

[image: cover.eps]



Consulting For Dummies®


Table of Contents

Introduction

About This Book

Conventions Used in This Book

Foolish Assumptions

How This Book Is Organised

Part I: So You Want to Be a Consultant

Part II: Getting Your Consulting Business Off the Ground

Part III: The Consulting Process

Part IV: Selling and Marketing Your Consulting Services

Part V: Taking Care of Business

Part VI: Taking Your Consulting Business to the Next Level

Part VII: The Part of Tens


Icons Used in This Book

Where to Go from Here


Part I: So You Want to Be a Consultant 

Chapter 1: Introducing the Wonderful World of Consulting

Considering the Reasons for Consulting

Exploiting your talent

Being tired of working for someone else

Getting made redundant 

Having a flexible second source of income

Putting something back in


So You Want to Be a Consultant

Starting up your own consulting firm

Understanding the consulting process

Selling your services

Taking care of business

Taking it to the next level


The Consulting Challenge Quiz

Answering the questions

Analysing your score



Chapter 2: Determining if Consulting Is Right for You

Assessing Your Preferences

What do you really like doing?

What do you really dislike doing?


Assessing Your Skills

What are you really good at?

What aren’t you so good at?


Matching Your Skills with Your Preferences

Deciding Whether Your Idea is Marketable

Who are your clients and what are their needs?

Can your business become profitable?

Is the timing right?


Considering Whether You Have What It Takes


Chapter 3: Taking the Plunge with Your Own Consulting Business

Deciding When the Time Is Right

Professional considerations

Financial considerations

Personal considerations


Preparing for Stops Along the Way

Big organisation, to consulting firm, to self-employment

Part-time work

Full-time work

A big contract

Total immersion


Taking the First Steps

Talk to people who do what you want to do

Start small

Evaluate the results




Part II: Getting Your Consulting Business Off the Ground 

Chapter 4: Starting a Successful Consulting Business

Getting Set Up

Your space

Your furniture

Your equipment

Other business essentials

Home office checklist


Making Use of Support Services

Recruiting a good secretary

Finding a good solicitor, accountant, and bank

Solicitors

Accountants

Banks

Outsourcing – You can do it, too!

Considering a serviced office

Other office options



Chapter 5: The Legal, Financial, and Ethical Considerations of Your Business

Legal Do’s and Don’ts

Understanding the legal structures of businesses

Registering a name

Displaying your business name

Getting your name onto the web


The Financial Stuff

Paying taxes

Deciding whether to register for VAT

Understanding the home-office tax issues

Providing your own benefits

Getting insured and managing risk


Do the Right Thing! Ethics and You

Avoiding ethical land mines

Developing your personal code of ethics



Chapter 6: What Are You Worth? Setting Your Fees

Deciding How Much You’re Worth to Your Clients

Why hire a consultant?

Can you do it better, for the same price, or for less?

Are you selling a commodity or a customised solution?


Setting Your Fees in Different Ways

Hourly rate

The rule of thirds

Per-item or per-project basis

Retainer basis

Keeping client value in mind


Making Changes to Your Fees

Increases

Decreases


Making a Stand



Part III: The Consulting Process 

Chapter 7: Defining the Problem and Writing a Winning Proposal

Tips for Your Initial Client Conversations

Defining the problem – and your client

Meeting your client for the first time

Asking your clients questions that count


Building Partnerships with Your Clients

Crafting Winning Proposals

The Zen of proposals

The letter proposal

The narrative proposal

Seven proposal success secrets



Chapter 8: Data Here, Data There, Data, Data, Everywhere

Identifying Key Data Sources

Getting Help from Your Clients in Collecting Data

Watch Out! Data Disaster Ahead!


Chapter 9: Problem-Solving and Developing Recommendations

Making Sense of All That Information

Sort and consolidate the data

Put steps and processes in time sequence

Look for patterns, trends, and themes

Ignore and set aside irrelevant data

Focus


How to Problem-Solve

Developing Your Recommendations


Chapter 10: Tell It Like It Is: Presenting Your Recommendations

Giving Client Feedback: Setting the Stage

Conducting a Feedback Meeting

Building Client Ownership of Your Recommendations

You Can Make Great Presentations

Getting prepared to present

Using visual aids

Making your presentation



Chapter 11: Implementation: Making Your Prescriptions Work

What Gets Planned, Gets Done

Just Do It! Implementation Tips

Assessing the Results of the Implementation of Your Recommendations



Part IV: Selling and Marketing Your Consulting Services 

Chapter 12: The ABCs of Selling Consultancy

The Selling Process

Prospecting for leads

Qualifying your leads

Preparing for sales meetings

Making your pitch

Overcoming client objections

Closing the sale

Following up


Selling In and Selling On


Chapter 13: Getting the Word Out: Promoting Your Business

Personal Selling

Public Relations and Publicity

Controlling Your Message: Advertising

Sales Promotion


Chapter 14: Building Business and Referrals through Current Clients

Deciding Who to Approach for Referrals

Setting the Stage with Current Clients

How to Get Referrals

Use the direct approach

Keep in touch with your clients

Reward your clients for referrals

Build a contact database

Make referrals yourself


Following Up on the Referral


Chapter 15: Building Business with New Clients

The Personal Introduction

Make a good first impression!

Ask and listen

Tell them about yourself


Building Relationships with Prospective Clients

Establishing rapport

Helping them get what they want

Building a foundation of trust


Meeting Clients

Whether to meet in person, or not

Tips for successful face-to-face meetings


Follow Through Is Everything!

Setting a date for the next step

Sending a thank-you note

Following up via phone, email, or letter


Moving On


Part V: Taking Care of Business 

Chapter 16: Contracting for Business: It’s a Deal!

Getting to Grips with Contracts

The key elements of a contract

Terms of Business

Avoid oral contracts

Clients’ contracts


The ABCs of Contract Negotiation

Anticipating the negotiation

Basic rules of the negotiation road

Closing a deal



Chapter 17: Keeping Track of Your Time and Money

Keeping Track of Your Time

The daily client activity log

Client time sheets


Invoicing Your Clients andCollecting Your Money

Invoicing for your services

Collecting overdue accounts


Building Better Budgets

Budgeting for different parts of the business

Creating a budget

Staying on budget



Chapter 18: Communicating Your Way to Success

Putting It in Writing

What to put in writing

Two basic consulting reports

Seven steps to better writing


Harnessing the Power of the Spoken Word

Understanding the power of the personal touch

Asking the right questions at the right time

Making in-person meetings efficient: Five tips



Chapter 19: Troubleshooting Issues and Problems

Poor Cash Flow

Require immediate payment (Or sooner!)

Don’t pay sooner than you have to

Make sure your invoices are right

Invoice upon delivery

Invoice more often

Manage your expenses


Clients Who Want Free Advice

Can’t Get That First Sale

Clients Who Are Slow (Or Refuse) to Pay

Can’t Get Clients to Pay You What You’re Worth



Part VI: Taking Your Consulting Business to the Next Level 

Chapter 20: Building on Your Success

Tuning Up Your Growth Engine

To grow – or not

Stages of growth

Growth strategies


Nine Keys to Success

Using Partnerships to Build on Your Success

Giving Back


Chapter 21: Advanced Pricing Strategies

The Zen of Pricing

Who sets your price?

Common pricing strategies


Value-Based Pricing

Example 1: Cost-based pricing

Example 2: Value-based pricing


Contingent Fee and Performance-Based Pricing

Contingent fee

Performance-based pricing



Chapter 22: Enhancing Your Image and Reputation

Creating a Professional Image

Building a First-Class Website

Building your own website

Paying someone to build and maintain your website

Optimising your site


Enhancing Your Reputation



Part VII: The Part of Tens

Chapter 23: Ten Ways to Improve Your Cash Flow

Manage Your Debtors List

Forecast Your Cash Flow

Ask for Advance Payment

Hold on to Your Money for as Long as You Can

Make Sure Your Invoices Are Right

Invoice More Often

Give Prompt-Payment Discounts

Manage Your Costs

Don’t Be Afraid to Push for Payment

Call in a Professional


Chapter 24: Ten Effective Marketing Strategies for New Business

Choose Your Targets

Discover What Works

Use Client Success Stories

Encourage Word-of-Mouth Referrals

Become a Media Animal

Hire a Good Public Relations Person

Start a Newsletter

Offer Free Samples

Be Responsive to the Media

Help Clients Even If You Can’t Do the Work


Chapter 25: Ten Ways to Build Business with a Client

Always Be on Time and Within Budget

Anticipate Your Clients’ Needs (And Suggest Ways to Address Them)

Be Easy to Work With

Keep in Touch

Be Honest and Ethical

Give More than You Promise

Ask for Testimonials and Referrals

Offer Incentives

Educate Your Clients

Do Great Work







		
			
				Consulting For Dummies®

			by Bob Nelson, Peter Economy, and Philip Albon

			

			
				[image: 229 x 152 V2 title C_logo.eps]
			

			
				Consulting For Dummies® 

				Published by John Wiley & Sons, Ltd The Atrium Southern Gate Chichester West Sussex PO19 8SQ England

				E-mail (for orders and customer service enquires): cs-books@wiley.co.uk

				Visit our Home Page on www.wiley.com

				Copyright © 2009 John Wiley & Sons, Ltd, Chichester, West Sussex, England

				Published by John Wiley & Sons, Ltd, Chichester, West Sussex

				All Rights Reserved. No part of this publication may be reproduced, stored in a retrieval system or transmitted in any form or by any means, electronic, mechanical, photocopying, recording, scanning or otherwise, except under the terms of the Copyright, Designs and Patents Act 1988 or under the terms of a licence issued by the Copyright Licensing Agency Ltd, 90 Tottenham Court Road, London, W1T 4LP, UK, without the permission in writing of the Publisher. Requests to the Publisher for permission should be addressed to the Permissions Department, John Wiley & Sons, Ltd, The Atrium, Southern Gate, Chichester, West Sussex, PO19 8SQ, England, or emailed to permreq@wiley.co.uk, or faxed to (44) 1243 770620.

				Trademarks: Wiley, the Wiley Publishing logo, For Dummies, the Dummies Man logo, A Reference for the Rest of Us!, The Dummies Way, Dummies Daily, The Fun and Easy Way, Dummies.com and related trade dress are trademarks or registered trademarks of John Wiley & Sons, Inc. and/or its affiliates in the United States and other countries, and may not be used without written permission. All other trademarks are the property of their respective owners. Wiley Publishing, Inc., is not associated with any product or vendor mentioned in this book.

