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STRATEGIC MARKETING FOR CONSULTANCY
MARKETING

Dnp,Vq*a&arano*
Hls, Y.tgrldcul**

llis B.Chlnnalil***
Introduction

When you are at the crossroads..

when pu need b know whkh tfe beffier road to profits is.
when you need to know the mirestones to your destination.

Then you need a person to keep you on the rBht path. so that person
who provides you an advice for a particular he is called as @NSULTANT and
the plae where the advice is provided is called collsulTAilcy

Thus the process of providing the right inforrnatbn to the right person in the
right time and in the right place is called CoNslrtTANcy IrtAilAGEltElfT.

HISTORY

Management consulting grew with the rise of management as a unique fleld
of study. The first management consutting firm was Arthur D. Litue, founded in
1886 by the MIT professor of the same name. Though Afthur D. Litde later becanre
a general rnanagement consultancy, it originally specialized in technical research. Booz
& company was founded by Edwin G. Booz, a graduate of the Kellogg school of
Management at Northwestern University, in 1914 as a management consultancy and
the first to serve both industry and government clients.

After World war II, a number of new management orsul0ng llnns brmed,
most notably goston @nsulting Groug bunded In 1963, whkh brought a rporous
analytkal approadr b the sudy of managernent and suahgv. u/ort done at Bomn
conzulting Group, lrlcKinsey, Eooz & company" and the llanard Bgsiness sdtoolduring
the 1960s and 70s developed $e tools and approadres that rvould defne the new
field of strategtg: s€glgje groundwork br many onsulting firms b follow. In
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MM.Kahsala, ViJayawada
MM.lGhsala, Vfayawada



Semlnar Prcceedlngs

1983, Harvard Buslness Scttoolt Influence on the industry continued with the

bundirp d Monibr Group by sk proftssors.

Orc of the reasohs why management onsulting grew ftrst in the USA ls

because of deep culhrral factors: lt was acepted Slefe, (ontrary to say, Europe),

that management and boards alike might not be competent in all circumstances;

therefore, buylng external competency was seen as a normal way to solve a
business problem. This is referred to as a "contractual" relation to management.

By contnst, in Europe, management is connected with emotional and cultural

dimensions, where the manager is bound to be aompetent at all times. This is
referred to as the "pater familias" pattern. Therefore seeking (and paying br)
extemal advb nas seen as Inapprcprlate.

tlonever, lt ls sornetimes argued that in those days the average level of
educafion of the ocecutlves was spniFrcan0y lower In the USA than in Europe,

where managers ruere Gnndes Eoles graduates (France-) or "DoKor" (Germany),

though this ls rrery difficult b quan$fy ghpn me \rastty differing management

sbucfirres In American and European buslrresses. It was only after World War II,
in the wake of the developrnent of the InternaUonal trade led by the USA, that

m.tnagement onzultlng enrerged in Europe. The crnent trend in the market is a
clear segmentation of managprnent orculUng llrms.

Ano$er bnndr of marngenrent onsulting ls Hurnan Resoure consulting.

Sudr llrms prclrlde advle b thelr dbnts regrardlng the ftnar@l and retlrenent

securlty, heal$, @r.rct|v|ty: and enployflient reladonships of their global worhre

CURREI{T STATE OF T}IE IIIDUSTRY

Managenrent onsulUng has grown qulddy, with grortr ratc of the industry

o<ceeding 20% in $e 1980s ard 1990s. As a buslness servlce, onsulting remains

highly cydkal and llnlcd to qrenll econornlc ordltions. The consulUrg industry

shnnk during $e 2001-2003 period, but has been ergeriendng sb,vvly increaslng

growth slnce. In 2filZ btal global rerenues br management onsulting are

e,gected to reed the f300 billlon rnark

Cur€nUy, thec ae bur mdn types d onsulUng ftrms:
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l. Large, diversified organizatlons that offer a range of services,
including informathn tedtnology onsulting, In addition to a strategy onsulting
practice . Some very latge IT servie providers have moved into consultancy

as well and are also devebpirp stntegy pnctie (e.9. wipro, Tata @nsultarry
.ftru6,InlEWl

2, Medium-sized information technology consultancies, which blend bougque style
with some of the same servhes and technologies bigger players, offer their
dients (e.g. IDS Scheer, arinso).

3. large manag€ment and strategk onsulting specialists that offer prlrnarily
strabgy onstrlUng but are nd speclallzed In any specific Industry (e.g. Baln
& company, Booz & @nrpary lrkKinsey & comparry, and the Boston oonnrluru
Group).

4. Boutique firms, often quite small, which have focused areas of consulting
expertise in specific industrhs, functional areas or technologies. Most of tle
boutiques were founded by famous business theorists. Small firms with hss
than 50 employees are often refened to as nidre consuttancies. If they have
a unique conaept and market it srrcessfully, they often grow out of this
segment very fast or are bought by larger phyers interested in thelr know-
how.

