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Management Consulting Business Plan: A
Comprehensive Guide

Introduction:

Starting a management consulting business requires a robust
and well-structured business plan.
This document serves as your roadmap to success, outlining your goals, strategies, and financial
projections. A comprehensive management consulting business plan is crucial for securing funding,
attracting clients, and guiding your firm's growth. This guide provides a detailed framework for
creating a winning plan, covering everything from market analysis to financial forecasts. By
following these steps, you can significantly increase your chances of building a thriving management
consulting practice.

Article Outline:

I. Executive Summary
II. Company Description
III. Market Analysis
IV. Services Offered
V. Marketing and Sales Strategy
VI. Management Team
VII. Financial Projections
VIII. Appendix

I. Executive Summary:

The executive summary provides a concise overview of your
entire business plan.
It should highlight key aspects like your mission, target market, competitive advantages, and
financial goals. Think of it as a compelling elevator pitch that summarizes your business's potential
for investors or lenders. This section should be written last, after all other sections are complete.

II. Company Description:



This section details your consulting firm's legal structure,
mission statement, and overall vision.
Clearly articulate your company's unique value proposition – what sets you apart from competitors?
Define your niche and the specific types of consulting services you'll offer. Include information about
your company's history (if applicable) and its long-term objectives.

III. Market Analysis:

Conduct thorough market research to understand the size,
growth potential, and trends within your chosen niche.
Identify your target clients (e.g., small businesses, Fortune 500 companies, specific industries).
Analyze your competitors, identifying their strengths and weaknesses. This analysis should
demonstrate a clear understanding of the market landscape and your firm's potential for success.
Include data to support your findings.

IV. Services Offered:

Clearly define the specific consulting services your firm will
provide.
Be detailed in your descriptions, outlining the value each service delivers to clients. This section
should also address your pricing strategy, including hourly rates, project fees, or value-based pricing
models. Explain how your pricing is competitive yet reflects the value you provide.

V. Marketing and Sales Strategy:

Develop a comprehensive marketing plan to reach your target
clients.
This may include online marketing (SEO, social media, content marketing), networking, attending
industry events, and building strategic partnerships. Detail your sales process, from initial contact to
closing the deal. Establish clear key performance indicators (KPIs) to measure the effectiveness of
your marketing and sales efforts.

VI. Management Team:

Introduce the key individuals who will lead your consulting
firm.
Highlight the experience, skills, and expertise of each member of your management team.
Emphasize relevant credentials and accomplishments that demonstrate your team's ability to deliver
exceptional results. This section builds confidence in your firm's capacity.



VII. Financial Projections:

Create realistic financial projections for the next three to five
years.
Include startup costs, operating expenses, revenue projections, and profitability analysis. Develop a
detailed funding request (if seeking investment) and clearly outline how you plan to use the funds.
This section requires careful planning and should be based on your market analysis and sales
forecasts.

VIII. Appendix:

The appendix provides supporting documentation for your
business plan.
Include market research data, resumes of key personnel, letters of support, and any other relevant
information that strengthens your plan. This section serves as a repository of crucial backup
information.

Conclusion:

A well-crafted management consulting business plan is the cornerstone of success. By meticulously
addressing each section, you'll create a powerful document that not only guides your business but
also attracts investors and clients. Remember to keep your plan dynamic and adaptable to changing
market conditions. Regularly review and update your plan to reflect your progress and adjust your
strategies as needed. Consistent monitoring and refinement will significantly increase your chances
of achieving your long-term goals.

Frequently Asked Questions (FAQs):

Q: How long should a management consulting business plan be? A: The ideal length varies, but
generally, a comprehensive plan ranges from 20-40 pages. Focus on clarity and conciseness.

Q: Do I need a business plan if I'm starting small? A: Yes, even a small-scale consulting business
benefits from a plan. It provides a framework for growth and helps you stay organized.

Q: How often should I review my business plan? A: Ideally, review and update your plan at least
annually or whenever significant changes occur in your business or the market.

Q: What if my financial projections are inaccurate? A: Use realistic and conservative estimates.
Regularly track your actual performance against your projections and adjust your plan accordingly.