				Limit of Liability/Disclaimer of Warranty: The publisher, the author, AND ANYONE ELSE INVOLVED IN PREPARING THIS WORK make no representations or warranties with respect to the accuracy or completeness of the contents of this work and specifically disclaim all warranties, including without limitation warranties of fitness for a particular purpose. No warranty may be created or extended by sales or promotional materials. The advice and strategies contained herein may not be suitable for every situation. This work is sold with the understanding that the publisher is not engaged in rendering legal, accounting, or other professional services. If professional assistance is required, the services of a competent professional person should be sought. Neither the publisher nor the author shall be liable for damages arising herefrom. The fact that an organization or Website is referred to in this work as a citation and/or a potential source of further information does not mean that the author or the publisher endorses the information the organization or Website may provide or recommendations it may make. Further, readers should be aware that Internet Websites listed in this work may have changed or disappeared between when this work was written and when it is read.

				For general information on our other products and services, please contact our Customer Care Department within the U.S. at 800-762-2974, outside the U.S. at 317-572-3993, or fax 317-572-4002.

				For technical support, please visit www.wiley.com/techsupport. Wiley also publishes its books in a variety of electronic formats. Some content that appears in print may not be available in electronic books.

				British Library Cataloguing in Publication Data: A catalogue record for this book is available from the British Library

				ISBN: 978-0-470-71382-2

				Printed and bound in Great Britain by Bell and Bain

				10 9 8 7 6 5 4 3 2 1

				With thanks to the Institute of Business Consulting for their kind permission to reproduce an extract from their Code of Ethics.

				
				[image: WileycopyrightLogo.eps]
			

				About the Authors

				
				Bob Nelson is founder and president of Nelson Motivation, Inc., a management training and consulting firm based in San Diego, California. As a manager and a best-selling author, he is an internationally recognised expert in the areas of employee recognition, rewards, motivation, morale, retention, productivity and management. He is author of the bestselling book 1001 Ways to Reward Employees (Workman), which has sold over 1.5 million copies worldwide, and coauthor of the best-selling book Managing For Dummies, with Richard Pettinger and Peter Economy (Wiley), as well as 18 other books on management and motivation. You can visit Bob’s website at www.nelsonmotivation.com. 

				Peter Economy is a freelance business writer and publishing consultant who is associate editor of the Apex award-winning magazine Leader to Leader, and coauthor of the best-selling book Managing For Dummies with Richard Pettinger and Bob Nelson (Wiley), as well as the author or coauthor of more than 30 other books on a wide variety of business and other topics. You can visit Peter’s website at www.petereconomy.com. 

				Philip Albon is founder of Techniques for Change, a change and management training consultancy based at London Gatwick Airport. Techniques for Change has worked with people from seven out of the world’s top ten companies, over 50 of the FTSE 100 companies and a wide range of public sector clients. In conjunction with the Institute of Business Consulting, Techniques for Change offers both a Certificate and a postgraduate level Diploma in Management Consultancy. 

				Philip has served on the General Council of the UK Institute of Business Consulting, is a Chartered Fellow of the Chartered Institute of Personnel and Development and holds a Master of Arts in Management Learning from Lancaster University. A highly experienced management consultant, he has delivered practical solutions around the globe for over 20 years. 

				To find out about the award-winning services of Techniques for Change call 01293 568817 or visit his website www.techniquesforchange.co.uk. Philip’s email is Philip@techniquesforchange.co.uk.

				Publisher’s Acknowledgements

				We’re proud of this book; please send us your comments through our Dummies online registration form located at www.dummies.com/register/.

				Some of the people who helped bring this book to market include the following:

				Acquisitions, Editorial, and Media Development

				Project Editor: Rachael Chilvers

				Content Editor: Jo Theedom

				Copy Editor: David Price

				Commissioning Editor: Sam Spickernell

				Executive Project Editor: Daniel Mersey

				Cover Photos: © altrendo images/Getty Images

				Cartoons: Ed McLachlan

				Composition Services

				Project Coordinator: Lynsey Stanford

				Layout and Graphics: Reuben W. Davis, Melissa K. Jester, Sarah Philippart, Ronald Terry

				Proofreader: Amanda Graham

				Indexer: Rebecca Salerno

			
			

		

	
		
			
				Introduction

				Anyone can become a consultant. Becoming a successful consultant, however, is a different story. Prospering as a consultant requires you to have expertise that others are willing to pay you to provide, and it requires having good business skills. Oh. And it requires some amount of motivation on your part to want to consult for others.

				Writing this book was a labour of love for us. We are all consultants and have been for many years. If we don’t do a good job, we don’t get paid. And if we don’t get paid, we don’t eat. Our goal is to provide you with the skills you need to become a successful consultant, whether you’re a beginner who is just getting his business off the ground, or an experienced consultant who wants to fine-tune her already successful practice.

				As you may have already discovered or suspected, consulting can be an exciting and rewarding profession – and not just in a financial sense. Working with people to help solve problems can be an immensely satisfying thing to do. Of course, in the real world, consulting involves much more than tapping your client’s head with a magic wand and watching all the problems go away.

				Consulting For Dummies is specifically written to address the unique needs of both new and experienced consultants as well as aspiring consultants. If you’re new to the business, you can find everything you need to know to be successful and in demand. If you’re an experienced consultant, we challenge you to shift your perspective and take a fresh look at your philosophies and techniques – what’s working for you and what’s not. We offer some new approaches and techniques to help you take your business to a higher level.

				About This Book

				Consulting For Dummies is full of useful information, tips, and checklists that any consultant aspiring consultant can use right away. Whether you’re just thinking about becoming a consultant or you’re already a seasoned professional, you can find everything you need to make consulting fun and profitable for you and your clients.

				The good news is that the information you find within the covers of this book is firmly grounded in the real world. This book isn’t an abstract collection of theoretical mumbo-jumbo that sounds good but doesn’t work when you put it to the test. We’ve culled the best information, the best strategies, and the best techniques for consulting from people who already do it for a living – including us. This book is a toolbox full of road-tested solutions to your every question and problem.

				Consulting For Dummies is fun, which reflects our strong belief and experience that consulting can be both profitable and fun. Nobody said that you can’t get your work done while making sure that you and your clients enjoy yourselves in the process. We even help you to maintain a sense of humour in the face of upcoming deadlines and seemingly insurmountable challenges that all consultants have to deal with from time to time. Some days, you will be challenged to your limit or beyond. However, on many more days, the satisfaction of resolving a production bottleneck, recommending a new accounting system, or installing a new client-server computer network will bring you a sense of fulfilment that you never could have imagined possible.

				The material in this book is easy to access. What good is all the information in the world if you can’t get to it quickly and easily? Have no fear; we have designed this book with you, the reader, in mind. Here’s how to find the precise information you seek:

				[image: check.png] If you want to find out about a specific area, such as gathering data or setting up a home office, you can flip to that chapter and get your answers quickly – faster than you can say, ‘The cheque’s in the post’. Let the table of contents and index be your guides.

				[image: check.png] If you want a crash course in consulting, read this book from cover to cover. Forget learning by trial and error. Everything you need to know about consulting is right here. You’ll avoid pitfalls and all kinds of mistakes if you follow our advice.

				We know from personal experience that consulting can be an intimidating job. Consultants – especially those who are just learning the ropes – are often at a loss as to what they need to do and when they need to do it. Don’t worry. Help is at your fingertips.

				Conventions Used in This Book

				When writing this book, we included some general conventions that all For Dummies books use. We use the following:

				[image: check.png] Italics: We italicise any words you may not be familiar with and provide definitions.

				[image: check.png] Boldface type: We add bold to all keywords in bulleted lists and the actual steps in numbered lists.

				[image: check.png] Monofont: All websites and email addresses appear in monofont.

				Also, we should note that, in this book, we use the term consultant quite loosely. We define a consultant simply as someone who sells his or her unique expertise to someone else, often on an hourly basis. There are many different kinds of consultants, from those who advise businesses on how to become more effective to those who advise people on which colours they should wear to be successful to those who can help you set up your home computer’s wireless network.

				Foolish Assumptions

				While we were writing this book, we made a few assumptions about you. For example, we assume that you have at least a passing interest in starting your own business that specialises in helping others solve their problems or capitalise on opportunities. Maybe you’re already a consultant, or perhaps consulting is something that you might like to try. We also assume that you have a skill or expertise for which your friends, relatives, or clients will be willing to pay. This expertise may be providing your advice on anything from postage stamp collections to Internet consulting to aerospace engineering services. One more thing: We assume that you don’t already know everything there is to know about consulting and that you’re eager to acquire some new perspectives on the topic.

				How This Book Is Organised

				Consulting For Dummies is organised into seven parts. Each part addresses a major area of the how, what, or why of becoming a consultant – and growing your business. Because of this organisation, finding the topic that you’re looking for is simple. Whatever the topic, you can bet that we cover it somepwhere! Here’s a quick overview of what you can find in each part.

				Part I: So You Want to Be a Consultant

				Consultants are many things to many people. In this part, we provide an overview of the entire book, and then consider how to determine whether or not consulting is for you, before diving into the topic of starting your own consulting business.

				Part II: Getting Your Consulting Business Off the Ground

				Consulting is just like any other business – you need to do certain things to get it off the ground and running smoothly. This part focuses on starting up a successful consulting business as well as the financial, legal, and ethical considerations that you’ll encounter along the way. Finally, we take a look at how to set your fees.

				Part III: The Consulting Process

				Consulting can be done one of two ways: the right way or the wrong way. In this part, we discuss the right way. We explain how to clearly diagnose the client’s problem (and write a winning proposal), collect data effectively, and analyse it quickly and efficiently. Finally, we talk about how to give feedback to your clients and ensure that your advice gets implemented.

				Part IV: Selling and Marketing Your Consulting Services

				To be a successful consultant, you have to learn how to sell your services (and yourself) effectively. This part considers the selling process and how to spread the word about your business. We consider how to build business through current clients, as well as how to build business with new ones.

				Part V: Taking Care of Business

				In this part, we dig a bit deeper into the business side of consulting, taking a close look at contracts and negotiating deals, keeping track of time and money, communicating with clients, and troubleshooting the kinds of issues and problems that every businessperson has to face from time to time.

				Part VI: Taking Your Consulting Business to the Next Level

				Once your consulting business is well established, you’ll want to take it to the next level to make it even more successful than it already is. In this part, we consider different approaches to build on your success, including the use of pricing strategies and enhancing your image and reputation.

				Part VII: The Part of Tens

				Here, in a concise and lively set of short chapters, you find tips that can really launch your consulting practice into orbit. In these chapters, we address using the Internet and other publicity tools to market your services, avoiding consulting mistakes, writing proposals, negotiating contracts, and building business with existing clients.

