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Abstract 
The thesis looks into the topic of consulting with a specific scope of the successfulness of the 

consultants’ performance. It does that by looking into four skills namely creativity, sales, 

networking and planning. The consulting industry is a multibillion dollar industry in which 

hundreds of thousands of consultants work therefore the relevancy of the thesis is high. Assuming 

that almost all consultants would like to do a good job in their day to day practices this thesis 

provides valuable information for their self-development process.  

 

I believe that a person is never too old to learn and that there is no consultant that knows everything, 

this thesis gives the latest insights into the above mentioned topics. Some of the topics mentioned 

such as selling skills and the ability to be creative at the job are rather new aspects when it comes 

to consulting. The thesis is created from a qualitative research of semi-structured in-depth 

interviews that were conducted from consultants that all work fulltime as consultants themselves. 

To my knowledge there is no previous research that has been conducted that does provide 

specifically the above mentioned four skills. Specially not when it comes to selling and creativity 

since at first sight being able to sell might not come to mind when one thinks of consulting. But 

based on the findings of the empirical data it came forward that the ability to sell can be of great 

value for the consultants due to the many presentations in terms of proposals for example that they 

have to do.  

 

The findings of this research resulted in a unanimously agreement that being able to sell is one of 

the most valuable components that a consultant could have. The four skills are dissected into sub 

categories such as trust; trust is a component that turned out to be closely connected into spider 

web like importance. Since it plays a role when it comes to selling because the client has to be able 

to trust to person when they decide to share sensitive information about their own companies with 

an external party. Secondly trust plays also a role when it comes to the ability of the consultant to 

be able to connect to their clients and in turn create a network within their business environment. 

The insights and personal experiences shared by the interviewees give day to day examples that 

many consultants could use and learn from when they read this thesis.  

 

From the theoretical framework that is provided many information can be drawn with the latest 

technology used on the human brain and the newly created practices used by consultants. The 

results of the research shows clearly that the consultant is able to improve their business 

performance by developing their own skills. Not only the planning skills which at first sight may 

seem obvious but also the consultants neurological network in order to become more creative at 

their job. Consulting firms can get information from this thesis and apply it within their firm and 

share it with their employees in order to improve the overall performance of the company.  

 

Within this thesis you will be able to find a theoretical framework, the methodology that lies behind 

the empirical study, the findings of the study conducted which in turn is analyzed and discussed 

followed by a conceptualization for the findings and conclusions that could be drawn from it. 

 

Keywords: Self-development, consulting, consultant, creativity, sales, networking, planning.  

 



 8 

1 Introduction  
 

This thesis takes a broader look at consulting services, specifically the attributes that make the 

consultant successful at what they do on a day-to-day job for their clients. I started the research 

without any prior assumptions or prejudgments about the consulting industry. I have a passion for 

consulting myself and therefore I wanted to know what distinguishes the excellent consultant from 

what could be perceived as the average consultant. In short, this is what this thesis is about and 

here is my study.  

 

1.1 Consulting Services 

 

Consulting services can be offered in a variety of options, ranging between operational, tactical 

and strategic levels within companies (Whittington & Delaney, 2008, p.83). Consultants provide 

specialized skills in a wide diversity of industries and practices in order to contribute to the 

effectiveness and/or efficiency of the enquired company involved (The World Bank, 2006, p. 1). 

The multiple variations of industries bring with that consulting projects can scope between simple 

and complex, as well as for both short term and long term projects (Kagermann, et al., 2007, p. 

351). Consulting however is a relatively new practice in the world, nonetheless valuing at 

approximately $250 billion globally, having grown for multiple years in a row (Consultancy 

United Kingdom, 2018), in general the global consulting industry will thrive, if the overall 

economy is growing.  

 

Consulting is viewed as having either one or both of the two following knowledge areas, one 

concerns specialized topic related knowledge such as financial analyst, engineering, mathematical, 

or banking skills. A second area of knowledge entails the more practical side of implementation 

as in project management, organizational and processing abilities (Kubr, 2002, p. 801). One should 

take into account that the communication artistry may be one of the most valuable expertise a 

consultant holds, no idea, plan, skill or practice can become a reality if the consultant is not able 

to make thoughts more tangible through words e.g. (Young, Duggan & Franklin, 2009, p. 1057). 

Often consultants are hired with designated goals in mind, lack of communication or improper 

communication may lead to a mismatch between the consultant and their client, resulting in 

expectations not being met (Djavanshir & Agresti, 2007, p. 46). Besides being good at 

communication there are plentiful additional characteristics that come to play in order to be 

successful as a consultant, ultimately aimed at value creation for their client (Kantanen, 2017, p. 

464).  

 

Consulting services can take rather intangible forms of contributions for corporations that hire 

them therefore, determining the level of success is comparatively difficult to measure. Especially 

when it concerns a project where a knowledgeable consultant is required, questions may arise as 

to how that knowledge will be priced. An example can be a consultant that is hired by a company 

to train sales skills of their employees, the consultant can be paid per training, per hour, or maybe 

even as a percentage increase of the overall sales, when commissions are considered more suitable. 

Ultimately conveying value for a consultant’s clients could be seen achieving success, through 

developing structured pathways towards helicopter view goals. This gives a new perspective to 

success, where usually Return On Investments and outputs are common success measures 
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(Phillips, et al., 2015, p. xxi). The same chain reaction of success can form for the whole company, 

when a consultant is working on one separate business unit, simultaneously depending on the level 

of internal connectedness of the company (Pulliam, 2002, p. 20). Assume now that the consultant 

made changes that where not successful for the business unit, however later the results are 

positively experienced for the overall financial numbers of the company, was the consultant 

successful?  

 

1.2 Problem contradictory Success Anecdotes of Consulting Services  

 

A noticeable characteristic that may indicate whether or not a company is successful is their brand 

awareness among people, within the consulting industry McKinsey & Company is known as a 

successful and prestigious corporation. The name recognition and the reputation that goes with it 

can bring downfalls other than benefits as well, Accenture was created after a $75,000,000 brand-

name marketing investment, to get rid of the negativity associated with the company’s previous 

name Anderson Consulting (Pringle, p. 10). Since consultants do that sell products, their reliability 

of their brand-name and referrals deriving as a result from that, depends on the experience that 

goes with consulting services (Rothwell, Park & Lee, p. 130). Although however much the brand-

name is of importance, it is the actual consultants that will be in direct personal contact with the 

client, where consultants have to take into account various aspects such as clothing, manners, 

values, impressions etc. (Price, 2007, p. 196).  

 

There are several companies within the consulting industry that can serve as successful consulting 

service examples, McKinsey & Company is one of the most prestigious one’s, due to the 

persistently conveying value added services (Friga, p. xix). One might wonder how they were able 

to hold up such a good reputation while also making some of the greatest mistakes the consulting 

industry has known, like the failed merger between AOL & Time Warner, wich has cost $350 

Billion (Heckscher, 2007, p. 220). A distinct factor of McKinsey is that the consulting firm 

embolden staff to engage in community services (WetFeet, 2009, p. 27), this might strengthen the 

social abilities of their consultants. Networking seems to be a key aspect of the success that 

McKinsey & Company has experienced over the decades, allowing them to charge their clients a 

noticeably amount more than its competitors (WetFeet, 2008, p. 38). Furthermore, the consulting 

giant is known for its innovative solutions in a variation of industry fields, together with a business 

culture that is considered eminently professional (Verlander, 2012, p. 225). However, even the 

best of us can make major mistakes, the company advised AT&T in 2000 that mobile phones 

would be a niche market (Leberecht, 2015). McKinsey starts with selecting creative minds as early 

as the hiring process, the creativity skills are than combined with like-minded consultants in 

groups, for ultimate team work results (Buono, 2006, p. 39). A common path for MBA graduates 

is to become a consultant, however McKinsey is notorious for creating new pathways, through 

hiring more than 70% non-MBA’s as consultants (Mintzberg, p. 88).  

 

Seeing the high failure rates of mergers & acquisitions (M&A), combined with the level of 

intricacy that comes with it, companies more often than not decide to request professional help 

from consultants (Poulfelt & Olsen, 2017). Some argue that consultants may contribute to this high 

M&A failure rate since consultants tend to ignore external information, and treat every case in its 

singularity, the specialized attention shows to have a downfall (Weber, p. 13). A prevailing 
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aberration is being too optimistic about the future prospects for companies after they either merged 

or acquired another company (Chakravarty & Chua, 2012, p. 48), showing that consultants prosper 

from imagination although should not lose touch with reality. Much of the responsibility of 

decisions lays with the companies themselves, consultants are often the one’s having to carry the 

blame for mistakes made (Bergamin & Braun, 2017, p. 25).  

