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THE 
EVERYTHING
START YOUR OWN 
CONSULTING BUSINESS BOOK 

Love to give advice? Want to get paid to give advice? Consider starting a consulting business!

Consultants use their own knowledge and experience to help others solve problems. Consultants answer questions about adventure travel, advertising, aviation, biotechnology, business writing, college entrance, dog training, estate planning, event planning, fashion, fundraising, honeymoon planning, and hundreds of other personal and business topics. Chances are that if you are—or want to be—an expert in anything, you can sell your services as a consultant!

But where do you start? How can you develop your credentials? How and where do you find clients? How do you establish profitable pricing for your services? Should you work at home or from an office? How do you pay taxes? How do you succeed as a consultant?

This book answers these and many other vital questions to guide you into the growing field of consulting. Its twenty chapters and extensive glossary of consulting business terms will help you mold your own skills into a viable business that serves others and brings you an honest income. 

Who am I? A successful consultant! I’ve helped many thousands of people start businesses of all types over the past four decades. And I’ve operated many successful service businesses myself. I am your guide.

So get ready to take the first step toward starting and profiting from your own consulting business.



To your success, 
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Welcome to the EVERYTHING® Series! 

These handy, accessible books give you all you need to tackle a difficult project, gain a new hobby, comprehend a fascinating topic, prepare for an exam, or even brush up on something you learned back in school but have since forgotten.

You can choose to read an Everything® book from cover to cover or just pick out the information you want from our four useful boxes: e-questions, e-facts, e-alerts, and e-ssentials.

We give you everything you need to know on the subject, but throw in a lot of fun stuff along the way, too.

We now have more than 400 Everything® books in print, spanning such wide-ranging categories as weddings, pregnancy, cooking, music instruction, foreign language, crafts, pets, New Age, and so much more. When you’re done reading them all, you can finally say you know Everything®!
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“Have two goals: wisdom—that is, knowing 
and doing right—and common sense. Don’t 
let them slip away, for they fill you with living 
energy, and bring you honor and respect.”

—Proverbs 3:21–22 
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Top Ten Things Every Successful 
Consultant Must Know 

1. What your unique expertise is.

2. Who needs your expertise.

3. How you can build your credentials.

4. How you can make your prospects contact you with their problems.

5. How you can efficiently solve your clients’ problems.

6. How you can expand the need for your services.

7. Who your competitors are.

8. What your competitors are doing right now.

9. Whether your business is profitable and, if not, what to do about it.

10. How to continue to enjoy what you are doing.


Introduction 

“A CONSULTANT IS ANYONE who carries a briefcase and comes from more than 200 miles away.” Funny, but not true. Actually, a consultant is someone who sells advice to someone who needs it. It’s that simple. And this year, more than 100,000 consultants will sell advice for more than $20 billion. That’s big business!

Consultants are simply experts for hire. They range from large investment firms to personal trainers. Their expertise ranges from accounting to zoning, acne eradication to zipper design, weddings to funerals. They operate from offices, briefcases, and their own homes. They are paid to know and to share. Management, scientific, technical, consumer, and lifestyle consultants are paid well for their advice—if they know how to start and run a successful consulting service. This book can help you decide if consulting is a smart career and lifestyle move for you.

This book is structured to guide you through the process of considering, planning, developing, and operating a consulting business in any one of a thousand fields. It assumes that your knowledge of business management is primarily from the outside, as a consumer or an employee. It helps you find and hone your expertise. It guides you in the structure of a profitable advice service that you can apply toward your own unique business success.

Sidebars offer additional information that you put to work right now as you plan or expand your consulting business. The sidebars include E-Fact (facts and statistics), E-Alert (cautions), E-ssential (tips), and E-Question (questions and answers), written to clarify and guide you as you start your consulting business.