				Icons Used in This Book

				To guide you along the way and point out the information you really need to know about consulting, this book uses icons along its left margins. You see the following icons in this book:

				[image: Remember.eps] Remember these important points of information, and you’ll be a much better consultant.

				[image: Tip.eps] This icon points you to tips and tricks to make consulting easier.

				[image: truestories.eps] These real-life anecdotes from yours truly and other consultants show you the right – and occasionally wrong – way to be a consultant.

				[image: Warning(bomb).eps] Watch out! If you don’t heed the advice next to these icons, the entire situation may blow up in your face.

				Where to Go from Here

				If you’re a new or aspiring consultant, you may want to start at the beginning of this book and work your way through to the end. A wealth of information and practical advice awaits you. Simply turn the page and you’re on your way!

				If you’re already a consultant and you’re short of time (and what consultant isn’t?), you may want to turn to a particular topic to address a specific need or question. If that’s the case, the Table of Contents gives a chapter-by-chapter description of all the topics in this book, and the thorough index can help you find exactly what you’re looking for.

				Regardless of how you find your way around Consulting For Dummies, we’re sure that you’ll enjoy getting there. If you have specific questions or comments, please feel free to visit our websites at www.techniquesforchange.co.uk (Philip), www.nelson-motivation.com (Bob) or www.petereconomy.com (Peter). We would love to hear your personal anecdotes and suggestions for improving future revisions of this book, and we promise to take every one of them to heart.

				Here’s to your success!

			

		

	
		
			
				Part I

				So You Want to Be a Consultant 

				
				[image: 713822-pp0101.eps]
			

				In this part . . .

				Although the term consultant can mean different things to different people, if you’ve decided to become one, then you need to decide exactly what it means to you. In this part, we give you an overview of the topic, and then dig in a bit deeper by exploring whether or not consulting is right for you. We show you how to assess your own skills and preferences, and how to prepare to make the move to consulting. Finally, we consider exactly what you need to do to take the plunge into starting your own consulting business as painlessly (and profitably) as possible. 

			

			
		

	
		
			
				Chapter 1

				Introducing the Wonderful World of Consulting

				In This Chapter

				[image: arrow] Understanding what a consultant is and why people become consultants

				[image: arrow] Exploring the contents of this book

				[image: arrow] Taking the consulting challenge quiz

				Consulting has taken the world of business by storm, and today it seems that you can find a consultant to do almost anything that you could ever want done. A consultant can be a partner in a large management consulting firm or a freelance writer; a self-employed website designer or a part-time cosmetics salesperson; an architect who works out of his or her home, an expert witness hired to testify at the latest big court case, or a virtual share trader who provides investment advice to clients around the globe over the Internet.

				In this book, we use the term consultant quite loosely. We define a consultant as someone who sells his or her special expertise to someone else. This expertise can be anything from showing someone how to lay out, plant, and fertilise an organic vegetable garden, to analysing and recommending changes to a complex aerospace manufacturing operation.

				So, while many people think of consultants only in terms of the narrow field of professional management consulting – firms like KPMG, McKinsey & Co., PricewaterhouseCoopers, and others – the world of consulting is much bigger than that. Whenever someone pays you for your special expertise or advice – whether in creating a snazzy website for a friend’s business or estimating the drainage requirements of a new home or providing coaching support to slimmers over the phone – you’re acting as a consultant.

				In this chapter, we consider the many reasons why energised and talented people like you are becoming consultants, and we then embark on a broad overview of the contents of this book. we briefly cover the topics of starting up your own consulting firm, understanding the consulting process, selling your services, and taking your business to the next level. Finally, we invite you to complete the nifty Consulting Challenge Quiz.

				Considering the Reasons for Consulting

				Men and women from all walks of life with all manner of experience and expectations have reasons for becoming consultants. Some exploit their knowledge to help their clients, and enjoy the variety of assignments that consulting can bring. Some prefer working for large, diversified consulting firms – with offices scattered around the globe – and some are simply tired of working for someone else and are ready to start their own consulting firms in a spare bedroom of their house. Others are just looking for a way to make some extra money.

				Whatever your reason for becoming a consultant, businesses of all sorts – and individuals and organisations – are using consultants more than ever. According to the Management Consultancies Association, the UK management consultancy market alone has annual revenues of over £8 billion – that’s more than the amount the British spend on chilled food. One key reason for this is that skilled consultants can be brought into an organisation at short notice, fix a problem, and then move on to another organisation in need. So it’s not necessary to recruit someone, pay him or her a salary, and provide benefits and a pension plan.

				And although some think that money is the main reason people choose to become consultants, that’s not really what it’s all about. Sure, a lot of people earn good money as consultants – make no mistake about it. But to many people, the benefits of being a consultant go far beyond the size of their bank accounts. This section talks about some of the most compelling non-financial reasons why people enter the consulting field.

				Exploiting your talent

				Everyone is especially knowledgeable about at least one thing. For example, you may have worked for 20 years as a building loan specialist for a large bank. When it comes to building loans, saying that you’re an expert is probably an understatement. And because of the huge network of contacts that you’ve developed over the years, many other organisations could benefit from your particular experience.

				Or you may enjoy exploring the Internet in your spare time. You’ve built many websites for yourself and your friends, and you always keep up with the latest in design tools and other developments. Although you work on the supermarket tills ten hours a day, five days a week, you always manage to find time to pursue your favourite hobby. Would it surprise you to find out that many businesses would hire you and pay you good money to build and maintain websites for them? It shouldn’t – that’s what consultants do.

				Being tired of working for someone else

				Most people have dreams of what they want to do with their lives. Some dream of buying a larger home. Some dream of furthering their career or family. Others dream of winning the lottery and moving to Monaco. However, in our experience, one of the most common dreams – the one that most people who work in an organisation have at least once or twice a day – is that of being their own boss.

				It’s not that all bosses are bad. We authors have had great bosses over the years, and we hope that we’ve been good bosses to those who have worked for us. Most people, however, are born with a strong desire to be independent and to make their own decisions rather than have others make their decisions for them. And when, as time goes on, you begin to know more about what you do than your supervisors or managers, working for someone else can become especially difficult.

				Getting made redundant 

				[image: Warning(bomb).eps] The days of having a job for life are long gone. Today’s economy is one of rapid change and movement. As companies continue to search for ways to cut costs, they increasingly turn to hiring temporary workers or contracting work out to consultants. Having a job today is no guarantee of having one tomorrow. When you work for a company – no matter how large – you can be declared redundant at any time, with little notice. If you’re lucky, you get a good redundancy package. If you’re not so lucky, your last day is just that, and you’re on your own.

				Becoming a consultant is a good way to assure your financial future in the face of economic uncertainty. Why? 

				[image: check.png] One: Because you control the number of jobs you take on and how much or how little extra work you want to keep in reserve. 

				[image: check.png] Two: Because you can often make more money consulting for a firm than you can as an employee of that same firm. Many companies are more than willing to pay a premium to hire an expert consultant to do the same job that an employee could do for much less money.

				Having a flexible second source of income

				If you want a flexible second source of income, then consulting is just what the doctor ordered. When you’re a self-employed consultant, you set your own schedule. If you want to work only at the weekend, you can decide to work only at the weekend. If you want to do your work late at night, that’s fine, too. And because you decide exactly how much work you take on, you can work for one client at a time or many clients at once. Decisions about your schedule and your workload are all up to you.

				[image: Tip.eps] And another thing: If you conduct your business from your home, this second source of income may mean a significant deduction from your income tax. The government allows owners of home-based businesses to take a variety of tax deductions that are not available to most other individuals. Look into this carefully though – there may be implications for your council tax as well as capital gains tax when you come to sell your property. Even if you don’t work out of your home, you can write off the majority of your business-related expenses. Check out Chapter 5 for some basic information about the tax benefits of becoming a self-employed consultant. For more detailed advice speak to an accountant.

				Putting something back in

				Many organisations benefit greatly from the services of good consultants because they generally bring an independent and objective outside perspective along with them. Unfortunately, non-commercial organisations can’t afford to pay for a consultant’s expertise like most larger, well-established businesses can. Schools, churches, charities, and other community-based organisations rely on members of the community to provide expertise and assistance. Many consultants make a regular practice of providing their expertise to community organisations at no charge as a way of giving back. If you’re one of these people, you may already be consulting without even realising it!

				Why would anyone want to do this?

				[image: check.png] If you really believe in something – whether it’s the goals of a particular political candidate or your child’s primary school, then the psychological benefits are much greater than any financial benefits.

				[image: check.png] The work you do for your favourite charity or community group may get you noticed, resulting in fee-paying work. Most community organisations are supported by a variety of people from all walks of life. The network that you establish with these individuals can be invaluable to you in your working life as well as your social life. Although establishing a network of contacts may not be the main reason that you decide to offer your services to the group of your choice, it’s not the worst thing that could happen to you, is it?

				[image: truestories.eps]


				Philip Albon consults!

				In this interview Philip describes how and why he got into consulting and what he thinks of it as a career.

				Consulting for Dummies: How did you find out consulting was right for you?

				Albon: My own career began in 1979 at BT just after Margaret Thatcher was elected. My early work was in HR but later I moved to roles involving management training, internal consultancy and implementing change programmes. When I first got involved in this internal consultancy work I knew I’d found my niche. I really enjoyed the research and analysis work and working with clients to develop and implement the changes.

				CFD: So you can consult internally or externally?

				Albon: Management consultants can work for themselves or for consultancy firms but many consultants work in-house for large organisations. As such there’s always movement both ways between consulting firms small and large and organisations in industry or the public sector. The skills of a consultant are extremely valuable not only to the consultancy industry but also to a wide range of organisations. This makes it an excellent career choice.

				CFD: So how was it working for a big consulting firm?

				Albon: I joined Coopers & Lybrand in London (a precursor firm to PWC) in 1986. Coopers served as the launch pad to my career in consultancy and is one of the reasons I am where I am now. Within the first year I’d worked for clients in sectors new to me including automotive, IT and government and in countries I hadn’t previously worked in including America, Germany and Sweden. I also started to work in different fields including cost reduction, procurement and IT implementations. Quite simply my years at Coopers constituted the most intensive period of on-the-job training of my life. In addition to new sectors, cultures and consulting fields I also learnt how to write compelling reports, deliver professional presentations, facilitate workshops and how to sell to and influence board members. If you have the right attitude, working in consultancy can really help you to develop. Quite quickly you find yourself working with very senior clients.

				CFD: What else has helped you along?

				Albon: Research and keeping up to date with your own area of expertise is an important part of consultancy. While at BT I started a part time MA in Management Learning at Lancaster University and finished it whilst at Coopers & Lybrand. The course was based on self-directed and experiential learning which meant I could use my experience and work in consultancy to compliment my studies and vice versa. 