 

Several consulting companies provided their own researches as well looking at the set of tools or 

abilities necessary to succeed, such as the Critical Success Factors (CSF) for IT governance by 

PricewaterhouseCoopers (PWC) (Morabito, 2014, p. 153). Furthermore, PWC claims that 

regardless of how well an idea may be, with the absence of proper leadership competences the 

activities will probably not be continual (Munkvold, 2012, p. 242). The scale in which PWC 

operates makes viable to create systems in which they will work with like their Advanced Human 

Capital Valuation. In which PWC employees are systematically evaluated to determine the value 

created for the company and then categorized in valuation classifications from low to high human 

capital value (Meifert, 2014, p. 99). This continuous process allows the HR department of the 

consulting firm to determine which employees generate the most value and might need a 

promotion for example, or contrary, a termination of their employment contract. PWC together 

with Deloitte, KPMG, and Ernst & Young are known as the big four within the mainly financially 

related consulting services. Some of the big four’s current success can be associated with their 

massive global network that they have built over the years, having hundreds of thousands 

employees (Holtbrügge & Haussmann, p. 169).  

 

Unfortunately, their size and success should not be mistaken for flawlessness, KPMG was 

scrutinized for their lack of skills to detect the lending scandals of Wells Fargo (FinancialTimes, 

2017, p. 1). Another significant event that made the extent to which consulting accountancy firms 

should be held liable questionable is the Enron scandal, Enron’s collapse affected people all over 

the world (Gillis, 2014, p. 39). Suggested is that investors and people that rely on auditing 

consultancy reports too heavily, overestimate both the consulting capabilities and responsibilities. 

Resulting in an expectation’s gap, between responsibilities of the audited company and the 

consultancy firm involved (Maynard, 2017, p. 113). One more substantial mistake made by 

accounting consultancy practices is the fall of Lehman brothers, in which Ernst & Young’s (EY) 

portrait as their advisory back-up (The Guardian, 2010, p. 1). Questionable is however to what 

extent the fingers can be pointed at EY, since it is commonly known that the complexity of the 

financial instruments used before and during financial crisis of 2008, were so high that many 

financial experts did not even understand them.  

 

To some degree it can be said that the accounting consultants at EY did not put it enough effort in 

order to find the fault in the debt instruments used. One reason can be that the consultants relied 

too much on the information that was provided by the investment bank themselves, which for 

obvious reason did not want to get any bad news out about the bank. Furthermore, the conflict of 

interest arises in this case, like many of the consulting firms, since they are paid by the companies 

they are supposed to consult for. The question in this case arises that, even if the consultants found 

out that the bank is insolvent and bankrupt, would they bring out the news for at least the sake of 

moral values, seeing that it would have a global impact, or would they act in the benefit of the 

investment bank, and provide information that the bank would want to see, in such turbulent times. 

Decisions made from this perspective brings an additional complexity with, since the investment 
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bank was traded in the stock markets, and then the stock prices solely resemble the price which 

the market values the company at versus the underlying book value of companies. Lehman 

Brother’s however had more than singular financial difficulties, Lehman’s management did not 

act solely for the benefit of the investment bank, in particular the CEO. Other questions that could 

arise in the same situation could be that, would it have been necessary to infuse change 

management consulting together with the accounting consulting that was provided?  

 

The above mentioned examples concerns the bigger consulting firms, success or failure stories of 

smaller firms is relatively scarcer accessible on the internet, together with the narratives of 

consultants. Consulting services that are being offered by the company are often associated with 

quality perception of previous clients (Weiss, 2011, p. 12). However, a small entrepreneurial 

consultant that is specialized in a specific field is not necessarily a less qualitative consultant due 

to the lack of brand awareness of his/her business. This disadvantage of the entrepreneurial 

smallness size is known as the ‘liability of smallness’. 

 

Records as to why some consultants did manage to becomes successful, whereas others struggled 

to reach the achievements that they were aiming for. The individuality of the consultant is often 

left out in the reasoning of consulting success literature. Therefore, this thesis will emphasize the 

scope of consulting success in that particular area, aiming to clarify the skills that make up the 

successful consultant. Purposively excluding the competences that the corporation might have to 

aid the consultant in their success, the purview is solely focused on some consulting skills that are 

linked to achievements based on secondary research.  

 

 Measuring success can be done through many distinct ways, therefore it was necessary for this 

study to draw lines with what was considered a success and what not and more importantly which 

factors contributed to the success. This brought with the complexity of defining success, how and 

when are consulting practices considered successful? Would that be when revenues of the client 

increase? Is the consultant deemed successful based on the number of clients the consultants have? 

Assuming the latter, a consultant who on average has more clients in their field of expertise in 

comparison with other consultants may indeed perform better as a consultant. E.G. being able to 

increase the revenues for their clients, solve complicated issues the clients may face, implementing 

convoluted plans without the need for prior training or education. However, it may also be that the 

consultant has exceptional selling skills, which leads to a higher success rate when trying to sell 

his/her services, plans, or ideas to clients, the number of clients representing the success rate in 

this example. A consultant with excellent selling skills that is hired for a marketing assignment, 

can convince the client of a mediocre plan, whereas a consultant with less selling abilities was not 

able to convince the same client with a better plan. This raises questions as to what can be 

considered success in the consulting business, furthermore through which set of skills can 

consultants achieve those levels of success?  

 

1.3 Purpose  

 

This study aims to examine a predetermined set of skills to see in what way they contribute to the 

success of a consultant. This thesis will serve as both background information and guidelines, to 

increase the efficiency, effectiveness and success of consulting services, which can be used by 



 12 

consultants. In order to do that the thesis will look at four skills in depth namely creativity, 

planning, networking ability and the ability to sell.  

 

Figure 1: Consulting skills covered in the interviews 

 
 

 

The above visual sight gives the four skills and consulting traits that will be discussed in the 

literature review in detail, providing insights and reasoning for their importance. These will form 

the crucial basis for the buildup of the methodological framework of the primary research 

conducted, discussed in the methodology chapter. There are many other consulting skills that could 

be relevant such as communication, expertise, marketing skills, industry specific skills, but due to 

the time limits of this research I will not be able to look at them in depth. Furthermore, these set 

of skills were the ones that were mentioned in most researches.  

 

1.4 Research Questions 

The leading question for this study is: Are selling, networking, planning and creative skills 

attributing to the prosperity of consulting services?  

In addition to the main research question for this study, the following sub-questions were designed 

in order serve as guidelines towards answering the main research question.   

1. Do consultants agree with what is known in theory about the four set skills?  

2. In what way do the four set skills assist the consultant in their day to day activities?  

1.5 Possible contribution to theory 

 

Consulting
skills 

Sales

Networking

Creativity 

Planning
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The literature available for consulting practices is widely available, however the main focus is 

towards the consulting practices towards the clients, rather than the consultants themselves. 

Numerous books are written on how people could start their own consulting firm, with the steps 

given and set processes that could be used to ease the degree of difficulty for individuals. 

Furthermore, the industry related consulting practices are discussed in detail, displaying tip and 

tricks and even pitfalls that can occur when aiming to provide consulting services for their clients. 

Due to the massive scale of the consulting industry itself, the literature provides relevant 

information from different angles, so far the I gave example from the consultant’s angle. To give 

a scope of the large scale only the risk management area amounts for about 70 billion and is 

expected to grow to 80 billion by 2020 (consultancy.org, 2019). Today’s theory that is available 

also provides guidelines for businesses that would like to hire consulting firms, included much the 

same information as for the consultant’s, needless to say, from a different point of view. Step by 

step processes are given to find agreements with the consulting firm that will best fit the company’s 

goals, including the agreements that should be made upfront. Although there are no clear defined 

rules and regulation as to how the consultant should behave, make agreements, not even which 

credentials the consultant must have to perform the job, some clients at times won’t even be able 

to tell the difference (International labor office, 2002, p. 131). Described is the importance of 

setting pre-agreement goals that are measurable to detect possible flaws throughout the business 

agreement between clients and consulting firms. Books and articles provide detailed information 

on roles that the consultant may take within the company, and what kind of consultant they should 

be looking for. One indication that companies could look at is whether or not they will need the 

skills for a longer period of time or not, hiring a consultant for a specific project is perhaps costlier 

in short term but beneficial for the long run (Orr & Orr, 2014, p.126).  

