a m pen the probl em and
do not put out the fire .

• Ta ke acti on .
• Fo ll ow up, fo ll ow up, fo l-

l ow up.
If you have to take a prob-

l em to your boss use this
ch eck list as a means of tell i n g
him/her how you are
a pproaching the probl em . Do
not make exc u s e s . People hate

to hear them and gen era lly
m a kes the situ a ti on wors e .

Here are some tools yo u
can use to add obj ectivi ty to
your discussion s .
• Force Field An a lys i s
• Six Hats Th i n k i n g
• PMI (Plu s , Mi nu s , In t-

ere s ting) wh i ch wei gh s
the pros and cons of
your opti on s

• Grid An a lys i s
So what abo ut proactive

dec i s i onmaking? We are talk-
ing about scanning your
“pers on a l / m a n a gem ent rad a r
s c reen”. This applies to peo-
ple, products, budgets,
recruitment, competition,
m a rket con d i ti on s , s ys tem s
and so on . The qu e s ti on to
ask yo u rs el f i s : h ow are yo u
re ading that radar screen ?

Many people take the
vi ew that “ i f it isn’t bro ken
t h en don’t fix it”. Su rely good
thinking dict a tes that you “f i x
s om ething before it bre a k s”.
Would a sales per son he
happy losing a custom er?
Would a manager sit back
and all ow a team mem ber ’s
perform a n ce to decline dra-
m a ti c a lly before stepping in? 

People do not go loo k i n g
for pro blems. We analyse
poor performance. How
often after a great wee k ,
m onth or qu a rter, etc do we
go back and look at why we
did well and revi ew wh et h er
it could so easily have gon e
the other way? You need to
keep questioning yourself,
your people and your envi-
ron m en t . In that way you wi ll
i m prove your dec i s i on m a k-
ing – think abo ut it.

Constant questioning will
i m p r ove your ski l l s
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