A liffi type bat ls anrerging b thesourdrE advisoryfirm, that advlse hryers
on soldng drobs rehbd to insourclng, ouBourdng, verdor selecuon, and srtact
negotiauons. The top l0 sourcing advisors (as ranked by the Black Book of
outsourcing) were TpI, Gartner, Hackett Group, Everest Group, Rrc, Avasant, pA
consultlng, and EquaTerra. Ahthoqgh a fast growlng s".tor, the hrgest sqrrcirtg

,?dvisov practices would llkely be classified as bouteues when oisidering the
manq€rnent onzulting Industry as a whob - with one of ure hrgest plaprs, TpI,
for example, citing 2@6 lwenues of less than us$150p1 durlry fts aqulsluon by
ISG.

ADYAilTAGES

Th€ie are seueral Potential MB d Intemal consultrnG to $ose wfio
employ them:



- If properly managed and empowered, internar consurting groups
engagement on proJecG in right of the orporauon,s strategic and
objecU\res.
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t

evaluate

tactical

- often, the internar consurtant requires ress ramp up time on a project dueto familiarity with the oorporation, and is able to guide a proje{t through to
imphrnentatioft-a step that wqrH be bo @suy if an external consultant were
used.

- Internal rehtionship provides opportuniues to keep certaln corporate infonnation
prlvate.

It is likely that the time and materiafs cost of internaf consultants is
signiffcanuy ress than externar onsurtants operaffng in the same capacity.

- Intemal consulDants are often uniquety suitdd to

1. Lead o<ternal consulting project teams, or

2' Act as organlzasonat rubJect matter experts rembedded, with external
consulurp teams under the direcflon of organizauonar management.

A group of Intemal onsultanB can closely monitor and work with external
consulting lirm. This woutd ensure better derivery, quarity, and overal operaung
relationshlp.

EGernal ftrms providlng conzuftirg services have a didtotorny in prbrity. The
health of the externat firm is in aggregate more important that the health of the
dient orgnnizatbn. (orent objecil\res are uftirnatery s€aordary to u't d .he stntegk
goals of the external firm)

Again assuming proper managsnenq inbrnat onzururg groups are ress rikery
has a dichotomy In prirrrity. The h€at$ of the dient orgnntzation is in aggregate
more important that $e hearth of the internal onsurung group. (put the Jr*n,
objectives first)

DISADYAIfTACES

- The Internar consurtant may not bring the obJectivity to the consutting
relationship that an o<ternal ftrm can.
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- An intemal orsultant also may not bring to the table best practice from other

@rpoftrUons. A way to mitigate this issue is to recruit experience into the

group and/or proactively provide diverse training to internal consultants.

- Where the consulting industry is strong and consulting compensation high, it
can be difficult to recruit candidates.

- It is 'often difficult to accurately measure the true costs and benefits of an

internal consulting group.

- When financial times get tough, internal consulting groups that have not

effectively demonstrated economic value (costs vs. benefits) are likely to face

size reductions or reassignment.

IT|ARKETING OF CONSULTANCY

MarkeUng Plan

Initial marketing will be to spend four hours per day on sales calls to
local merchants who are not engaged in E-commerce. Take initial assignments

at redued fees in order to establish a growing portfolio of successful users. The

time spend on personal calls will outperform other means of marketing. Also plan

to promote and onduct free seminars that are addressed to local business owners.

From these seminars they woutd make follow-up calls to seek out clients.

Advertislng and PrcmoUon Plans

The initial advertising budget will be limited to expenses connected with

seminars including room o(pense, local newspaper advertising and other expenses

connected with seminar prqgramming.

Purchaslng and Inventory Contnol

Since this will be dealing entirely with intellectual property, expenses

connected with inventory and problems associated with purchasing goods will be

eliminated

The GompeUtion

As covered in Section 10 of this plan, the principal competiton will be either

.moonlight operators or established ftrms.

I
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]low b Plan to Take Advantage of Competitorc Weak points

The emphasis will be to remove from competition by furnishing ongoing marketing

advice, equipment upgrades, and new market opportunities to clients. The goal will

be to establish, in effect, an ongding consutting seruice to clients to keep them
on the cutting edge of not only technology but in e-commerce marketing
tedtniques. They will be collaborating with team of advisors. And attorney to be

fumishing ongoing business insights as well as pitfalls to avoid.

Effective Strategic Marketing Planr

Integrated MarkeUng Strategy into your lularkeUng programs

Unlike traditional consulting processes, strategic

marketing consulUng approach integrates marketing strategy directly into day-to-day
marketing programs. Integration ensures that each market segment receives an

appropriate, consistent, and targeted marketing message that leads buyers to a

purchase.

Marketing strategy consutting seruice provides marketing executives with:

- custom strategic lrlarketing plan - Marketing strategy and marketing
programs .(marcom and sales) tailored to market position

- Penronalized Guidane - Training ficr each marketing rnanager to apply core

marketing stntegy to their marketing prcgrams (marcom, sahs, paftnering and

customer 'service)

I
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- Interac{lYc Planning Tool - Everyone on marketing team can use this tool
to adapt stntegic and program plans to optimize future changes.

Reference

The book of guenilla marketing br consultants

- Getting started in consulting third edition

- vwvw.googlle .coni
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