Q: Where can I find help writing my business plan? A: You can seek assistance from small business
development centers, SCORE mentors, or business plan consultants.
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  management consulting business plan: The New Consultant's Quick Start Guide Elaine
Biech, 2019-04-16 An action plan for working as a consultant Management consulting is a $250
billion industry and growing at a rate of over four percent annually. Many predict that more than 40
percent of the U.S. workforce will soon be contingent, freelance, or consulting members of the
workforce—making this book more relevant than ever. Individuals become independent consultants
out of necessity or preference: necessity because they lost their job or the company offered an
attractive exit package; preference because they want a career change, more control over their time,
or an enriched, varied work situation. Consulting also appeals to the Millennial workforce who are
searching for careers that offer a good salary as well as meaningful work. The New Consultant’s
Quick Start Guide: • Serves as a companion to The New Business of Consulting • Provides you with
a place to plan your transition into consulting • Helps you identify your niche, develop a business
plan, charge what you’re worth, and create a marketing strategy to ensure a steady stream of clients
• Prepares you for changes you will encounter beyond your professional life, including social, family,
and financial aspects The New Consultant’s Quick Start Guide helps you work through the
challenges of consulting such as working alone, deciding on necessary insurance coverage, finding
your first clients, struggling with cash flow, and understanding market trends.
  management consulting business plan: Managing The Professional Service Firm David
H. Maister, 2012-12-11 Professional service firms differ from other business enterprises in two
distinct ways: first they provide highly customised services thus cannot apply many of the
management principles developed for product-based industries. Second, professional services are
highly personalised, involving the skills of individuals. Such firms must therefore compete not only
for clients but also for talented professionals. Drawing on more than ten years of research and
consulting to these unique and creative companies, David Maister explores issues ranging from
marketing and business development to multinational strategies, human resources policies to profit
improvement, strategic planning to effective leadership. While these issues can be complex, Maister
simplifies them by recognising that 'every professional service firm in the world, regardless of size,
specific profession, or country of operation, has the same mission statement: outstanding service to
clients, satisfying careers for its people and financial success for its owners.'
  management consulting business plan: Consulting Success Michael Zipursky, 2018-10-16
How can you take your skills and expertise and package and present it to become a successful
consultant? There are proven time-tested principles, strategies, tactics and best-practices the most
successful consultants use to start, run and grow their consulting business. Consulting Success
teaches you what they are. In this book you'll learn: - How to position yourself as a leading expert
and authority in your marketplace - Effective marketing and branding materials that get the
attention of your ideal clients - Strategies to increase your fees and earn more with every project -
The proposal template that has generated millions of dollars in consulting engagements - How to
develop a pipeline of business and attract ideal clients - Productivity secrets for consultants
including how to get more done in one week than most people do in a month - And much, much more
  management consulting business plan: The New Business of Consulting Elaine Biech,
2019-05-07 Everything you ever wanted to know about consulting—a practical roadmap for aspiring
entrepreneurs Seismic changes occurring in the workforce are leading to more and more people
entering the world of contract, freelance, and contingency work. Rapid changes in demographics
and advances in technology have led companies and talent to engage in profoundly new ways and



consulting is one of the keys to success. The New Business of Consulting is authentic and practical,
and shares the knowledge and skills required to start and grow a successful consulting business.
From how to make a smooth career transition, to how to determine a consulting fee, to how
consultants inadvertently create a bad reputation, it covers everything you need to know to thrive
and flourish in this competitive field. Covers contemporary topics, such as how to achieve success in
the gig economy Discloses a reliable technique to land the clients you want Presents options to help
you balance your life and your business Prepares you for naming your business, managing critical
financial issues, and building a client relationship Shows you how to take your income and impact
beyond working as a solopreneur The crucial start-up days of a consulting business may be frenetic
and fraught with questions. This new edition provides sanity and answers all the questions. It
includes practical tools, templates, and checklists that you can download and implement
immediately.
  management consulting business plan: The Everything Start Your Own Consulting Business
Book Dan Ramsey, 2009-10-18 Consultants work in all fields. They operate from offices and from
home, work for investment firms and as personal trainers, or have expertise as accountants and
wedding planners. The independence, flexibility, and potential income it brings make for an exciting
and satisfying career. And it’s an increasingly popular one for highly skilled, motivated professionals
who’ve been laid off in this unstable economy. This guide features tips and tricks to help beat the
competition, including how to: Set—and keep—personal and financial goals Organize important
paperwork Price and market specific services Create advertising and publicity plans Grow a
business, from finding a partner to managing employees Minimize and eliminate business risks
Consultants are paid well for their advice—if they know how to operate a successful business. With
advice from experts in a variety of areas, this valuable guide helps you create the business of your
dreams!
  management consulting business plan: The Business Plan Gerald Schwetje, Sam Vaseghi,
2007-08-24 This book provides the essentials to write a successful business plan. The represented
methods and best practices have been approved over many years in practice with many management
consulting engagements. The book is beautifully structured, it has a pragmatic emphasis and an
autodidactic approach. The reader gets acquainted with the skills and competencies as well as tools,
required for the planning and development of the business plan project.
  management consulting business plan: Ten Years to Midnight Blair H. Sheppard, 2020-08-04
“Shows how humans have brought us to the brink and how humanity can find solutions. I urge
people to read with humility and the daring to act.” —Harpal Singh, former Chair, Save the Children,
India, and former Vice Chair, Save the Children International In conversations with people all over
the world, from government officials and business leaders to taxi drivers and schoolteachers, Blair
Sheppard, global leader for strategy and leadership at PwC, discovered they all had surprisingly
similar concerns. In this prescient and pragmatic book, he and his team sum up these concerns in
what they call the ADAPT framework: Asymmetry of wealth; Disruption wrought by the unexpected
and often problematic consequences of technology; Age disparities--stresses caused by very young
or very old populations in developed and emerging countries; Polarization as a symptom of the
breakdown in global and national consensus; and loss of Trust in the institutions that underpin and
stabilize society. These concerns are in turn precipitating four crises: a crisis of prosperity, a crisis
of technology, a crisis of institutional legitimacy, and a crisis of leadership. Sheppard and his team
analyze the complex roots of these crises--but they also offer solutions, albeit often seemingly
counterintuitive ones. For example, in an era of globalization, we need to place a much greater
emphasis on developing self-sustaining local economies. And as technology permeates our lives, we
need computer scientists and engineers conversant with sociology and psychology and poets who
can code. The authors argue persuasively that we have only a decade to make headway on these
problems. But if we tackle them now, thoughtfully, imaginatively, creatively, and energetically, in
ten years we could be looking at a dawn instead of darkness.
  management consulting business plan: Leave Your Mark Aliza Licht, 2015-05-05 Leave