CHAPTER 1 

Opportunities for Consultants 

Consulting is a multibillion dollar business. It includes everything from corporate investment consultants to child care advisors. But what is it that consultants do to earn their fees? What special knowledge or skills do they have that others don’t? How much do they earn? And, most important, how can you start your own consulting business? This first chapter opens the door to the world of consulting so you can find opportunities that fit your skills and goals.


The Life of Consultants

It is said that a consultant is anyone who carries a briefcase and comes from more than 200 miles away. That’s not quite true, but it reflects the image that a consultant is someone with objective knowledge.

Actually, a consultant is someone who sells advice to those who need it. Useful advice may be developed through the consultant’s knowledge of a subject, the skill of problem solving, or the ability to research. To better understand what consultants do, following is a description of a typical consulting service.
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Consultant, from the Latin word consultare, means “to discuss.” Synonyms include counselor and advisor. However, the meaning has been diluted—for instance, a garbage truck driver can carry the title “waste management transportation consultant.” A professional consultant offers valuable advice for a fee.

Typical Consulting Service 

Communication Solutions is a business communications consulting service in the Pacific Northwest. President Walter Curtis had fifteen years of experience in the marketing communications field before striking out on his own. Actually, he was pushed.

As project manager for a training service, Walt was responsible for producing industrial training manuals in the pulp and paper industry. He had risen from writer to project coordinator to project manager. After four years, the training contract ended and was not renewed. Walt was out of a job. He had previously worked as a copywriter for a large regional advertising agency. Before that he had been a staff writer for a business publication. Walt knew business and he knew communications. He just didn’t know what he was going to do next.

Fortunately, he heard about a small writing project through a trade association of which he was a member. The project would only last four weeks but would pay about twice what Walt previously made in a month. He took it. The small project grew into a larger project, as they sometimes do. Fortunately, Walt’s agreement required a per diem (per day) rather than a flat fee for the project. The longer the project lasted, the more Walt was paid.

Three months later, Walt decided that he couldn’t count on an eternal project, so he took a day off to pursue other contracts. Walt came up with a business name—Communication Solutions—that sounded like he had been a communications consultant that solved problems, and had business cards made up. He wrote a short brochure listing his experience and qualifications. He set up four appointments for the day and started making the rounds. He soon had sufficient jobs to carry him for the next eight months. Walt was in business for himself.
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What is it that consultants sell? 
Solutions! Every client has a problem that needs to be solved. The best—and highest paid—consultants are those who clearly identify the problem, get agreement on it from the client, and help the client work toward the agreed solution. Your client’s underlying question is: “Can you help me solve my problem—even if I don’t know exactly what the problem is?”

Today, Communication Solutions consults with high-tech businesses in the Willamette Valley. It helps clients define their communication goals, find writers and other resources, and review their marketing documents to make sure they are efficient. Communication Solutions charges $155 an hour for consulting services. Writing projects are bid at $110 an hour. Walt has one full-time and one part-time associate who help him develop communication projects. Both work as independent contractors on a percentage of gross income.

After two difficult years, Walt has sufficient contracts to begin taking Friday afternoons off. He justifies it by saying, “I’m the boss!”

Business Consulting 

There are two broad categories of consulting services, each with overlap: business consulting and consumer consulting. Let’s look at the larger group first: business consulting.

The following is a list of common business consulting services. Each can be redirected into many more:



• Acoustics 

• Advertising 

• Architecture 

• Auditing 

• Automotive 

• Aviation 

• Biotechnology 

• Body language 

• Building 

  management 

• Business selling 

• Business startup 

• Business travel 

• Business writing 

• Communication 

• Community relations 

• Computer hardware 

• Computer software 

• Construction 

  management 

• Convention planning 

• Data processing 

• Direct marketing 

• E-Business 

• Economic research 

• Editorial 

• Employee benefits 

• Engineering 

• Environmental 

• Etiquette 

• Executive search 

• Financial management 

• Food services 

• Foreclosure 

• Forestry 

• Franchising 

• Fundraising 

• Gaming 

• Government relations 

• Grant writing 

• Graphic design 

• Hospital administration 

• Hotel management 

• Human resource 

• Immigration 

• Information technology 

• Insurance 

• Inventory control 

• Investments 

• Labor relations 

• Land-use planning 

• Leasing 

• Licensing 

• Mail order 

• Management 

• Marketing 

• Material handling 

• Mergers and acquisitions 

• Office management 

• Online business 

• Operations 

• Opinion polls 

• Organizational 

  development 

• Payroll management 

• Performance 

• Political 

• Pollution control 

• Product design 

• Programming 

• Public affairs 

• Publishing 

• Purchasing 

• Quality control 

• Real estate 

  investment 

• Recycling 

• Rehabilitation 

• Restaurant 

  management 

• Retailing 

• Reunion planning 

• Safety 

• Salary administration 

• Sales 

• Sanitation 

• Security 

• Search engine optimization 

• Shipping 

• Small business 

• Social services 

• Stockholder relations 

• Strategic planning 

• Tax law 

• Technical writing 

• Telecommunications 

• Traffic control 

• Translation 

• Trial 

• Urban renewal 

• Venture capital 

• Wage administration 

• Warehousing 

• Waste management 

• Website design 

• Winery management 

• Writing 



In addition to a specialty, a business consulting service may decide to specialize in one of two approaches to advising clients. The service may emphasize the resolution of an issue or the transfer of needed skills to the client.

For example, a restaurant with cash flow problems may only need advice on how to resolve that specific problem. Or the owner may need to be trained in advanced cash flow forecasting and other aspects of business management.

There are advantages and disadvantages to both approaches for the consultant and the client. Problem resolution is less expensive for the client, but it may not solve the underlying cause. Skill transfer is more expensive for the client, but it reduces dependence on the consultant. You’ll learn more about these consulting methods in this book.

[image: 9781605503653_0159_001]

The Association of Management Consulting Firms (http://amcf.org) says that business consultants typically earn $65,000 to $300,000 a year in salaries and bonuses. Their employers charge clients much more in order to make a profit. Independent business consultants often charge by the hour; hourly fees range from $100 to $400 depending on the specialized knowledge and experience—and the value of the solutions.

Personal Consulting 

Businesses aren’t the only clients for useful advice. Consumers also need informed help making decisions. The following is a list of common personal consulting services. Add to this list the business consulting services that can be used by individuals, such as aviation, body language, communication, and recycling. Personal consulting services could include:



• Adventure travel 

• Aerobics 

• Beauty 

• Career 

• Child care 

• College entrance 

• Credit 

• Cruises 

• Dog training 

• Estate planning 

• Event planning 

• Family relations 

• Family travel 

• Fashion 

• Fitness 

• Gardening 

• Golf 

• Health services 

• Home buying 

• Home remodeling 

• Home repair 

• Honeymoons 

• Image 

• Interior decorating 

• Interior design 

• Journal writing 

• Landscaping 

• Makeover 

• Marriage relations 

• Medical 

• Music 

• Party planning 

• Personal image 

• Personal trainer 

• Pet selection 

• Photography 

• Poker 

• Religion 

• Relocation 

• Resume 

• Spiritual 

• Studying 

• Taxes 

• Voice 

• Wardrobe 

• Wedding 

• Weight loss 

• Women’s issues 

• Woodworking 



These are just a few of the hundreds of topics on which consumers want help.
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Full-time consumer consultants typically earn $50 to $120 an hour and six-figure annual salaries. Others operate part time from their homes, bringing in $40,000 to $100,000 a year in gross income. Make sure there is a niche for your business in your market, but be wary of markets that seem saturated.

Within these fields, there are many areas of specialization that can be selected to fit your client’s needs as well as your own interests and skills. For example, you may decide to specialize in advising clients how to select a pet that has the appropriate personality and temperament for their needs. Or you may specialize in helping college students manage their time more efficiently. Or you may have qualifications to offer advice on planning a Muslim wedding ceremony. What do you know that others would pay to know?