				CFD: So did you start your own firm while you were at Coopers?

				Albon: No. In 1992 I joined a small consultancy firm. I wanted to start my own firm but before taking the plunge I was keen to learn how a small firm ran. There I sharpened my sales skills selling work around the globe. I started Techniques for Change in 1994 with the following mission: ‘We are committed to enabling organisations to drive successful change internally through the provision of consultancy skills and practical techniques.’ Since that time we’ve worked with people from seven of the world’s top ten companies, over 50 of the FTSE 100 companies, one in four of the European top 100 companies and over 60 NHS trusts.

				CFD: Was it easy to get it off the ground? 

				Albon: No, but I think it was a great help to know what consultancy I was trying to sell and exactly who I was selling it to. That focus helps us to this day.

				CFD: You help other consultants don’t you?

				Albon: Yes. We’ve always been involved with training consultancy professionals and recently we launched two great qualifications from the Institute of Business Consulting: the Certificate in Management Consulting Essentials and the Diploma in Management Consultancy. They both help people develop their career in consultancy, be it internal or external or both.

				CFD: So you’re a top consultant to consultants?

				Albon: Yes. My firm won an award at the Institute of Business Consulting Annual Awards, 2007. This was to recognise the valuable contribution to the profession by Techniques for Change for providing training and development opportunities for people to become consultants as well as those already working within the profession.

				CFD: Do you still consult or do you just run the business? 

				Albon: I still consult personally and enjoy it massively. In recent years I’ve helped to redesign and restructure a major UK energy company, run a culture change programme in a major European company and worked on many change programmes around the world.

				CFD: What’s the attraction for you?

				Albon: The fact that you’re charging high fees for your time, advice and input means that you’re constantly challenged to perform well and I like that. As a consultant I don’t believe you could ever find the work stale because there are just so many opportunities to develop. Even last week I was still learning while working in Brazil for the first time.

				CFD: Sounds great! Are there any downsides? 

				Albon: In common with many careers, consultancy can impact your personal life. Pressure peaks due to deadlines and periods spent working away from home are common. Also, when you run your own business you always have to work hard at networking and winning new business. It’s no good being a good consultant without clients – you need to sell to stay in business.

				CFD: Sounds like a lot of pressure.

				Albon: It’s all about focusing on what’s important. I believe it’s possible to manage your work/life balance but it’s up to you to do it. I learnt early that managing how much I take on and how long it takes me to do it was up to me. As such, I’ve had the opportunity to spend quality time with my wife and two children. When my children were younger, my family would often travel with me on consulting trips away. The project-based nature of consulting means that, with careful management, you can work flexibly and spend time with family and friends.

				CFD: To any of our readers out there considering becoming a consultant, is it worth it?

				Albon: For a good consultant the rewards socially, intellectually and financially are fantastic. Consulting doesn’t suit everyone, but it certainly suits me.



				So You Want to Be a Consultant

				While many consultants work for someone else – in all sorts of companies, in all sorts of industries – for many others, a major attraction of becoming a consultant is starting their own consulting firm. The good news is that many millions of consultants have successfully made the transition to being their own bosses – and are enjoying the financial, professional, and lifestyle benefits that result. The bad news is that starting up your own consulting firm – and keeping it on an even keel – is a lot of hard work.

				Before you can start – and build up – your own successful consulting firm, you first need to be certain what kind of consulting you want to do. For some of you, the answer is obvious – ‘I want to help small, engineering firms learn how to use computer-aided design software better for their benefit’, or ‘I want to help people design the gardens of their dreams’. However, some of you may not be quite so sure. If so, you need to assess your skills and your own personal preferences to help you decide. But whether or not you already know what kind of consulting firm you want to start, you need to be sure a market exists for what you want to do.

				Finally, once you’ve decided that you do indeed want to start your own consulting business – and you know what kind of consulting it is that you want to do – you need to decide when the time is right and exactly how you can make the transition from your current employer to the new world of self-employment. This requires assessing your professional, financial, and personal considerations, and creating a step-by-step plan for making the transition. While some self-employed consultants simply walk into their boss’s office one day and hand in their notice, starting their own business that very moment, others make the transition over a period of weeks, months, or even years.

				Starting up your own consulting firm

				The first thing to keep in mind when starting up your own consulting firm is that you’re starting your own business. According to Business Link, the UK Government advice body for new businesses, the following are the most common mistakes business start-ups make:

				[image: check.png] Carrying out poor or inadequate market research and financial planning

				[image: check.png] Setting sights too high

				[image: check.png] Neglecting to keep an eye on the competition

				[image: check.png] Insufficiently controlling suppliers and customers 

				[image: check.png] Failing to properly manage stock and assets 

				[image: check.png] Hiring the wrong people

				However, Business Link also says: ‘with hard work and an awareness of the issues, a new business can be a great success’. To start a new business, you also need:

				[image: check.png] Sound management practices, including an ability to manage projects, handle finances, and communicate effectively with customers

				[image: check.png] Industry experience, including the number of years you’ve worked in the same kind of business as the one you intend to start, and familiarity with suppliers and potential customers

				[image: check.png] Technical support, including your ability to seek out and find help in the technical aspects of your business

				[image: check.png] Planning ability, including an ability to set appropriate business goals and targets and then create plans and strategies for achieving them

				You need to attend to a variety of matters when starting up your own consulting firm – from getting your business set up (including finding a space in your home for it, and getting office equipment and supplies) to securing the services of a good accountant, banker, and perhaps even a solicitor. You need to consider legal issues, such as deciding what form of business to adopt, deciding on a name for your business, and dealing with any planning or regulatory issues (head to Chapter 5). And, of course, you need to set up a bookkeeping system and be prepared to pay your taxes, buy insurance, and perhaps secure your own health insurance and other benefits.

				And you need to address one more thing when starting up your own consulting firm: the fees you’ll charge your clients to do work for them. You can choose from many different approaches for setting your fees – ultimately, you need to adopt one that’s appropriate for your industry, that creates value for your clients, and that provides you with enough profit to make a good living. If your fees are too high, you may not get enough business to keep your business afloat. However, set your fees too low, and you may find yourself swamped with business, but not really making any money – a ‘busy fool’. Ideally, you’ll find a win-win approach where both you and your clients are happy with the results. Chapter 6 can help you out.

				Understanding the consulting process

				People have been consulting for hundreds – maybe thousands – of years. Over these many years, a five-step approach to consulting has emerged that is the standard approach for many consultants today – whether self-employed, or working for someone else. This five-step consulting process includes:

				 1. Defining the problem

				 2. Collecting data

				 3. Problem solving

				 4. Presenting recommendations

				 5. Implementing recommendations

				Selling your services

				Like any other kind of business, consultants have to sell themselves – their expertise, their experience, their ability to get the job done – and convince someone to pay the kind of fee that will make consulting worth their while. In a way, every consultant – at least, every successful consultant – is also a salesperson. And the better salesperson you become, the better able you’ll be to land the clients and projects you need to become profitable and to grow your business.

				[image: Remember.eps] Selling your services involves many different parts of an equation that results in a client signing a contract with your firm. These parts include such things as identifying the real decision-maker in your client’s company, making a sales pitch, promoting your business, building business and referrals through your current clients, and building business with new clients. The success you find as a consultant is often directly proportional to the time and expertise you apply to the selling process.

				Taking care of business

				Consulting is a business and as such you need to plan to attend to its unique needs. Every consultant relies on contracts to formalise agreements with clients: How long will an engagement take? What work will be accomplished? How much will your client pay you for your services – and when? Negotiating agreements with your clients is a vital skill for consultants. Also of great importance is the tracking of your time (the hours you put into a particular project) and your money (the fees that are attributable to a particular project). This may involve setting up and maintaining client activity logs or time sheets, and keeping to budgets.

				You also need to be sure that you become an expert communicator – in writing, over the telephone, and via email and other technology-enabled modes of communication. Finally, your business will run into problems and challenges from time to time – every business does. Whether the challenge is poor cash flow, getting clients to pay, or finding the right client for your kind of business, identifying a problem – and then correctly diagnosing and solving it – is a critical skill that you need to master if you want to help ensure your long-term success as a consultant.

				Taking it to the next level

				Building – and growing – a consulting business that will be successful over a long period of time involves more than merely the basics of setting up your office, finding good clients, working through the consulting process, becoming an effective salesperson, negotiating contracts, and keeping track of your time and money. You also need to understand how to tune up your firm’s growth engine, how to integrate advanced pricing strategies into the way your do business, and create a top-rank image and reputation in your particular industry. Many consultants are happy building a certain level of business, and then simply maintaining it. If that’s the situation you’re in and you’re happy with it, then that’s perfectly fine. However, if you dream of building a consulting business that will expand to employ others, and serve customers in a variety of markets – outside of your region, or even internationally, then you want to do what it takes to move your business to the next level.

				The Consulting Challenge Quiz

				Maybe you’re thinking that this consulting thing may not be such a bad idea. Now the big question is: Do you have what it takes to become a consultant? Do you want to find out? Then simply take the Consulting Challenge Quiz. It’s quick, it’s easy, and it’s guaranteed to help you sort fantasy from reality. Don’t forget to total your score at the end of the test to see where you fit.

				Answering the questions

				Here are the questions. Read each one and circle the answer that comes closest to your personal feelings. If you’re not sure how to answer a question on your first attempt, move on to the next question and come back to the tricky one later.

