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Are Certifications
Worth the Paper
They're Printed On?

By ALEXANDRA KAy

hen it comes to gaining

experience, [T professionals

can either learn a new skill
on the job, go back to school or work
toward getting a new certification. If
you don’t have the opportunity to

tifications — and the value that hav-

ing one places on your resume.

s it worth it to get those letters
added to the bottom of your resume,
or is the money you eventually spend
simply wasted? Are certifications a
true test of knowledge and achieve-
ment, or are they just another line

Certifications are usually ranked as much less
valuable overall among all the variables, like
on the job training and specific training.

—Harris Miller, Information Technology Association of America

learn new skills at work and you can’t | that — you hope — makes your

take time off — or manage the
expense of going back to school —
that leaves getting a certification as the
only way of proving you've learned a
new skill.

And according to one human
resources director, they’ve become
more popular these days. “We are see-
ing more certifications in all indus-
tries, including I'T,” says Karl
Brummer Director of Human
Resources at software provider
Advantica Stoner. “I'd say over fifty
percent of resumes now have some
type of certification.”

But few topics in the I'T world are

argued over quite as frequently as cer-

resume look better to potential
employers?

In a profession without a clear
academic path, it can be harder to
determine the value of certifications,
says Harris Miller, President of the
Information Technology Association
of America, the trade association that
represents the I'T industry in the
United States. “Unlike the legal pro-
fession or the medical profession,
where you have a set academic path to
follow and tests to pass before you
can practice, the IT profession is
much more amorphous. The person
may have had a music degree and may

have never Certifications continued on pg. 2

Independent
Consultants &
Preferred Vendor
Programs:

You Keep A’ Knockin’
But You Can’t Come In...
or Can You?

By WAYNE STELLMACH,
OAK ENTERPRISES

s if the lousy economy and low

market demand for IT isn't

bad enough, more and more
companies are implementing pro-
grams for their contract labor that
make it all but impossible for the
independent consultant to participate.
There are numerous variations (and
accompanying acronyms) for these
programs, but for the sake of this arti-
cle, let’s lump them all under “pre-
ferred vendor programs” (PVPs).

This topic was Programs continued o pg. 3
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Programs continued from pg. 1

recently the subject of a roundtable
discussion at the Independent
Computer Consultants Association’s
(ICCA) Chicago chapter. As expected,
frustration was rampant among con-
sultants trying to work with PVP
clients — for the most part, they
couldn’t. After all, a primary PVP
objective is vendor list consolidation.
Most PVP clients are large corpora-
tions with ongoing and diverse IT
needs — subsequently, they seek ven-
dors who can help them with nearly
all requirements. Working with hun-
dreds of individual consultants with
accompanying contracts, payables and
issues is precisely what PVPs seek to
abolish. But in the preceding text sur-
faces one possible entrée into a PVP
client by an independent consultant:
specialization.

The key phrase was “vendors who
can help them with nearly all require-
ments.” Do you have highly specialized
skills that the client needs and cannot
obtain from the preferred vendors?
Don’t be afraid to approach the client
with this. But a caveat: approach them
within the system. In other words, find
out who the PVP manager is and con-
tact him or her. Mention that you

know they have a preferred vendor
program in place but that you are
aware of the company’s need for con-
sultants with the specialty/niche skills
that you have. How do you know they
have the need? Do your research...
through networking with other con-
sultants who have worked or are work-
ing there...via the Internet...from
databases or mailing lists that include
information about the IT environ-
ment... even from mingling at the
watering holes where company
employees frequent.

Does this mean you can’t directly
approach the IT hiring managers?
No. It’s always worth a try and
depending on the program, he or she
might be able to get you in — espe-
cially if you have a specialized skill.
So go ahead and try...worst case, he
or she would simply tell you to talk to
the program manager.

A challenge brought up at the
ICCA roundtable was getting through
to the hiring manager or any other
prospect — especially today. You'll
probably get voicemail. This is why
you want to pay close attention to
your voicemail message. Don’t talk
too much about yourself but instead

consider the recipient who's thinking,
“What’s in it for me?” Craft a valid
business reason for the prospect to
call you back. Keep it clear, com-
pelling and concise — 20 seconds
maximum. Start your message with
your name, company name and phone
number, state the valid business rea-
son, and repeat your name and num-
ber at the end.

Certainly, if you have a past work-
ing relationship with the manager,
you're ahead of the game.

“Relationships are the perfect anti-
dote to the gates,” said Alex L. Goldfayn,
on-air technology expert for Fox News
Chicago, in a March 2003 presentation
to the ICCA’s Chicago chapter.

“Relationships are also the perfect
antidote to the clients or prospects
who were stung by investments in
technology that had little or no pay-
back — and when the powers-that-be
are breathing down their neck to justi-
fy and produce results for every single
IT project, they’re going to go with the
people they trust.”

Another possible channel into a
PVP is to try to become one of the
vendors. Granted, large organizations
are favorecl, but Programs continued on pg. 4







