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Proven Insights About Consulting
1. Urgent! Former executives needed as business consultants
2. “Your present circumstances don’t determine where you can go; they merely determine where you start.”

Nido Qubein
3. As a consultant, become a business resource for your clients
4. S.L.O.T. for your consulting business
5. It’s time to get strategic
6. Expertise provides focus
7. Always be marketing
8. Speaking builds consulting businesses
9. Successful consultants develop centers of influence
10. Consultants generate clients with questions, not answers
11. Buying motives are emotional
12. Gaining client commitment
13. Success in consulting is about relationships
14. Consulting is a business
15. Create value at every opportunity
16. Timing isn’t everything
17. Organizational values provide a solid foundation
18. Be the best version of yourself you can be
19. Consultative sales can never be mastered
20. Don’t go it alone
21. This news just in … consulting and training is on an upswing
22. Being cut out to be a consultant is not dissimilar to becoming an entrepreneur
22.5 Your attitude makes a world of difference

This ebook is designed to share 22.5 key insights about successful consulting. Whether you are looking to 
make the leap from Corporate America to your own consulting practice or if you are currently a consultant, 
these insights can help you dramatically improve the outcomes of your practice. Some insights will deal 
with what it takes to start a consulting practice while others will focus on strategic initiatives and tactical 
components of your business like sales and marketing.

All in all we have found in our experience customizing and implementing these insights for your business 
will create a measurable and positive impact. First, take each insight one at a time, and focus on how it 
applies to your consulting business. Second, write down specific action steps relevant to the insight and set a 
date to complete the action step.

New ideas only work if they are relevant to your desired outcomes and if you put them into action.

Let’s start with Insight #1 as it shares great information about the growing need for consultants.

If you are a former executive, becoming an independent consultant may be the best use of your expertise 
and knowledge. Based on an ever-changing business environment there is a huge need for consultants. As 
businesses large and small try to survive and grow, the need for consultants is on the upswing. 93 billion 
was spent on consulting firms in the United States in 2017 up from 70 billion in 2016 with the projection of 
$158 billion by 2020. (2017 Training Industry report – Training Magazine) The management and business 
consulting industry is one of the fastest growing according to the Bureau of Labor Statistics. Their studies 
indicate that the area of consulting should increase by 83% over the next decade. Executive to Consultant – Is 
it the right move for you?
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Insight #2 asks the question: Are you ready to be a consultant?

Consulting is not an avocation and it is not an effective transition plan when looking for another job. 
Successful consultants treat their practices as businesses from day one. They create a business structure, 
a business plan, and a detailed marketing plan with specific goals and outcomes. This is why consulting 
businesses succeed.

Starting your own successful consulting business is not about what you know or don’t know, what you need 
or don’t need, or what you are or are not afraid of – it is about determining where you want to go and creating 
the plan to make it happen. Maximize your talents for success and the perceived limitations will disappear. 
What is the biggest limitation in your way right now? Create a plan to overcome it.

If you’ve ever wondered, “What does a successful consultant really DO?” Insight #3 has the answer.

Many consultants measure their success based on their number of projects – what projects they are currently 
working on and where their next project is coming from. Our experience has shown it is wise to take a 
broader view and position yourself as a business resource for your clients. Becoming a business resource 
for your clients means your clients view you as someone who can help them with multiple challenges 
and opportunities, as well as specific projects. This means you need to truly understand their businesses, 
objectives, etc., not just focus on the problem or project at hand. All businesses function horizontally; 
therefore, all problems and opportunities are connected never affecting just one department, product line, 
or revenue stream. Operating with a project mentality is leaving business on the table and reducing value for 
your client. What do you have to do specifically to become a more effective business resource?

Insight #4 uses S.L.O.T. to provide a foundation for your plan.

The S.L.O.T. exercise is an excellent tool to analyze the internal strengths and limitations of your consulting 
business and the external opportunities and threats that your consulting business may face. Evaluate your 
consulting business from these four angles.

Strengths are defined as areas where your consulting practice excels. Strengths enable you to put your 
business foot forward and set you apart from competitors. What are your specific strengths?

Limitations are usually weak points in your consulting business. Limitations can be a deficiency of resources, 
skills, capabilities, inefficient processes, etc. Define your limitations.

Opportunities represent significant and favorable situations that can directly and positively impact your 
consulting business. What opportunities exist for your consulting business now?

Threats are the ticking time bombs ready to go off at any moment. Preventative measures must be taken to 
ensure success. Assess your threats.

Reviewing these four areas on a quarterly basis could mean the difference between mediocrity and 
accelerated success for your consulting business.