Your Mark isn't an advice book -- it's a mentorship in 288 pages. Aliza Licht-global fashion
communications executive, AKA fashion's favorite 'PR girl' and former Twitter phenomenon-is here
to tell her story, complete with The Devil Wears Prada-like moments and insider secrets. Drawing
invaluable lessons from her experience, Licht shares advice, inspiration, and a healthy dose of real
talk in Leave Your Mark. She delivers personal and professional guidance for people just starting
their careers and for people who are well on their way. With a particular emphasis on
communicating and building your personal brand, something she knows a thing or two about, Aliza
is your sassy, knowledgeable guide to the contemporary working world, where personal and
professional lines are blurred and the most important thing you can have is a strong sense of self.
  management consulting business plan: Strategic Planning For Dummies Erica Olsen,
2011-03-03 If you’re starting a new business or planning your business’s future, there are plenty of
things you should take into account. Strategic Planning For Dummies covers everything you need to
know to develop a plan for building and maintaining a competitive advantage — no matter what
business you’re in. Written by Erica Olsen, founder and President of a business development firm
that helps entrepreneurial-minded businesses plan for a successful future, this handy guide covers
all the basics, including: How a strategic plan is different than a business plan Establishing a
step-based planning process Planning for and encouraging growth Taking a long-view of your
organization Evaluating past performance Defining and refining your mission, values, and vision
Sizing up your current situation Examining your industry landscape Setting your strategic priorities
Planning for unknown contingencies If you’re in business, you have to plan for everything —
especially if you intend your business to grow. Whether you’re planning for a small business, large
conglomerate, nonprofit, or even a government agency, this book has the planning specifics you
need for your organization. Step-by-step, you’ll learn how to lay the foundations for a plan,
understand how your plan will affect your business, form planning teams, discover what your
strengths are, see where you are, and, finally, plan where you’re going. And there’s much more:
Learn to analyze business trends that will determine your business’s future Set measurable, realistic
goals that you can plan for and achieve Make strategic planning a habitual part of the organization
Prioritize multiple strategies that you can implement simultaneously Set a defining vision for the
organization that guides all your planning and strategy This friendly, simple guide puts the power of
strategic planning in the palm of your hand. For small businesses that can’t afford to hire strategic
planning consultants, it’s even more imperative. Careful, constant planning is the only way to handle
an uncertain business future. With this book, you’ll have all the step-by-step guidance you need to
ensure you’re ready for anything that comes.
  management consulting business plan: Consulting Fees Andréa Coutu, 2013-10-09
Thinking of consulting? Want to earn more from your clients? Discover how to set your consulting
fees and get more money from every contract. Influence the way existing and potential clients view
you and your consulting business by analyzing your market and using your fees as a marketing tool.
Calculate your rate using consulting fee models. Navigate sticky situations - like requests to cut your
fees, negotiate your quotes or work for free. Andrea Coutu's Consulting Fees helps consultants
calculate consulting fees that they can ask for with confidence.
  management consulting business plan: The New New Thing: A Silicon Valley Story Michael
M. Lewis, 2000 Tells the unlikely story of Silicon Valley through the life of one of its great
achievers--Jim Clark, who founded Silicon Graphics and Netscape and may be on the verge of
another trillion-dollar company.
  management consulting business plan: Management Consulting Today and Tomorrow Larry
E. Greiner, Flemming Poulfelt, 2010-04-02 This book provides a thorough examination of a variety of
specialties within the broad range of management consulting. A book of such scope and depth could
only be written by a large number of experts, each from one of the many specialties related to
management consulting. Together, all 27 contributors take the reader through an industry that is
currently undergoing significant change. While covering all the major practice areas of consulting,
the book also offers new insights into change processes and addresses compelling management



