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To	promote	a	consulting	business	effectively,	establish	a	good	brand	identity,	and	showcase	a	differentiated	value	proposition.Implement	a	good	mix	of	inbound	and	outbound	efforts	while	marketing	your	consultancy.Identifying	unmet	needs	and	tailoring	your	services	to	address	that	will	make	promoting	your	business	easier.A	study	shows	87%	of
clients’	trust	is	most	important	for	purchasing	consulting	services.		Therefore,	a	significant	role	of	promotional	activity	for	any	business	is	to	build	trust	first.		And	this	is	essential	if	you	want	clients	to	adopt	your	services.				Initially,	a	potential	client	wants	to	know…			What	do	you	offer,	and	how	can	that	help	them	to	overcome	their	pain	points?		How
many	others	have	already	adopted	your	services?		Why	should	they	choose	you?			If	you	prove	your	business	to	be	a	trusted	and	authoritative	firm,	you	will	easily	promote	your	business	to	the	right	audience	and	make	more	money!			You	will	need	a	good	mix	of	inbound	and	outbound	marketing	to	market	your	consulting	business.			It	includes
everything	from	researching	audiences	to	creating	targeted	thought	leadership	in	your	space.	Such	a	defined	process	ensures	more	business	opportunities	with	the	most	promising	clients.		Let’s	start	with	our	step-by-step	process	to	help	you	successfully	promote	your	business	and	acquire	many	clients.		The	very	first	thing	you	should	do	before	you
jump	into	promoting	your	business	is	to	determine	your	skills	and	services.		It	would	help	to	recognize	what	gives	your	business	an	edge	over	your	competitors.			Mention	why	a	prospective	client	should	consider	your	consulting	services	over	your	competitors.		Determine	how	your	business	will	solve	a	customer’s	issue	and	what	benefits	you’ll	offer
once	they	utilize	your	services.			With	these	pointers	in	mind,	establishing	a	clear	statement	in	your	proposition	will	help	you	stand	out	from	your	competitors.			Pro	tip:		“Mention	the	years	of	experience	and	showcase	customer	testimonials	to	finetune	your	business	proposition	in	that	space.”	To	define	your	UVP,	you	must;	Conduct	market	research	on
your	buyer	persona	Make	a	list	of	all	the	features	and	benefits	of	your	service	Choose	or	highlight	the	features	that	are	most	suitable	to	solve	unmet	needs	Include	your	USPs	(unique	selling	points)	Combine	all	the	points	into	a	short,	crisp	sentence.		Write	several	versions	and	take	the	best	one	as	your	UVP.	For	example,	Oliver	Wyman,	one	of	the
fastest-growing	management	consultancies,	has	leveraged	an	interesting	statistic	in	the	sub-text	that	immediately	incites	trust	from	visitors.	There	can	be	various	attributes	to	look	at	while	determining	your	ideal	target	audiences,	like	demographics,	psychographics,	and	buying	persona.	When	targeting	B2B	clients,	consider	the	size	of	the	company
(small,	medium,	large,	or	enterprise	level)	you	want	as	your	client.		Then,	determine	the	location	you	want	to	cater	to.		After	you’ve	done	this,	you	can	move	to	demographic	factors	such	as	age,	gender,	educational	level,	and	income.		Create	a	hypothetical	persona	based	on	demographics	and	pain	points	to	use	as	a	ground	on	which	you	make	all	your
promotional	decisions.	Here’s	an	example	of	a	persona	for	a	digital	marketing	consultant	that	targets	small	businesses	struggling	to	increase	their	online	presence.			You	now	have	a	standard	persona	template	for	your	business.		With	it,	you	clearly	understand	your	most	promising	customers	and	can	tailor	your	approach	to	nurture	and	convert	them
effectively.		Here	are	some	benefits	of	establishing	an	ICP	for	a	consulting	business.	Targeted	marketing:	Consulting	businesses	can	create	more	client-centric	content	resources	that	will	give	you	a	boost	in	promotion.	Improved	sales	performance:	Focusing	on	prospective	clients	increases	the	chances	of	closing	more	sales.	Customer	satisfaction:
Enabling	personalized	marketing	and	sales	efforts	leads	to	customer	satisfaction.	Max	ROI:	Targeting	ICP	will	maximize	your	ROI	(return	on	investment).	Brand	identity	refers	to	all	the	elements	that	showcase	a	company’s	visual	aspects,	such	as	the	color,	logo,	and	design	brand’s	message.		Gaining	trust	is	the	ultimate	goal	of	establishing	brand
identity.		But	how	does	trust	relate	to	brand	identity?	Trust	is	one	of	the	factors	of	a	good	brand	image.		Even	though	the	brand	image	is	perceived	differently	from	the	brand	identity,	they	are	correlated	subjectively.	Customers	may	not	recognize	your	brand	without	a	brand	identity	and	will	therefore	consider	alternative	services.	Let’s	assume	you’ve
gone	toothpaste	shopping	at	your	nearest	department	store.	Naturally,	the	first	thing	that	comes	to	your	mind	is	Colgate.	Right?		Three	brands	of	toothpaste	are	available	on	the	shelves,	Colgate,	Crest,	and	Close-Up.	Regardless	of	your	preference,	you	always	think	of	the	toothpaste	brand	instead	of	the	word	“toothpaste.”		That’s	brand	identity.	To
create	a	memorable	brand	identity,		Define	the	values	your	consultancy	can	provide:	Give	customers	a	clear	idea	about	your	company’s	mission	and	vision.	They	should	be	able	to	differentiate	your	services	well	from	the	rest.	Insert	your	brand	voice	into	your	content:	Identify	the	best	tone	and	voice	that	resonates	with	your	audience.	Follow	strict
brand	guidelines:	Visual	elements	such	as	logo	design,	font	styles,	and	color	palettes	should	be	standard	in	all	your	company’s	assets	and	media.	Develop	an	excellent	social	presence:	Post	the	latest	industry	news	and	tips	consistently	on	social	channels	where	most	of	your	ideal	audience	is	active.		LinkedIn	and	Facebook	are	the	best	platforms	for
consulting	businesses	to	share	valuable	information	and	attach	links	to	blogs	and	case	studies.	4.	Distribute	valuable	content	effectively	When	your	marketing	goal	is	to	popularize	your	consulting	business	more	effectively,	you	must	create	valuable	educational	and	promotional	content.	I	believe	you	should	always	create	content	with	your	customers	in
mind.	As	Ann	Handley	says,	“When	we	create	something,	we	think,	will	our	customers	thank	us	for	this?“Stop	making	content	about	you	and	create	content	to	satisfy	your	readers.	That’s	what	most	content	marketing	experts	like	Ann	Handley	say.	Identify	what	can	be	helpful	to	your	target	audience.		Every	business	is	different;	what	works	for	your
competitors	might	not	work	for	you.	Also,	every	business	differs	in	terms	of	budget	and	resource	aspects.	Once	you’ve	decided	what	type	of	content	your	consulting	firm	should	create,	start	making	efforts	in	this	direction	and	leverage	it	fully.		Here	are	three	effective	content	distribution	channels	your	consultancy	can	utilize.	Content	distribution
channels	Type	of	mediaExamplesOwned	media	Website	copy,	blogs,	articles,	social	media	profiles,	posts,	emails,	and	newsletters	Earned	media		Customer	reviews	&	testimonials,	social	media	shares	&	mentions,	word-of-mouth,	and	referrals.	Paid	media	Display	ads,	PPC	ads,	social	media	ads,	and	influencer	marketing.	Any	content	posted	on	your
website	and	social	platforms	is	owned	media.	It	includes	blogs,	social	media	posts,	landing	pages,	e-books,	whitepapers,	and	videos.	Blogs:	You	can	cover	a	wide	range	of	information	on	various	topics.	Include	information	about	common	challenges	faced	by	your	audience	with	their	respective	solutions.	E.g.,	Create	articles	in	‘how-to’	formats.		With
blogs,	you	can	link	back	to	your	service	pages	or	any	specific	landing	pages	where	the	visitor	is	more	likely	to	convert.		Showcasing	your	services	and	their	benefits	impressively	on	your	landing	page	can	help	you	successfully	promote	your	consultancy.	E-books:	These	work	as	great	lead-generation	magnets.	In	addition,	it	provides	in-depth	information
