
business plan for it consulting
Introduction

Creating a robust business plan is crucial for any aspiring IT consulting firm. This comprehensive
guide will walk you through the essential components of a successful business plan for IT consulting,
helping you secure funding, attract clients, and navigate the competitive landscape of the technology
sector. We’ll cover everything from defining your niche and target market to outlining your financial
projections and marketing strategy. Whether you're a seasoned professional or just starting, this
plan will provide the framework for building a thriving IT consulting business.

Article Outline:

I. Executive Summary: Briefly outlining the business, its goals, and the plan's key highlights.
II. Company Description: Detailing the nature of your IT consulting business, its mission, and legal
structure.
III. Market Analysis: Researching the competitive landscape, identifying target markets, and
analyzing market trends.
IV. Services Offered: Clearly defining the specific IT consulting services your business will provide.
V. Marketing and Sales Strategy: Outlining your plan for attracting and retaining clients.
VI. Management Team: Showcasing the expertise and experience of your team.
VII. Financial Projections: Presenting realistic financial forecasts, including startup costs, revenue
projections, and profitability analysis.
VIII. Funding Request (if applicable): Detailing your funding needs and how the funds will be
utilized.
IX. Appendix: Including supporting documents like resumes, market research data, and permits.

Article Content:

I. Executive Summary: A Concise Overview of Your IT
Consulting Business

The executive summary provides a high-level overview of your entire business plan. It should be
concise, compelling, and highlight the key aspects of your IT consulting firm, its goals, and the plan's
essential elements. This section should be written last, after all other sections are complete.

II. Company Description: Defining Your IT Consulting Firm's
Identity

This section details the nature of your IT consulting business. Clearly state your business's mission
statement, its legal structure (sole proprietorship, LLC, etc.), and its location. Define your core
values and the unique selling proposition (USP) that sets your firm apart from competitors.



III. Market Analysis: Understanding the Competitive
Landscape

Thorough market research is paramount. Analyze the competitive landscape, identifying your direct
and indirect competitors. Identify your target market (e.g., small businesses, large corporations,
specific industries). Analyze market trends and opportunities within the IT consulting industry,
focusing on areas of high demand and growth potential.

IV. Services Offered: Specializing in Specific IT Solutions

Clearly define the specific IT consulting services your firm will offer. Will you specialize in
cybersecurity, cloud computing, data analytics, software development, or a combination of services?
Detail the expertise you possess and the value proposition of each service. Consider focusing on a
niche to stand out in a crowded market.

V. Marketing and Sales Strategy: Attracting and Retaining
Clients

This section outlines your plan for acquiring clients. Will you use online marketing (SEO, social
media, paid advertising), networking events, referrals, or a combination of strategies? Detail your
pricing model (hourly rate, project-based, retainer), your sales process, and your strategies for client
retention and customer satisfaction.

VI. Management Team: Showcasing Your Expertise

Highlight the experience and expertise of your management team. Include resumes or brief
biographies of key personnel, emphasizing their relevant skills and accomplishments in the IT
consulting field. This section builds credibility and assures investors or lenders of your team's
capability.

VII. Financial Projections: Forecasting Your Financial Success

Develop realistic financial projections, including startup costs, operating expenses, revenue
forecasts, and profitability analysis. Include a projected income statement, balance sheet, and cash
flow statement for at least three years. Clearly state your funding requirements (if applicable).

VIII. Funding Request (if applicable): Securing the Necessary
Capital



If you are seeking funding, this section details your funding needs and how the funds will be used.
Provide a clear and concise explanation of how the investment will contribute to the growth and
success of your IT consulting business. This section should be supported by your financial
projections.

IX. Appendix: Supporting Documentation

The appendix contains supporting documents, such as resumes of key personnel, market research
data, permits and licenses, and letters of support. This section provides additional evidence to
support the claims and projections made in the business plan.