				1. Do you like to solve problems?

				 A. Yes, solving problems is my sole reason for being.

				 B. Yes, I like solving certain kinds of problems.

				 C. Can I trade one of my problems for one of yours?

				 D. Is there someone else who can solve them?

				 E. No. Yuck. Never.

				2. Can you set your own goals and then follow them to completion?

				 A. I don’t know what I would do if I didn’t always have goals to pursue.

				 B. Yes, I set my own goals, but I don’t always follow up on them.

				 C. I haven’t tried before, but if you show me how, I will.

				 D. I don’t set my own goals; they set themselves.

				 E. Sorry, I don’t have any goals.

				3. Are you an independent self-starter?

				 A. I don’t need anyone to tell me what to do – let’s get going!

				 B. I’m independent, but I sometimes have a hard time getting motivated to do things on my own.

				 C. No one has ever let me make my own decisions before. I kind of like the idea of doing things on my own, though.

				 D. Hum a few bars, and maybe I can sing it.

				 E. Do I have to be?

				4. Are you confident about your ability to get the job done?

				 A. Without a doubt.

				 B. I’m fairly certain.

				 C. I’m not sure.

				 D. Can we discuss this some other time?

				 E. Absolutely, unequivocally not.

				5. Do you enjoy pursuing tasks to completion, despite the obstacles in your path?

				 A. I am very persistent.

				 B. Usually, although I sometimes avoid tackling problems directly.

				 C. As long as we understand up front that no one is perfect.

				 D. Is any task ever truly complete?

				 E. Some things were just never meant to be done.

				6. Can you adapt to rapid changes?

				 A. My middle name is change.

				 B. It’s easier for me to adapt to good changes than to adapt to bad changes.

				 C. If you’ve seen one change, you’ve seen them all.

				 D. As long as it’s you who changes and not me.

				 E. I just don’t do change

				7. Are you creative?

				 A. Just give me a pencil and a piece of paper, and you’ll have your solution in five minutes.

				 B. Usually, but it depends on what mood I’m in.

				 C. Let me think about that for a while.

				 D. Why waste a lot of effort creating something that someone else has probably already figured out the answer to?

				 E. I like things the way they are.

				8. Do you like to work with people?

				 A. Working with people is what makes work fun.

				 B. Definitely – some people more than others, however.

				 C. Yes – it definitely beats working with trained seals.

				 D. I really prefer my computer.

				 E. I want to be alone!

				9. Are you trustworthy, loyal, honest, and brave?

				 A. All of the above and more!

				 B. Well, three out of four isn’t bad, is it?

				 C. How about two out of four?

				 D. I’d like to believe that there are other, more important human qualities.

				 E. Next question, please.

				10. Are you interested in making a decent living?

				 A. My opportunities are unlimited.

				 B. Sure, as long as I don’t have to work too hard at it.

				 C. I don’t know; I’m pretty comfortable the way things are now.

				 D. Just how do you define ‘decent’?

				 E. I’m going to win that lottery one of these days!

				Analysing your score

				Now add up your results. Give yourself 5 points for every A answer, 3 points for every B, 0 points for every C, –3 points for every D, and –5 for every E.

				We’ve divided the possible scores into six separate categories. By comparing your total points to the points contained in each category, you can find out whether consulting is in your future.

				25 to 50 points: You’re a born consultant. If you’re not already working for yourself as a consultant, we strongly suggest that you consider quitting your job right now and start passing out your business card to all your friends, acquaintances, and prospective clients. Read this book for tips on how to sharpen your already well-developed skills.

				1 to 24 points: You definitely have potential to be a great consultant. Consider starting your own consulting practice in the very near future, but make sure that you keep your day job until you’ve got enough clients to keep you afloat. Read this book to understand the basics of consulting and find out how to grow your new business.

				0 points: You could go either way. Why don’t you try taking this test again in another month or two? Read this book to ensure that you pass next time.

				–1 to –24 points: We’re sorry to tell you, but consulting is currently not your cup of tea. We strongly recommend that you read this book and then take this test again. If you don’t do better the second time, then maybe working for someone else isn’t the worst thing that could happen to you.

				–25 to –50 points: Forget it. Your DNA just doesn’t have the consulting gene built into it. Sell this book to one of your colleagues right now. Maybe he or she will score higher on this test than you did.

				More than 50 or less than –50 points: Mental arithmetic is not your forté – try again!

			

			
		

	
		
			
				Chapter 2

				Determining if Consulting Is Right for You

				In This Chapter

				[image: arrow] Identifying your likes and dislikes

				[image: arrow] Reviewing your skills and talents

				[image: arrow] Determining the right job for you

				[image: arrow] Discerning the marketability of your idea

				If you’re already a consultant, then this chapter is probably not for you. You’ve already stepped onto the consulting path, and you’re most likely looking for new ways to improve your practice – topics we cover in great detail elsewhere in this book. But if you’re considering becoming a consultant, but not sure whether or not starting your own consulting business is the right choice for you, then you’ve come to the right place.

				How do you decide whether starting a consulting business is the right thing for you? Many of us have arrived at this decision point in our lives because we feel we have more to contribute if we own and operate our own consulting firms. Others believe that having their own a consulting business is a much more lucrative proposition than working for someone else (and, in many cases, it can be). But perhaps the attraction is simply the idea of calling the shots, and not having to answer to a boss.

				[image: truestories.eps] John, a friend of Philip’s, worked for years for a major UK insurance company. He worked on quality and service improvement projects. The work was challenging but arduous; the senior managers often moved the goalposts at a late stage and this required working for very long hours to deliver projects on time. However John wanted more control over his work/life balance. An element of his job had involved running training courses and facilitating workshops and he started to form a vision of working as a freelance management-training consultant. 

				After testing the water on a part-time basis, John left the insurance company. Now instead of toiling away, burning the midnight oil at senior managers’ whims, he works approximately half the hours needed in his previous role, makes more money and spends valuable time with his loved ones.

				Can we let you in on a little secret? Your work can be your love. You don’t have to spend the rest of your life working in a job that brings you little or no joy or satisfaction. All three authors jumped off the 9-to-5 career merry-go-round to start their own companies – each more than 10 years ago. And they would never go back. Becoming an independent consultant can be the key that unlocks the door to the rest of your future if you just take a small step forward and give it a try. And you don’t have to do it all at once. You can (and, indeed, our advice is that maybe you should) keep your current day job while you try out consulting in your spare time.

				In this chapter, we help you determine what you really want to do with your life and what skills you have that can get you where you want to go. We also help you determine whether what you want to do is marketable enough to allow you to make a living. (Making a living at whatever you decide to do is always a plus!) Finally, we tell you how to do some simple test-marketing of your business ideas to see which ones will fly and which ones may be better suited to lining your budgie cage.

				Assessing Your Preferences

				Undoubtedly, you like to do certain kinds of work more than others. Take a moment right now to think about the things you most like to do as part of your job. Perhaps your great love in life is to create massive computer spreadsheets. Maybe you really like to read and analyse procurement contracts. Or is your number-one favourite activity making travel reservations for your organisation’s salespeople?

				One problem with a career in most organisations is that you may very well be promoted right out of the things that you enjoy doing the most, into new roles that you may find much less enjoyable. If you’re talented in a particular area of technical expertise, you’re inevitably recognised for your skill and eventually promoted into a supervisory or management position. When this happens, suddenly your job changes from, say, creating advertising campaigns yourself to coaching a team of employees to create advertising campaigns. And although you may still do some creative work, suddenly your day is chock-full of management activities, such as budgeting department resources, controlling expenditures, counselling employees, building teamwork, attending endless meetings and filling out forms for anything and everything you can imagine. Before you know it, you’re doing tasks that have nothing to do with what you really enjoy doing.

				In this section, your task is to decide exactly what you enjoy doing the most – at work and otherwise. Your goal is to identify new work opportunities that allow you to do what you enjoy doing. Think in terms of a new career where you – and not others – decide the things you do. Don’t worry now about whether you can make money at it. Making money is indeed an important consideration (that is, if you want to be able to afford to eat, or not live in a cardboard box on the street) and we look into that in the section ‘Can your business become profitable?’

				What do you really like doing?

				Start this exercise by considering what things you really like to do. Our logic is that if you like to do it – really like to do it, you can do it well. And doing the things you like to do well generates success. For the moment, forget about the things you just sort of like to do or the things you feel ambivalent about. Be honest with yourself – don’t put on your list things that someone else thinks you should like to do. Instead, look deep within yourself to tap into your own feelings. Use the space below each question to write in your ideas. Or photocopy the pages so that you can go through the exercise again in a few months or a few years.

				What would your ideal day look like ten years hence? Divide it into 30-minute segments and describe what you’d be doing in each part of your day.

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				What would your perfect job be? Visualise it. Hear it. Feel it. Taste it. (Okay – don’t taste it.) What would you do every day? How would you spend your time? With whom would you work?

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				List your most positive and enjoyable work experiences. What was it about these experiences that made them so enjoyable? Exactly what skills were you applying?

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				What are your five favourite things to do at work? Why do you like each of these five things?

				1.

				2.

				3.

				4.

				5.

				What are your five favourite things to do away from work? Why do you like each of these five things?

				1.

				2.

				3.

				4.

				5.

				What strengths would you bring to your dream job? What gaps in knowledge or experience do you need to fill so that you can start work in your dream job today?

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				What do you really dislike doing?

				Just as you have things that you really like to do – both at work and away from it, you invariably have things that you really can’t stand. The next step in this exercise is to focus on the things that you really don’t like to do. Again, be honest with yourself – now’s the time to get it all out on the table. (Don’t worry – we’re not going to show this to your boss.)

				What would your worst job be? What would this job entail doing every day? With whom would you be working? How would you be spending your time?

				List your most negative and unenjoyable work experiences. What about these experiences made them so unenjoyable? Exactly what skills were you applying?

				What are your five least favourite things to do at work? Why are these your least favourite things?

				1.

				2.

				3.

				4.

				5.

				What are your five least favourite things to do away from work? Why are these your least favourite things?

				1.

				2.

				3.

				4.

				5.

				Assessing Your Skills

				It’s one thing to want to do something – to be in tune with your likes and dislikes – but it’s another thing altogether to have the skills and expertise needed to carry out your selected endeavour successfully. To get a sense of whether a particular brand of consulting is really in your future (or in your present, for that matter), you’ve got to first take the time to assess the skills that you bring to the task. In the sections that follow, we help you do just that.

				What are you really good at?

				In your years of experience in the business world, you undoubtedly excel in certain tasks. Perhaps you’re the world’s greatest budget forecaster, or maybe you have an incredible eye for displaying products in department store windows to increase sales. Whatever skills you excel in, now’s the time to get in touch with them.

				
				A visualisation exercise

				As you work on getting in touch with the things that you like and the things that you dislike, you can amplify the effectiveness of this process by participating in a visualisation exercise. First, find a nice, cosy chair where you can relax – away from the phones or the hustle and bustle of your home or office. Turn down the lights and let your mind wander. No, don’t go to sleep – you need to be awake for this one. Visualise your ideal life. What is a typical day like in your ideal life? Start at the very beginning of your day when you wake up and work through it until you go to bed at night. Ask yourself the following questions:

				Where are you living?

				How do you wake up?

				What time do you wake up?

				What clothes do you put on?

				What do you eat for breakfast?

				With whom do you eat breakfast?

				Where do you go to work?

				How do you get there?

				Whom do you see at work?

				What does your work environment look like?

				What does it feel like?

				What do you do at work?

				Whom do you talk to?

				What do you talk about?

				Continue to work through your typical day in your ideal life – the rest of the morning, lunch, afternoon, the commute home in the evening (if you have one), dinner, after dinner and bedtime. Ask detailed questions about what you’re doing, where you’re doing it, when, and with whom. Use the results of this exercise to help guide you in your answers to what you really want to do with your life.