to	people	searching	for	a	related	term.		Use	them	as	gated	resources	on	your	website	with	catchy	titles	to	get	leads	and	promotion	hand	in	hand.	Whitepapers:	A	highly	informative	document	generally	contains	factual	evidence	that	helps	influence	key	decision-makers.	It	is	a	suitable	option	for	discussing	your	specific	service	in	detail.	Here’s	an
example	of	the	kinds	of	whitepapers	FTI	Consulting,	Inc.	leverages.	They	established	themselves	as	experts	and	thought	leaders	by	showcasing	insights	and	solutions	to	specific	problems.	Newsletters:	Leverage	weekly	newsletters	to	your	email	list.	The	newsletters	can	contain	the	latest	industry	trends,	tips,	product	updates,	and	information.			You
can	practice	email	marketing	lead	generation	if	you	have	insufficient	contacts	in	your	email	list.		If	your	readers	found	your	blog	helpful,	you’ve	attained	success	in	some	way	toward	promoting	your	consulting	business.	Social	Media:	Create	content	for	specific	social	media	channels	your	audience	is	active	in.	Marketing	your	brand	to	all	social
platforms	is	ineffective.		So,	create	consistent	valuable	content	that	is	both	entertaining	and	informative	and	post	it	only	on	the	right	channels.	Podcasts:	The	US	has	the	highest	number	of	podcast	listeners.	The	number	of	active	podcast	listeners	in	the	US	alone	is	predicted	to	cross	100	million	this	year.	So,	leveraging	podcasts	in	your	content
marketing	plan	is	a	great	option.	Meme	marketing:	This	is	another	way	of	talking	about	your	brand	through	social	media	from	an	entertainment	perspective.	That’s	meme	marketing!Here’s	an	example	of	a	meme	marketing	post	by	Rapidops,	a	digital	transformation	consultancy	featured	in	Inc	5000	for	the	fastest-growing	companies	in	the	US.	If
owned	media	is	your	content,	earned	media	is	the	link-builder	to	your	owned	media.	It	includes	unpaid	promotional	gains	like	social	media	shares,	retweets,	online	reviews,	mentions	on	third-party	sites,	etc.	If	you’ve	published	quality	content,	you	can	expect	likable	well-earned	media.		An	example	of	earned	media,	Charlotte	Business	Journal,	features
Rapidops	in	the	top	5	fastest-growing	companies	among	50	others	in	the	US.		It	includes	any	type	of	media	you	pay	to	promote.	Paid	media	promotions	are	quick	and	reach	a	vast	number	of	targeted	audiences.		The	other	purpose	of	paid	media	is	to	increase	traffic	to	your	website	and	social	media	accounts.		You	can	use	paid	media	to	inform	your
audience	or	persuade	a	visitor	to	take	a	specific	action.	You	can	accomplish	that	with	the	help	of	PPC,	Facebook,	or	LinkedIn	ads.		Display	and	video	ads	are	some	other	common	ad	formats	that	work	well.	Networking	events	can	present	tremendous	opportunities	for	promoting	your	consulting	business.	You	can	answer	questions	on	a	challenging
topic,	provide	solutions,	or	teach	your	audience	something	new.	Don’t	forget	to	make	it	easy	for	attendees	to	follow	up	with	you	afterward.	Tools	like	Uniqode’s	business	card	or	other	digital	business	cards	are	great	for	instantly	sharing	your	contact	details,	website,	and	social	links	via	QR	codes—no	need	to	carry	paper	cards.	These	also	work	well	in
webinars	or	virtual	events	by	embedding	them	directly	in	follow-up	emails	or	on	presentation	slides.Here	are	three	ways	to	establish	your	expertise	and	simultaneously	acquire	engaged	and	warm	leads	right	off	the	bat.		One	advantage	that	events	offer	is	the	vast	amount	of	interested	audiences.			Only	people	interested	in	your	service	would	attend
your	event	and	learn	more	about	what	you	offer.		In	fact,	you	can	showcase	your	services,	talk	about	your	services	or	educate	the	attendees	about	a	particular	topic	in	your	industry.			Building	interest	this	way	can	help	you	acquire	new	leads	and	build	a	brand	identity.			For	a	boost,	run	advertisements	that	target	a	similar	audience	to	your	followers
and	get	more	people	to	attend	your	event.		Ensure	to	plan	an	itinerary	to	keep	the	attendees	interested	and	engaged.			Share	the	location	and	time	of	your	event	on	social	media	to	inform	your	followers	about	the	event.			Webinars	allow	you	to	provide	industry-related	information	for	free.	Also	allows	you	to	upsell.	Talk	about	a	specific	issue	that	your
potential	clients	face	and	are	facing.	Then,	make	the	content	relatable	and	present	solutions	that	effectively	solve	your	audience’s	challenges.		Remember,	the	goal	of	a	webinar	is	to	provide	information	first	and	foremost.	So	don’t	make	it	obvious	that	you’re	only	hosting	the	webinar	to	sell.	Also,	don’t	try	to	sell	or	pitch	your	business	until	you
convince	your	attendees	that	choosing	your	consultancy	is	the	right	decision.	Want	the	maximum	signups	for	your	webinar	event?	Try	these…	Create	a	catchy	and	informative	page	for	an	upcoming	webinar	and	pop	up	once	any	visitor	lands	on	your	website	for	maximum	signups.	Shoot	an	email	with	a	signup	link	for	your	upcoming	webinar	and	track
the	results.	Run	a	social	media	ad	to	promote	your	upcoming	webinar	with	the	values	it	will	deliver.	It	is	imperative	to	make	your	webinar	exciting	and	engaging	to	meet	your	agenda.	Here	are	a	few	tips	to	make	your	webinar	successful:	Play	videos	of	customer	testimonials	that	have	given	positive	feedback.	It	builds	trust	among	your	attendees	and
positions	your	consultancy	as	a	credible	source.			Encourage	participation	by	requesting	attendees	to	answer	questions	and	polls.	Try	to	keep	the	session	entertaining	by	also	providing	fun	facts	and	statistics.	It	increases	the	chances	of	them	remembering	you.		Offer	takeaway	handouts	or	resources	that	they	can	use	after	the	webinar.	It	could	be	a
checklist,	guide,	or	a	link	to	a	helpful	article	or	video	that	provides	more	information	about	the	topic	you	discussed	in	the	webinar.		Ensure	that	your	attendees	get	value	from	your	webinar,	as	only	they	will	remember	you.	Attending	industry-specific	conferences	related	to	your	niche.			People	gather	to	discuss	and	talk	about	a	particular	issue	or
topic.		Here	you	can	find	potential	businesses	to	partner	with.		If	a	business	is	complementary	to	yours	in	any	way,	that	is	a	sign	of	a	potential	partnership	you	can	take.	Here’s	how	you	can	leverage	conferences:	Hire	a	speaker	to	represent	your	brand	at	presentations.		Sponsor	a	conference	in	exchange	for	talking	about	your	brand	during	general
presentations.			Panel	discussions	include	experts,	so	try	to	speak	at	such	discussions.		People	generally	ask	questions	to	panel	speakers	and	may	also	interview	them	later.	Here	you	can	answer	people’s	questions	and	show	your	expertise.		You	can	set	up	a	booth	at	a	conference	to	showcase	your	services	and	testimonials.	While	some	companies
include	outbound	efforts	as	part	of	their	consulting	marketing	strategy,	others	with	weak	outbound	marketing	strategies	may	not	utilize	this	approach.	As	per	a	study,	32%	of	marketers	say	outbound	marketing	is	on	par	with	inbound	marketing	for	lead	generation.	See	the	pie	chart	below.	Therefore,	you	must	not	neglect	outbound	marketing
strategies,	as	they	can	help	you	in	promoting	your	consulting	business	with	the	same	efficacy.	A	study	revealed	that	49%	of	buyers	prefer	phone	calls	as	a	point	of	contact.	Moreover,	82%	of	buyers	accept	meetings	with	sellers	who	proactively	reach	out.	That	makes	an	average	of	65%	of	buyers	who	prefer	phone	call	connections	and	will	meet	with	the
seller.		So,	cold-calling	isn’t	dead	yet	and	is	still	one	of	the	most	effective	ways	to	initiate	a	sales	discussion.	Cold	email	outreach	campaigns		Aside	from	calls,	you	should	incorporate	cold	email	outreach	campaigns	into	your	marketing	efforts.	If	you	have	some	information	for	a	particular	email,	consider	personalizing	emails	and	the	subject	lines	and
