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Recognize the problem

CONSULTANT
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Consultants

• Too Expensive
• I know v. I show
• Tenant v. guest

CONSULTANT

• More/Bigger
• Uncreative
• Lone wolf

• Serve boss
• Reports/data
• Dependence
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Consulting Books
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Clienting Books
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Consultants
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Client Instruction Manual

• When to use ‘em
• When not to
• What to look for
• Next practices



p: 610.527.5325 e: david@unconsulting.com

Time Out!
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When Do YOU Use Consultants?
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Why?
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Availability of Resources
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Other Reasons
Internal vs. External
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When NOT to Use Consultants!
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Choosing a Consultant
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Three Types of Consultants

Expert Pair of hands Facilitator
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Are You In HR? 
Is Your Consultant?

• Benefits
• Compensation
• Staffing/Recruiting
• HRIS/ERP
• Legal

• Training
• OD
• Performance Mgt
• Labor Relations
• HR Management
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Cross-pollinate
There are no real new ideas; the wheel, 
fire, religion, yelling, and sliced bread have 
already been discovered and all subsequent 
ideas spawned from those. The real value 
lies in taking old ideas, updating them, 
combining them, and creating new value 
from them.
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>

Expertise > Experience
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Fit is key!
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Rule 10a.

>
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Forget Best Practices
Focus on NEXT practices
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Peer relationship

YOU
Your favorite/biggest/only client

(for the moment)

YOU
Your favorite/biggest/only client

(for the moment)
=
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Clear Expectations
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SPEED KILLS

• ...the other guy
• Getting ready to get ready
• “Up to speed” 30% faster
• 30 days
• 15 days
• This week
• This afternoon
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Demonstrate value

• Define it
• Measure it
• Document it
• Monetize it
• $150,000
• 6 months or 6 weeks?
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Hands on: Initial Meeting
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Hands on: Review – frequently!
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Hands on: Use MOU or LOA
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Hands on: Recognize & Reward
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Hands on: Debrief (often)
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Less Talk. More BAM!
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Sales Skills + Story Skills
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HR = New Thinking
Open ended Clearly defined
Time-based billing Work worth paying for
All or nothing Exactly as needed
On site On demand
Generalists Specialists
Replacements Reinforcements
Expertise Execution
“We know” “We show”
Years Months
Improvement Innovation
Do it Teach it
Local System wide
Reports Results
Perspiration Inspiration
Get out of a rut Find your groove 
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Thanks!

What we do:
•Sales Science™

– Sales effectiveness programs
•STARS from the Start™

– New manager development
•Juiced!™

– Business creativity and innovation


