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® Upfront investments to build a new consultancy business

The combined knowledge and skills of the employees of

a consultancy are the main resources. These must
be managed efficiently. Skills must be enhanced and
knowledge and key employees retained.

@ |nstitutionalising ‘best practices’ is key for a successful
consultancy.

® Be effective in communicating the skills and knowledge
of your employees

® Speak the language of your customer and convey your
experience on the thematic at hand

® |[tis also good to have access to an extended network of
consultants in your field of business and beyond
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from scratch are very low to zero

® The business can easily grow in an organic manner

® There are three main ways through which you generate
revenue in consultancy and it is often necessary to
consider different pricing models to cater for different
types of customers:

1- Hourly/daily fees
2- Project-based fees
3- Performance/Return on Investment (Rol)-based fees

Key requirement for the successful financing of
\\: a consulting business is realistic budgeting.
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