then	delivering	the	email.	Targeting	with	direct	mail	containing	a	highly	personalized	message	tends	to	give	higher	open	rates.The	more	often	an	email	is	opened,	the	better	its	likelihood	of	being	read.	Make	sure	you’ve	stated	the	business	value	your	consultancy	provides.	Keep	the	email	short	and	on-point.	Add	CTAs,	and	a	good	email	signature	to	let
them	know	who	sent	it.	However,	these	factors	alone	don’t	guarantee	that	your	prospects	will	read	your	emails.		You	must	create	a	visually	appealing	email	and	arrange	each	element	correctly.	Creating	an	effective	cold	email	requires	proper	research	on	what	your	prospects	do	and	their	role	in	the	company.				Following	up	with	them	consistently	and
acquiring	clients	is	another	matter.	That’s	the	only	way	to	reap	the	benefits	of	your	outreach	efforts.	A	good	mix	of	4-7	cold	email	follow-up	sequences	gets	3x	more	responses	as	compared	to	campaigns	with	less	than	four	emails	per	sequence.	How	about	automating	your	follow-up?	Promote	free	resources	and	consultations	on	your	website	and	social
media	platforms	to	attract	potential	leads.		You	could	also	provide	free	or	low-cost	consultation	services.	Utilize	web	forms	to	ask	for	a	visitor’s	email	in	exchange	for	your	free	resources.		Depending	upon	your	business	requirements,	you	can	ask	for	more	information.		Here	are	8	lead	generation	form	examples	you	can	take	inspiration	from.		After
getting	enough	leads,	you	can	begin	your	sales	follow-up	efforts	to	promote	your	services.	A	referral	is	another	outbound	marketing	option	to	generate	traffic	to	your	website	and	simultaneously	get	more	leads.	According	to	a		Nielsen	Media	Group	Study,	88%	of	global	respondents	trust	recommendations	from	known	people.	Additionally,	it’s	a	great
way	to	generate	extra	revenue	as	well.	BNI	members	worldwide	have	generated	over	$20.6	billion	in	revenue	over	the	past	12	months	with	referrals	alone.	With	referrals,	you	get	added	trust	when	a	happy	client	has	spoken	to	someone	on	your	behalf.	Here’s	how	you	can	leverage	referral	marketing	for	your	consulting	business	to	get	new	potential
clients:	Ask	for	referrals	or	create	referral	programs	If	your	past	and	current	clients	are	happy	with	your	services,	you	could	ask	them	to	refer	to	your	business.	Have	a	clear	picture	of	the	type	of	clients	you’re	looking	for.	For	example,	let’s	say	you	provide	cloud	migration	services	to	B2B	and	B2C	companies.		You	could	say,	“Hey,	Stacy,	do	you	know
anybody	looking	to	migrate	their	IT	infrastructure	to	the	cloud?	If	so,	would	you	please	consider	recommending	my	business?”	Decide	what	incentives	you’d	like	to	offer.	Create	pages	where	customers	can	sign	up	for	your	referral	program	and	get	their	links.	Send	automated	emails	with	a	referral	link	and	the	benefits	to	customers	who	recently
bought	your	services.	You	can	also	create	a	reminder	campaign	for	clients	who	haven’t	referred	a	friend	yet.	Offer	rewards	or	coupons	to	previous	clients	who	have	referred	you	successfully.		An	email	automation	tool	can	help	send	bonus	emails	like	shopping	coupons	or	other	bonuses.	With	an	email	automation	tool,	you	can	set	text	reminders	upon
successful	referrals	and	automate	emails	to	the	referral	source.	Here’s	an	example	of	what	an	automation	journey	would	look	like	for	the	same.		Pro	tip:		Let	your	work	speak	for	itself.	Customers	will	always	share	valued	work	with	their	network.	Partnerships	can	give	your	consulting	business	access	to	new	clients	and	geographical	locations	you	could
not	access	before.		Many	prospects	may	want	to	utilize	services	similar	to	your	offerings,	but	most	are	too	busy	or	unaware	of	your	services.		Partnering	with	other	businesses	or	consultancies,	including	the	top	nearshore	outsourcing	companies,	could	help	you	reach	a	broad	audience	and	market	your	services.	With	it,	you	can	diversify	and	expand
your	consultancy	services.	Sharing	resources	with	other	companies	could	help	reduce	costs.		Let’s	say	you	offer	IT	strategy	consulting	services	for	B2B	firms.		You	can	partner	with	a	marketing	firm	to	market	your	services	at	reduced	costs,	and	in	turn,	you	can	provide	technical	support	services	for	their	IT	infrastructure.		This	way,	you’ve	shared	your
resources	and	enhanced	each	other’s	business.	It	also	helps	reduce	overhead	costs	by	a	significant	margin.		Moreover,	partnerships	can	influence	a	60%	larger	deal	size.	In	addition,	it	allows	businesses	to	collaborate	on	digital	transformation,	product	innovation,	and	client	experiences.	For	instance,	on	March	15th,	2023,	TCS	partnered	with
Envestnet	Data	and	Analytics	for	innovation	opportunities	and	to	deepen	client	relationships.	Potential	businesses	your	consultancy	can	partner	with	Startups:	If	your	business	specializes	in	emerging	technologies	like	AI	or	ML,	you	can	use	your	expertise	to	help	startups	navigate	their	digital	landscape	and	optimize	their	business	processes.	Strategy
consultants	can	provide	startups	strategic	advice	on	decision-making,	goal	planning,	and	data	analysis.	NGOs:	Partnering	with	an	NGO	can	enhance	a	business’s	brand	image	across	various	health	and	education	sectors.	Corporations:	You	can	increase	your	brand	recognition	by	collaborating	with	well-known	large	corporations.	This	partnership’s
secondary	benefits	include	access	to	human	capital	resources	and	technology.	Government	agencies:	Your	business	will	be	able	to	work	on	lucrative	government	contracts.	Partnering	with	government	firms	is	one	of	the	finest	ways	to	increase	credibility	by	leveraging	a	broad	audience.	Educational	institutes:	A	wealth	of	research	is	available	to
educational	institutions	where	you	can	work	together	on	research	initiatives	and	promote	innovation	to	address	particular	business	concerns.	10.	Create	thought-leadership	content	The	entire	purpose	of	thought	leadership	content	is	to	become	recognized	as	an	expert.	Plus,	you	can	use	it	as	a	go-to	resource	in	your	field.		Why	did	I	bring	up	thought-
leadership	content	as	a	promotional	strategy?		Because	through	thought	leadership	content,	your	consultancy	will	receive	an	added	layer	of	trust,	and	potential	clients	will	start	recognizing	you	as	a	brand.	With	such	content,	you	could	also	increase	your	chances	of	being	mentioned	in	media	reports.		In	addition	to	that,	you	can	establish	your	blogs	as
reliable	and	knowledgeable	resources.		Effective	blogging	Increases	interested	audience	exponentially	Demonstrates	you	as	an	established	and	differentiated	source	of	informationFurther,	TL	(thought-leadership)	blogs	contribute	to	establishing	brand	identity.	Here’s	an	example	of	a	few	thought-leadership	articles	by	Rapidops,	packed	with
value.	Rapidops	has	confidently	shared	its	opinions	on	the	manufacturing	sector	as	a	consulting	company	specializing	in	digital	transformation.	The	first	step	to	promoting	your	consulting	business	is	to	find	the	right	audience	and	then	use	specific	content	distribution	channels.		You	build	trust	and	authenticity	in	your	space	with	the	right	content
properly	distributed	through	the	right	channels.			Apart	from	publishing	content	on	websites	and	social	media,	perform	outreach	through	emails	and	calls	to	help	customers	recognize	you	and	build	a	good	brand	identity.		You	may	never	know	which	cold	prospect	could	become	a	warm	lead.			Many	C-level	executives	prefer	phone	calls	for	sales	reps
during	the	initial	stages.	So	be	sure	to	incorporate	outbound	efforts.Participating	in	networking	events	and	conferences	is	a	great	way	to	find	warm	leads	and	distribute	your	knowledge	to	a	small	business	or	independent	consultant	(business,	marketing,	or	sales	consultant).Leverage	social	media	marketing	fully	to	drive	leads	for	your	sales	pipeline	as