Conclusion:

A well-structured business plan is the cornerstone of any successful IT consulting firm. By
thoroughly outlining your business strategy, market analysis, financial projections, and management
team, you significantly increase your chances of securing funding, attracting clients, and achieving
sustainable growth. Remember to regularly review and update your business plan as your business
evolves and market conditions change.

Frequently Asked Questions (FAQs):

Q: How long should a business plan for an IT consulting firm be? A: The ideal length is usually
between 20-30 pages, but it can be longer depending on the complexity of your business.

Q: Do I need a business plan if I'm starting small? A: Yes, even a small-scale IT consulting business
benefits from a business plan. It helps you define your goals, manage your finances, and make
informed decisions.

Q: How often should I review my business plan? A: At least annually, or more frequently if there are
significant changes in your business or the market.

Q: What if my financial projections are not accurate? A: Realistic financial projections are crucial.
Use conservative estimates and clearly outline any assumptions you've made.

Q: Where can I find resources to help me write a business plan? A: The Small Business
Administration (SBA), SCORE, and online resources offer templates and guidance.
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  business plan for it consulting: The Business Plan Guide for Independent Consultants
Herman Holtz, 1994-12-13 At last, a complete business plan guide just for independentconsultants! .
. . And who better to write it than North America's#1 bestselling author on consulting? Unlike most
general business plan books that focus on raisingcapital and applying for loans, this unique
do-it-yourself guideconcentrates on defining services and products. Written by HermanHoltz, the
nation's leading expert on making it as an independentconsultant, it tells you everything you need to
know to develop arealistic, workable business plan that prepares you for anycontingency and helps
guide your day-to-day decision making as yourbusiness flourishes and grows. Numerous illustrations
andworksheets guide your every step and save you the drudgery ofstarting from scratch. This book
covers all business planningtopics of crucial concern to consultants, including: * Defining your
products or services * Market research and sales strategies * Rate structures and income projections
* Worksheets to help you create objectives and set goals * Sample business plan Includes the
Author's Disk to help you prepare your business plan,from defining your services and target market
to estimatingstart-up costs, setting rates and consulting fees, and projectingincome. Boilerplate
contracts and letters of agreement are alsoprovided.
  business plan for it consulting: 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.
  business plan for it consulting: 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
  business plan for it consulting: The Nonprofit Business Plan David La Piana, Heather
Gowdy, Lester Olmstead-Rose, Brent Copen, 2017-03-24 A fresh, compelling approach to
establishing a sustainable, results-driven nonprofit business plan. Nonprofits often use the terms
“strategic planning” and “business planning” interchangeably, but a good business plan goes beyond
the traditional strategic plan with its focus on mission and vision, goals and objectives. The
Nonprofit Business Plan, created by the nationally recognized nonprofit consultant experts at La
Piana Consulting, helps your nonprofit organization understand what a strategic business plan is and
why you need one, then provides a practical, proven process for creating a successful, sustainable
business model. This groundbreaking resource further explains how your nonprofit can determine
whether a potential undertaking is economically viable—a vital tool in today’s economic



climate—and how to understand and solve challenges as they arise. With detailed instructions,
worksheets, essential tools, case studies, and a rigorous financial analysis presented clearly and
accessibly for executives, board members, and consultants, The Nonprofit Business Plan is also an
important resource for non-specialist audiences such as potential funders and investors. This
innovative step-by-step guide will provide your team with a solid set of business decisions so that
your nonprofit can achieve maximum results for years to come.
  business plan for it consulting: 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!
  business plan for it consulting: 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.
  business plan for it consulting: 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.
  business plan for it consulting: 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.
  business plan for it consulting: 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.
  business plan for it consulting: How Clients Buy Tom McMakin, Doug Fletcher, 2018-03-13