issues now facing consulting firms.
  management consulting business plan: The New Business of Consulting Elaine Biech,
2019-04-30 Everything you ever wanted to know about consulting—a practical roadmap for aspiring
entrepreneurs Seismic changes occurring in the workforce are leading to more and more people
entering the world of contract, freelance, and contingency work. Rapid changes in demographics
and advances in technology have led companies and talent to engage in profoundly new ways and
consulting is one of the keys to success. The New Business of Consulting is authentic and practical,
and shares the knowledge and skills required to start and grow a successful consulting business.
From how to make a smooth career transition, to how to determine a consulting fee, to how
consultants inadvertently create a bad reputation, it covers everything you need to know to thrive
and flourish in this competitive field. Covers contemporary topics, such as how to achieve success in
the gig economy Discloses a reliable technique to land the clients you want Presents options to help
you balance your life and your business Prepares you for naming your business, managing critical
financial issues, and building a client relationship Shows you how to take your income and impact
beyond working as a solopreneur The crucial start-up days of a consulting business may be frenetic
and fraught with questions. This new edition provides sanity and answers all the questions. It
includes practical tools, templates, and checklists that you can download and implement
immediately.
  management consulting business plan: The Definitive Business Plan Richard Stutely,
2012-06-21 'The Definitive Business Plan' delivers fast-track advice for executives and entrepreneurs
who want to get beyond the basics and produce coherent, compelling and intelligent business plans.
  management consulting business plan: The Profitable Consultant Jay Niblick, 2013-03-15
Selling can be uncomfortable for professional business consultants and executive coaches. The two
biggest problems are generating more qualified leads, and turning those leads into actual paying
clients. Taking traditional beliefs about how best to sell and turning them completely upside down,
author Jay Niblick rewrites the sales playbook for the consulting and coaching industry. His proven
five-step sales process is specifically designed for independent business consultants and coaches,
serving as a common set of rules to grow their practice, deliver more value and generate more
revenue. The Profitable Consultant delivers a suite of ready-to-launch tools that will automate
readers’ marketing efforts, so they can focus more time delivering revenue-generating services -- to
even more clients.
  management consulting business plan: The Pyramid Principle Barbara Minto, 2021 This
book reveals that the mind automatically sorts information into distinctive pyramidal groupings.
However, if any group of ideas are arranged into a pyramid structure in the first place, not only will
it save valuable time and effort to write, it will take even less effort to read and comprehend it
  management consulting business plan: Lords of Strategy Walter Kiechel, 2010-03-03
Imagine, if you can, the world of business - without corporate strategy. Remarkably, fifty years ago
that's the way it was. Businesses made plans, certainly, but without understanding the underlying
dynamics of competition, costs, and customers. It was like trying to design a large-scale engineering
project without knowing the laws of physics. But in the 1960s, four mavericks and their posses
instigated a profound shift in thinking that turbocharged business as never before, with implications
far beyond what even they imagined. In The Lords of Strategy, renowned business journalist and
editor Walter Kiechel tells, for the first time, the story of the four men who invented corporate
strategy as we know it and set in motion the modern, multibillion-dollar consulting industry: Bruce
Henderson, founder of Boston Consulting Group Bill Bain, creator of Bain & Company Fred Gluck,
longtime Managing Director of McKinsey & Company Michael Porter, Harvard Business School
professor Providing a window into how to think about strategy today, Kiechel tells their story with
novelistic flair. At times inspiring, at times nearly terrifying, this book is a revealing account of how
these iconoclasts and the organizations they led revolutionized the way we think about business,
changed the very soul of the corporation, and transformed the way we work.
  management consulting business plan: Strategic Planning for New & Emerging Businesses