			

				What are your most outstanding job skills (for example, accounting or negotiating), and what makes you so skilled in those particular areas?

				What things have other people told you that you do well?

				What personal qualities (for example, analytical ability or persistence) do you possess that support your most outstanding job skills?

				What are the top five essential requirements of your current job?

				1.

				2.

				3.

				4.

				5.

				What special training or courses have you taken to improve your job skills?

				What special certificates, licences, or registrations do you possess for your current job (for example, a Chartered Accountant qualification or a certificate in psychometric test administration)?

				What aren’t you so good at?

				Figuring out what you’re not good at is just as important as figuring out what you’re good at – in fact, it can save you a lot of time and heartbreak. However, deciding what you’re not good at is often easier said than done. Why? Because many people have an idealised vision of what they think they ought to be good at, whether they are or not. For example, you don’t admit that you’re hopeless at figures and discard that option from your list of possibilities. Instead, you say, ‘One of these days I’m going to concentrate on getting better at working with numbers,’ leaving open the possibility. The implicit assumption is that you should hang on to every possible avenue to the future, regardless of the probability that you’ll ever travel along it. Truth be told, that is not the best approach. Although the motive behind doing this type of thinking is noble, it only diffuses your focus and concentration on the things that you do best.

				What job skills (for example, accounting, negotiating, and so on) are you least comfortable with, and why are you uncomfortable with them?

				What personality traits (for example, decisiveness or persistence) would you work on to enhance your job skills and why?

				What tasks do you avoid and why?

				Matching Your Skills with Your Preferences

				After you assess your likes and dislikes, your skills, and the areas that you’re less skilled in, put together all this information to create a coherent picture of who you are and what kind of consultancy is the best choice for you. You may be surprised to find that the perfect job for you bears little resemblance to your current job. On the other hand, you may be surprised to find out that you’re not cut out to be a consultant. Whatever the result, you need to know one way or the other.

				To begin this exercise, review all the comments that you wrote under the section titled ‘What do you really like to do?’ The point of this section is to allow you to unleash your imagination and consider what kind of work you really want to do. For a moment, forget that you’ve been a bank cashier in Leicester your entire working life or a call centre manager in Crawley for the last ten years. As you read through your responses, take time to step back, close your eyes, and visualise your answer to each question.

				Think about what kinds of consulting businesses you could start that would allow you to apply your life’s preferences. Don’t be shy – now’s the time to let your imagination go wild. Try to list at least five or more possible consulting businesses. Jot them down here:

				Next, review your responses under the section titled ‘What are you really good at?’ Your responses to the questions in this section don’t necessarily indicate that you want to do something, only that you’re good at it. And if you need some additional training to get the credentials you need, weigh the amount of time and money that you need to get them. Step back and, based on your answers, visualise the kinds of consulting businesses that you could start. Again, think of five or more business possibilities and list them here:

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				Now compare your lists. Do you have any possibilities in common? Yes? Great! Circle them right now with a red marker pen. You don’t have any in common? Go through the exercise again and really let yourself go – dive deep within and find your true self. When you start your new consulting business, pick something that lets you do what you want to do with your life, but also choose something that you’re already good at or that you could become good at within a reasonable amount of time.

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				________________________________________________________________

				Finally, review your responses to ‘What do you really dislike doing?’ and ‘What aren’t you so good at?’. Would any of your responses to the questions in these sections cause you to delete any of the consulting possibilities that you circled with that red marker pen? Yes? Then take that red marker pen and put a big X through them. No? Good. Enter the surviving items of this exercise in the space below:

				Now complete the following sentences:

				I am in the ________________________________________ consulting business.

				I help my clients _____________________________________________________.

				Congratulations! You’ve identified the consulting businesses that best match your desires and your talents. You have the best chance for success if you pursue one or more of the opportunities revealed by this synergy. Of course, success takes more than a great idea. You have to have clients who are willing to pay you for your services, and your idea has to be profitable. The next section addresses these issues and a host of related issues.

				Deciding Whether Your Idea is Marketable

				Should you or shouldn’t you? Only you can make the decision whether to become an independent consultant.

				Unfortunately, trying to predict whether your consulting business will fly high or go down in flames is a difficult task. Many new businesses succeed each year, but many fail. How will yours fare? Only time will tell. Many factors add up to potential success or disaster when running your own business – most importantly, your drive to succeed, the availability of clients who are willing to pay enough for your services so that you can make a profit, and your ability to keep your current clients satisfied while attracting new clients.

				In this section, we address some of the most important issues surrounding your decision whether to make the move. Before you leave your day job, give serious consideration to these issues.

				Who are your clients and what are their needs?

				You may have a great idea, but unless you also have clients who need your services and are willing to pay for them, all you have is an idea. Ideas don’t pay your bills; clients do. Identifying your clients and their needs – defining and describing them – is an important step in determining whether you have a viable idea.

				So who are your clients, and what do they need? You need to be able to list real names and phone numbers, not just stuff like ‘anyone who needs an online presence for their business’ or ‘a large number of investors who aren’t being served adequately by big brokers’.

				As you consider exactly who your clients are and what they need, ask yourself the following questions:

				[image: check.png] Who are your most likely clients? Make a list. Name names and list phone numbers and addresses. You can find clients by looking in the Yellow Pages or in industry trade magazines, by networking, or by researching possible firms of interest on the Internet. Vague, ambiguous, pie-in-the-sky entries do not cut it on this list, so don’t even waste your time with them!

				[image: check.png] Exactly what do your clients need? As you develop your list of likely clients, also note what each client needs. For example, your targeted clients may need someone to offer training in skills for new managers. The best way to find out what your clients need is by talking to them one-to-one. Will you provide exactly what they need, or are you going to try to sell them something they don’t need?

				[image: check.png] What advantages do you offer over your competitors? Although you may have a great idea, other consultants can probably offer much the same services to your potential clients (yes – it’s true!). Determine why your clients would pick you over your competitors, and then concentrate on those advantages. If you’re not sure what advantages your competitors have over your consulting business, ask your clients. They’ll probably be happy to point out the pluses and minuses of you and your competition.

				Can your business become profitable?

				Doing what you want to do with your life instead of being just another cog in the wheels of some humungous bureaucratic maze of an organisation is a great goal. Consulting is, above all, about freedom – the freedom to decide what you want to do and then to pursue it. However, don’t forget one minor detail. Unless you recently won the lottery, found undiscovered oil reserves in your back garden, or inherited the McLaren F1 racing team, you have to make a profit if your consulting business is to live long and prosper.

				To determine whether your business can be profitable, do your maths and take the following items into account:

				[image: check.png] What are your anticipated revenues? Consider potential clients and decide the level of revenues that you can reasonably anticipate bringing in for several different periods – a month, a quarter, and a year. Be prudent and conservative; this is not the time to get overexcited or kid yourself. Do some outside research to discover what your competitors charge and the volume of business that they bring in each year.

				[image: check.png] What are your anticipated expenses? List all of your potential expenses for several different periods – a month, a quarter, a year. Think hard. You don’t want to forget anything. Do a reality check by examining your bank and credit card statements. Typical expenses for a consulting firm include:

				 • Rent

				 • Utilities (electricity, gas, water)

				 • Computer equipment

				 • Furniture

				 • Office supplies (paper, staples, pens)

				 • Travel (train and air fares, petrol, hotels)

				 • Postage, overnight courier fees

				 • Subcontractors (work outsourced to other firms)

				[image: Tip.eps]Here’s a tip: It’s always best to underestimate revenues and overestimate expenses.

				[image: check.png] Do your anticipated revenues exceed expenses or vice versa? As they say in the US, this is the $64,000 question. When your revenues exceed your expenses, the leftovers are called profit. Profit is good. When your expenses exceed your revenues, especially for a prolonged period of time, this is called a ‘going-out-of-business plan’. This kind of plan is definitely not good. Although you must expect your consulting business to need several months to a year or more to become profitable, the sooner you can make more money than you spend, the better! Remember – Rover needs to be fed!

				Is the timing right?

				In business, as in life, timing can be everything. Although hard work and persistence can overcome almost any obstacle, having the right product for the right client at the right time is also important. For example, if you had started a website consulting firm in 1990, you might have starved. In 1990, few people or companies had yet heard of the Internet, much less established a presence on it. However, if you had started the same business in 1996, you’d have had more than enough to do up to the present day and probably for a long time to come.

				Consider the following when you try to determine whether your timing is right:

				[image: check.png] Does what you want to do provide a necessary service? You may have the greatest idea since sliced bread, but you may find that no one wants or needs your product. This is why all the big FTSE 100 companies spend tons of money on marketing studies, focus groups, and product opinion surveys. You don’t want to spend a great deal of time and money chasing a market that just isn’t there. Before you start your consulting practice, survey the market you want to enter and establish whether real clients will spend real money for what you have to sell. You can find out if people need your service by making phone calls to potential clients, conducting focus groups, or using a variety of other market research methods.

				[image: check.png] Are you too far ahead of your time? You may have an idea that is so great, but so far ahead of its time that your clients aren’t even aware that they need it. When you’re too far ahead of your clients, convincing them that they need your services can take a great deal of time and effort. If you’re on the cutting edge of the kinds of services you offer, don’t get so far out on the edge that your clients can’t catch up with you!

				[image: check.png] Are you too far behind the times? On the other hand, jumping into a booming field only to find that your potential clients’ attention has already moved on to the next big thing is even easier. For example, total quality management (TQM) was a booming field for almost a decade and attracted loads of attention from a wide array of clients and consultants. Now, however, organisations that once embraced TQM have left it far behind and moved to the next business fad. If you were to start a firm specialising in TQM today, you’d be hard-pressed to line up enough business to pay your electricity bill, much less make a profit. As you decide on a consulting speciality, look towards the future – where your customers are heading – instead of to the past, where they’ve already been.

				Considering Whether You Have What It Takes

				This question goes way beyond the nuts and bolts of starting and running a successful business. It goes to your personality, your motivation, your personal support systems, your whole existence. If you prefer the security of working for a large corporation and the thought of being out on your own makes you break into a sweat, maybe full-time consulting isn’t for you. Take it slowly and work your way into it.

				[image: Remember.eps] Don’t forget that you may be able to consult on a part-time basis while you continue to hold down a conventional full-time job. In fact, if at all possible, this is exactly what we recommend. A good idea is to work into it gradually, building your business as you go, until you’re ready to progress to a full-time consulting business of your own. You may have the option of increasing the amount of time you devote to your consulting business and decreasing the amount of time you devote to your other job. If you become a victim of a downsizing, rightsizing, or re-engineering, you’re ready for it. However, heed one word of caution: Before consulting part-time, check out your current employment contract terms. Some employers place restrictions on what jobs you can do in your spare time – some require you simply to seek permission, while some even disallow it completely.