The real-world guide to selling your services and bringing in business How Clients Buy is the
much-needed guide to selling your services. If you're one of the millions of people whose skills are
the 'product,' you know that you cannot be successful unless you bring in clients. The problem is,
you're trained to do your job—not sell it. No matter how great you may be at your actual role, you
likely feel a bit lost, hesitant, or 'behind' when it comes to courting clients, an unfamiliar territory
where you're never quite sure of the line between under- and over-selling. This book comes to the
rescue with real, practical advice for selling what you do. You'll have to unlearn everything you know
about sales, but then you'll learn new skills that will help you make connections, develop rapport,
create interest, earn trust, and turn prospects into clients. Business development is critical to your
personal success, and your skills in this area will dictate the course of your career. This invaluable
guide gives you a set of real-world best practices that can help you become the rainmaker you want
to be. Get the word out and make productive connections Drop the fear of self-promotion and
advertise your accomplishments Earn potential clients' trust to build a lasting relationship Scrap the
sales pitch in favor of honesty, positivity, and value Working in the consulting and professional
services fields comes with difficulties not encountered by those who sell tangible products. Services
are often under-valued, and become among the first things to go when budgets get tight. It is now
harder than ever to sell professional services, so your game must be on-point if you hope to
out-compete the field. How Clients Buy shows you how to level up and start winning the client list of
your dreams.
  business plan for it consulting: 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.'
  business plan for it consulting: Writing Business Plans That Get Results Michael O'Donnell,
1991-04-22 The author leads readers through a series of exercises that will form the basis for a
complete business plan.... clear, easy to follow. Copyright © Libri GmbH. All rights reserved.
  business plan for it consulting: Business Planning for Enduring Social Impact Andrew
Wolk, Kelley Kreitz, Root Cause, 2008
  business plan for it consulting: The Ernst & Young Business Plan Guide Brian R. Ford, Jay M.
Bornstein, Patrick T. Pruitt, Ernst & Young LLP, 2010-12-15 In today's competitive business
environment, a well thought out business plan is more important than ever before. Not only can it
assist you in raising the money needed to start or expand a business-by attracting the interest of
potential investors-but it can also help you keep tabs on your progress once the business is up and
running. Completely revised and updated to reflect today's dynamic business environment, The
Ernst & Young Business Plan Guide, Third Edition leads you carefully through every aspect involved
in researching, writing, and presenting a winning business plan. Illustrating each step of this
process with realistic examples, this book goes far beyond simply discussing what a business plan is.
It explains why certain information is required, how it may best be presented, and what you should
be aware of as both a preparer and reviewer of such a proposal. Divided into three comprehensive
parts, The Ernst & Young Business Plan Guide, Third Edition outlines the essential elements of this
discipline in a straightforward and accessible manner. Whether you're considering starting,
expanding, or acquiring a business, the information found within these pages will enhance your
chances of success. * Advice on how to write and develop business plans * A realistic sample plan *



All new sections on funding and financing methodswith provisions for restructuring and bankruptcy
* Tips for tailoring plans to the decision makers
  business plan for it consulting: Start and Run a Profitable Consulting Business Douglas
A. Gray, 2004 Every year the demand for consultants of all kinds increases, as organisations become
leaner and more compact and outsourcing more commonplace. This fully revised new edition
provides essential information and practical step by step guidance on starting and developing a
successful consulting practice. It contains expert advice on the process of consultancy in terms of
marketing and selling activities and how to conduct assignments. Also covered is how to run a
consultancy as a business, including setting up, business planning, record and administrative
systems and legal, taxation and insurance considerations. Essential reading for the would-be
consultant, it has much to offer the established practitioner too.
  business plan for it consulting: 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.
  business plan for it consulting: 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.
  business plan for it consulting: The Definitive Business Plan Richard Stutely, 2012-08-21 This
comprehensive book will ensure your business plan is robust enough to start, run or revitalise any
business enterprise. Whether your goal is raising start-up finance for a new business, requesting
venture funding from a corporate parent or directing operational management, The Definitive
Business Plan will help you deliver the information the decision-makers are really looking for.
Accessible to the newcomer and detailed enough for the experienced planner, the third edition of
this international bestseller explains how to tailor a plan for specific readerships and meet specific
objectives, helping you to focus your attention on strategic planning as well as on operational
controls. The full text downloaded to your computer With eBooks you can: search for key concepts,
words and phrases make highlights and notes as you study share your notes with friends eBooks are
downloaded to your computer and accessible either offline through the Bookshelf (available as a free
download), available online and also via the iPad and Android apps. Upon purchase, you'll gain
instant access to this eBook. Time limit The eBooks products do not have an expiry date. You will
continue to access your digital ebook products whilst you have your Bookshelf installed.
  business plan for it consulting: Million Dollar Consulting Proposals Alan Weiss,