Fred L. Fry, Charles R. Stoner, Laurence G. Weinzimmer, 1999 This book gives owners of new
and/or emerging businesses extensive knowledge of the steps of strategic planning. They learn how
to assess the external environment, how to address competitive forces, how to identify internal
strengths and weaknesses, and how to and develop a strategic thrust for their emerging enterprises.
  management consulting business plan: An Insider's Guide to Building a Successful
Consulting Practice Bruce L. KATCHER Ph.D., 2010-03-15 Whether you’re a beginner just starting
up a consulting practice, or a veteran looking for ways to invigorate your existing business, An
Insider’s Guide to Building a Successful Consulting Practice is an invaluable resource. Featuring
real stories from consultants in diverse industries, the book offers simple yet powerful ways to:
Identify a market and narrow your focus • Make a smooth transition from employee to independent
consultant • Sell effectively even if you’ve never sold before • Establish visibility through speaking,
writing, and networking • Build credibility by leveraging the credibility of others • Set prices based
on value • Develop a marketing strategy and divide your time between marketing and delivering
your services • Keep plenty of work in your pipeline • Adapt and thrive in any market condition •
And much more Complete with the results of an original survey of 200 successful independent
consultants, this handy guide provides the kind of real-life advice you need to build a thriving
business.
  management consulting business plan: Maximizing the Value of Consulting Jack J.
Phillips, William D. Trotter, Patricia Pulliam Phillips, 2015-05-19 Provide organized, efficient,
relevant consulting with lasting value Maximizing the Value of Consulting is an indispensable,
practical guide for managing, measuring, and delivering the results that make internal and external
consulting a lasting value to clients and the company. Sponsored by the ROI Institute and the
Association of Internal Management Consultants, this book provides a roadmap to relevance for
consultants operating in the increasingly fast-paced, changing, dynamic environment. Readers will
learn how to use resources properly and manage the investment efficiently, while truly connecting to
the business, securing appropriate levels of commitment, and providing adequate levels of support.
Detailed coverage includes guidance toward calculating the value of consulting in terms that
executives understand, including business impact and ROI, and using the appropriate tools to show
how things are working throughout the process. Whether organizations are using internal or
external consultants, or both, consultants can provide better value to the company. Consultants are
needed to provide advice, support, and insight into the processes undertaken to improve the
business, and integrate the input of different functional units into a more streamlined strategy. This
book is designed to help consultants provide the utmost value to clients by maximizing organization,
efficiency, and ultimately, ROI. Manage for value with better organization and cost control Set
objectives at multiple levels to deliver useful results Measure implementation, impact, ROI, and
intangibles Use final results to drive appropriate actions, creating lasting value The skyrocketing
need for internal and external consultants will continue, in almost every functional area ranging
from HR and technology, to auditing and risk management. Maximizing the Value of Consulting
provides a manual for relevant, value-driven consulting, with world-renowned expert insight.
  management consulting business plan: Management Consulting International Labour
Office, 2002 New topics covered in this edition include: e-business consulting; consulting in
knowledge management; total quality management; corporate governance; social role and
responsibility of business; company transformation and renewal; and public administration.
  management consulting business plan: Dangerous Company James E. O'Shea, Charles
Madigan, 1998
  management consulting business plan: Ask a Manager Alison Green, 2018-05-01 From the
creator of the popular website Ask a Manager and New York’s work-advice columnist comes a witty,
practical guide to 200 difficult professional conversations—featuring all-new advice! There’s a
reason Alison Green has been called “the Dear Abby of the work world.” Ten years as a
workplace-advice columnist have taught her that people avoid awkward conversations in the office
because they simply don’t know what to say. Thankfully, Green does—and in this incredibly helpful



book, she tackles the tough discussions you may need to have during your career. You’ll learn what
to say when • coworkers push their work on you—then take credit for it • you accidentally trash-talk
someone in an email then hit “reply all” • you’re being micromanaged—or not being managed at all
• you catch a colleague in a lie • your boss seems unhappy with your work • your cubemate’s loud
speakerphone is making you homicidal • you got drunk at the holiday party Praise for Ask a
Manager “A must-read for anyone who works . . . [Alison Green’s] advice boils down to the idea that
you should be professional (even when others are not) and that communicating in a straightforward
manner with candor and kindness will get you far, no matter where you work.”—Booklist (starred
review) “The author’s friendly, warm, no-nonsense writing is a pleasure to read, and her advice can
be widely applied to relationships in all areas of readers’ lives. Ideal for anyone new to the job
market or new to management, or anyone hoping to improve their work experience.”—Library
Journal (starred review) “I am a huge fan of Alison Green’s Ask a Manager column. This book is even
better. It teaches us how to deal with many of the most vexing big and little problems in our
workplaces—and to do so with grace, confidence, and a sense of humor.”—Robert Sutton, Stanford
professor and author of The No Asshole Rule and The Asshole Survival Guide “Ask a Manager is the
ultimate playbook for navigating the traditional workforce in a diplomatic but firm way.”—Erin
Lowry, author of Broke Millennial: Stop Scraping By and Get Your Financial Life Together
  management consulting business plan: ADKAR Jeff Hiatt, 2006 In his first complete text on
the ADKAR model, Jeff Hiatt explains the origin of the model and explores what drives each building
block of ADKAR. Learn how to build awareness, create desire, develop knowledge, foster ability and
reinforce changes in your organization. The ADKAR Model is changing how we think about
managing the people side of change, and provides a powerful foundation to help you succeed at
change.
  management consulting business plan: Professional Management Consulting Alan J.
Blackman, 2024-04-25 At a time when consulting has increasingly come under scrutiny by
governments and communities, Professional Management Consulting: A Guide for New and
Emerging Consultants redefines “management consulting” and reinforces what it means to be a
professional. With a focus on the importance of ethical practice and continuous personal
development for building reputation, this easy‐to‐read book sets a new benchmark for aspiring
consultants. Based on sound research and supported by the author’s background in leadership,
management consulting practice, research, business strategy, and academia over several decades,
Blackman brings together a range of tried and tested theoretical models commonly used by
successful consultants. Drawing on his own experiences as a director of the industry’s peak body,
the International Council of Management Consulting Institutes, he provides a clear explanation on
what a management consultant is and how and why clients use consultants to help them solve
complex problems and manage change. With an emphasis on the importance of building and
recognising relationships as a basis for problem‐solving and implementing change, this book is an
essential contribution to the profession worldwide. This book is a vital resource for new and
emerging professional consultants. It is suitable as an introductory text for business/commerce and
engineering undergraduate students and a secondary reading for graduate students in engineering
and management.
  management consulting business plan: Write a Business Plan in No Time Frank Fiore,
2005 Small business owners are walked through the process of writing a business plan step-by-step
using easy-to-follow to-do lists--from determining the type of plan needed to what the various pieces
should be to common mistakes to avoid.
  management consulting business plan: The Changing Paradigm of Consulting Anthony F.
Buono, Ralph Grossmann, Hubert Lobnig, Kurt Mayer, 2011-05-01 The 13th volume in the RMC
series, The Changing Paradigm of Consulting, is based on the best papers presented at the Academy
of Management’s Management Consulting Division’s fourth international conference (2009) on the
underlying dynamics within the fast-paced world of business and management consulting. Held in
Vienna, Austria, the conference brought together academicians, consultants and organizational