 

Literature however does not provide such detailed information into all aspects of consultancy, 

therefore this thesis aims to identify key consultant skills and traits, that will lead to success, in 

which hopefully both the consultant and the client will benefit. Through including perspectives 

from consulting professionals within the research, this thesis provides inside information, from 

people that have been practicing consultancy and therefore have hands on experience on which 

skills they think are important for success.  

 

1.6 Position of this study 

 

This thesis takes a look at the broader sense when it comes to consulting services, specifically the 

attributes that make the consultant successful at what they do on a day to day job for their clients. 

I started the research without any prior assumptions or prejudgments about the consulting industry. 

I have a passion for consulting myself and therefore I wanted to know what distinguishes the 

excellent consultant from the what could be perceived as the average consultant. After reading up 

on the secondary information that is available on the field I decided on 4 skills that I thought would 

be interesting to investigate. Being able to sell is not something that I came across on a regular 

basis, with the existing theories. But since I have a sales background myself I thought it would be 

almost impossible that it would not be part consulting as well. Therefore, I wanted to conduct this 

study to see whether my hunch on the sales matter was well placed. The explorative approach 

throughout the thesis and the semi-structured interviews that I have conducted allowed for a broad 

view resulting in a narrow scope when it comes to the results. To create a clear view on what the 
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successful consultant would be like based on the view from several people that practice the job 

themselves every day. Together with the theoretical foundations that were found on the topics at 

hand.  

2 Literature Review  
 

The model below indicates the literature framework in a nutshell, the model shows the overall 

topic of the literature framework in consulting skills. Meaning that a selection of four skills is 

made namely networking skills, creative abilities, sales skills and planning skills. Within the 

literature review I will look at what secondary information is available and try to take into account 

that this is done with consulting in the background. Therefore, when examples were given related 

specifically to consulting I have added that, needless to say within the boundaries of the four skills.  

 

 
 

2.1.  Current Consulting Services Literature  

 

A company can also enquire a consultant to perform an informative report regarding a specific 

topic, this takes place if internally employees are either not capable or do not have enough time to 

align these tasks with their daily tasks (Kubr, 2002, p. 417). Consultants are often requested for 

knowledge due to their previously obtained know-how knowledge that they acquired from other 

similar companies or problems (Buono, 2002, p. 21). Consultants however are not always trusted 

instantly for their abilities; some are skeptically querying whether the consultants possess the 

actual knowledge or rather pretend to be knowledgeable (Furusten & Werr, 2005, p. 10). 

Therefore, many companies require consultants to show their legitimacy with regards to the 

specialized skills, value or information they have obtained (Buono & Poulfelt, 2009, p. 5), in cases 

like this a brand name like PWC is chosen over an unknown consulting firm. Disparity should be 

acknowledged between intangible value (putting in hours of work) versus tangible value 

(intellectual assets) (Marquardt, 2011). Besides offering the knowledge directly, consultants can 

also create knowledge distribution associations, promoting the teamwork and information 

allocation, which may benefit the company greatly (Dawson, 2012, p. 181). Putting together 

projects similar to that rely greatly on creative abilities to combine the knowledge necessary.  

 

A value-based take on consulting can be more suitable if the client is on a strict financial plan, 

charging per hour rather than value can turn into a disappointment (Nelson & Economy, p. 307). 

For this reason, there has been a shift within the consulting industry towards value-based 

agreements, where tasks are agreed upon beforehand, and payouts dependable on the results and 

added value (O’Mahoney & Markham, p. 82). Predetermined desired outcomes can be described 

Consulting service literature

Consulting skills

Networking 
skills

Creative 
abilities

Sales skills
Planning 

skills



 15 

by the client, leaving the consultant the task of transforming the given inputs through a creative 

process. Consultants can be described in several categories; bookshelf stylist (compose papers), 

body shop (resulting in more practical solutions), and value extractors (aiding in the bigger scheme 

of the company’s vision) (Gattorna, 2003, p. 645). It can be said that the value-based approach 

provided by consultants, often results in an ethereal outcome, affecting the companies from a 

governmentally, professionally, and individual level (Koocher, Norcross & Greene, 2013, p. 718). 

Due to the high turnover rate when it comes to information as well as technology in today’s world, 

the benefits reaped from consulting services are often a short term stretch (Aseervatham, 2016, p. 

17). Accordingly, the fastest growing industries within the consulting are administering innovative 

solutions and increasing levels of efficiency (Bäumer, Kreutter & Messner, p. 235). Companies 

have at times their own set process, of chosen the consulting firm that best fits their needs, during 

the course the needs of the client are discussed, and an accepted proposal will lead to guidance 

(Baum, 2012, p. 13). This Munchus approach (1989) depicts a problem that often also occurs in 

the goods rather than service environment, namely the substitutive possibility internally. Being 

known as the creative consultant can lead to personal brand awareness on its own. The rapid 

developments of technology spreads in many industries, clients that would like to stay ahead of 

their competitors for example but face walls, could enquire new creative consulting insights, to 

create a competitive advantage.  

 

 

There are many consulting process approaches, many come down to the same steps of; observing, 

analyzing & diagnosing, planning, implementing and assessing the progress (Kubr, 2002, p. 21). 

Buono (2002, p. 10) argues that the knowledge responsibility throughout the consulting process 

lays with the company and not the consultants, consultants should be there merely to hold up the 

problem solving structure. At times consultants are solely hired to form as a second opinion for 

companies, especially when it concerns risky decisions or large investments (Dorf, 1998, p. 19). I 

believe that this is a good plan of action since it brings objectivity to the table, to make sure that 

there is a voice represented that does not have any personal interest in the changes that are being 

suggested or created. A crucial success factor during the whole process is the degree in which the 

consultant is involved with both the company’s issue at hand and the personal contact. Research 

suggests that emotional and practical involvement go hand in hand with achieving consulting goals 

(Buono, de Caluwé & Stoppelenburg, 2013, p. 35). A central point, is the planning phase in which 

both parties such effectively communicate the information to be able to derive at efficient solutions 

for future goals (Somogyi & Galliers, p. 118). All the steps of different processes and key success 

factors should be blended together with a business culture among the consultants (Orr & Orr, 2014, 

p. 189).  

 

The consulting industry is a rather new field which grew enormously after the beginning of the 

1990’s (Graubner, 2007, p. 2), management consultancy can be defined as; 

‘’Management consultancy is the creation of value for organizations; through the application of 

knowledge, techniques, and assets, to improve performance. This is achieved through the 

rendering of objective advice and/or the implementation of business solutions’’ (Biggs, 2010, p. 

24). The practice often takes into account the whole process at once, from problem analyzation 

until the evaluations of the implementation results (Baaij, 2013, p. 13). Management consultants 

regularly kickoff their career by gaining experience in a peculiar field in order to obtain the 

trustworthiness necessary to thrive (Curnow & Reuvid, 2005, p. 408). Within the profession 
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multiple skills are blended into one to provide the services that the clients require, empowering the 

possibility for networks to develop (Wickham & Wickham, 2008, p. xix). People skills are crucial 

since the client might be caught up by symptoms however they may not depict the underlying 

causes of the problem at hand, the consultant will have to connect with their clients to discover 

deeper indicators (Srivastava & Srivastava, 2012). 