everyone	is	present	on	either	of	the	platform.Without	prospective	clients,	your	business	or	consulting	career	won’t	grow.	So,	promoting	your	business	to	drive	ideal	clients	to	your	website	is	critical.Where	can	I	promote	my	consulting	business?	1.	Utilizing	distribution	channels		Owned	Media	–	Landing	pages,	blogs,	case	studies,	newsletters,	social
media	content,	emails,	videos,	and	podcasts	Earned	Media	–	Social	media	shares,	and	third-party	review	sites	Paid	Media	–	Run	Google	and	social	media	ads	2.	Leveraging	networking	such	as	organizing	or	participating	in	events,	conferences,	workshops,	and	webinars.How	do	I	get	more	clients	for	my	consulting	business?You	can	get	more	clients	for
your	consulting	business	by	joining	relevant	LinkedIn	groups,	creating	referral	programs	to	get	support	from	existing	clients,	conducting	email	marketing,	performing	paid	advertising,	participating	in	networking	events,	staying	up	to	date	with	industry	trends,	and	optimizing	your	marketing	strategy	accordingly.	Share	—	copy	and	redistribute	the
material	in	any	medium	or	format	for	any	purpose,	even	commercially.	Adapt	—	remix,	transform,	and	build	upon	the	material	for	any	purpose,	even	commercially.	The	licensor	cannot	revoke	these	freedoms	as	long	as	you	follow	the	license	terms.	Attribution	—	You	must	give	appropriate	credit	,	provide	a	link	to	the	license,	and	indicate	if	changes
were	made	.	You	may	do	so	in	any	reasonable	manner,	but	not	in	any	way	that	suggests	the	licensor	endorses	you	or	your	use.	ShareAlike	—	If	you	remix,	transform,	or	build	upon	the	material,	you	must	distribute	your	contributions	under	the	same	license	as	the	original.	No	additional	restrictions	—	You	may	not	apply	legal	terms	or	technological
measures	that	legally	restrict	others	from	doing	anything	the	license	permits.	You	do	not	have	to	comply	with	the	license	for	elements	of	the	material	in	the	public	domain	or	where	your	use	is	permitted	by	an	applicable	exception	or	limitation	.	No	warranties	are	given.	The	license	may	not	give	you	all	of	the	permissions	necessary	for	your	intended
use.	For	example,	other	rights	such	as	publicity,	privacy,	or	moral	rights	may	limit	how	you	use	the	material.	Aarni	Heiskanen	is	a	service	innovation	consultant	and	entrepreneur	from	Finland.	His	company,	AE	Partners,	helps	clients	strategize	and	innovate	B2B	services.	Aarni	has	been	involved	in	pioneering	Internet	businesses	in	Finland.	And	also
runs,	Thinking	Business	(In	Finnish	Language),	which	develops	Internet	software	for	managing	project	portfolios.	Here	are	ten	tips	that	I’ve	found	invaluable	in	my	consulting	business.	1.	Call	your	clients	regularly	Calling	your	existing	clients	and	asking	how	they	are	is	the	simplest	means	of	getting	new	commissions.	Don’t	call	them	just	when	your
backlog	is	getting	thin,	do	it	regularly.	Your	call	can	activate	the	client	into	thinking	about	some	need	or	problem	for	which	you	could	provide	the	solution.	2.	Build	trust	with	more	than	one	person	in	the	client’s	organization	Nowadays	people	move	from	one	position	to	another	rapidly.	The	person	that	commissioned	you	might	not	be	at	the	client’s
organization	next	year.	Widen	the	circle	of	people	that	know	and	trust	you,	and	you’ll	have	a	better	chance	of	serving	the	client	for	years	to	come.	3.	Sell	something	small	at	first	The	more	complex	the	professional	service,	the	more	time	the	client	needs	to	make	a	decision	about	accepting	it.	By	selling	something	small	and	easy	to	buy	you	start	the
trust-building	process	before	selling	something	more	extensive.	It	is,	however,	important	that	you	charge	even	for	the	small	service.	Otherwise	the	client	sees	it	as	marketing	and	values	it	less.	4.	Look	for	disruptions	All	sorts	of	disruptions	in	clients’	organizations	are	opportunities.	Changes	in	the	management	team,	loss	of	business	in	some	area,
emergence	of	a	new	competitor	etc.	are	all	examples	of	situations	where	clients	will	need	help.	5.	Involve	fresh	minds	from	other	industries	Consultants	who	specialize	in	a	certain	industry	are	in	a	danger	of	becoming	narrow-minded.	Go	out	and	mingle	with	innovative	people	from	other	industries.	Offer	new,	inclusive	services	that	stand	out	from	your
more	traditional	competitors’	offerings.	6.	Read	a	lot	and	pick	up	ideas	for	your	business	There	are	plenty	of	good	business	books	and	research	studies	that	you	can	use	as	inspiration	for	new	service	ideas.	Authoritative	sources	can	confirm	your	claims	of	value	and	benefits	that	your	service	can	provide.	7.	Make	and	publish	surveys	on	current	topics
Creating	a	survey	online	is	quite	easy.	Ask	your	clients	or	email	list	about	something	that	is	interesting	today	or	will	be	interesting	in	the	near	future.	You	can	tip	the	media	off	about	your	study	and	get	an	interview	or	article	written	by	a	journalist.	Furthermore,	you	can	send	the	study	to	your	email	list,	post	it	on	your	website,	and	use	it	in	your
marketing.	8.	Productize	your	service	Service	productization	means	the	systematization	of	your	marketing	and	service	processes.	A	systematized	process	is	repeatable	and	becomes	more	and	more	efficient	every	time.	A	productized	service	is	easier	to	communicate	and	sell	because	the	client	gets	a	concrete	picture	of	the	benefits	and	results	that	you
can	produce.	9.	Educate	first	Sometimes	your	client	lacks	the	confidence	to	use	your	services.	They	feel	that	they	do	not	have	the	insight	or	knowledge	to	judge	if	what	you	are	suggesting	is	something	that	is	valuable	for	their	business.	Why	not	educate	them	first?	Offer	a	client-specific	training	day	that	educates	them	about	the	subject	and	shows
them	how	they’d	benefit	from	a	new	solution.	After	that	they’ll	be	much	better	equipped	to	make	the	decision.	10.	Be	the	proactive	initiator	Try	to	uncover	emerging	needs	before	your	clients	or	competitors.	Gather	evidence	of	the	need	and	how	a	solution	will	benefit	your	client.	Be	quick	to	create	a	solution	that	you	can	market	and	sell	to	the	first,
avid	clients.	The	service	does	not	have	to	be	perfect	or	complete	at	once.	Even	a	prototype	service	gives	you	and	your	client	valuable	experience	and	enhances	your	image	as	a	leader	in	your	field.	Share	This	Article	Email	Twitter	Facebook	LinkedIn	When	building	a	consulting	business,	it	is	important	to	find	ways	to	scale	efficiently.	Growth	isn’t
limited	to	simply	increasing	the	size	of	your	company.	You	can	also	increase	profits,	revenue,	market	share,	brand	position,	influence,	or	geography.	Once	you’ve	decided	to	grow,	it’s	time	to	decide	how	to	achieve	that	growth.	Below,	learn	five	ways	to	take	your	business	to	the	next	level.	1.	Become	a	Thought	Leader	As	a	thought	leader,	you	become	a
visible	expert	in	your	industry.	This	role	can	boost	your	brand	positioning,	expand	lead	generation,	and	increase	revenue.	To	establish	thought	leadership	in	your	community,	consider	publishing	custom	content,	seek	out	speaking	engagements,	or	lead	an	educational	training	session.	Your	platform	may	not	only	be	a	springboard	to	more	and	better
project	opportunities,	but	it	can	also	become	a	secondary	source	of	revenue	for	your	business.	2.	Team	with	Other	Consultants	For	some,	hiring	help	can	be	a	key	growth	strategy.	Remember,	your	time	is	valuable,	and	wasting	that	time	on	activities	that	detract	from	making	a	profit	for	your	business	can	happen	faster	than	you	think.	Bringing	in
specialized	expertise	or	teaming	up	with	another	independent	professional	can	increase	your	profits	by	freeing	you	to	focus	on	growing	your	influence,	market	share,	and	revenue.	3.	Use	Technology	You	can	do	more	with	less	by	improving	the	efficiency	of	your	business	operation.	Look	for	ways	to	automate	daily	tasks	to	improve	your	productivity.