practitioners to examine the changes taking place within the consulting field. The book’s 19 chapters
are divided into five sections that explore the emergence and implications of this new paradigm,
delineating and illustrating the paradigm shift taking placing within consulting, exploring the
ramifications for global consulting, examining the challenges inherent in attempts to capture
collaboration and cooperation in inter-organizational networks, analyzing the push toward the
professionalization – and professionalism – of consultancy, and assessing new approaches to
management consulting, focusing on innovative instruments, tools and intervention frameworks. The
book captures the myriad complexities and uncertainties faced by consultants and their clients and
the concomitant search for appropriate mindsets, attitudes and orientations as well as methods,
tools and techniques. As each of the chapters indicates, while there are significant challenges facing
the consulting industry, there are also a number of promising frameworks and approaches that can
help us successfully meet these challenges.
  management consulting business plan: The Successful Business Plan Rhonda M. Abrams,
Eugene Kleiner, 2003 Forbes calls The Successful Business Plan one of the best books for small
businesses. This new edition offers advice on developing business plans that will succeed in today's
business climate. Includes up-to-date information on what's being funded now.
  management consulting business plan: ,
  management consulting business plan: Managing High-Tech Start-Ups Duncan MacVicar,
Darwin Throne, 2013-10-22 Managing High-Tech Start-Ups equips engineers with a basic tool-kit for
founding a high-tech manufacturing company. It gives would-be entrepreneurs insightful knowledge
on how to attack such problems as developing a marketing plan, a sales plan, targets, pricing, hiring
a sales force, evaluating marketing results, and correcting problems. The book emphasizes how to
correctly identify a problem, so time is spent on its causes and not on its symptoms. Particular
emphasis is placed on the marketing aspects of new engineering ventures, since marketing is usually
not part of an engineer's experience, yet is so vital in the success or failure of a new venture. The
authors take the reader step-by-step through the process of marketing evaluation and developing a
product plan.
  management consulting business plan: Confessions of a Corporate Trainer Jonathan
Halls, 2019-04-23 Embrace the Gritty Reality of Training Ever watched half your class stomp out on
you? Fallen asleep facilitating a creativity workshop? Planned a bulletproof lesson plan, then
dropped it 10 minutes after you started? Don’t worry—it’s fine to confess. If you have faced a
surprise in the training room, chances are Jonathan Halls has seen it, too. As a result, he doesn’t
pretend to be a shiny happy trainer anymore; his 25-plus years of training and facilitating in 25
countries have taught him not to stress over a less-than-flawless class—and helped him focus less on
himself and more on letting his learners shine. In Confessions of a Corporate Trainer: An Insider
Tells All, Jonathan tells relatable and charming stories of what corporate training is really about,
drawing from his highly rated train-the-trainer workshops and hundreds of honest conversations
with like-minded trainers. He recounts the curveball he was thrown midway through a change
management workshop in Zagreb, Croatia—and how it showed him the futility of overplanning. He
shares the time a fire alarm disrupted a training program he led in Washington, D.C., and how he
embraced the interruption. And he reflects on what conspires to knock trainers off their game (psst:
demanding clients, heavy workloads, and frequent travel are only a few of the culprits). Discover the
gritty reality of training. Confessions of a Corporate Trainer will entertain you, challenge you, and
remind you why you as a trainer are so important in today’s workplace.
  management consulting business plan: The Standout Business Plan Vaughan Evans, Brian
Tracy, 2014-05-22 The Standout Business Plan is an immensely practical and readable guide that
shows you how to create a business plan that not only speaks directly to investors and lenders but
also makes it easy for them to say yes. At the beginning of every successful business is a
well-thought-out and exceptionally prepared business plan that was written with one audience in
mind--investors. However, too many budding entrepreneurs have written their business’s bible with
a focus on details most important to managers or employees or even themselves, completely