 

 

Knudsen stated that imitation is the mother of innovation, that relevant knowledge is not available 

in the market (Knudsen, and Madsen, 2002, p. 496). The knowledge a consultant has as well as 

the ability to learn new knowledge is a determining factor for their own business growth as well 

as for their clients, based on the organizational learning theory on assimilating unfamiliar 

knowledge (Autio, Sapienza, & Almeida, 2000, p. 911). However, obtaining and sustaining an 

optimal balance between preservation and distributing knowledge is particularly challenging (Luo, 

Oded, & Haresh, 2008, p. 433). Many firms nowadays experience difficulties due to the absence 

of essential knowledge, required to allocate both tangible together with intangible assets as 

efficiently as possible (Figueira-de-Lemos, Johanson, & Vahlne, 2011, p. 152). This is where 

consultants provide their services to close the gap between a firms need for essential knowledge, 

that at times may require a level of creativity to combine known knowledge into new perspectives 

on the same information. Distributing that knowledge within their firm and the possible 

implementation involved with it, may also require degrees of creativity to fit possible new 

outcomes. However, the challenge is not solely obtaining a competitive advantage but also 

maintaining the head start in comparison to competitors. Knowledge from an explicit perspective 

can be divided into information, depicting what organizations know and know-how, the transfer 

of technology is important for the growth and reproduction of the organization (Kogut & Zander, 

1992, p. 383). Sustainability can be acquired and maintained through unique knowledge (Oviatt & 

McDougall, 1994, p. 38), what’s more is an advanced correlation betwixt knowledge acquisition 

and innovative performance, is formed through knowledge creation (Zhang, Shu, et al., 2010, p. 

83).  

 

 

From the start of each consulting project it is imperative that the consultant is aware of the external 

surroundings of the company, industry progressives and the rapid movements of the economy 

(Giovannini, 2009, p. 32). Consulting touches upon a further field since it does require attention 

to both the business practices and the interpersonal relationships involved with it from the 

management team, consultants at times, have to mentor them throughout processes (Buono, de 

Caluwé & Stoppelenburg, 2013, p. 284). Proposals are set up to depict multiple options, in which 

priorities will play a role in which decisions ultimately will be made, consultants have to be able 

to recognize those priorities on a short time frame, since consulting services are often comparable 

to projects (O’Neil, 2014, p. 212). Consultants have to be able to deal with complications at arrival 

or during the projects lifetime, and delegate their ideas of solutions to the company (Biggs, 2010, 

p. 320). Since consulting can have a rather broad view, consultants have to describe which precise 

services they are able to provide to their clients (Kubr, 2002, p. 627). During the extensive advice 

giving the consultancy branch should take into account that they are providing services that should 

reflect the best interest of their clients. Since consulting firms have been castigated in the past for 

unprofessional behavior aimed towards individualistic outlook on their assistance offered to their 

clients (Simon, 2017). A partial reason for this flaw within the consulting industry could be that 
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no official degree or certificate has to be obtained in order to practice the business (Kubr, 2002, p. 

131). 

 

Consultants who are considered to be good at their job, have personality traits that are distinctive, 

and normally not found among the average manager, such as; extracting relevant information 

through an interview, as well as offering guidance and consultation (Kubr, 2002, p. 801). I can 

imagine that as a consultant you have to have exceptional people skills and that alone will make 

you distinctly different from other people. Furthermore, consultants are known to have a 

competitive edge to their way of working, may it be in presenting their ideas or plans, or even 

competing to be better than their clients (Curnow & Reuvid, 2005, p. 162). Some traits that the 

exceptional consultants hold is their level of creativity which will be discussed in detail, later in 

this section, this trait is highly valuable, since it is not easily taught (Banai & Tulimieri, 2013, p. 

889). Some consulting competencies that can be taught up until skills will be looked at in detail, 

throughout the following section.  

 

 

 

 

 
 

2.2.  Consulting Skills  

 

Skill can have various interpretations; it serves as the description for detectible presents of a 

person’s actions, within a finite extension and nature (Lesh & Doerr, 2003, p. 281). It goes 

combined with a person’s ability to progress in, with certain conceptions, developing a skill 

therefore is not a mere coincidence (University of Wisconsin, 1975, p. iv). There is a difference 

between knowledge and skill which is still too often mistaken with each other, although knowledge 

and skill often go hand in hand. Skills are characteristics that a person often has to practice in a 

physical matter, with selling in group settings for example. Knowledge is the aspect that will often 

show itself in practical matter but would have to be acquired mostly theoretically. The distinction 

is made with what is done with the particular knowledge, if the knowledge is repetitively used to 

perform peculiar tasks more effortless as well as efficient, can be seen as a skill (Vivas, 2014, p. 

389). By means of the finitely nature of a skill, knowledge can be recognizable in its own essence, 

knowledge becomes fruitful when it is put the use favorably, whereas skill have to be developed 

with practice (Cheetman & Chivers, 2005, p. 87). Another word that touches close into this 

category is competence, which in ways can be seen as being closely related to skill, however the 

broadness of the definition makes it a category on its own. Although the links between skill and 

knowledge are noticeable, it can be viewed as the capacity to perform in situations where both 

knowledge and skills go combined (Zumbach, et al., 2008, p. 126).  
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Through skills, consultants can be systematically evaluated and distinguished over the skills they 

possess and the accompanied measurements that go with them, to demonstrate the level of 

expertise of the particular skill at hand (Cram, 2017). Despite of the narrow scope that each skill 

has to distinguish from each other, there are also resemblances, such as that each skill is taught, 

the level of consistency the skill provides leading to dependable results, the goals of a skill are 

decided upon in advance etc. (Wiggens-James, James & Thompson, 2005, p. 94). The following 

aspects are depended to the human body in one way or another, affecting one of the nerve organs, 

smell, sense, touch etc., or are related to either the core or motor mechanisms (Honeybourne, 2006, 

p. 6). The cognitive abilities of a consultant can also develop themselves into skills like inter-social 

skills where skill to acumen other people’s demeanor is put to test and actions are undertaken based 

on human sense and understanding (Schwean & Saklofske, 1999, p. 54). Requiring a level of 

alertness to realize the emotions and angles of other people furthermore being able to competently 

act upon them to accomplish wanted results (Foot, Chapman & Smith, 1980, p. 7). I think that it 

is essential that a consultant is on top of his or her game especially when associating with the c-

suit of companies, alertness and being aware of your environment gives the consultant a head start.   

 

Concerning the set of skills, a consultant must have to achieve success, opinions vary across the 

literature available in the field, Lloyd & Packer argue that staying professional, analytical capacity, 

clarifying complications (solving problems), communication abilities are among the most 

important (Lloyd & Packer, 1994, p. 39). Two other sets are given below; Set 1:  

 

- Accurate Planning; timely as well as continuously  

- Cooperative business alliances; for credibility  

- Value creation; development assessments 

- Financial conducts; one of the most important (many consultants lack this skill) 

- Management consultancy; another crucial skill and reason why many consultants fail 

- Designing a competitive approach (Phillips, Trotter & Pulliam Phillips, 2015, p. 20).  

Set 2:  

 

- Communication & social artistry 

- Creative abilities  

- Management & leadership abilities  

- Concept Development (Deelmann & Mohe, 2006, p. 146).  

All and all the ability to assert upfront the quality levels of a consultant has shown to be rather 

difficult, a common indicator that is used to determine a consultant’s skills are the commissions 

they charge their clients (Zackrizon & Freedman, p. 55). Furthermore, there is a distinction 

between the skills a consultant possesses or traits that are part of the consultant’s character, for the 

sake of this thesis both are treated as one since, characteristics such as; leadership skills with effort, 

can be taught (Biech, 2011, p. 26), which is the main attribute of a skill. Traits are usually not 

taught or developed throughout someone’s lifetime but rather part of a person’s being (Brown, 

2013). In addition, trust is commonly known to be of importance when conducting business 

transaction, consulting is not an exception to the rule, therefore, trust in business partners as well 

as trust in one-self (self-confidence) seems to be a crucial factor for success (Viola & McMahon, 
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2010, p. 20). Trustworthiness can go compared with interpersonal social skills, assuming no strong 

bond can be created without the trust factor being involved upon till a certain level (Cinocca, 

2001). In the literature the aspect of trust within business relationships is widely debated, the trust 

the consultant has in their own abilities however is less touched upon (Brooks & Edwards, 2013, 

p. 75). The following consulting skills are chosen for examination throughout this thesis; 

 

The distinct difference that previous literature has in comparison to this study is the before and 

after sale picture. What I mean with the sales picture is the moment that the clients decide to hire 

the consultant for specific task or project and signs the agreement. If we could combine the 

moments into one and draw a clear line, we could say the before and after sale moment. Prior 

research discusses the skills of the consultants mostly after the sale and at times leaving the before 

sales part of the picture out in its entirety. A reason for that could be that the sale is often made by 

consulting firms and then the consultants for the job are assigned to the project, not having that 

much involvement into the project. Especially when it comes to the younger consultants they are 

assigned to a senior consultant and are even a step further from the sale moment. However, I 

believe that there is chance that the consultant will significantly become more valuable to the 

consulting firm would they have selling skills. Therefore, the below research serves as the 

foundations of information on which the mythology will be build, to research more on the before 

sale part of the picture. The ability to sell could serve the consultant in different ways and not just 

making the sale of the consulting assignment Making the research in this study more tangible due 

to the involvement of consultants and their hands on examples given concerning the covered 

topics. 

