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Of course, these considerations are closely related to what expectations the
stakeholders have for the project schedule. It is often the case that it is possible 
to talk a long time about whether the project is to be realized or not, but when 
the customer finally makes the decision, we suddenly are in a hurry.

The project’s general schedule, which must be presented to the management 
and/or the customer, will naturally also contain a statement of the obligations 
that suppliers, partners, firms of consultants, advisers, etc., are under in connec-
tion with the project. It is absolutely necessary that these instances are placed 
under an obligation in the general schedule to supply what they agree to supply.

The principal rule when using suppliers of all kinds is that the obligations 
you are under with regard to your customers, as the person with the overall 
responsibility for the project, must also be taken on by the suppliers.

Figure 4.20 Proposal for scaling schedule – with impact assessment

PROPOSAL CONSEQUENCE 1 CONSEQUENCE 2

Release a further one or two members of staff 
for the project.

Delays in other projects 
at the company. 

More project management 
as there are more people 
involved.

Employ one or two more people to work on 
the project.

Increase in costs for 
training new staff.

Greater risk as we don’t 
know the new project staff.

Outsource more work to suppliers. Greater risk as we must 
use untried suppliers.

Loss of earnings as 
suppliers “eat up” our 
contribution margin.

Renegotiate the deliverable with the customer 
with the aim of simplifying project scope.

Reduce the project’s 
sales price with conse-
quent loss of profit on 
the part not performed.

Dissatisfied customer.

Draw up a plan that gives the customer the 
most important things on 1 June, and the less 
important things later.

Get the three existing project staff to work 
overtime in order to meet the customer’s 
demand.

Increase in project 
costs for overtime = 
smaller contribution 
margin.

More pressure on staff 
with consequent risk of 
more faults and the risk of 
dismissal.

Negotiate a compromise with the customer so 
that we do not have to hand over the product 
three months in advance, but perhaps only 
one or two months. Supplement with the 
other methods.

Convince the customer that it will be possible 
to live with the original plan (the work must be 
done properly – more haste, less speed).

Suggest that the customer takes part in the 
project (joint construction scheme) so that 
some time can be saved.

Later, Ole’s list became the model for a 
checklist that the company subsequently 

used each time a customer wanted a 
tighter schedule.
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