Insight #5 shares the importance of being strategic.

True strategic thinking is the process of determining and envisioning the future to which you aspire and the 
growth you must realize to achieve that future state. It is a management tool which will help you to focus 
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your energy and ensure you are constantly moving forward. Strategic thinking is the foundation for effective 
planning.

Develop a specific plan outlining goals and business objectives. No matter the size of the business a detailed 
plan is vital. You cannot effectively achieve your business objectives unless you know exactly what needs to 
be done and by when. There are a number of tools available to help you structure the plan. In our experience 
what tool you use is secondary to actually creating and implementing the plan. When will you be starting 
your plan?

Insight #6 can help you create your niche.

Create a detailed list of the specific expertise you possess that could be valuable to other organizations. In 
consulting you are the primary product or service you will be making available to potential clients. Do you 
have expertise in certain areas of IT, finances, operations, or other business processes that would allow you to 
help clients from the outside in? Identifying what makes you unique and packaging that expertise as a 
consultant is one of the first keys to success.

After you have determined the type of organization that could benefit from your expertise, think about the 
typical challenges they experience and tailor your marketing message directly to that audience. Refining your 
message to get the right attention also helps put you in the best space to gain clients. What expertise do you 
possess that can help you target your efforts and refine your message?

Insight #7 stresses the importance of marketing.

Never stop marketing your services. Most of the consultants with whom we work allocate two days a week 
to marketing activities and three days a week to servicing clients. This model helps eliminate the peaks and 
valleys of consulting. Effective marketing today prevents client famine tomorrow. It is also important to 
make sure your activity is the right activity. Create a detailed marketing plan and determine your marketing 
strengths. Playing to your strengths will help make marketing your services interesting and fun. Do you 
excel at public speaking, social media, and/or connecting through networking and referral sources? Are you 
involved in your community or a contributing member of a trade association or professionals group? What 
types of marketing strengths or potential strengths must you develop?

Insight #8 shows you how public speaking can help you to market your consulting services.

Speaking engagements are an excellent way to build your consulting business and reputation. As a consultant 
there are a number of advantages to developing a reputation and an ability to deliver effective speeches.

Through speaking engagements you can further your consulting reputation and positively impact your 
community. You can establish rapid credibility in the business community and generate a higher level of 
interest in your practice.

Your goal during a speaking engagement is not to sell but to engage the audience on a level where they want 
to hear more. How can they apply your concepts to their businesses for improved results? Build a call to 
action into your speech that allows the participants to tell you they want more. An effective call to action 
could be a free assessment, a book, a free 30-minute coaching session, or some other low cost/no cost 
giveaway that communicates the value of your business. On what topics could you speak?

Insight #9 focuses on creating centers of influence to enhance your ability to generate referrals. 
Referrals really are the best kind of leads!

Copyright ©  Trusted Advisors Network. All rights reserved.



Trusted Advisors Network5

As a consultant, one of the most effective methods of prospecting is developing centers of influence and 
referrals. It’s rewarding in many ways. Personally, it’s enriching because it allows you to get to know people at 
deeper level. Professionally, it is a system which allows you to work smarter instead of harder. It allows you to 
benefit from a relationship you have developed by establishing your credibility before you enter into a client 
generation process. It frequently helps to get through tough gatekeepers. By developing centers of influence 
you are literally having other people helping you accelerate your client generation process which is never a 
bad thing. Identify and list your current centers of influence. Are you using them effectively? How can you 
build a longer list? Identify new people with whom you want to create center of influence relationships and 
create a strategy to make it happen.

Insight #10 helps you understand that as a consultant, you don’t need to have all of the answers.

Potential customers for your consulting service really don’t care what you have to say. Your sales pitch or sales 
script is the last thing they want to hear. What potential customers really want are their questions answered. 
Their questions are indicative of what is really important to them.

When you understand what is important to them, you create or uncover their personal buying motive. Spend 
more time asking questions about what they want or need. Use knowledge to answer their questions concisely 
while moving directly to the next question. 

Remember that it is really about them … not about your knowledge. Help a potential customer make a 
buying decision through the questions you have asked rather than trying to sell by guessing at which features 
and benefits you think may be important to them. How can you improve your ability to ask good questions 
and refine your listening skills?

Insight #11 shares a look at true buying motives.

People buy based on emotions – Another powerful reason to sell with questions is because it helps you 
uncover personal buying motives. Buying motives are typically emotional as rarely do people make buying 
decisions based on logic. Parents could decide to buy a car but they purchased a Volvo specifically for the 
safety of their family. Safety is an emotional reason. Most men and women resist the need to go to a new 
barber or hair stylist. Getting your hair trimmed or styled is a very practical exercise. However for many 
people the resistance to change is based on the fact that, ‘No one can do my hair exactly the way Joanne does 
it.’ That response represents a personal and emotional attachment. How well do you uncover buying motives 
through questions?