2011-10-14 Bestselling author of Million Dollar Consulting shares the secrets of writing winning
proposals Intended for consultants, speakers, and other professional services providers, Million
Dollar Consulting® Proposals ends forever the time-consuming and often frustrating process of
writing a consulting proposal. It begins with the basics—defining these proposals and why they are
necessary—and coaches you through the entire proposal process. In this book, you'll learn how to
establish outcome-based business objectives and maximize your success and commensurate fees.
From bestselling author Alan Weiss, Million Dollar Consulting Proposals delivers step-by-step
guidance on the essential element in creating a million dollar consultancy. Outlines the nine key
components to a Million Dollar Consulting proposal structure Presents a dozen Golden Rules for
presenting proposals Offers online samples, forms, and templates to maximize the effectiveness of
these tools The New York Post calls bestselling author Alan Weiss one of the most highly regarded
independent consultants in America. Alan Weiss's expert guidance can lead your consulting business
to unprecedented success, and it all starts with a million dollar proposal.
  business plan for it consulting: Start at the End David Lavinsky, 2012-11-19 Re-focus your
business plan and achieve the success your business deserves Business owners, and their teams,
often lose their way in the midst of the day-to-day stress of generating sales and profits. Whether
your goal is selling millions of your product, expanding operations to a new location, or generating
more profits, Start at the End offers a unique approach and action steps for business owners and
entrepreneurs to redevelop your business plan and achieve ultimate success. You'll learn how to
re-create your long-term vision and then make continuous progress in achieving that vision while
continuing to hit your short-term goals. Start at the End offers inspiring stories of other
entrepreneurs who have achieved significant success in this area, as well as easy-to-follow exercises
and next steps. Shows how to develop a realistic business and financial model based on market data
Explains how to identify and pursue new opportunities, raise capital, and build growth strategies
Start at the End gives business owners a chance to take a step back, re-evaluate your business, and
redesign your business plan to achieve the success you dreamed of when you first launched your
company.
  business plan for it consulting: Inside the Technical Consulting Business Harvey Kaye,
1997-12-04 Join the thousands of professionals who have already gotten Insidethe Technical
Consulting Business -- and discover how to channelyour technical know-how into an exciting career
as an independentconsultant. This Third Edition of Harvey Kaye's bestselling guidegives you the
focused, no-nonsense help you need to start and runyour own consulting practice in today's
ultracompetitiveenvironment. What's inside: Setting up your consulting business.The lowdown on
finances, record-keeping, office space, taxes, andchoosing the form of business organization that's
right foryou. Insider's guide to proposals and contracts. Gives plenty ofexamples to use in your own
consulting practice. Marketing secrets your boss never told you. Tips on creating demandfor your
services and keeping your clients coming back for repeatbusiness. PLUS ALL-NEW MATERIAL ON: *
Creating your personal strategic marketing plan. A step-by-stepguide to developing and maintaining
your competitive edge. * Learn from the pros. Meet the Pros interviews show howsuccessful
consultants handled some of the very problems you'relikely to encounter. * Building successful client
relationships. The inside scoop onkeeping clients happy while protecting your own
professionalinterests. * The technical challenges of consulting. A consultant's primer
onproblem-solving, coping with the information explosion, andorganizing for maximum productivity.
  business plan for it consulting: Creating Business Plans (HBR 20-Minute Manager Series)
Harvard Business Review, 2014-05-06 Craft winning business plans and get buy in for your ideas. A
well-crafted business plan generates enthusiasm for your idea and boosts your odds of
success—whether you're proposing a new initiative within your organization or starting an entirely
new company. Creating Business Plans quickly walks you through the basics. You'll learn to: Present
your idea clearly Develop sound financial plans Project risks—and rewards Anticipate and address
your audience's concerns Don't have much time? Get up to speed fast on the most essential business
skills with HBR's 20-Minute Manager series. Whether you need a crash course or a brief refresher,