Consumer consultants aren’t typically paid as much as business consultants. The primary reason is that a business can financially benefit from useful advice, so it is in a position to pay more for that advice. In addition, credentials for a business consultant are often more difficult and expensive to acquire that those for a consumer consultant. Even so, a consumer consultant with strong credentials and valuable advice serving a specific market can make an excellent income.

Consulting in the Information Age

Technology has influenced all aspects of modern life for both businesses and consumers. Technology offers many tools that help consultants gather information and help their clients. The Information Age—the wide sharing of information using technology—has expanded knowledge and opened up opportunities for problem-solving consultants.

Modern Consulting 

Here’s an example of consulting in the Information Age. A successful direct marketing consultant serves clients throughout the United States without ever leaving her rural home in South Dakota. Her office is in her house, which has three incoming lines for telephones, faxes, and broadband Internet access. She has an answering system that sounds like she has a receptionist and a computer system that allows her to quickly develop graphic layouts for clients. From her office, she can simultaneously send her monthly newsletter by e-mail to thousands of clients and prospects. She sends and receives dozens of e-mail messages from clients and resources each day. She even does her banking and orders office supplies online. She recently installed a video telephone conferencing system for face-to-face meetings with her primary clients in New York City, Chicago, and Los Angeles.
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The Internet that allows you to consult with out-of-town clients also allows your clients to develop business relationships with consultants in other countries—at lower fees. Make sure your service is not one that draws competition from consultants in countries where the cost of living is dramatically below yours.

Consumer consultants can also use the Internet to interface with prospective and regular clients. However, most rely on face-to-face relations, using the Internet as a marketing and communication tool. Their web page and e-mail addresses are included on business cards, but most of their consulting is done in person.

Computers and the Internet 

The Internet has dramatically changed how all businesses manage their processes. It has been especially powerful in the past decade as consumers of all ages rely on the worldwide web and search engines such as Google to find useful information on any topic.

Computers are numerical machines, and the Internet began as a resource for sharing data. To help in decisions, data must be converted into information, then knowledge. That process requires knowledgeable human beings who can use data to develop solutions.

Fortunately, you don’t have to be a computer wizard to use the power of computers and the Internet in your consulting business. This book describes and offers specific resources that you can use to help your clients. The Internet is one. If you are intimidated by the thought of using computers, you have two choices:



• Select a consulting business design that doesn’t require computers 

• Learn how to use computers, one step at a time 



Remember that your competitors probably have an Internet presence and that not using the Internet may put you at a competitive disadvantage.

Primary Consulting Services

What is it that consultants actually do? They help clients solve specific problems. And they do so by using a process. A process is a series of operations required in making a product or furnishing a service. The process of making a hamburger, for example, requires knowledge (how to prepare), materials (meat, bun, pickle, special sauce), labor (cooking, assembling, packaging), and results in a specific output (a hamburger) in a form the client wants. Your consulting process will work the same way.

Consultant’s Process 

There is a process to producing consulting services. Understanding the mechanics of the process—the required knowledge, materials, labor, and expected results—will make you a better and more efficient consultant.

Consultants who solve specific problems for clients typically follow a four-step process:



• Diagnose 

• Design 

• Implement 

• Measure 



For example, a marketing consultant would diagnose the client’s situation and its cause, design a marketing campaign to solve the problem, implement or help the client implement the campaign, and then measure the results to determine whether the expected results were achieved. The diagnosis may determine that sales are down because business has been lost to a competitor on pricing. In this case, the marketing consultant designs a campaign that stresses value over price, then implements the campaign by developing ads and sales literature. Finally, the consultant determines if sales to the target market—clients that had moved to competitors—have increased.

The exact process for your consulting may be different, depending on what services you offer, to whom you offer them, what results are expected, and whether you solve problems for them or transfer skills to them. However, most consulting processes follow the four steps.