Smart	technology	can	save	you	time	and	resources.	Even	small	improvements,	such	as	using	apps	to	manage	social	media	postings,	track	your	time,	or	schedule	appointments,	can	impact	your	bottom	line.	4.	Focus	on	Promotional	Activities	One	way	to	grow	your	independent	business	is	to	grow	your	opportunities.	Land	more	and	better	client
opportunities	by	focusing	on	networking	or	lead	generation.	Expand	the	reach	of	your	business	by	promoting	it	through	various	channels.	Turn	your	customers	into	a	sales	force	by	asking	for	referrals	and	use	customer	testimonials	as	social	proof	to	help	drive	more	business.	Develop	and	implement	a	monthly	marketing	calendar	that	helps	keep
promotional	activities	on	track.	With	a	focused	and	sustained	effort	in	sales,	you	will	drive	more	business.	5.	Expand	Your	Service	Offerings	Grow	your	business	by	expanding	what	you	do.	Cross-sell	new	services	to	existing	clients.	Penetrate	new	markets.	Consider	natural	additions	to	what	you	are	already	offering.	For	example,	you	could	create	a
product	or	certification	process	to	teach	others	what	you	do.	This	will	not	only	grow	your	business	but	your	thought	leadership	platform	as	well.	Consider	packaging	your	knowledge	into	a	product	you	can	sell	such	as	a	book,	training	course,	or	webinar.	Then,	use	your	new	product	to	reach	new	markets	or	as	a	lead	generator	to	develop	deeper
engagements.	To	get	more	clients	as	a	consultant,	you	not	only	need	to	know	how	to	sell	and	market	your	business	but	also	how	to	qualify	clients	for	your	particular	services.	Both	can	help	you	save	time	and	lead	to	better	outcomes,	ie.	closing	the	deal	and	winning	new	or	repeat	business.	Your	clients	are	an	incredibly	important	part	of	your	business,
but	it	is	important	to	remember	that	the	client-consultant	relationship	is	a	two-way	street.	Before	you	begin	work	or	sign	a	contract,	it	is	essential	to	learn	the	needs	and	resources	of	your	client,	including	what	they	need	to	properly	engage	you,	the	independent	contractor.	When	searching	for	new	business,	the	last	thing	you	want	is	to	lose	out	to	a
competitor	or	find	yourself	working	with	a	client	who	can’t	afford	your	services.	Follow	these	seven	tips	to	properly	qualify	new	clients	and	sell	your	consulting	services.	1.	Qualify	Your	Target	Client	To	some,	being	a	salesperson	comes	naturally.	To	others,	it	may	be	a	bit	overwhelming	at	first.	Ensuring	you’re	landing	the	jobs	you	want,	figuring	out
which	consulting	strategies	you	can	use	to	improve	your	sales,	and	landing	new	work	faster	and	more	frequently	can	sound	like	considerable	tasks.	Keep	the	process	simple	and	start	with	qualifying.	Qualifying	is	one	of	the	first	steps	to	consulting	success	and	will	save	you	hassle	and	headaches—especially	when	dealing	with	new	clients.	2.	Study	Your
Client’s	Needs	Qualifying	is	determining	a	conditional	understanding	of	the	potential	client	and	their	needs	to	increase	the	probability	of	closing	the	sale.	Simply	put,	qualifying	is	figuring	out	what	the	client	needs,	how	your	business	can	meet	those	needs,	and	how	likely	it	is	that	the	client	will	employ	your	services.	The	goal	is	to	make	sure	there
really	is	a	good	business	fit	between	your	consulting	services	and	what	the	client	is	willing	and	able	to	buy.	3.	Ask	Questions	To	qualify	a	lead	and	ultimately	secure	a	deal,	there	are	a	number	of	details	you’ll	need	to	nail	down.	The	simplest	way	to	do	this	is	to	ask	your	client.	It	seems	obvious,	but	it’s	always	best	to	start	off	the	sales	process	by
speaking	to	the	decision-maker	first,	ensuring	that	you’re	not	selling	to	someone	who	is	not	in	the	position	to	buy.	Use	the	following	questions	to	guide	a	conversation	with	your	potential	client.	What	is	their	current	situation?	What	do	they	need	to	have?	What	would	they	like	to	see	as	a	solution?	How	can	your	consulting	services	help	them	get	from
where	they	are	to	where	they	would	like	to	be?	By	asking	a	series	of	qualifying	questions,	you’ll	immediately	know	whether	or	not	you	can	meet	the	client’s	needs.	If	your	services	don’t	align	with	what	they’re	looking	for,	move	on	to	the	next	lead.	4.	Conduct	a	Needs	Assessment	The	questions	asked	in	the	qualification	process	are	often	referred	to	as
the	“needs	assessment.”	A	needs	assessment	begins	with	broad	questions	to	determine	the	potential	client’s	understanding	of	their	own	needs.	As	the	conversation	grows	and	develops,	it	should	naturally	flow	into	a	discussion	of	their	specific	needs.	Throughout	this	process,	try	to	be	open	and	understanding,	and	encourage	the	client	to	explain	and
share	in	detail.	Example	questions	to	begin	this	process	include:	Describe	what	your	current	environment	looks	like.	What	does	your	ideal	solution	look	like?	Would	you	explain	your	6–12-month	strategy	to	me?	How	much	is	the	problem	costing	you?	What	is	your	budget	range	for	this	consulting	project?	What	kind	of	growth	are	you	anticipating	from
your	ideal	solution?	Who	in	your	organization	would	be	the	primary	point	of	contact	for	this	consulting	project?	Have	you	worked	with	consultants	on	projects	before?	What	worked	or	didn’t	work	for	you	in	that	scenario?	5.	Create	a	Tailored	Sales	Pitch	Once	your	potential	client	has	answered	these	(or	similar)	questions,	you	will	have	the	information
to	tailor	your	sales	pitch.	Ultimately,	you’ll	be	able	to	win	more	deals	and	weed	out	projects	that	aren’t	the	right	fit.	As	you	learn	more	about	potential	client	budgets,	this	will	help	you	determine	the	right	consulting	rate	for	your	proposals.	6.	Be	Honest	and	Transparent	Qualifying	doesn’t	just	stop	there.	Not	only	does	it	ensure	that	you’re	pitching	to
more	promising	leads,	but	it	also	attracts	new	prospects.	Sharing	your	qualification	process	with	your	clients	shows	an	honest	and	transparent	business	practice,	and	gives	them	confidence	from	the	outset.	After	all,	the	search	for	the	perfect	fit	between	client	and	consultant	will	benefit	all	sides	if	conducted	earnestly.	7.	Grow	Your	Pipeline	Today,	you
can	use	technology	to	sell	yourself	by	expanding	your	reach.		By	using	an	online	consulting	job	marketplace,	you	can	let	potential	clients	know	that	you	are	available	for	work,	which	saves	you	time	and	helps	you	build	a	pipeline	of	projects.	By	creating	a	professional	profile	in	an	online	consulting	job	marketplace,	hiring	managers	looking	for
independent	talent	can	find	you,	learn	about	your	skills	and	expertise,	and	reach	out	to	you	regarding	projects	that	may	be	a	good	fit	for	you.		One	great	place	to	start	is	MBO’s	marketplace	where	you	can	find	projects	with	top	companies	in	a	variety	of	industries.	For	more	tips	on	how	to	sell	your	services,	read	6	Ways	to	Get	More	Consulting	Clients.	