each book in the series is a concise, practical primer that will help you brush up on a key
management topic. Advice you can quickly read and apply, for ambitious professionals and aspiring
executives—from the most trusted source in business.
  business plan for it consulting: The Complete Book of Business Plans Joseph Covello, Brian
Hazelgren, 2006-10-01 Readers have turned to The Complete Book of Business Plans for almost 10
years for advice and information, making it one of the bestselling business planning books of our
time. Authors Brian Hazelgren and Joseph Covello have gone back to the drawing board on this
updated edition, providing you with more than a dozen brand-new business plans that will help you
attract the financing and investment you need. The Complete Book of Business Plans also includes
revised and updated information on how to get started, what questions to ask and how to finalize a
business plan that will get you off the ground and running. For business owners just starting out or
seasoned veterans that want to bring their business to the next level, The Complete Book of Business
Plans is the only reference they need to get the funding they're looking for.
  business plan for it consulting: The One Page Business Plan Jim Horan, James T. Horan,
Jr., 1998 The One Page Business PIan is the new way to business plan. This innovative process cuts
the fluff and filler of traditional business plans and gets the essence of any business onto one page.
Traditional business plans remain one of the most difficult documents for any business owner to
write, until now. The innovative One Page Business Plan TM removes the mystique and terror of
business planning so that any business owner can write a comprehensive business
  business plan for it consulting: Successful Independent Consulting Douglas Florzak, 1999
Presents a clear road map for starting and maintaining a successful consulting business. Whether
you are already a consultant or thinking about becoming one, this guide has everything you need.
This book shows you how to: - Create a business plan - Set your rate - Select the legal form of your
business - Set up retirement funding - Choose appropriate insurance - Market on the Internet -
Understand basic record keeping Also included is a recommended resource list and sample
worksheets to help you start and maintain your consulting business. If you are an experienced
professional at a crossroads in your career, this book can point you in the right direction.
  business plan for it consulting: 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.
  business plan for it consulting: 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.
  business plan for it consulting: Information Consulting Irene Wormell, Annie Olesen,



Gábor Mikulás, 2011-10-05 Information Consulting presents a closer look at what makes information
consultants successful and how they develop a productive relationship with their clients. While most
of the books on this subject area are providing the experiences of information consulting veterans on
'how do you really do it?', the aim of this book is focused on exploring the nature of information
management consulting. This includes the task of the advice-and-guidance variety, such as helping
clients to analyze and solve problems or to meet opportunities with the element of 'What should I
do?'. The authors have used their extensive international and professional networks to take the
challenge of letting the clients speak about their experiences and expectations in hiring information
consultants. - Unique client perspective: managers and clients talk about their motivation,
experiences and advice in the utilization of information consultants in recent case studies conducted
by authors - Current information and guidance based on the authors' wide-ranging practical
experiences and empirical data (through interviews and questionnaires) collected from several
countries - 'top five' list of consultants ́ qualities is presented
  business plan for it consulting: Guide to Business Planning Graham Friend, Stefan Zehle,
2009-04 A comprehensive guide to every aspect of preparing and using a business plan--newly
updated and revised. New businesses and existing businesses fare better with well-thought-out
plans. It is essential to have a good business plan to raise capital--either for a new venture to get
additional capital or within most corporations for new initiatives or for accelerated growth--Provided
by publisher.
  business plan for it consulting: How to Write a Business Plan Mike McKeever, Here is a
book designed to help you write a first-rate business plan and loan application. How to Write a
Business Plan contains detailed forms and step-by-step instructions designed to help you prepare a
well-thought-out, well-organized plan. It shows you how to apply proven financial and business
planning techniques usedby traditional lenders and investors to your benefit. Coupled with your
positive energy and will to succeed, this book shows you how to design a business plan and loan
package you will be proud to show to the loan officer at your bank, the Small Business
Administration or your Uncle Harry.
  business plan for it consulting: Inc. Magazine Presents how to Really Create a
Successful Business Plan David E. Gumpert, 1996 This comprehensive step-by-step guide takes
you through the critical business planning issues of company strategy: What's your Identity?
Marketing issues: Who are the buyers? Product/Service issues: What are you selling? Sales and
promotion issues: How do you sell? and financial issues: How are you doing?
  business plan for it consulting: How to Write a Great Business Plan for Your Small Business
in 60 Minutes Or Less Sharon L. Fullen, Dianna Podmoroff, 2006 One CD-ROM disc in pocket.
  business plan for it consulting: 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.