avoiding the questions most crucial to those who determine the fate of the business’s genesis…its
potential backers. Renowned leadership expert Brian Tracy and business strategy consultant
Vaughan Evans share case studies and examples of both what to do and what not to do when
developing a plan for your business. In The Standout Business Plan, Tracy and Evans reveal how to:
Include the vital information backers need, while leaving out extraneous fillers that gets in the way
Address key factors such as market demand, competition, and strategy Spell out the essence of your
business proposition Outline resources and financial forecasts Assess risk from the backer's
perspective Evaluate and improve the plan to ensure its success Your business plan is too important
to not get exactly right from the beginning. With the easy-to-follow guidance in The Standout
Business Plan, now anyone can present a clear, concise, and convincing case that will win them the
funding they need to succeed.
  management consulting business plan: How to Write a Great Business Plan William A.
Sahlman, 2008-03-01 Judging by all the hoopla surrounding business plans, you'd think the only
things standing between would-be entrepreneurs and spectacular success are glossy five-color
charts, bundles of meticulous-looking spreadsheets, and decades of month-by-month financial
projections. Yet nothing could be further from the truth. In fact, often the more elaborately crafted a
business plan, the more likely the venture is to flop. Why? Most plans waste too much ink on
numbers and devote too little to information that really matters to investors. The result? Investors
discount them. In How to Write a Great Business Plan, William A. Sahlman shows how to avoid this
all-too-common mistake by ensuring that your plan assesses the factors critical to every new
venture: The people—the individuals launching and leading the venture and outside parties
providing key services or important resources The opportunity—what the business will sell and to
whom, and whether the venture can grow and how fast The context—the regulatory environment,
interest rates, demographic trends, and other forces shaping the venture's fate Risk and
reward—what can go wrong and right, and how the entrepreneurial team will respond Timely in this
age of innovation, How to Write a Great Business Plan helps you give your new venture the best
possible chances for success.
  management consulting business plan: Task, Firm Size, and 0rganizational Structure in
Management Consulting Michael Graubner, 2007-11-06 Michael Graubner investigates
consultancies' organizational structure in terms of structural differentiation, specialization,
centralization, and formalization. He analyzes extensive qualitative and quantitative data obtained
during a series of personal interviews in consulting firms with offices in Germany, Austria, and
Switzerland. The results show that organizational size and to a lesser degree task uncertainty are
closely associated with organizational structure.
  management consulting business plan: 427 Eco-Friendly Business Ideas Mansoor
Muallim, Discover 427 innovative and eco-conscious business ideas tailored for a sustainable future
in 427 Eco-Friendly Business Ideas: Project Report Overviews. This comprehensive guide not only
provides a wealth of green business concepts but also offers insightful project report overviews,
giving you a glimpse into the practical implementation and potential impact of each idea. From
renewable energy startups to zero-waste initiatives, this book covers a wide range of eco-friendly
ventures suitable for entrepreneurs, environmental enthusiasts, and business professionals alike.
Each idea is accompanied by a concise project report overview, detailing key aspects such as
feasibility, market analysis, environmental impact assessment, and more. Whether you're seeking
inspiration for your next green business endeavor or looking to deepen your understanding of
sustainable entrepreneurship, 427 Eco-Friendly Business Ideas: Project Report Overviews is your
essential resource for navigating the landscape of eco-conscious innovation. Dive in, explore, and
embark on the journey towards a greener, more sustainable future today.
  management consulting business plan: Business Planning for Enduring Social Impact
Andrew Wolk, Kelley Kreitz, Root Cause, 2008
  management consulting business plan: Marketing Your Consulting Services Elaine
Biech, 2003-09-22 To keep your competitive edge in the marketplace, you must find practical and