 

 

 
 

2.2.1. Networking Skills  

 

With networking the total external environment is meant, anyone moreover anything a consultant 

comes in contact with, both directly and indirectly, communication between people allows for the 

creation of self-regulation (Matto, 2015, p. 139). The social proximity that we experience between 

the different groups of humans that we conduct ourselves with varies. We usually undergo having 

interactions within a closer related personal space with family, sometimes referred to as the inner 

circle (Morgan, 2013, p. 564), than we would have with colleagues. For this reason, the smaller 

the proximity during the intercommunication with a closer social group, results in the emotional 

states being more active (Chapman, 2014, p. xvii). For consultants it is important to be aware of 

this difference, to show their level of emotional involvement for their client’s problems.  
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The rise of technology levels in business fields go hand in hand with the increased need for 

communication skills, in order to transfer the newly created knowledge (Kwedi, 2014). Issues 

amidst the complexity of human communication, along with the reliance of the consultant on their 

team, and the possible conflict of interest matter with their clients, are colossal compared to any 

other difficulty the consultant may face during his/her services offered (Leskinen, 2010, p. 456). 

The complicatedness of human communication occurs when attempts to interpret 

mental/emotional states and intentions are analyzed on an individual level (Freeberg, Dunbar & 

Ord, 2012, p. 1794). During the communication processes, trust is believed to play a rather 

important role, furthermore self-confidence is associated with coming across trustworthy.  

 

Agreements made within the business networks environment rely heavily on trust, by many this is 

seen as the crucial communication synergy. In some business cultures around the world 

particularly the Chinese, the importance weighs critically to the extent that business is not 

conducted when trust levels are not existent or too low (Appelbaum, Felstiner & Gessener, 2001, 

p. 391). I believe that it is a good way to do business, especially when it comes to larger scale and 

riskier business deals, being able to trust the person you are conducting the business activities with 

can be considered a primary skill, in my opinion. Whereas generally in western business cultures, 

more attention is given to the administrative correctness of agreements made rather than intuitive 

trust levels. When it is necessary to exchange competitive and private information about businesses 

among business partners which is often the case within the consulting transactions, not being able 

to rely on the intentions can lead to catastrophic outcomes (OECD, 2016, p. 46). Trust can play a 

role form different angles it concerns one on one interpersonal relationships, however it also 

concerns the level of trust participants of a business agreement have in corporations (Ratnasingam, 

2003, p. 5). Although trust levels bring with the subjectivity automatically with, in some business 

cultures certain actions may be seen as acceptable, whereas in others the same actions are observed 

as a violation of trust (Falcone, et al., 2003, p. 57). The more networks are aligning with their 

business cultures the higher the chance the networks become synergized. Among all human 

networks trust plays a role, a widely known concept is ‘’the prisoner’s dilemma’’, depicted the 

absence of sufficient trust levels to conduct practices towards specified goals (Chang, Hussain & 

Dillon, 2006, p. xvii). Some of the colossal size consulting firms around the world, rely on their 

reputation for the incoming stream of new clients, the tremendous confidence levels clients have 

subjectively created about these firms goes compared with the trust based on previously conducted 

consulting services (Ebert, 2010, p. 35). For consulting firms that recently started their business 

practices this brings with one of the downfalls of having newly started, clients do not have an 

antecedent record of previous business networks therefore doubting the firm’s dependability 

(Lewandowski & Znoj, 2009, p. 35). Especially, when a consultant is hired to assist management, 

the newness of the consultant when just starting a project for a new client, may lack the consultant’s 

dependability factor. The networking abilities of a consultant therefore, takes various forms, 

another form is mini networking, ultimately meaning being able to manage people with projects 

or from different companies, with a variety of business cultures.  

 

An extensive personal network will give the consultant increased accessibility to both tangible and 

intangible resources such as finance, market access, referrals etc. (Coviello, 2006, P723). The 

saying that goes it is not about what you know but rather who you know is more than placed I 

believe. If you father or mother is the CEO of a bank and you would like to work for that bank 

than the chances of you getting hired is 99.999%, I would say, assuming parent and child have a 
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‘’healthy’’ relationship. Developing a sustainable network is of importance for a consultant’s 

growth, the network can be seen as an intangible resource salient in the early stages of an 

organization’s success (Coviello, 2006, p. 723). Aligned with the expansion of a business goes the 

reliance of the consulting firm on their teams, their collective image, and the dependence for the 

progress of opportunity (Gurrieri, 2013, p. 197). The alliances within a network can parade from 

contrasting angles throughout the company, vertically encompassing strategical influence, 

horizontally comprising often partners collaborating, diagonally covering a more external 

partnership (Gassner, 2007, p. 9). Alliances can be created to serve an ample area of purposes 

being a network in which various goals can be achieved, or for the aspiration of resource sharing 

alternatively providing (Culpan, 2002, p. 32). This holds for companies that enquire consulting 

services as well as for the consulting businesses themselves, a consulting firm might specialize in 

financial consulting services, however a client requires that combined with marketing support, the 

consultant may rely on their alliances for support in such situations. It can also result in having to 

depend on parts of the network that are simultaneously competitors, therefore the alliance should 

be of bilateral interest, depended on external mainly economic feasibility (Lesser & Prusak, 2003).  

 

For the consultant’s quality purposes, they may develop networks that can, one way or another 

strengthen specific consulting skills in order to achieve a higher degree of satisfaction for their 

clients (Culpan, 2002, p. xv). According to Boston Consulting group, there are a handful with the 

network category namely; networks with certain competences, connections to specialize in start-

ups, interdependent skills, and merger & acquisition allies (Gibbs, 2009, p. 51). Accordingly, 

consultants may prosper agilely and better with their growth prospects when utilizing the aid of 

their network (Weiss, 2012). Although the downfall can be that the processes and activities can 

create their own level of complexity when the number of people involved increases to 

uncontrollable extents (Czerniawska, 2002, p. 161). Networks often provide a dependable growth 

opportunity when aiming towards international growth for consulting firms, mainly due to possible 

clashes in business cultures (Holtje, 2010, p. 151). They can also occur in merger & acquisition 

circumstances, when a consulting firm would like to expand in unknown territory, beneficial in 

terms of speed for the sake of competitive advantages e.g. (Greiner, Poulfelt & Olson, 2010, p. 

382). There are plenty of consulting businesses that offer intermediary services for companies that 

plan to merge or acquire a company as well, due to the high level complexity that arises with such 

movements, often taking their commission from the sell or buy price (Kubr, 2002, p. 691).  

 

 

 
 

 

2.2.2. Creative Abilities  

 

Consulting service literature

Consulting skills

Networking 
skills

Creative 
abilities

Sales skills
Planning 

skills



 22 

Csikszentmihalyi (1996) developed a creativity theory that is widely used, he looked at creativity 

from a rather new perspective by questioning the source of creativity. Whereas some argue that 

creativity’s sole source of creation is within the brain/someone’s head, however others argue that 

there is more to it, like the connectedness of the person in question with the outside world. Which 

can trigger connection in the brain indeed however the source is not solely derived from within he 

argues (Mullen, 2018, p. 10). According to Simonton who has developed the DPF model of 

creativity the three most important factors that result in creativity are the influences of societies, 

products and processes (Connor, 2016, p.215). Beghetto and Kaufman (2007) developed the 4 c’s 

creativity theory, where they tried to give different levels to the aspect of creativity (Baer, 2015, 

p. 81). 

 

- Mini c; where creativity is derived from the situations a person remembers from the past, 

changing the interpretive aspects.  

- Little c; considers the problem solving abilities of a person and the creative appearance that 

derives from that. 

- Pro c; when creativity is used relatively often for one’s profession e.g. the people are known 

for their creative abilities however not famous for it.  

- Big c; creativity that stands out and is considered to be well above average. 

The consultant’s creativity process evolves through, composing a detailed analysis on a modest 

selection, from a tremendous collection of ideas (Sawyer, 2012, p. 154). When contemplating 

creativity from a business perspective, consultants are considered to be creative, when products 

and/or services designed are, authentic and competent (Kerr, 2009, p. 200). Being broad-minded 

as well as brainstorming aid towards the exploration of innovative ideas (Bonnardel, 2012, p. 