  business plan for it consulting: How to Write a Business Plan Mike P. McKeever, 2018-11-06
Step-by-step advice on preparing a business plan You need a sound business plan to start a business
or raise money to expand an existing one. For over 30 years, How to Write a Business Plan has
helped fledgling entrepreneurs—from small service businesses and retailers to large manufacturing
firms—write winning plans and get needed financing. This bestselling book contains clear
step-by-step instructions and forms to put together a convincing business plan with realistic financial
projections, effective marketing strategies, and overall business goals. You’ll learn how to: figure out
if your business idea will make money determine and forecast cash flow create profit and loss
forecasts prepare marketing and personnel plans find potential sources of financing, and present
your well-organized plan to lenders and other backers. This edition is updated to reflect best
practices for raising money (from SBA loans to equity crowdfunding).
  business plan for it consulting: Write the Perfect Business Plan: Teach Yourself Polly Bird,
2010-09-24 Businesses involved in preparing a business plan need guidance on what to present, and
how to present it. This book is primarily aimed at new businesses and the self-employed, but it will
also be useful to any business that has to raise a financial case during the course of their trading.
Straightforward advice is given about what to consider and include in the plan, and how to present
it. NOT GOT MUCH TIME? One, five and ten-minute introductions to key principles to get you
started. AUTHOR INSIGHTS Lots of instant help with common problems and quick tips for success,
based on the author's many years of experience. TEST YOURSELF Tests in the book and online to
keep track of your progress. EXTEND YOUR KNOWLEDGE Extra online articles at
www.teachyourself.com to give you a richer understanding of business planning. THINGS TO
REMEMBER Quick refreshers to help you remember the key facts. TRY THIS Innovative exercises
illustrate what you've learnt and how to use it.
  business plan for it consulting: 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
  business plan for it consulting: 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
  business plan for it consulting: 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.
  business plan for it consulting: The New Consultant's Quick Start Guide Elaine Biech,
2019-04-30 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.
  business plan for it consulting: The Consultant's Quick Start Guide Elaine Biech, 2008-12-03
The Consultant's Quick Start Guide offers a practical approach to setting up a consulting business.
Throughout the guide, Elaine Biech--author of the best-selling The Business of Consulting--shares
both her own secrets as well as those of numerous other successful consultants. With a focus on the
business side of consulting, Biech takes you through a painless, fill-in-the-blanks, step-by-step
process for setting up your consulting firm. New sections include: Why A Consulting Career—Five
Reasons Why You May Be a Good Investment How Much Will Clients Pay? Your first To Do List What
to call your business Creating and writing Business Plans Office Location Options Setting up your
office, including Furnishing Your Office and planning your Technical Needs Electronic Records,
including Monthly Expense Records, Revenue Projections, and Invoicing Staying Organized,
including a Session Planner Determining your market niche Creating your marketing plan
Developing your website Reviewing your first year with your family Electronic resource list,
available online Skills And Knowledge Required of Consultants
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