Professional	who	provides	advice	in	their	specific	field	of	expertise	This	article	is	about	professional	consultants.	For	medical	consultant,	see	Consultant	(medicine).	For	other	uses,	see	Consultant	(disambiguation).	"Consultancy"	redirects	here.	For	companies,	see	Consulting	firm.	A	consultant	(from	Latin:	consultare	"to	deliberate")[1]	is	a
professional	(also	known	as	expert,	specialist,	see	variations	of	meaning	below)	who	provides	advice	or	services	in	an	area	of	specialization	(generally	to	medium	or	large-size	corporations).[2][3][4][5][6][7][8]	Consulting	services	generally	fall	under	the	domain	of	professional	services,	as	contingent	work.[9]	The	Harvard	Business	School	defines	a
consultant	as	someone	who	advises	on	"how	to	modify,	proceed	in,	or	streamline	a	given	process	within	a	specialized	field".[10]	According	to	Institute	of	Management	Consultants	USA,	"The	value	of	a	consultant	[as	compared	to	a	subject-matter	expert	(SME)][11][12][13]	is	to	be	able	to	correctly	diagnose	and	effectively	transform	an	often	ill-defined
problem	and	apply	information,	resources	and	processes	to	create	a	workable	and	usable	solution.	Some	experts	are	good	consultants	and	vice	versa,	some	are	neither,	few	are	both."[14]	Another	differentiation	would	be	that	a	consultant	sells	advice,	whereas	an	expert	sells	their	expertise.	Other	differentiations	exist	for	consultants	vs.	coaches[15]	or
SMEs	vs.	team	leaders.[16]	Consultants	do	not	have	to	be	subject-matter	experts	as	consulting	agreements	are	a	form	of	labor	contract	-	comparable	to	staffing,	which	a	client	procures	for	more	generalized	labor,	whereas	consulting	is	for	more	specialized	labor.	Thus,	in	contrast	to	advisory	services,	which	is	not	a	labor	contract	but	an	actual	service
(advisory	services	never	become	part	of	the	procuring	organization)	the	market	for	consulting	agreements	follows	the	demand	for	specialized	labor	in	the	form	of	a	consulting	procurement,	and	so	while	competence	and	experience	is	naturally	an	advantage	for	when	looking	to	sell	consulting	services,	it	is	not	a	prerequisite	in	the	same	way	that	it	is	for
advisory	services	where	the	service	provider	per	definition	relies	on	some	level	of	competence	and	experience	for	its	relevance.[17][18][19]	Sometimes,	the	word	consultant	applies	specifically	to	someone	or	organization	that	provides	knowledge,	advice	or	service;	whereas	the	contractor	builds	something	for	the	client.[20][21]	The	role	of	a	consultant
outside	the	medical	sphere	(where	the	term	is	used	specifically	for	a	grade	of	doctor)	can	fall	under	one	of	two	general	categories:	Internal	consultant:[22]	someone	who	is	either	employed	by	or	contracted	by	a	client	organization,	and	operates	within	a	client-organization,[23]	sometimes	within	an	internal	consultancy	unit.;[24]	or	External	consultant:
[22]	someone	who	is	employed	externally	to	the	client,	either	by	a	consulting	firm,	some	other	agency	or	as	an	independent	freelancer,	whose	expertise	is	provided	under	contract	for	a	fee	or	rate.[25]	By	procuring	consulting	services,	clients	may	acquire	access	to	higher	grades	of	expertise	than	would	be	financially	feasible	for	them	to	retain	in-house
on	a	long-term	basis.[26][27]	Moreover,	clients	can	control	their	expenditures	on	consulting	services	by	only	purchasing	as	much	services	from	the	outside	consultant	as	desired.	Additionally,	consultants	are	key	persons	with	specific	domain-skills	in	creating	strategies,[7]	leading	change[28][29][30]	(e.g.	digitalization[31][32][33]),	leadership
coaching,[34]	interim	management[35]	(also	called	consultant	manager[36]),	etc.[5]	Another	business-case	is	that	a	consultant	may	save	the	company	money:	for	example,	a	specialist	tax-consultant	who	saves	the	company	20%	on	its	taxes,	and	only	charges	10%	in	fees,	enables	the	company	to	net	a	10%	savings.[20]	A	portion	of	professional	services
in	demand	for	clients	are	simply	not	necessary	to	retain	in	house,	as	they	may	be	sporadic	in	nature,	at	which	a	consultant	offers	a	reduction	in	payroll	for	the	client.	In	the	UK	government	sector,	since	2010	the	Cabinet	Office	has	required	government	departments	to	implement	spending	controls	which	restrict	the	appointment	of	consultants	and
temporary	staff	in	order	to	regulate	consultancy	expenditure	and	ensure	that	the	use	of	consultants	offers	value	for	money.[37]	A	National	Audit	Office	report	published	in	2015	recommended	that	all	UK	government	departments	adopt	a	"strategic	plan"	to	assess	their	current	skills	and	expected	"skill	gaps",	so	that	their	future	need	for	consultants
and	temporary	staff	could	be	better	predicted.[37]	Consultants	provide	their	services	to	their	clients	in	a	variety	of	forms.	Reports	and	presentations	are	often	used.[38]	Advice	can	be	general	(high	degree	of	quality	of	communication)	and	also	domain-focused.[39]	However,	in	some	specialized	fields,	the	consultant	may	develop	as	well	as	implement
customized	software	or	other	products	for	the	client.[40]	Depending	on	the	nature	(also	named	mandate	or	statement	of	work	or	assignment)	of	the	consulting	services	and	the	wishes	of	the	client,	the	advice	from	the	consultant	may	be	made	public,	by	placing	the	report	or	presentation	online,	or	the	advice	may	be	kept	confidential	(under	a	Non-
disclosure	agreement	or	within	the	clients-company),	and	only	given	to	the	senior	executives	of	the	organization.	Consultants	work	for	(consulting)	firms	or	as	freelance	contractors.	A	consultant	differs	from	a	temporary	worker	insofar	as	they	have,	as	detailed	above,	a	highly	specialized	career	and	domain	knowledge.[41]	This	could	be	true	for	a
temporary	worker	too,	however,	for	example	a	medical	consultant	is	unlikely	to	suddenly	become	a	hotel	receptionist,	whereas	a	temporary	worker	might	change	domains	and	branches	more	frequently.	Furthermore,	a	consultant	usually	signs	a	service-type	employee	contract	(known	as	fixed-term,	full-time,	part-time),[42]	whereas	a	temporary
worker	will	only	be	offered	a	temporary	(and	scope	limited)	contract	or	a	work-results	type	contract	(e.	g.	in	Germany	a	specific	type	of	contract	called	Werksvertrag[43])	to	fulfill	or	create	a	specific	work.	Additionally,	a	temporary	worker	might	be	directed	and	managed	by	a	client,	whereas	a	consultant	is	employed	by	a	company	(or	self)	and
provides	services	for	a	client.	The	consultant	may	not	be	provided	work-related	instruments	or	tools,	but	only	the	necessary	infrastructure	and	accesses	the	consultant	needs	to	fulfill	the	statement	of	work,	e.g.	access	to	internal	IT	networks	or	client-side	laboratory.	Moreover,	a	consultant	might	engage	in	multi-project	services	(matrix	organization)
for	the	client	or	for	internal	projects/activities	at	the	employer	firm.[44][45][46][47]	In	his	book,	The	Consulting	Bible,	Alan	Weiss	defines	that	"When	we	[consultants]	walk	away	from	a	client,	the	client's	conditions	should	be	better	than	it	was	before	we	arrived	or	we've	failed."[48]	There	is	no	legal	protection	given	to	the	job	title	'consultant'.[49]	The
consultant's	career	path	is	usually	not	at	the	client's	side,[50]	however	the	consultant	will	very	likely	be	introduced	into	the	client's	organizational	program	or	project	structure.	Novel	collaborations	of	expert-contractors	or	independent	consultants	especially	in	ICT	sector	exist,	e.g.	ThoughtWorks.	A	consultant's	activity	can	last	anywhere	from	an