The Consultant’s Knowledge 

The knowledge required for producing consulting services includes oral and written communication skills, fundamentals of business, and extensive knowledge within your specialty. Your consulting service will also be more efficient if you understand business management and the use of computers and software. Chapter 5 offers numerous resources for developing your knowledge and skills.

The materials you will need for many consulting services are basic: office equipment and supplies, communication tools, reference materials, marketing materials, and any specialized tools or equipment.

Of course, your consulting service will require labor. In fact, most consulting services are labor-intensive. That is, most of what the client is paying for is your time rather than a physical product. You may perform all the labor yourself or get help from employees, independent contractors, subcontractors, associates, or other outside services. In each case, you must understand what the labor requirements of the process are to ensure that the job is being done properly and efficiently.
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How do clients know you have the knowledge they need? They depend on your credentials and your references. If you have extensive education in your field, promote it. If you have helped others solve similar problems, get references or referrals from them. Help prospective clients answer the question: Does this person have sufficient knowledge to help me solve my problem?

Result 

Finally, you need to define the result you want. Actually, it is not the final step; it is the first one. Until you understand exactly what your client requires, you cannot define the other elements in your process: knowledge, materials, and labor.

For example, before you can develop the specific steps to reach the client’s goal, you must decide that the client’s need is to increase sales, have a successful event, or reduce employee problems. You cannot efficiently define the components of your process until you have defined your desired output. In our earlier example, you don’t select beef as a material until you’ve decided that a hamburger is the output or end result you want. You can’t make “hamburgers” using tofu.

This is where more new businesses get lost than anywhere else. They look at their solution before they’ve even discovered what a client’s problem is.

Add-On Products and Services

Depending on what type of consulting you do, there may be other products and services you can provide to increase your market as well as your income.

For example, a construction consultant may offer a subscription newsletter, books, reports, and other documents to prospects and clients. In addition, the consultant may speak on related topics for a fee or at no charge to promote the business. Doing so makes the consultant an expert. It also brings the consultant into contact with potential clients.
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Many successful consulting services sell products as well as services. For example, a personal trainer may sell exercise equipment, training courses on DVD, and spa retreats in addition to advising individual clients. Not only do the products increase the consultant’s income, but selling them to prospective clients can bring in new consulting clients.

Branch out. An image consultant can produce and sell videos on how to enhance beauty and image. You can also consider expanding your business to include clients outside your normal target range.

Selecting Your Field of Expertise

By now, you may have a number of ideas for consulting services you could offer.

To develop a list of potential fields of consulting, ask yourself:



• What training have I completed?

• What business experience have I had?

• What are my interests and hobbies?

• What skills and attributes do I have?

• What do I enjoy doing for others?

• Do I prefer working with people directly or indirectly?

• What knowledge and skills will I need to become an effective consultant?



The topic of assessing your personal goals, covered in Chapter 3, will offer additional focusing questions to help you decide both what you want to do and how you want to do it.

Finding the Tools You Need 

Once you’ve selected your field of consulting, deciding what tools you will need will be relatively easy. For example, if you sell advice on increasing retail sales, you will need experience in this field and you will need to know what the latest statistics, tools, and trends are. The retail sales consultant will have numerous contacts within the field, subscribe to a variety of publications, gather and study books on retail sales and related topics, and develop experience and credentials in solving retail sales problems.

Chapter 5 offers resources for consultants, including professional associations, trade journals, and books.

How Much Will You Earn?

It’s difficult to generalize about earnings for consultants. There are many variables, including experience, the marketplace, and the needs of clients. However, as an example, the typical independent consulting service operated by the owner without employees can soon sell about $80,000 to $120,000 in services in a year. That’s earning a rate of $80 to $120 an hour, four billable hours a day, five days a week. The other four-plus hours a day will be spent on marketing and administration duties. Few consulting services start out the first year making that much, but most can do so by the second full year of operation.
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One successful consultant was asked how many hours she typically works. Her answer: “Oh, I only work half-time—just twelve of the available twenty-four hours in a day!” Many new consulting business owners work even more, though few hours are billable. They are building their knowledge, expanding their network, contacting prospective clients, and developing their consulting process toward the day when they can work “half-time.”