5301). Creativity side by side with innovation growingly turn into critical components for 

consulting achievements, especially for the endurance of sustainability of firms (Anderson, 

Potočnik & Zhou, 2014, p. 1298). In today’s world the leading element of innovation is 

technology, benefiting organizations in numerous fields such as; competitiveness, general 

performance, etc. (Huang, Wu et al., 2016, p. 2187). Dietrich stated that research done on creativity 

will experience close examination, due to the variation of the results (Dietrich, Kanso & Hinshaw, 

2010, p. 823). The personality of a consultant also seems of importance based on studies for the 

level of creativity that may be generated (Merten & Fischer, 1999, p. 936).  

 

Multiple studies show that creativity levels of individuals including entrepreneurs is closely linked 

to their personality traits (Merten & Fischer, 1999, p. 937). I can imagine that creative people have 

a different personality since the creativity levels will always be there one way or another, in the 

mind of that particular person, that is. I believe that this fact will show itself in different ways 

whether that is finding solutions for solving small problems or trying to solve large and complex 

problems cannot be deemed relevant. Impulsivity seems to be linked to a creative person (Runco 

& Richards, 1997, p. 108), furthermore creative people are inquisitive and show high levels of 

cognitive malleability (Runco & Pritzker, 1999, p. 366). For consultants in order to make 

improvements aimed at higher creativity levels, studies have shown the relevance of targeting the 

efforts on the individual traits and external stimuli/events/situation (Zhou, 2015, p. 241). A meta-

analysis between entrepreneurs and managers showed that the greatest difference is the inferior 

levels of extraversion, open-mindedness to new experiences, for managers however contrary 

reduced levels of agreeableness & neuroticism (Tan, 2012, p. 143). Another study studied the 
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relationship between creativity and intelligence, concluding that self-conscious individuals are 

relatively more eloquence concerning their idea generation (Emanuel, Benedek & Neubauer, 2012, 

p. 223). Furthermore, highly intelligent individuals have shown higher degrees of originality, and 

the creativity is correlated to inhibition (Jaarsveld & Lachmann, 2017, p. 7). The usefulness of 

creativity should not be underestimated by consultants, for it can greatly assist in multiple tasks 

such as; planning, solving complications, and especially for the creation of visions & goals 

(Praszkier & Nowak, 2011, p. 22). Enhancing creativity within consulting is widely seen as one of 

the most crucial factors for success (Ács, 2015, p. 29). Although creative abilities depend 

profoundly on the external environment of human beings, financial distress e.g. can make you or 

break you, acute chaos however will disrupt creativity, according to Gutern (Guntern, 2012, p. 59). 

Creation brings forth an innovative world, combined with an additional key component; believing 

in one’s own abilities (Ahlin & Drnovšek, 2014, p. 112). There are undoubtedly many creativity 

models aimed towards guiding a person towards the creative process, caution should be taken to 

not dwell on something (Amabile, 2012, p. 149), and allow the mind to flow. The Wallas Model 

(1926), describes a four-step procedure towards a creative outcome, starting with essentials step 

of preparing the required knowledge, followed by a gestation stage to digest it (Deb, 2006, p. 269).  

Followed by refining the idea to set the grounds for solutions (Runco & Pritzker, 1999, p. 126).  

 

Another approach is the dual pathway creative model (DPCM), where the malleability of a thought 

system as well as persistent diagnostic connections between variables are crucial (Mumford, 2012, 

p. 219). DPCM portrays that the creative result depends on certain traits, that characteristically 

support cognitive abilities and motivational inputs (Elliot, Dweck & Yeager, 2017, p. 354). 

Dreaming during the day is a lifelike imagination, which also enhances creative abilities (Coon & 

Mitterer, 2006, p. 349), daydreaming allows vivid envisioning motivated by inner desires (Jenkins 

& Örnesved, 2010, p. 210). ‘’An imaginary individual’’ that computes towards targeted economic 

pursued as an idealist, is the most unadulterated form of economic inquiry (Endres & Woods, 

2010, p. 587). Please find below an illustration of the DPCM model, depicted with practical 

examples.  
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Figure 2: The dual pathway creative model (DPCM) and employee creativity  

 
Source: Elliot, Dweck and Yeager, p. 355, 2018, Figure 19.1. Handbook of Competence and 

Motivation, Second Edition: Theory and Application. New York. The Guilford Press.  

 

 

 

Contrary a creative block is known as sort of a momentary dead-end for creativity, when a person 

feels anxious, insecure, anguish or finds themselves inside a box (Kaufman & Kaufman, 2009, p. 

229). Another reason that can cause a barricade for the limitless mind is conformity, trying to fit 

in social standards (Soliman, 2005, p. 71). This may also happen vice versa when in a culture 

certain acts or operations are denounced (Yan, 1998, p. 42). The primary cause of creative 

obstacles is believed to be the lack of awareness (Davis, 2016). The DPCM aims towards 

perseverance, however repeating certain thoughts often may also lead to a roadblock (Glâveanu, 

Pedersen, & Wegener, 2016, p. 4), so there is a fine line between the two. Also called the 

‘perceptual block’, not being able to look at the issue at hand from a different angle (Proctor, 2005, 

p. 31), this may also serve as a valid reason to hire consultants, to offer a fresh outlook on the 

problem at hand. When limited perceptions are endured by a selection of a vaster selection, this 

can likewise cause challenges (Sternberg, 1999, p. 376). 

 

Creativity can be put to use in various ways, ultimately all creative efforts aim towards creating 

value for their client, generally speaking from the consultant’s perspective. Knowledge-based 

creative formation can thus increase the overall performance of the company. Difficulties may 

arise when the clients view and expectations of added value and similarly the consultant’s take on 

this, are not align. Creativity plays a crucial role when making decisions, some state that 

decisiveness becomes a hefty process when it concerns a creative decision, in addition creative 

human beings are considered to be harder to manage (Nahavandi et al., 2013, p. 202). I think I can 
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agree with that, because a creative person is able to go outside of the box, this matter is usually 

hard to process for people that are used to live inside boxes. Many that do live within certain norms 

or believe systems are often unable to travel into an imaginary world a follow or believe things 

that are not existent in physical reality yet. When the leading party is living inside the box and the 

creative person is expected to follow, while believing in a certain idea, this can be hard to manage. 

Therefore, creating value can have a broad outlook, a consultant can provide benefits for their 

clients in a variation of contexts, a few will be discussed next.  

 

 

 

2.2.3. Sales Skills 

 

Belfort (2017) is currently known to be one of the best sales men there are and he recently brought 

out a book describing the theory on sales that he developed (Belfort, 2017). He named his theory 

the straight line system model to a sale, describing the various aspects that are of importance when 

wanting to close a sale. One of the most important things that he mentioned is that one has to 

believe in themselves, otherwise it will be hard for a person to convince someone else to buy their 

product or service. I believe that this is more than true because we as human beings are like animals 

able to reflect each other feelings on an unconscious level. When a consultant is feeling uncertainty 

in their own capabilities the person they are doing business with is able to sense that uncertainty 

and therefore might not be able to trust positive results. Furthermore, he discusses the importance 

that besides the importance that one has to believe in themselves one also has to believe in their 

product or service that they are trying to offer their client. In additional factor that he considered 

to be crucial is the building of trust with the client in order to build a foundation where comfort 

will lead to a mutual agreement.  
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Figure 3: The straight line model of Jordan Belfort 

 
 

The ability to sell can be described in various ways although many books agree that the attitude a 

person takes when aiming to sell something, can make a fundamental difference as to whether or 

not, they will actually sell their product or service (Breithaupt, 2003, p. 25). When a salesman is 

enthusiastic about either their product or service alternatively enthusiastic in general, they are more 

prone to make their prospective customer enthusiastic about their proposal (Cross, 1996, p. 29).  

The reasoning behind this statement lays with the high possibility, that regardless of what is being 

sold, the salesmen will often hear that their prospective customer is not interested in their offer 

(Bragen, 2004, p. 292). This gives an automated result that a person that is aiming to sell which 

consultants have to do with their ideas, proposals, plans, and themselves, that it often requires 

endurance, communicative & organizing skills (McKinney, 2000, p.  2). All and all it can be rather 

difficult to construe the best salesmen due to the personal aspect that goes with it, what for some 

works as their magic covert, can be for others their downfall (Simpson, 2011, p. 8).  

