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I M c I Consultants of India,
ALL INDIA MANAGEMENT ASSOCIATION DEL HI Delhi Chapter

Jointly Invite YOU to

Guru SpealksSasoa

The Triple
Bottom Line:

Time to rethink education,
organization and our
interaction with the planet

Dr. Charles M. Savage,

President & Mentor Triple Bottom Line: Profit, People, Planet

Knowledge Era Enterprises International

Munich, Germany John Elkington suggested in the mid 1990s

that we shift from thinking just in terms of the
single bottom line and recognize our
challenge is also to grow people and
enhance the planet? But how and why?
How might our educational community help
prevent the McDonalization of MBA
education? How might visionary leaders
help reframe the business context, bringing
in social and societal entrepreneurship?
What can professionals from the domain of

Dr. Charles M. Savage, author of ‘
Fifth Generation Management,
has been for years on the cutting
edges of leadership changes.
Born and raised in Hawaii, he’s
been teaching MBA Leadership
courses in Germany, Sweden

and India. X _ ;
Academia, Business and Consulting do to
Given the present crises, financial and speed the transformation to an economy
ecological, he sees a need for innovation in where we can “live lightly and yet lively?”
education, organizations and society that will Finally, what role might the “wisdom of India”
help us through. play in this important effort?
November 11, 2009 (Wednesday)
Registration, Tea & Networking: 1730 — 1750 hrs.
Welcome 1750 — 1800 hrs. . ,
Guru Speaks. .. 1800 — 1845 hrs, | Limited seats subject to
Q&A, Closing 1845 — 1900 hrs. | confirmation. For

participation, please write to:
imcidelhi@gmail.com
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Round Table:

Managing the
dynamics of
Consultant — Client
relationships

October 30, 2009

Consultancy Development
Centre,

Core 4B, 2nd Floor, India
Habitat Centre,

Lodhi Road,

New Delhi - 110 003
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Sumit Chaudhuri

HR Specialist, consulting, training and teaching for major international
and domestic private, public, government and non-government
organisations.

Alag Tewar,
Alag Flavour
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See better quality and more pictures at http://tinyurl.com/yfShcyh
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The third Round Table on the pivotal issue of
“Managing the Dynamics of Consultant-Client
Relationships” was held at Consultancy
Development Centre, India Habitat Centre, New
Delhi on October 30,2009. The discussion was led
by Dr. S.R.Mohnot along with Mr. R.S.Tyagi and
was attended by about twenty senior professionals
representing users of consulting services,
consultants as also academia.

Dr. Mohnot mentioned in his opening remarks that
consulting practice can be likened to Customer
Relationship Management (CRM). Everything has
to be done with the focus on the client or the
customer. Any consulting project, according to his
analysis has six-seven distinct phases or steps,
namely — (1) initiation, (2) contracting, (3) planning,
(4) implementation, (5) monitoring and evaluation,
(6) closure and (7) payment. He feels that the
future of the assignment in terms of its contribution
to the organization must be considered as well.
Each phase has its own unique contents and things
change from one phase to the other.

He highlighted the fact that there has been a
metamorphic change as the clients today also have
expertise and material available, especially trained
and experienced manpower from good technical
and management institutes. However, they still
need our services. Because of globalization, those
consultants who have not yet globalised their
services have to move forward. As an illustration he
mentioned that his organization had a large
international agency and a national research
agency as their clients. He stressed on the need to
relate to the needs of the client and stated that in
the case of the international agency, 40 consultants
were advising them and so his organization had to
treat each one of them are their client. You have to
provide for margins for upto the point you would go.
Clients are becoming more demanding and in some
cases, even extracting. Consulting is a service in
which more often than not, there is only a single
buyer (monopsony situation). A client has a job to
offer for which they obtain quotations from different
consultants and then pitch one against the other.
We need to understand that essentially, consultants
are in competition, not the clients.
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Mr. R.S.Tyagi in his opening comments
complemented Mr.Rajiv Khurana and his team for
organizing the event and said that this topic is often
discussed, which shows its importance for everyone
involved. He feels that one half of consulting is
relationship, collaboration and trust. Only the other
half is our knowledge, that is, what the consultant
knows. He also feels that it is critical for a successful
consulting assignment that the following are carefully
kept in mind : (1) objectives and purpose of the
project is fully aligned and understood deeply by the
concerned parties, (2) strategy that is formulated
should be with full consent, (3) while working on the
project, full cooperation exists between the teams of
the client and consultant, (4) consultants must know
the power centres in the client organization who can
help to move the assignment fruitfully and (5) implicit
trust, which consists of the five Cs, namely,
competence (knowing the job), credibility,
consistency (not failing to deliver), care (how much
consultant cares for the client) and creativity.

He further stressed that a consultant must be a
coach and trainer. Sometimes, it is seen that
consulting reports only collect dust. It is jokingly said
that consultants come to find out but go away before
finding out. Sensitivity to the culture and procedures
of the organization is essential and utmost care must
be taken not to do or say anything that might hurt
someone.

Mr. Rajiv Khurana initiated the discussion by stating
that in the words of an MNC Bank Chief of HR,
success is not achieved only by the employees but
also by the quality of consultants an organization
engages. He created a poser, “When it is difficult to
get a senior employee and also difficult to retain him,
why this does not apply to a consultant too?” He felt
that a number of Ps had already emerged from the
discussion, which he summarized as...prospecting,
proposal, perceptions, plan, process, promotion,
politics, pulls & pressures, paradigms, positioning,
passion, persuasiveness, pricing, performance etc.