How much profit should you expect to make? As a service business, much of your income will go to pay for labor. In a one-person office, that’s you. During the second year of operation, your salary may be approximately 40 percent of income. That’s $32,000 to $48,000 in salary for our example. Overhead expenses (rent, telephone, advertising, equipment) will take about 25 percent of your income. Direct expenses (books, subscriptions, office supplies) will typically take ten percent of your income. What’s left over is profit: about 25 percent of income. Taxes come from this figure before you can call it net profit.

These figures are for your second year of operation when you have developed repeat and referral business, identified a target market, and purchased your primary equipment and supplies. Your first year will be more difficult as you build your business. During the first year, expect about 75 percent of your estimated second-year income and overhead to be as high as 40 percent of income. That is, if you estimate that second-year sales will total $100,000, estimate first-year sales to be 75 percent of that, or about $75,000. Your salary will be about $30,000 (40 percent), overhead will be higher at approximately $30,000 (40 percent), direct expenses of about $7,500 (10 percent), and profit before taxes of about $7,500 (10 percent) before taxes. Don’t plan on getting it right the first year and you won’t be disappointed.

You can build your consulting business part-time before going full time. You can select a specialty that pays better. You can set up your office in your home, which has numerous tax advantages. You can learn how to operate your consulting business even more efficiently than average. This book will show you how to use these and other advanced techniques for building profitability.

The numbers used in these examples are averages. During the first year, a business consultant may only bill 25 percent of available hours and a consumer consultant with both products and services to sell may be profitable after three months.

Overhead Expenses 

Let’s take a closer look at overhead expenses. The following estimates are guidelines to help you in calculating income, expenses, and profitability. For a typical consulting business, you should expect to spend about 40 percent of your income the first year and 25 percent in years after that. Where does it go? Rent will be about 10 percent of sales, office equipment and supplies will require another 5 percent, and your telephone/Internet connections about 5 percent. The remaining 20 percent the first year and 5 percent in subsequent years will go for advertising and promotion. The first year’s advertising will cost more because you want to get your name out widely and because your advertising won’t be as efficient. After the first year of advertising you’ll know which media and messages work best for your market.

Making the Leap

Starting a business—any business—is similar to starting a long road trip. Before you head out on the highway, you must answer a few basic questions to make sure you will arrive at your destination. Consulting may be your dream job—or it could be a nightmare. This book offers an inside look at starting and running a successful consulting business. As you continue reading, keep the following four questions in mind:



Where are you now?

Where do you want to go?

Why?

Do you have what you need?



Consider your answers to each of these vital questions as you proceed toward success as a consultant.

Where Are You Now?

If you wanted to make a road trip from your current location to a distant location, you’d probably pull out a map and find your current location. In planning a consulting business, you will take a similar step: Identifying your present situation. Are you currently employed? Exactly what is your employer paying you to do? What knowledge or skills do you have for which others would pay a premium? If you’re not employed—or not employed in your chosen field—what assets do you have now that you can use to advise and help others? What income or other assets do you have to finance your business venture?

Where Do You Want To Go?

Your road trip begins where you are. Where do you want it to end? What’s your destination? This book will help you answer that question in detail; for now, think of your options. Are you looking for a career that offers independence, financial rewards, and opportunities to help others solve problems? Consulting may be for you. However, poor planning or inadequate assets can make consulting a frustrating business that eats away at your startup cash. Make sure you know exactly where you want to go before you start the trip.

Why?

A road trip may be planned to see new places, visit specific people, or attend a particular event. Each is a purpose. Your business venture must also have one or more primary purposes. Why are you doing this? Some knowledgeable advisors believe they can earn more money as independent consultants than as employees. Others want the prestige of being a consultant. Still others don’t care as much about the money, but want the satisfaction of being their own boss. Many want a creative business they can operate from home. How about you?