hourly	consultation,	to	a	one-day	service,	three	months,	12	months	or	more.	For	complex	projects,	a	longer	period	is	needed	for	the	consultant	to	analyze,	resolve	the	root	cause,	get	to	know	the	stakeholders	and	organizational-situation,	etc.	Usually	the	engagement	has	set	legal	boundaries	under	given	law	to	avoid	(specifically	for	freelance-
contractors)	the	problem	of	false	self-employment	(see	also	Umbrella	company).	The	person	at	client	location	is	sometimes	called	a	Resident.	By	spending	time	at	the	client's	organization,	the	consultant	is	able	to	observe	work	processes,	interview	workers,	managers,	executives,	board	members,	or	other	individuals,	and	study	how	the	organization
operates	to	provide	their	services.	In	some	settings,	a	consultant	is	signing	a	specific	contract	and	is	hired	as	an	interim	manager	or	executive	with	advanced	authority	or	shared	responsibility	or	decision	making	of	client-side	activities,	filling	a	vacant	position	which	could	and	cannot	be	filled	with	an	internal	candidate.	This	is	often	the	case	by	the
client-organization	due	to	other	constraints,	such	as	corporate	compliance	and	HR-processes,	which	lead	to	prolonged	hiring	paths	beyond	six	months,	which	is	often	unacceptable	for	leadership	roles.[51][52]	Research	and	analysis	can	occur	at	the	consultants'	offices	(sometimes	called	back	office)	or	home-offices	or	via	remote	work.	In	the	case	of
smaller	consulting	firms,	consultants	typically	work	at	the	site	of	the	client	for	at	least	some	of	the	time.	The	governing	factor	on	where	a	consultant	works	tends	to	be	the	amount	of	interaction	required	with	other	employees	of	the	client.	If	a	management	consultant	is	providing	advice	to	a	software	firm	that	is	struggling	with	employee	morale,
absenteeism	and	issues	with	resignation	by	managers	and	senior	engineers,	the	consultant	will	probably	spend	a	good	deal	of	time	at	the	client's	office,	interviewing	staff,	engineers,	managers	and	executives,	and	observing	work	processes.	On	the	other	hand,	a	legal	consultant	asked	to	provide	advice	on	a	specific	property	law	issue	might	only	have	a
few	meetings	at	the	client's	office,	and	conduct	the	majority	of	his	work	at	the	consultant's	office	and	in	legal	libraries.	Similarly,	the	growth	of	online,	highly	skilled	consultant	freelance	marketplaces	has	begun	to	grow.[53]	Additionally,	the	COVID-19	pandemic	has	resulted	in	an	increase	in	remote	work	and	demand	for	online-work	skills	to	continue
business	or	operations.[54][55]	Also	known	as	ICUs	-	Internal	Consulting	Units,	which	are	departments	or	specialists	groups	created	by	or	maintained	by	usually	larger	companies	for	their	own	consulting	service	needs	along	the	business	chain.	ICUs	might	be	internal	or	own-run	businesses.[56][57]	The	following	qualities	are	found	to	be	helpful	for	a
successful	consulting	career.	From	Accenture	blog,	one	of	the	main	IT	consultancies	in	the	world,	the	following	factors	play	an	important	role:[58]	A	service-oriented	mindset	Sharing	of	great	work	Seizing	of	opportunities	Setting	of	goals,	seeking	of	advice	and	taking	time	to	reflect	Bronnenmayer	et	al.	investigated,	by	applying	a	structural	equation
model,	and	due	to	little	empirical	research,	the	management	consulting's	success	factors	from	a	client	perspective.	It	is	found	that	Consultant	Expertise,	Intensity	of	Collaboration	and	Common	Vision	have	strongest	performance	impact	on	success.[59]	Common	vision	Intensity	of	collaboration	Trust	Project	management	Consultant	expertise	Provided
resources	Top	management	support	Sindermann	and	Sawyer	conclude	in	their	book	The	Scientist	as	Consultant,	that	a	[scientific]	consultant	is	successful,	if	they	have	"achieved	a	viable	mix	of	technical	proficiency	and	business	skills"	with	"technical	proficiency"	meaning	excellence	in	competence,	credibility,	effective	networking	with	colleagues,	and
ability	to	negotiate.[60]	According	to	management	consultant	Dirk	Hartel,	the	following	ten	objectives	or	rules	are	key	to	a	successful	consulting	career:[61]	Customer	first	-	Especially	the	meaning	of	being	available	(time)	for	customer	needs	Appearance	-	Understanding	of	self-image	and	dress	for	the	job	Determined	friendliness	-	Having	concrete
mindset	and	goals,	but	being	diplomatic	too	Punctuality	-	Leading	time	management,	starting	and	finishing	on	time,	being	prepared	Engagement	and	productivity	-	Supporting,	being	pro-active,	etc.	Critical	questioning	-	Nobody	is	born	a	consultant;	asking	the	right	questions	is	a	key	skill	Feedback	-	Request	regular	feedback,	asking	for	critique	rather
than	waiting	for	it	Acceptance	of	hierarchies	-	Professional	navigation	in	client	organization,	knowing	authority-levels,	being	respectful	and	being	confidential	with	customer	information	Stakeholder	behavior	-	Study	and	understanding	of	client	behavior	and	culture;	inspiring	stakeholders	with	presentations,	etc.	Being	courageous	-	Consulting-life	is
challenging,	never	lose	trust	in	yourself,	but	also	reflect	and	lead	a	positive	and	good	life	Consultants	are	often	outsiders	to	the	client	organization.	On	one	hand,	this	means	their	work	methods,	expertise,	behaviors,	etc.	differ	from	the	client-employees	and	organizational,	and	is	exactly	what	the	client	needs,	however	it	can	also	be	a	considerable
disadvantage	for	a	successful	engagement	and	may	lead	to	a	less	intimate	cooperation	with	the	client's	business.[62][63]	Next	to	general	challenges,	domain-specific	challenges	for	consultants	exist.[64]	In	palliative	medicine	consulting,	emotions,	beliefs,	sensitive	topics,	difficulty	communicating	and	prognosis	interpretation,	or	patients	expectations
despite	critical	illness	are	some	of	the	challenges	faced	by	the	consultant.[65]	According	to	Kelman,[66]	"One	danger	is	that	[the	counselor]	does	not	recognize	the	control	that	he	is	exercising	over	the	client's	behavior.	The	other	is	that	he	is	so	convinced	that	he	is	doing	good	for	the	client	that	he	does	not	realize	the	double-edged	nature	of	the
control	he	is	exercising."[67]	A	consultant	therefore	needs	to	be	aware	and	in	control	of	her	or	his	manipulative	influences	in	particular	counseling	settings.	Hartel	mentions	several	challenges	that	are	based	on	the	types	of	consultants,	including	a	consultant	in	a	short-term	role,	as	integrator,	as	driver,	as	project	manager	or	methodology	guru,	know-
how	expert,	or	as	scapegoat.[68]	In	case	of	consultant	as	integrator,	the	consultant	has	the	challenging	task	to	resolve,	negotiate,	facilitate,	mediate	political	situations	in	companies	to	move	forward,	such	as	different	opinions,	critical	characters	(persons),	difficult	relationships	or	interfaces,	goal	conflicts,	power	games,	etc.	In	case	of	consultant	as
scapegoat,	the	consultant,	who	is	external	to	the	company,	is	the	one	to	announce	difficult	company	decisions	such	as	layoffs	or	reorganizations,	but	it	is	important	that	the	consultant	acts	professional	and	competent,	not	just	as	"Rambo	in	suit".[68]	Consultants	may	face	several	organizational	challenges,	e.	g.	internal	consultants	are	faced	with	the
paradoxes	to	maintain	a	good	balance	between	knowing	the	internal	company	structure	and	at	the	same	time	staying	neutral	and	objective,	keeping	a	marginal	position	between	the	client	and	the	provided	service.[22]	Further,	depending	on	the	hiring	company's	understanding	how	to	work	with	a	consultant,	the	consultant	might	be	seen	as	disruption