				Consider these things when you’re trying to decide whether you’re cut out to be a consultant:

				[image: check.png] Do you dream of being your own boss? Perhaps that’s not quite the right question. Maybe it should be: ‘How often do you dream of being your own boss?’ Being in control of one’s life can be a very strong motivator for a consultant – a motivator strong enough to bring your enterprise great success through the sheer force of your desire to succeed.

				[image: check.png] Are you independent and a self-starter? When you’re an independent consultant, you don’t have anyone to hold your hand. No one is there to make sure that you get out of bed in the morning, to tell you that you’re not working hard enough, or to praise you for doing a great job. You probably won’t run into anyone at the coffee machine to socialise with, except maybe your cat or your seven-year-old daughter. It’s all up to you. Are you up to the challenge? If you need to be jump-started on Mondays, then maybe consulting just isn’t for you.

				[image: check.png] Can you support yourself as you establish your practice? Although supporting yourself financially is important (for some reason, the people from whom you buy the things you need to run your business expect you to pay them for their trouble), supporting yourself emotionally is just as important – perhaps even more so. Are you mentally ready to make the move to consulting? Do you have the support of your friends, relatives, and significant others? Are you ready to answer the inevitable question: ‘Why would you leave that great job you have?’ When you’re comfortable with your answer to that question, you’re truly ready to become an independent consultant.

				Believe us: No one said that starting your own consulting business was going to be an easy proposition. Or, if they did, then they were stretching the truth more than just a bit. Starting any business is a risky proposition – official statistics reveal that the majority of new businesses fail within five years after they start up. That’s one of the potential downsides to starting your own consulting business, but the upsides can be very rewarding – not just financially, but also in terms of the personal satisfaction that comes from being in control of your own work and your own destiny. Once you’ve left the corporate 9-to-5 behind for good, you’ll ask yourself why you didn’t make the move sooner – and you’ll never want to go back to the world you’ve left behind.

			
			
			

		

	
		
			
				Chapter 3

				Taking the Plunge with Your Own Consulting Business

				In This Chapter

				[image: arrow] Understanding when the time is right

				[image: arrow] Easing into consulting

				[image: arrow] Starting up: first things first

				Taking the plunge into consulting is a big step for most people – especially those who have worked for traditional, established organisations for most or all of their working lives. For many, letting go of a traditional 9-to-5 job can be a time for deep soul-searching, introspection, and worry. Am I disciplined enough to be my own boss? Will people be willing to pay for my knowledge and services, and how much will they pay? What will my family think if I decide to leave my regular job to start my own business? Am I ready to leave my job? Can I survive without getting a salary every month? How will I obtain benefits like health insurance and a pension plan? All of these questions – and many others like them – must be answered and dealt with before you can take the plunge. Listen carefully to the answers you give because they’ll ultimately determine whether you’re ready to make the transition to independent consulting and whether you’ll succeed in your new endeavour.

				So how do you make the transition to starting your own consulting business? And, perhaps more importantly, how do you know whether you’re ready to make the transition? Is there a way to find out the answer to this question before you put your career (and potentially the welfare of both you and your significant others) on the line? Can you make the transition a little at a time, or does it have to happen all at once? And exactly how do you make your first moves towards becoming a consultant? Funny you should ask. Those just happen to be the very questions that we address in this chapter.

				Deciding When the Time Is Right

				Congratulations! If you’ve found your way to this particular section of this particular chapter, we can guess that either you’ve decided to join the growing ranks of men and women who are taking control of their lives and their financial futures by becoming consultants, or you’re seriously thinking about it. When considering some of the factors that determine exactly when the timing is best for you, don’t be surprised if your answers differ from those of your family, friends, or colleagues – everyone has a unique schedule.

				In this section, we examine some of the key issues that help determine exactly when you might make your move into consulting. This list is by no means exhaustive – feel free to add any considerations that affect you directly.

				Professional considerations

				Before you can become a successful independent consultant, you have to attain a certain level of professional expertise. For example, if you expect someone to hire you to set up a new manufacturing quality system, you need to have a strong base of experience in the area of manufacturing quality systems. If you spent your 20 years of experience on the checkout in Tesco, you may have a tough time selling yourself as an expert in manufacturing.

				[image: Remember.eps] If you’re thinking about making a living as an independent consultant, be sure to keep the following professional considerations in mind:

				[image: check.png] Subject matter expertise: Most people hire a consultant because they want the benefit of a consultant’s extensive expertise. They know that hiring a competent consultant isn’t an inexpensive proposition, but they also know that the overall price is less than if they specifically hire or train an employee to do the same task. Before you become a full-time consultant, become an expert (or pretty damn close) in your field. If you can ease into consulting by working on a part-time basis, you gain the benefit of learning while being supported by your full-time job.

				[image: check.png] Certifications and licences: In some cases, you may need to obtain special credentials before you can pursue your chosen vocation. For example, if you plan to become an independent financial adviser, you must give serious consideration to earning your IFA qualification before you jump into the fray. Many other professions require extensive certifications or licensing before you can practise them. If you work for an organisation that pays for your required training and testing, by all means take advantage of these resources. Getting a regular salary while earning your certification is better than trying to earn a living on your own while you pursue the necessary paperwork.

				[image: check.png] References: The ability to point to a long list of satisfied clients is a critical selling point for any consultant. Try to do as many jobs as you can with as many customers as possible before you go out on your own. Not only can you take your current clients with you when you make the move to independent consulting, but you also create a valuable network of associates that you can tap to locate new clients.

				[image: check.png] Organisational ability: Making a business work takes more than printing up a set of business cards. You have to be organised, you have to have a plan, and you have to know (or learn) how to run a business. Running a consulting business is no different than any other business in that you have deadlines to meet, bills to pay, office facilities to secure, and associates and clients to coordinate with. Before you launch your new consulting business, take the time necessary to plan ahead and get organised. The time you invest before you get started pays for itself many times over once you’re under way.

				Financial considerations

				Certainly, financial considerations weigh heavily in deciding when to become a consultant. Becoming complacent is easy when you’re earning a decent wage and you’re getting an attractive package of benefits. However, what’s here today can easily be gone tomorrow – none of us owns a working crystal ball so we just don’t know for sure what’s going to happen in the future. We have far too many acquaintances who have been pushed out of organisations that are desperate to cut costs in any way possible. Businesses often don’t care how many years you’ve worked there or how talented you are. When the budget axe falls, the results can be devastating if you’re not ready with your own plan. So when you hear ‘Breaking Up Is Hard to Do’ on the music system, grab a box and get ready to pack your personal things.

				[image: Tip.eps]Before you go out on your own, however, you must be able to support yourself and any significant others who depend on you. Consider the following financial issues before you launch a consulting practice:

				[image: check.png] Weigh your income against your expenses: It’s a simple rule of business and of life in general. To survive, your income has to be more than your costs. If it’s not, you go into debt. And if you go far enough into debt, eventually you’re forced out of business when you apply for bankruptcy. Remember Mr Micawber in David Copperfield? ‘Annual income twenty pounds, annual expenditure nineteen, nineteen and six, result happiness. Annual income twenty pounds, annual expenditure twenty pounds, nought and six, result misery.’ As you plan your consulting business, review all your projected sources of income and expenditure. If your income exceeds your costs, no problem – you can go forward confidently. However, if your costs exceed your projected income as a consultant, figure out how to put yourself in a more favourable position before launching into full-time consulting. How? Consider the following approaches first, and then turn to Chapter 6 for detailed information on how to set your fees to optimise the amount of money you can make as an independent consultant:

				 • Increase the amount of work that you do.

				 • Increase the rates that you charge your clients.

				 • Decrease your costs.

				 • Upgrade the type of clients you pursue to those who focus on the value you bring to the table rather than your rates.

				[image: check.png] Assess how much you have in savings: It’s been said that most people are only a few pay cheques away from bankruptcy. That’s just one reason why having money squirreled away in a savings account or other highly liquid asset, such as a money market account, is important. You need to have some money saved whether you’re working for an established organisation or working for yourself. Do you have enough money saved to get you through times when your business is down and your clients aren’t paying your invoices as quickly as you’d like? You need at least three months’ worth of living expenses – preferably more – to survive on your own. Assess your savings account and, if you find it lacking, direct as much money to it as you possibly can before you go out on your own. Believe us – when you need the funds to get through a particularly rough patch, you’ll be glad you took this precaution.

				[image: check.png] Plan for the inevitable surprises: Life is full of surprises, which can be both good and bad. A good surprise in business is an early payment from a client or a large, unexpected contract from a client you had just about written off. A bad surprise is finding out that a client has decided to go bankrupt before paying your bill or receiving a notice that Her Majesty’s Revenue and Customs wants a much larger chunk of your income than you planned to contribute this year. Again, you have to be financially prepared for surprises – especially bad ones. Make sure that your income is sufficient and that you have adequate savings to get you safely past bad surprises.

				Personal considerations

				You have other considerations besides professional and financial when you decide to become an independent consultant:

				[image: check.png] Friends and family: What will your friends and family think about your choice to become a consultant? In some cases, everyone may be incredibly supportive of your move. In other cases – especially when you already have a well-paid career, and will be giving up a steady salary and benefits – your friends and family may question your sanity in deciding to become an independent consultant. Have you lost your marbles? Why would you want to do that? You may have to counsel your family about your reasons for consulting and about your new role. Before you make the move to consulting, make sure that you’re clear about why you want to make the change. Explaining your decision to others is easier when you can first explain it to yourself!

				[image: check.png] Lifestyle: Becoming a self-employed consultant can mean quite a change in your lifestyle. For example, when you work for an organisation, you’re almost always given a long list of tasks and assignments to complete. However, when you’re working for yourself, suddenly you have to direct and motivate yourself to get things done. Self-motivation can be a liberating but frightening prospect for someone who has been told what to do and when to do it for years. Self-employment requires lots of self-discipline. You still have to get up each morning and go to work, even when your office is only a few steps across the landing – or at a coffee shop down the street – rather than 40 minutes on the motorway.

				[image: check.png] Personal goals: Do you have personal goals? If so, how does becoming a consultant affect them? Becoming a self-employed consultant isn’t something that you do on the spur of the moment. It requires serious planning and preparation. Whatever your personal goals, be they financial, professional, or whatever, make sure that consulting does not conflict with them.

				Only you can decide when the time is right to leave your day job and step into a new world of unlimited opportunity – a world where you control the reins of your destiny. If the prospect of consulting seems too overwhelming right now, don’t forget that you can make the transition from your current job to a career in consulting at your own pace – one small step at a time or one great leap forward. The choice is yours.