inexpensive ways to retain the clients you have, develop new clients, and increase your bottom line.
Marketing Your Consulting Services is a complete how-to guide that will help you develop and
implement a dynamic marketing plan that will make your consulting business more visible to clients
and more competitive in the marketplace. Written by Elaine Biech—one of the foremost experts in
the field of consulting—this practical and easy-to-use resource includes useful guidance, practical
ideas, special consulting considerations, and creative tips. Marketing Your Consulting Services is
filled with the information you need to help you: Develop a successful marketing plan Understand
the marketing ins and outs of a small consulting firm Find new clients Get your clients to refer you
to other clients Implement inexpensive and effective marketing tools Develop creative marketing
ideas Retain the clients you have today Biech urges you to develop a market all the time attitude,
and to help you get started, she recommends hundreds of ideas that can be easily implemented. In
addition, the book's Fast Fourteen To Do Today are suggestions you can put immediately into
practice to help jump-start your business. Written to be a hands-on resource, Marketing Your
Consulting Services also includes Quick tips throughout each chapter for easy reference. Marketing
Your Consulting Services offers you the practical tools and helpful suggestions necessary to market
and sell your consulting services. It includes everything a consultant needs to know about marketing
to be—and stay—successful.
  management consulting business plan: Business Model Generation Alexander Osterwalder,
Yves Pigneur, 2013-02-01 Business Model Generation is a handbook for visionaries, game changers,
and challengers striving to defy outmoded business models and design tomorrow's enterprises. If
your organization needs to adapt to harsh new realities, but you don't yet have a strategy that will
get you out in front of your competitors, you need Business Model Generation. Co-created by 470
Business Model Canvas practitioners from 45 countries, the book features a beautiful, highly visual,
4-color design that takes powerful strategic ideas and tools, and makes them easy to implement in
your organization. It explains the most common Business Model patterns, based on concepts from
leading business thinkers, and helps you reinterpret them for your own context. You will learn how
to systematically understand, design, and implement a game-changing business model--or analyze
and renovate an old one. Along the way, you'll understand at a much deeper level your customers,
distribution channels, partners, revenue streams, costs, and your core value proposition. Business
Model Generation features practical innovation techniques used today by leading consultants and
companies worldwide, including 3M, Ericsson, Capgemini, Deloitte, and others. Designed for doers,
it is for those ready to abandon outmoded thinking and embrace new models of value creation: for
executives, consultants, entrepreneurs, and leaders of all organizations. If you're ready to change
the rules, you belong to the business model generation!
  management consulting business plan: The China Paradox Paul G. Clifford, 2021-12-06 In
The China Paradox: At the Front Line of Economic Transformation, Harvard University-based
historian of modern China and business strategist Dr. Paul G. Clifford documents the twists and
turns of China’s dramatic and unforeseen rise over the last four decades. He sheds light on the
delicate and fragile balance of forces at the heart of the success of China’s hybrid model, explaining
how the ruling Communist Party boldly led the nation’s economic reforms as the surest way to
preserve its grip on political power. Five years after this book was first published, much has changed
within China and in its relationship with the world. This second edition provides extensive fresh new
material. It explains how China has raised its game, moving from a catch-up mode to technological
innovation in some areas, while still languishing in technology dependence in other respects. Earlier,
China had shown signs that its driving spirit was faltering with its sails flapping. Under Xi Jinping,
renewed energy has been injected. But at the same time Xi and his party have strongly reinforced
their control across society and the economy, posing the question of whether Xi’s New Era in fact
marks a retreat from the reforms. This second edition contains two new chapters. One profiles
Huawei, a national champion in advanced technology. Another focuses on China’s frictions with the
world which have been fueled by a perception that its technology progress threatens US global
dominance, coupled with China’s human rights record. In addition, against a background of the



challenges faced by Alibaba and other firms, there is analysis of this watershed in China’s private
sector’s autonomy. There is also extensive new insight into Xi Jinping’s rule. As it celebrates its
100th anniversary in 2021, the Chinese Communist Party displays strong optimism over its
continued governance of China. But that should not mask the longer-term risks to China’s
development and stability if its hybrid model continues to unravel as reforms are abandoned in favor
of heightened autocracy.
  management consulting business plan: Consulting Start-Up and Management Gail V.
Barrington, 2011-10-31 Looking to start up your own research and evaluation consultancy? For
almost 20 years, Gail V. Barrington has run popular workshops to help professional researchers and
evaluators determine if they have what it takes to succeed as consultants. This book makes that
helpful guidance, and more, available to a wider audience. Barrington shows readers how to get
started, set fees, find work, manage time and money, set up an ownership structure and business
systems, manage contracts, and work with subcontractors and staff. With Barrington's advice and
encouragement, independent practitioners have the roadmap to success!I would highly recommend
it to anyone starting a consulting career. The author has truly singled out the most important lessons
to be passed on, both of the practical type and of those related to consultancy.-George Grob, Center
for Public Program EvaluationThis book addresses a big and important gap in the evaluation
literature. It provides a clear and concise account of what evaluators and applied researchers need
to know in order to succeed in independent consulting practice. -Stewart Donaldson, Claremont
Graduate University
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