Do You Have What You Need?

You’re ready to start your car’s engine and head off toward your destination. Will the car make it? Do you have enough money for fuel, food, lodging, and emergencies? If not, don’t start. It’s the same with a business: don’t start until you know you have what you need to arrive at your career destination. You don’t have to work out every detail, but you must know if you have access to what you absolutely need.

Starting your own consulting business is a journey. Fortunately, you will have guidance from experts and advice from those who have traveled this road before you.


CHAPTER 2 

What Consultants Do 

Before you make the leap and start your own consulting business, you should visualize what your life will be like and how it will change. You may discover that consulting is the perfect fit, but you’ll probably find that some elements fit better than others and that, with some creative thinking, you can design a consulting service that rewards both you and your clients. This chapter takes you deeper into the life of consulting and advising.


The World of Consultants

If your image of being a consultant is wearing custom business suits, eating at the finest restaurants, and having a limo at your beck and call, you’re right— and wrong. Yes, a few top-level business consultants live in penthouses and fly around the world to offer advice-for-a-price. However, most consultants live more modestly. Some drive Cadillacs, but many drive Chevys. They are consultants because they love problem solving. They sincerely want to help others find solutions. The money is vital to continuing their career, but it doesn’t define what they do.

If your goal is to become rich as a consultant, you must reach the top of your field. This is no easy feat; many are already overcrowded with people trying to become rich. If you instead choose a field that fits your personal and professional goals and skills, you may not become monetarily wealthy, but you will find riches and independence that no employee can enjoy.
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Attend a conference or seminar for professional consultants in your field or a related field. You will be able to meet with working consultants in meetings, at meals, and in the elevator. Be ready with a few succinct questions that will help you understand what you’re getting into. Other people often love to help if you make them feel important.

Your Life as a Consultant 

What can you expect your life to be like if you decide to become a professional consultant? That depends. If you’re a square peg trying to fit into a round hole, you will be uncomfortable. If you don’t enjoy solving problems and using your skills to help people, you will probably be miserable. If you’re looking for a way to get rich quick, try another line of work. But if you enjoy helping other people, have good communication skills, experience and/or training in your field, and the need to be an independent businessperson, offering consulting services may be a rewarding way to make a living.

In addition, operating a successful consulting service can help you develop the lifestyle you desire. If you enjoy traveling, consulting can pay you for doing it. If you’d prefer to work from home, consulting can fund a home office. If you enjoy meeting new people, consulting can make you both well known and popular.

Most important, a well-managed consulting service can help you find financial security and a sense of significance that few other professions offer.

Typical Business Day for a Consultant 

There are no typical consultants, so there are really no typical days for a consultant. That’s what makes it fun. One successful investment consultant in California works during New York Stock Exchange hours, quitting about 2 p.m. Pacific Time each afternoon, an hour after the market closes. She is then ready to greet her three children as they come in from school. An export consultant who specializes in Pacific Rim countries works late at night when Japanese, Korean, Chinese, and Taiwanese businesses are open. A successful home decorating consultant prefers to work weekends and only by appointment.
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Want to know what a consultant does all day? Go to work for her. Get any job you can so that you can observe business operations. Be a receptionist, a trainee, or even a janitor. You should not try to take clients or proprietary information, but you can learn much by observing how the consultant works and what she does.

Most important to a consultant is time. Getting the most value from each minute is important, especially when someone is paying you $1 to $5 for each of those minutes. Depending on the type of consulting, appointment schedules may be kept and closely followed. Besides tools of the trade, the two most important tools for most consultants are an appointment calendar and a priority list. A successful consultant in nearly any trade will refer to these tools many times a day. Chapter 14 will show you how to work by priority.

Developing Expertise

Consultants are experts. Where will you get the expertise needed for your chosen consulting business? From education, training, experience, and observation. Applying these components will help you develop valuable skills. Documenting these skills will help you develop your credentials. Developing expertise follows the same broad process whether you’re a financial consultant or a dog trainer.