				Preparing for Stops Along the Way

				Becoming a self-employed consultant isn’t something that just happens to you one day. It’s something that deserves and requires significant planning to make it a successful reality in your life. Yes, some people do walk into their offices one day and resign, starting their own businesses before they’ve developed an adequate client base, and others are sacked or made redundant before they’ve had the chance to prepare. Most independent consultants, however, build successful businesses by making a stop or two along the way.

				Big organisation, to consulting firm, to self-employment

				[image: truestories.eps] Many self-employed consultants have found a very natural transition from a full-time regular job to independent consulting by making a stop along the way as an employee for a consulting firm. For example, Philip has a friend who worked for a large company for 10 years – all the while gaining valuable experience and company-paid education and training. He was lured away by a large international consulting firm and was put to work doing consulting jobs for firms in a wide range of industry sectors and around the world. Eventually, after he had sharpened his consulting skills and established a huge network of industry contacts, he started his own successful independent consulting business in London.

				[image: Tip.eps]Moving from a big organisation to an established consulting firm and then to your own independent consulting business offers numerous advantages:

				[image: check.png] If you stay with your big-organisation position long enough, you can collect retirement or a pension after you leave.

				[image: check.png] While working for an established consulting firm, you develop and hone strong consulting and client skills while you learn the ins and outs of the consulting industry. Plus, working for a recognised consulting firm represents a seal of approval of your expertise.

				[image: check.png] An established consulting firm also gives you the opportunity to develop a valuable network of contacts that may become the client base of your own consulting business (but watch out for any restrictive covenants in your employment contract).

				[image: check.png] Once you’ve set up business independently, your former employer might retain you as a consultant. Because you already know the company, its customers, and its competitors, you can contribute immediately with no additional training or orientation.

				Part-time work

				[image: Tip.eps] Easing into your consulting business on a part-time basis can be one of the safest and least painful ways to make the transition. For most prospective self-employed consultants, this is the best approach. On the plus side, you can keep your regular job as long as you like while you maintain your consulting business on a part-time basis. On the minus side, doing both jobs can create occasional diary headaches. For example, imagine what you would do if an emergency at your regular job required you to fly to Manchester on the same day that you were supposed to present your final recommendations to an important consulting client in Canterbury.

				Both jobs can peacefully coexist, however, with careful planning and extra work on your part. For example, you can keep one master calendar to ensure that you don’t have surprise diary conflicts. And, if you need to take a day’s leave from your regular job to do some work for a consulting client, you can request permission for the leave far enough in advance to minimise the negative impact of your absence on your current organisation. You also need to set up regular ‘office hours’ – time when you’re not at your regular job – so your consulting clients can contact you. You can hire a phone answering service relatively cheaply so that clients can contact you almost anytime. Who knows – you may build up such a successful business that you have no choice but to quit your regular job sooner than you had anticipated and go into independent consulting on a full-time basis.

				Here are some of the positive outcomes of doing your consulting on a part-time basis:

				[image: check.png] You can try various consulting alternatives and build a strong client base while maintaining the security of your regular full-time job.

				[image: check.png] You retain your health insurance and other important job benefits (a monthly salary, for one!) as long as you remain in your regular job.

				[image: check.png] If your foray into the wonderful world of consulting doesn’t work out, you can keep your regular job and try consulting again some other time.

				Full-time work

				Pursuing a regular full-time job while running a full-time consulting business can be very demanding on your schedule and on your sense of reality (‘Where am I?’ ‘Who am I working for today?’), and it may be one of the least preferred options. Yet holding two full-time jobs is an option for many people as they make the transition from their regular jobs to careers as independent consultants. On the plus side, not only can you fully immerse yourself in the wonderful world of consulting, but you can start developing a solid client base and generating significant consulting revenues – greatly accelerating your transition – all within the safety and security of your regular job. On the minus side, you could possibly quite literally work yourself to death. (This is probably not what you had in mind when you decided to become an independent consultant.)

				We can’t with a clear conscience recommend taking on full-time consulting business on top of a full-time job. However, if you do decide to go that way, moving from a regular job to independent consulting by pursuing your new business on a full-time basis can work to your benefit in the following ways:

				[image: check.png] You get the best of both worlds – a regular salary and benefits from your current job and full immersion in your new consulting endeavour.

				[image: check.png] By building a base of consulting clients and income more quickly than you can by consulting on a part-time basis, you can greatly accelerate your transition to full-time independent consultant.

				[image: check.png] You’ll sleep well at night because you’re so tired from working two full-time jobs.

				[image: Warning(bomb).eps] Check out your employment contract thoroughly before working and consulting at the same time.

				A big contract

				[image: truestories.eps] For some people, starting an independent consulting business is an all-or-nothing kind of thing. Bob has a business acquaintance who submitted proposals to a variety of potential clients while working in a full-time position as an employee of an organisation. When Bob’s acquaintance was selected as the successful bidder on a million-dollar contract, she had all the motivation and reason she needed to leave her job and dive into independent consulting on a full-time basis. If you consider this route, have an adequate base of consulting contracts lined up before you make the move to full-time consulting, and don’t, we repeat, don’t, submit your resignation before you have a signed contract in your hands! We discuss the ins and outs of writing winning proposals in Chapter 7.

				Starting up your independent consulting practice by landing a big contract offers these advantages and many more:

				[image: check.png] You don’t have to leave the security of your full-time job until you win a big contract.

				[image: check.png] Producing and submitting contract proposals to potential clients in your after-work hours is easy. You must limit such work to after hours to prevent conflicts of interest and future legal wrangles with your current employer.

				[image: check.png] If you don’t land a big contract, all you’ve lost is some of your time and the cost of copying your proposals and posting them out.

				Total immersion

				Finally, you have another way of shifting to independent consulting: total immersion. You may go to work one day and, because of a reorganisation, be notified that you have been selected for redundancy. Here’s your cheque, please clear out your desk, thank you very much for all your fine work, don’t call us, we’ll call you. Or you may reach the end of a long career of service to your organisation and decide to retire. Or maybe you just can’t stand the idea of spending one more day in your office doing the job you do or answering to a boss you no longer respect, and you resign.

				Although total immersion isn’t always the best way to start an independent consulting business – you may not be able to keep your personal financial boat afloat very long without a regular salary, for example, it does offer the following benefits:

				[image: check.png] You can focus all your work energy on establishing a successful consulting business.

				[image: check.png] The prospect of being out of work has a special way of focusing your attention on the real necessities in life: paying your rent or mortgage, buying food, and making your car repayments. In the words of Samuel Johnson, ‘Depend upon it, sir, when a man knows he is to be hanged in a fortnight, it concentrates his mind wonderfully’.

				[image: check.png] [image: Tip.eps] If your former employer established a pension plan for you, you may be able to tap into those funds to help get your business off the ground and buy yourself time as you establish a client base.

				Taking the First Steps

				Assume for the moment that you’ve decided that you’re ready to take the consulting plunge. Whether you decide just to stick your toe in first or to give it all you’ve got, testing the water before you jump in is always a good idea. Testing the water is simple when you’re at home in your bath, but when you’re starting a new business – your new business – you have to do more than just check the temperature to make sure that you don’t get burnt!

				Here are a few tips that can help you take those first steps as you get your consulting business going.

				Talk to people who do what you want to do

				You don’t need to reinvent the wheel. Many people before you made the transition to independent consulting – including some, no doubt, who are doing exactly what you want to do. Some have succeeded beyond their wildest dreams, and others haven’t. You can really learn from someone who is already doing what you want to do. 

				[image: Tip.eps] Before you start your new business, find people who do what you want to do and talk to them – as often and for as long as you can. Arrange an appointment to meet them at work, or invite them to an informal get-together after work. Find out what things worked for them and what things didn’t. Ask them about the good times and the bad times, and what you can do to bring about more of the former. You may find the flames of your desire to start your own independent consulting firm fanned to new heights by your acquaintances’ enthusiasm. Or the embers may die when you learn that what you thought you wanted to do really isn’t what you want to do. Either way, you learn important lessons that can make you and your business much stronger. Besides, you’re building an informed network of consultants who one day could help you expand your business.

				Start small

				[image: Tip.eps] Given a choice, you’re better off to start small and work your way up to larger projects as you hone your consulting skills. Why? One reason is that you can devote more of your time and attention to a small project than you can to a large one. If you’re still working full-time in a traditional job, you have to fit the project into your schedule whenever you can – most likely at nights or during weekends. We can guarantee from our personal experience that finding extra time to work on a small project is easier than finding time to work on a large project. Not only that, but you can learn the ropes of your chosen field at a pace that is comfortable to you, and you have a lot more time available to refine and polish your work.

				Evaluate the results

				How do you know whether your tentative first steps at consulting are taking you in the right direction? The way to find out is to evaluate your results:

				[image: check.png] Is consulting what you expected? Many people have a glorified view of how wonderful consulting must be. Consulting is wonderful – but for many, the reality of consulting doesn’t quite match up with the fantasy. Is consulting what you expected, or is it something less or more? If it’s something less, then reconsider the kind of consulting that you’ve decided to take on or your approach to doing it. Don’t worry: you may need several tries before you get it right!

				[image: Remember.eps]
				[image: check.png]  Do you like what you’re doing? Don’t forget: You’re supposed to be having fun doing what you’re doing. If you enjoy the consulting work that you’re doing, great! If not, why not? Is your view likely to change as you get more involved in consulting and devote more of your life to doing it? Don’t forget that the first few months (perhaps even the first few years) of transition to your own consulting business may be an emotional roller coaster for you and your loved ones. These highs and lows are a natural part of making a major life change. If you hang in there and keep trying, things will probably soon get better. If, however, you’ve been trying for some time and things aren’t getting better, then maybe becoming a self-employed consultant isn’t your cup of tea.

				[image: check.png] Do your clients like what you’re doing? Liking what you do is a great feeling. But knowing that your clients like what you do is equally important (at least if you want to pay the bills). If you plan to consult on a part-time basis only to supplement your current income, you don’t need a lot of clients to keep your enterprise afloat. However, if you plan to pursue consulting on a full-time basis, you’ll need lots of very satisfied clients to keep you fully employed. How do you find out whether they’re satisfied? Ask them. You can do so in the form of a direct interview, a casual conversation, a feedback form, or a questionnaire. If you do good work at a fair price and are dependable, don’t worry: they will come.

				So are you ready to take the plunge? If your current job still has the advantage, don’t feel that you need to make your move right away – the opportunity will always be there waiting for you. However, if consulting has the edge, now may be the time to make the switch. If you do, we wish you the very best and offer this advice: Don’t look back.
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