Many consultants say they have difficulty selling. In our experience that is true because they are selling, 
not building a relationship and gaining commitment through the entire process. Insight #12 focuses on 
the process of gaining commitment.

As a consultant, gaining a client’s commitment is not an event … it is a process. Getting commitment is 
a process that begins in the first meeting with the potential client. Early on you may only want to gain 
a commitment for the next meeting. Throughout the entire business generation process you need to be 
verifying that the potential client has bought you, your company, your service, your price, and your approach 
in terms of timing. Your active listening skills will help you constantly read the non-verbals and ask questions 
helping you and your prospect clarify the situation and his/her specific needs. Your ability to select and ask 
the right question at the right time will help your prospect make a positive buying decision. Do you have a 
process in place to measure where you are in the gaining commitment process with each client?
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Insight #13 Success is about Relationships

Asking good questions will help people buy from you. Orders are nice but the benefit is short term at best. 
Creating relationships built around a philosophy of creating loyal customers means you get to take orders 
from that customer for life because they keep coming back. And, they keep coming back because of the 
relationship they have with you and your company. If you promote the sales philosophy of taking orders, 
you are promoting the idea of shopping around and looking for the better price or the biggest discount. 
Promoting loyalty means your customers already know the service or product is great and they truly 
appreciate the way they are treated and served as customers. A strong relationship is critical to the long-
term success of a successful consulting practice. Would you rather have 100 customers that work with you 
occasionally or 25 customers that only work with you? How will you develop customer loyalty?

Insight #14 reminds you to treat your business like a business.

Charge appropriately. Most new consultants have a tendency to under value their services. Your experience 
and your services have value so don’t short change yourself with your clients. Charging appropriately can 
also be a confidence issue. Help your prospect focus on the value of doing business with you. What are the 
benefits your prospect will realize? What consequences will be avoided? How will you help your prospect 
measure the outcomes? By asking good questions, you are helping your prospect determine a specific and 
measurable return on investment. Prospects will only do business with you if the rewards are great enough 
and the consequences painful enough. Based on previous experience, we coach our consultants through all 
steps of the commitment process and provide them with an unbiased view on how a project should be priced. 
How effective are you at determining ROI?

Insight #15 explores the value of creating value.

Provide value before the sale as well as after the sale. Under promise and over deliver in order to exceed your 
client’s expectations. Every interaction with potential and existing customers should provide value and exceed 
their expectations. Many sales teams say they believe this, but often their behaviors tell a different story. How 
can you create a measurable process to ensure value is received in every interaction? You may need to look 
at the concept of a measurable process in a new way. Some examples of knowing value is received include: 
a thank you note or letter, a verbal thank you due to an unexpected follow-up call or visit, a referral, and/or 
a repeat order. Look closely at your process and start measuring these subtleties as they tell you a great deal 
about the customer’s perception of value within the sales relationship. How will you measure value?

Learn why it is critical to stay in touch with your clients in Insight #16.

Some folks say timing is everything, but we believe by having a proactive process in place to stay in close 
contact with your prospects and customers makes all difference in the world. If you have a process in 
place you don’t have to rely on the old adage of ‘timing is everything’, and being proactive links directly to 
developing loyal customers. Be proactive, faster, and stay close. Speed is essential today and sales are no 
different. Customers want to know you are there and they can count on you. Building that confidence starts 
in the first step of any sales process. Being there creates trust and trust is a key component to establishing 
loyal customers and generating more sales. What methods can you employ to stay close to your prospects and 
clients?

People will buy you. The question becomes … are you worth it? 
Insight #17 provides a basic yet often overlooked concept in business today.

Your reputation is the reputation of your business. Communicating that you and your consulting business 
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serve clients with a strong base of ethics and values goes a long way to creating long-term client relationships. 
An organization’s core values create the foundation and provide a framework for all decisions. They are 
principles and standards by which you do business and are non-negotiable. What legacy do you want to leave 
with your business? How do you want to be known? Publishing a values statement on your web site or on the 
back of your business card stating your business is accountable for its service quality, actions, and decisions 
can be the subtle difference between getting the project or not. What is the core value message you want to 
leave with your prospects and clients?

Insight #18 reminds you to ground yourself in who you are.