to	the	in-house	employees	status.[69]	Harrington	notes	that	some	people	transferring	from	an	employee	role	to	working	as	a	consultant	are	uncertain	about	how	to	price	their	services.[70]	General	issues	faced	by	a	consultant	can	be	stress,[71]	productivity	issues	with	meetings,[72]	general	"technostresses",[73]	high-paced	and	changing	business
environments	and	situations,[74]	etc.	In	case	of	corporate	and	industrial	consultants,	the	role	is	further	challenged	to	act	and	become	the	"translator	of	information"	from	various	different	client-company	cultures	and	procedures	(processes)	and	between	her	or	his	employer-side	team,	managers	and	leadership	team.	What	is	an	important	goal	to	the
current	client	is	usually	not	similar	for	any	other	client	due	to	multiple	variations	in	company	size,	history,	product,	program,	organizational	structure,	leadership,	etc.	Hence	the	consultant	must	be	excellent	in	sensing	and	communicating	between	different	layers	in	the	organization	and	further	across	it,	while	maintaining	authenticity,	integrity	and
trustworthiness	with	all	parties	involved.[75][76]	Independent	consultants	(contractors	or	freelancer)	usually	need	to	fulfil	taxation	requirements	given	by	laws,	specifically	challenging	employment	status	to	avoid	'disguised'	employment.[77]	Compared	to	contracting,	consulting	can	be	seen	as	being	"in	business	in	your	own	right",	not	controlled	by
your	client,	etc.	placing	a	consultant	"well	outside"	of	e.	g.	IR35.[20]	Alan	Weiss	provides	20	"factors"	for	consultants	in	the	US	(IRS),	which	are	similar	in	other	countries,	to	avoid	or	understand	in	terms	of	their	business	activity.	Amongst	those,	the	consultant	is	not	supposed	to	be	instructed	by	the	client,	should	not	receive	similar	training	as
employees,	has	the	right	to	sub-contract,	should	not	be	integrated	into	the	organizational	structure,	etc.	to	avoid	legal-status	and	taxation	issues.[78]	There	is	no	single	qualification	to	becoming	a	consultant,	other	than	those	laid	down	in	relation	to	medical,	psychological	and	engineering	personnel	who	have	attained	this	level-degree	in	it	or
professional	licenses,	such	as	Chartered	Engineer.[79]	Consultants	may	hold	undergraduate	degrees,	graduate	degrees,	professional	degrees	or	professional	designations	pertaining	to	their	field(s)	of	expertise.[79]	In	some	fields,	a	consultant	may	be	required	to	hold	certain	professional	licenses	(e.g.,	a	civil	engineer	providing	consulting	on	a	bridge
project	may	have	to	be	a	professional	engineer).[79]	In	other	types	of	consulting,	there	may	be	no	specific	qualification	requirements.	A	legal	consultant	may	have	to	be	a	member	of	the	bar	or	hold	a	law	degree.	An	accounting	consultant	may	have	to	have	an	accounting	designation,	such	as	Chartered	Accountant	status.	Some	individuals	become
consultants	after	a	lengthy	and	distinguished	career	as	an	executive	or	political	leader	or	employee,	so	their	lengthy	and	exposed	experience	may	be	their	main	asset.[30][80][81]	Various	accreditation	bodies	for	consultants	exist:	AACSB	-	Association	to	Advance	Collegiate	Schools	of	Business	AMBA	-	Association	of	MBAs	CIMC	-	Chartered	Institute	of
Management	Consultants	(US)[82]	CMI	-	Chartered	Management	Institute	(UK)	IC	-	Institute	of	Consulting	(UK)	EFMD	-	European	Foundation	for	Management	Development	(EQUIS)	FEANI	-	European	federation	of	professional	engineers	Institute	of	Management	Consultants	(IMC	USA)	International	Federation	of	Consulting	Engineers	(FIDIC)	The
International	Council	of	Management	Consulting	Institutes	(ICMCI)	The	Chartered	Institute	of	Legal	Executives	-	(CILEX),	UK.	The	Institute	of	Commercial	Management	-	(ICM),	UK.	Accredited	practitioners	in	all	fields	(including	medical)	can	be	bound	by	a	Code	of	Ethics	or	Code	of	Conduct.[83][84][85]	Ethics	in	the	field	of	business	consulting	and
organizations	is	still	a	subject	under	research.[86][87]	A	thorough	discussion	of	ethics	in	the	field	of	consultation	is	given	in	Lippitt	&	Lippitt[67]	(see	also	2nd	edition	in	English[88]).	Here	the	authors	mention	several	guidelines	and	definitions	including	Shay,[89]	the	Association	of	Consulting	Management	Engineers	(1966),	American	Society	for
Training	and	Development	(1977),	Academy	of	Management	(1976)	and	conclude	their	own	codex	with	the	following	attributes	(see	below).	Additionally,	the	authors	mention	the	difficulty	in	applying	the	codex	and	scenarios	of	how	to	track	adherence	and	how	to	judge	violations	in	accordance	with	other	bodies,	such	as	APA	(American	Psychological
Association)	and	CSPEC	(or	CSCE)	(Committee	on	Scientific	and	Professional	Ethics)[90]	and	conclude	that	"The	most	important	aspect	in	the	formulation	of	a	code	of	conduct	however,	is	the	recognition	of	a	fundamental	moral	standard.	Only	then	is	compliance	with	the	rules	guaranteed."[67]	There	exist	various	forms,	types	and	areas	or	industries	of
consultants.	The	following	list	provides	some	examples:	Franchise	consulting	Human	resource	consulting	-	Specialists	who	provide	expertise	around	employment	practice	and	people	management.	Interim	management	-	Often	independent	consultants	who	act	as	interim	executives	(any	CxO)	with	decision-making	power	under	corporate	policies	or
statutes.	They	may	sit	on	specially	constituted	boards	or	committees.	Performance	consulting	-	Consultants	who	focus	on	the	execution	of	an	initiative	or	overall	performance	of	their	client.[91]	Management	consulting	-	Professionals	working	on	the	development	of	and	improvement	to	organizational	strategy	alongside	senior	management	in	many
industries.[92]	ISO	20700	standard	has	been	available	since	2017.[93]	Market-entry	consultant	Media	consultant	Process	consultants	-	Specialists	in	the	design	or	improvement	of	e.g.	operational	processes	in	specific	sectors,	e.g.	medical	industry	Statistical	consultant	Environment	Consultant	-	a	new	off	shoot	of	consulting	helping	industrial	and
infrastructural	projects	to	mitigate	the	environmental	impacts.	Tax	advisor	Information-technology	consulting	-	Experts	in	Computer-technology	disciplines	such	as	computer	hardware,	software	engineering,	or	networks.[94]	Elevator	consultant	Creative	consultant	Image	consulting	Theatre	consultant	Biotechnology	consulting	Consultant	(medical)	-
the	most	senior	grade	of	hospital	doctor	in	the	United	Kingdom.	Consultant	pharmacist	Consulting	psychology	Lactation	consultant	Economic	analyst	Employment	consultant	Environmental	consulting	Foreclosure	consultant	Immigration	consultants	-	Help	with	the	legal	procedures	of	immigration	from	one	country	to	another.	Legal	nurse	consultant
Political	consulting	Public	sector	consulting	Trial	consulting	Educational	consultants	-	Assist	students	or	parents	in	making	educational	decisions	and	giving	advice	in	various	issues,	such	as	tuition,	fees,	visas,	and	enrolling	in	higher	education.	Faculty	consultant	Alan	Weiss	(entrepreneur)	Arthur	E.	Andersen	(Accenture)	Bill	Bain	(Bain	&	Company)
Edwin	G.	Booz,	James	L.	Allen,	Carl	L.	Hamilton	Bruce	Henderson	(founder	of	BCG)	Clay	Christensen	Fred	Gluck	Gary	Hamel	George	Gallup	(Gallup	Inc.)	Henry	Mintzberg	James	O.	McKinsey	Michael	Porter	Peter	Block	Rajat	Gupta	Further	prominent	thinkers	are	also	listed	in	the	Strategy	portal.	Business	school	Capital	management	Consulting	firm
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