‘‘

I believe
that 50 per
cent of all
meetings
take the
participants
no closer to
a decision,
and that more
than 60 per
cent of the
people hours
are wasted”

This is as far as you can take a purely rational
approach. We still need to:
> Make the crucial decision
> Think about how best to communicate it, because
a decision only becomes real when it goes public
> And, crucially, how to implement it – initially and
ongoing, which will inevitably involve feedback,
more intelligence, and more decisions
But we must also allow for gut-feel and intuition in the
way we make the decision. As we evaluated the options,
we will already have had a lot of less than purely logical
thoughts.
One of the options will almost certainly have been
more attractive, as opposed to being more rational. Even
when we are at our most rigorous, it is difficult to be
completely cold and analytical.
Just as steps 1-10 will have given us a winner in the
mind, we also need a winner in the heart. Hopefully – but
by no means always – the same one. One traditional tip
which has stood the test of time is to give the decision
the overnight test, and sleep on it.
You would imagine that with all the technology at our
disposal, and with access to so much information and
data, we would always get our decisions right. But it isn’t
that simple. Why is it that so many people in organisations
and in their non-work lives still get it wrong so often and
in so many different ways?
I lay considerable blame at the door of our commitment
to the meeting culture that gives us all the illusion of
‘moving things on’, when so often meetings serve no
useful purpose, and absorb millions of people-hours
hours that
otherwise might have been productive.
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The meeting is an intrinsically low-tech phenomenon,
born out of the gregariousness of homosapiens. I see it
as being as much generated by social instincts, as by
commercial ones. So it is ironic that technology has now
given us the automated invitation system that has
institutionalised meetings to an even greater extent.
From the department of invented, but plausible,
statistics I believe that 50 per cent of all meetings take
the participants no closer to a decision, and that more
than 60 per cent of the people hours are wasted.
But the meeting is not the only villain of the piece.
Here are four other contenders:

1

Telephone conference calls. They are flawed
whenever you have more than four participants,
and/or when the people on the call don’t know
each other

2

Email language. It is limiting, prone to emotional
and irrational overlays, and can easily provoke overfast (and misguided) responses. It is also easy to
give the impression of working by simply
exchanging emails!

3

The tendency to phone and text people who are
not with you, instead of engaging with the people
who are

4

The fact that so much of the available data is
unreliable to greater or lesser degree

It wouldn’t take you long to add to my list. We would
be lost without our whizzy tools and data sources. But
they don’t guarantee perfect decisions. We still have to
think and engage our brains! ITM
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