Have a great attitude and contagious sense of humor. Attitude is everything, so have a great attitude all the 
time! Hone your ability to laugh and make others laugh. Life and business are serious stuff but that does not 
mean that we have to take every moment seriously. Life is too short not to enjoy it! “Laughter is a tranquilizer 
with no side effects.” Arnold Glasgow

In addition to having a sense of humor, be authentic. If you are not authentic you will not be easily trusted, 
and it is pretty tough to build relationships and loyal customers without trust and authenticity. Be true to 
your personality, spirit, and character and use it to your advantage. People want to do business with people 
who are real. What specific action steps do you need to implement to become your best self?

Personal development is a driver to consulting success according to Insight #19.

There is always something to learn, a new technique to be mastered, and a more thorough way to understand 
the emotional buying motives of your potential client. Therefore you must always be thinking, learning, and 
honing your skills. If you truly believe that you have mastered your sales profession then you are your biggest 
obstacle to your consulting success. Personal growth and development as a consultant is key to generating 
the income you desire. Reading consulting books, staying on top of current news and events, and being a 
resource in your community are all methods to further develop your skills, knowledge, and abilities as a 
consultant. What action steps are on your personal development plan?

You’re in business FOR yourself, but it doesn’t mean you have to be BY yourself. Insight #20 provides 
some necessary connections all entrepreneurs should make.

If you are starting your consulting practice as a solo-entrepreneur, it can be lonely at times. Who do you 
turn to when you need to share ideas or brainstorm? Having a coach or an accountability partner who 
understands your business and your objectives provides connection, an outside perspective, a non-biased 
opinion, and quite frankly someone to hold your feet to the fire on your objectives and action steps. Touching 
base with your accountability partner on a weekly basis is a great place to start.

You may also wish to seek out professional networks that can become a source of professional support and 
industry knowledge. Look to your target market to determine the right organizations for you. Not only are 
these types of organizations great for professional support and industry knowledge, they may also be a great 
source of potential clients and referral partners. Where can you connect with an accountability partner or 
coach?

Based on all the changes in Corporate America, consulting is on the rise. Check out the statistics in 
Insight #21.

The recently published 2017 Training Industry Report by Training Magazine reports consulting and training 
expenditures jumped 19% to 93 billion. 391 companies responded to the survey of which 27% represent 
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large companies (10,000 employees), 43% represent mid sized companies (1,000-9,999 employees) and 30% 
represent small companies (100-999 employees). 2017 also saw a rise in the amount organizations spend 
outsourcing training and consulting. 7.5 billion of the money invested was spent outside solutions.

Are you ready to join an exciting and successful movement?

Insight #22 shares Brian Tracy’s (an industry thought leader) views on being in consulting and being an 
entrepreneur.

Brian Tracy authored an article, Are You Cut Out to be an Entrepreneur? which ran in Entrepreneur 
Magazine. In the article Tracy outlines what is needed to be a successful entrepreneur.

“Entrepreneurs are optimistic and future oriented; they believe that success is possible and are willing to risk 
their resources in the pursuit of profit. They are fast moving and flexible, willing to change quickly when they 
get new information. Entrepreneurs are persistent and determined to succeed, because their own money 
and ego are at risk. Entrepreneurs are skilled at selling against their competitors by creating perceptions of 
difference and uniqueness in their products and services. They continually seek ways to offer their products 
and services in such a way that they’re more attractive than anything else available.

Entrepreneurs are capable of dealing effectively with the legal and governmental requirements of business. 
They’re creative and determined in satisfying regulations and acquiring the licenses necessary to do business. 
They are excellent problem solvers and are continually seeking solutions to the obstacles that inevitably 
arise. Entrepreneurs are capable of setting up the internal business systems, processes, procedures, and 
bookkeeping necessary for operating a successful business. They have a natural instinct for the financial 
condition of their businesses. And they’re intensely focused on sales, cash flow, and revenue at all times.”

What attributes do you uniquely possess that would make you are great consultant or 
entrepreneur?

Insight #22.5 says your attitude is key.

50% of your success is directly related to your attitude. We can possess all of the right skills and the best set of 
knowledge and experiences but if our attitude is out of check we will only accomplish 50% of what we want to 
accomplish. Henry Ford was quoted as saying “Whether you think you can or you think you can’t, either way 
you’re right.” Positive attitudes drive positive results and negative attitudes obviously drive negative outcomes. 
It doesn’t matter if your are a consultant, an entrepreneur, a lawyer, an accountant, a teacher, or an astronaut. 
Whatever you define as the measurement for your success can only be achieved with the belief and positive 
attitude to support it. We refer to this insight as #22.5 to really get your attention. Your attitude is the secret 
sauce to your success! Does your attitude need an adjustment to ensure you accomplish the levels of success 
you desire?
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