Education and Training 

Education is the process of building knowledge. Training is the process of building a skill. Both are necessary to all consultants. However, some consulting fields are primarily knowledge-based (financial consultant) while others are skill-based (dog trainer). Once you have selected your field of consulting, it will be your first job to ensure that you have exemplary education and training in this field. You may already have it, but you may need to go get it.
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Many community colleges and adult schools offer certification programs that can help you build your credentials. Ask career counselors at local schools for education and training recommendations in your selected field. Speak with the program instructor before you decide to begin the course. Community colleges and adult schools are an excellent place to learn more.

For example, if you want to be a dog trainer for the movies, you’ll need to ensure that your knowledge of movie production is comprehensive. You’ll also need to develop skills you can use to motivate dogs to do specific tricks. Before you begin your consulting business you must identify the education and training required for success in your field and make sure you get it.

Experience and Observation 

People learn from experience (what they do) and observation (what they see). In the dog training example, you can use prior experience in training your family dogs to do tricks. If you don’t have this experience, you can begin to develop it now. Observing how other trainers work and the results they get also will help you develop your expertise.

Financial consultants also use experience and observation in developing expertise. They must have experience in financial analysis as well as in scrutinizing the analysis of others.

Your Skills 

A skill is an application of knowledge in performing an action. Communication is a skill. So is analyzing a financial statement or teaching a dog to jump over a barrier on command. You have many skills, some of which directly relate to a consulting profession. As you define your consulting business over the following chapters, identify the skills that are required. Make a list. Think as a client of the service you hope to provide. What skills would be most helpful?
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In developing expertise, work backward. That is, define the credentials you need and the skills required for those credentials, then list the necessary education, training, experience, and observations to develop those skills. Finally, determine how you can gain the credentials or experience you need and come up with a plan for doing so.

Your Credentials 

A professional dog trainer may have certification from an animal behavior college or program. A physical fitness trainer should have a degree in physical education or certification from a well-known physical training facility.

If you’re not sure of the most valuable credentials in your chosen field, look to your competitors. They may list their educational and professional credentials, which can help you determine what credentials your business should have to succeed.

Developing Resources

In addition to what you know, your consulting business will use what others know. You will go to other experts for information or advice. You may also refer to technical or reference books, government reports, or other data. Chapter 5 goes deeper into this topic. For now, take a brief look at your need to develop data and human resources for your consulting business.

Data Resources 

Many consultants rely on data as the raw material that helps them help others. For example, investment consultants need to keep up to date on the latest investment data and watch for data trends. They subscribe to numerous data services that assist them in developing sound advice for clients. Physical fitness consultants draw data from the client: height, weight, health, physical conditioning levels, etc. They compare this personal data with fitness data from experts to develop personalized fitness plans and goals.
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Governments are a treasure house of data. Thousands of statistics are available at the U.S. Census Bureau (www.census.gov), Bureau of Labor Statistics (www.bls.gov), and the Small Business Administration (www.sba.gov), to name a few. Canadian statistics are available online at http://canada.gc.ca. State and municipal governments, too, can supply data for many consulting services. Follow state links at www.usa.gov.

As you design your consulting service, consider the types of data you will require and begin developing sources for accurate data. You will use this data to develop information that will be useful—and valuable—to your clients.

OEBPS/images/9781605503653_0102_001.jpg
%)

ESSENTIAL





OEBPS/images/9781605503653_0100_001.jpg
ALERT





OEBPS/images/9781605503653_0159_001.jpg
FACT





OEBPS/images/1.jpg
2]

QUESTION





OEBPS/images/cover.jpg
E\IER\?ETHINQ

START YOUR OWN

CONSULTING
BUSINESS

BOOK






OEBPS/images/9781605503653_0004_002.jpg
Aadams

Avon. Massachusetts





OEBPS/images/9781605503653_0002_002.jpg