 

A confident consultant working in the business environment will come across relatively more 

genuine, considered to be crucial when doing business as well as when making a sale (Huang & 

Wilkinson, 2013, p. 455) therefore more successful. The usefulness of confidence is fairly ignored 

in the business environment in its totality, insecurities are noticed especially in top-positions that 

often come with relatively more responsibilities, stress-prone environments, and high risk 

decisions (Sturdy, 1997, p. 390). Stress, confidence and uncertainty are complexly linked to each 

other, not knowing outcomes of actions, escalates stress levels (Greco & Roger, 2003, p. 1058).  

 

The ambiguity that leads to cognitive dissonance is of importance between the relationships as 

well, consultants may have innovative or new ideas from the client’s perspective which may lead 

to cognitive dissonance for their clients (Marcinko & Hetico, 2014, p. 14), leading to possibly not 

being able to close the deal. Awareness of this possible problem occurring, may assist consultants 

greatly when their focus lies on finding common grounds of agreements and perspectives with 

their clients. Consultants may come across a new operating system for their client e.g. however if 

their client is convinced their current system is the finest, consultants would know that some of 

these incidences come from our cognitive limitations as human beings. Hindering the process of 

creating new believe systems about something, the consultant has to have enough confidence in 
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themselves to pursue the prospective angles of their clients, in addition to being able to analyze 

the exact needs and wants of their clients.  

 

Being able to sell relies on the consultant’s ability to critically analyze the client’s overall situation, 

finding relevant connections between the company goals and the possibilities with the company’s 

external environment. Possessing analytical skills is defined as; ‘’ relating to or using analysis or 

logical reasoning’’ (Oxford Dictionary, 2018), in terms of consulting business operations it can be 

seen as rejecting believe systems that are habitually held, aimed towards truth or trying to sell their 

idea and takes on things (Davenport & Harris, 2010)Analysis conducted with objectives in mind 

allows for specific data searches, to best fit the needs of the effort put in and accomplishing the 

initial intentions (Cleff, 2013, p. 12). With the rapid growth over the past decades and the 

information available, analytics becomes a heftier task at hand, speed, organization, data 

processing, and the systemized availability of the data are focus points (Davenport & Harris, 2007, 

p. 52). Especially the speed in which the data often is requested to be available on behalf of the 

clients, puts the process on consultants to the extent that an alteration is seen within the consulting 

industry, moving from processing towards analytical consultancy (Czerniawska, 1999, p. 29), and 

ultimately selling their findings.  

 

For the consulting business an analytical mind can be beneficial due to the appreciation set on 

detail, however the introverted conjoint trait can limit the consultant’s teamwork, sales skills and 

communication capacity (Smith, 2013, p. 72). Many consultants with various projects will have to 

rely on past data, the analysis process will allow them to detect tendencies that reoccur or created 

prospective data based on the thorough examining (Vault, 2004, p. 22). Throughout this process 

the use of specific tools depending on the goals allow to ease the task at hand, in which the general 

outline progresses efficiently, leading to a client possibly accepting the consultant’s proposal 

(Verlander, 2012, p. 134).  

 

 

 

2.2.4. Planning Skills 

 

According to Watson (2016) the planning theory has changed over time, and is currently going 

through a transition state, these changes has been occurring since the 50’s and 60’s due to the 

changing global environment. During the early years the planning theory was often associated with 

both technical and rational issues. Whereas is the world today where globalization is a main topic 

the relational factor is included in the planning theory, moreover since the planning may be 

conducted different in various parts of the world. At first the planning was more focused on the 

time and location however now with the relational factor at hand the planning theory may vary 

depending on different parts of the world (Watson, 2016, p. 32).  
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According to Probert, Farrukh & Gregory (1999) which looked at the planning theory from a 

business perspective, in order to conduct research on the planning theory it requires to look at a 

company situation in reality. And therefore they acknowledge the role that technology plays in the 

planning process, in certain ways their view on the planning theory goes align with the research 

that Watson (2016) has conducted pinpointing out the factor of change. Probert, Farrukh & 

Gregory came to the conclusion that although the planning theory has changed and significantly 

due to the technology aspect, many of the circumstances remained the same.  

 

Development of a business requires planning, business planning means defining an opportunity 

and a way to exploit the opportunity, creating a blueprint to form a chronological process of stages 

to follow towards business goals (Delmar & Shane, 2003, p. 1168). Planning is a crucial aspect of 

consulting which, aims to tight proximity between one’s goals and the current state of the situation, 

it results in lower risk, more control, and puts the focus on the goals (Naidu & Krishna Rao, 2010, 

p. 21), and is of same importance for managers. Planning within the consulting business refers to 

the composition in which the consulting service will be provided to the client, the process should 

be thought through and noted (Kubr, 2002, p. 168). The main starting point towards arriving at a 

plan would be to look at the problem at hand, in order to be able to construe the scope to which 

the consulting team will focus their attention (Andler, 2016). This could take various perspectives, 

consultants can choose to obtain the clients idea of the problematization, however that might not 

always be the right perspective to take. As explained with the example of the bankruptcy of the 

investment bank Lehman Brothers, therefore it is off importance that the consultant, will also try 

to form their own intake on the dispute (Witzel, 2015, p. 3). I believe that this to a certain extent 

goes together with being able to believe in your own abilities which makes it possible for the 

consultant to go against what is shown at first sight and create their own opinions. Consultant 

furthermore should also take into account that plan do not always play out the way was at first 

intended, the level of malleability of the plan built is crucial for its success (The World Bank, 

2006, p. 93). Some consulting firm might also work with fixed solution systems for certain 

complications their clients may face, taken into account should be the adaptation for 

personalization purposes (Leon, 2008, p. 165). The time management will also play its own part 

in the picture when it comes to planning, deadlines should be well discerned, the level of 

preparation (Wickham & Wickham, 2008, p. 243). Controlling the time within the consulting plan 

will require to consider the lead-times, harmonizing margins, and contemplate activities that are 

parallel to each other (Wijnen & Kor, 2002, p. 349). There are numerous distinctive types of 

planning formats, such as; a group participation: the entire party will be embroiled into the 

processes, a sub-group participation: a sample of the group will serve as the speakers or through 

divided project forces, these methods differ in which ways each of the participants will be 

embroiled into the project (Lukas, 1998, p. 67).  

 

Companies that may consider to expand their businesses or outsource, will decide through the 

profitability and time perspective demonstrated with the finances (Akdeniz, 2015). According to 

statistics 71% of the startups will not make it till their 10-year anniversary, 46% of the failures is 

due to incompetence such as no experience, no knowledge on finance etc. (Statistic brain, 2016). 

This is one of the main reasons why companies decide to enquire support of financial consultants 

that are experts in the field, to help them plan their goals. When plans are made by consultants, it 

is often inevitable to leave the financial conditions of the company out of sight, they are 
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fundamental for the continuity and expansion of the firm (Gupta, 2007, p. 300). Financial 

resolutions form based on two foundations, objective knowledge and the person’s subjective 

judgement (Covaci, 2012, p. 225). Most people are effected by their emotions in one way or 

another when making decisions with regards to finances, irrational behavior has to be accounted 

for when decision processes are analyzed & planned (Gottschalk, 2009, p. 87). Consultants can 

provide a level of objectivity, to make the right decisions with regards to the levels of risk taken 

and their combined rewards associated with each decision. Financial planning of a company 

considers cash inflows and cash outflows to examine which opportunities are feasible, together 

with the company goals, management can decide which financial plan is most suitable for their 

objectives (Fried, Sharpiro & DeSchriver, 2008, p. 106). When a company is trying to make a 

decision with the help of consultants, matters become slightly more complex, since the best 

decision can present itself on paper. However, the management would have to trust the consultant 

in their capabilities, in order to follow the presented plans.  

 

Financial planning by consultants may as off late have been the most spoken about, within the 

consulting branch, from legislative aspects as well as moral hazard. Some regulations were set up 

after some financial crisis’s, from October 2007 consultants for e.g. are not allowed to hold any 

assets of their clients, ensuring their autonomous consultation (Siclari, 2016, p. 56). The right 

financial decisions might even be seen as the sole value creation source, being able to think both 

outside of the box and simultaneously take convoluted decisions (Ministry of Finance, 2007, p. 

66). Due to the interconnectedness of finances and all other aspects of a company, a financial 

expert might not be the right person to advice on decision making processes, but rather a 

management consultant with a strong financial background, to offer the helicopter view on the 

company (Kubr, 2002, p. 299). Despite the well justified reasoning that internal financial 

employees know the company best, the consultant is often more aware of the external front of the 

financial possibilities for the company, therefore being able to match the company’s wishes with 

pertinent market conditions (Rahaim, 2005, p. 195). However, the level of expertise is not in itself 

given to all consultants, inaccuracy occasionally occurs when consultants spent more than 

conceivable amount of time on compiling, planning and interpreting financial data, rather than 

resolving issues (Holsapple, 2013, p. 432). Furthermore, a consultant is fundamentally disparate 

from financial accountants, analysts or auditors, since the consultant should have a combination 

of skills among finance, such as peddle along with people & planning skills (Ainsworth, 1997, p. 

180). The consultant should be able to scope the problem, cater a detailed documentation of it, 

provide a demonstration of the proposal through sales finesses (Aamer, 2015, p. 8). Consultants 

should therefore be careful with the business opportunities that they accept, if they think they can 

learn whatever they are lacking within the agreed amount of time, it will not be a problem. 

However, when a consultant falsely overestimates their own abilities and delivers impaired results 

for their clients, this can have negative long-term effects on his/her business practices as a result 

of their flawed credibility (Cureton, 2017, p. 17). In worse cases the damage will flow further into 

the client’s problems as well, the wrong financial planning advice of a consultant, can lead to 

bankruptcy of companies, as seen with the Lehman Brothers.  

 

After distinctly having defined the problem which the company is facing, setting goals will allow 

for candid moving forward towards achieving them without aberration (Ramsey, 2009). 

Incorporating the company goals will assist the planning for both short-term and long-term 

planning, the goals will allow the plan to be customized to set a strategy that will suit the 
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company’s vision (Sam, 1999, p. 46). At may be that a firm lacks a clearly defined goal or a vision 

in which they would like to operate, in such cases it is of importance that the consultant contributes 

to clarifying the company’s vision (Kubr, 2002, p. 12). When a consultant takes a look at processes 

this might be enlightening due to the objectivity that the consultant has on the problems and the 

clarification of them. Delineating the goals could be done through the use of specific, measurable, 

achievable, realistic & time-bound (SMART) goal process, allowing for the whole process to be 

evaluated on a regular basis (Verlander, 2012, p. 138). Planning grants the possibility of creating 

structures as well as systems within the company, that can serve not only as guidelines but also 

permit company cultures to be build or rebuild (Schnelle, 2008, p. 14). Besides the human facet of 

planning for consultants, the other departments of the company should also be encompassed within 

the planning process, especially the marketing and the financing (James, 2000, p. 118). Financing 

is of importance for both small and larger enterprises, larger enterprises consulting practices should 

cover the stakeholders and to which extent they will be affected with financial decisions made, 

due to their delicate character for the company (Phillips, Trotter, and Pulliam, 2015, p. 42). A 

relative easy however at times a time consuming solution can be a stakeholder analysis, depending 

on the degree of involvement and influence possible reconciliations can be made (Fisher & Fisher, 

p. 108).  

 

The consulting planning process can also be in terms coordinated with the existing planning 

processes of the company, ensuring the success from a comprehensive angle (Phillips, Trotter, and 

Pulliam, 2015, p. 119). The process will occasionally have to entail the apportion of resources that 

are available for the company, the consultant can also think outside of the box and advice the 

company to enquire supplementary resources (Sperry, 2013, p. 51). Moreover, the planning can 

be decided upon as interactive planning, where more heavily is depended upon human 

commitment towards the planning process to advance in the obstacles (Roo & Porter, 2016, p. 

133). Accurate transmission of relevant information will close the gap between goals along with 

expectations and the reality in which the company will find itself (Phillips, 1999, p. 95). At all 

times consultants should try to conceive the company from a helicopter view, safeguarding 

possible external responsibilities of the company towards the community e.g. with regards to 

environmental affairs (Sam, 1999, p. 52), together with the financial aspects of the planning. With 

all kinds of business plans that consultants can construct, the financial facet will virtually always 

play a role.  
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3 Methodology  
 

3.1 Motivation, general aim and approach of this thesis  

 

I have had a passion for the success of a consultant for several years since I started my business 

studies, through this degree I got the possibility to conduct a research that I find particularly 

important also for my own future as a consultant. This level of interest played a role when deciding 

upon this topic, furthermore the importance of receiving university credits for my master degree 

is also a strong incentive to conduct this research.  

 

I have been wondering for years what made some consultants better than others, and have read 

multiple books on it too, including the most widely known, the McKinsey books on consulting. I 

major in business development and finance which are both important areas within the consulting 

industry. I currently also work as a consultant however the topic of this thesis was decided upon 

and started before I became a financial consultant. The time frame of actual input for this thesis 

has been several months. It has helped to increase my knowledge on consulting which I know at 

first hand can apply instantly with my day to day activities as a consultant.  

 

My thesis aims to arrive at perspectives beyond the currently available knowledge and visions, 

concerning the skills that make up a ‘’good’’ consultant. Thus, the focus is on the skills and 

abilities of consultants. Data that describes the four chosen skills; planning, creativity, selling & 

networking skills in detail is missing in the presently available research. Most research refers to 

the skills of a consulting in a general way lacking the reasoning behind the statements that are 

made. This thesis provides each of the separate skills explained in detail as to why they are of 

importance to consultants. Furthermore, the combination of this four set of skills is not previously 

combined to see the benefits that could be derived from the abilities united together. This thesis 

made used of secondary research that has been conducted in each of the separate skills as the 

foundation of the knowledge in the area. The observations of this thesis add to current research 

and may possibly advance consultants’ performance.  

 

I have had a passion for the success of a consultant for several years since I started my business 

studies. Through this degree I got the possibility to conduct a research that I find particularly 

important also for my own future as a consultant. This level of interest played a role when deciding 

upon this topic, furthermore needless to say the importance of receiving university credits for my 

master degree is also a strong incentive to conduct this research.  

 

I have been wondering for years what made some consultants better than others, and have read 

multiple books on it too. I major in business development and finance which are both important 

areas within the consulting industry. I currently also work as a consultant however the topic of this 

thesis was decided upon and started before I became a financial consultant.  

 

The observations are based on exploratory research and in the next sections the pros and cons of 

this approach are described as well as the consequences for the analysis and the findings reported 

in this thesis.   
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3.2 Exploratory Research and how it may contribute 

 

The exploratory nature of this thesis depicts a qualitative research approach through the collection 

of data with the use of in-depth interviews. With respect to the overall explorative approach the 

interviews were semi-structured, to give room for information that has been added by the 

consultants interviewed (Saunders, Lewis & Thornhill, 2009, p. 323). Normally exploratory 

research can generate an understanding of how things work (Mouton & Marais, 1988, p. 43). The 

data derived from exploratory research can thus serve as the foundation of further understandings 

for the topic at hand. The data from the exploratory research can lead to a theory and hypotheses, 

leaving possible results for later research. A wide variety of information is carefully explored 

making it possible to be able to draw conclusions (Gerring, 2001, p. 239).  

 

For this thesis exploratory research is chosen to gather a broad and developed view on how 

consultants can be successful at their job, what aims and behavior they use in order to achieve their 

goals. Prior research covers a wide variety of information with regards to the hard skills that a 

consultant must have in order to succeed. This thesis aims to look at the soft and aims to answer 

is why sales & creativity skills are of importance. Thus, the exploratory method used allows to 

keep relevant aspects in mind that make a consultant successful, rather than excluding all other 

factors that might also play important roles.  

 

The research conducted through informal interviews give room to both the interviewee as the 

interviewer to explore information in an enlarged information field. The themes used for the 

interviews are derived from the literature review, questions asked in the interviews will include 

sales, planning, networking & creativity. This thesis aims to group these themes to see which one 

is more important and why. No research previously done describes the importance of the above 

mentioned skills. At first sight one might think that a computer programming consultant might not 

need, sales skills at all. Therefore, the aim is to broaden the current view on consultants and aim 

to arrive at useful data for both the literature and consultants. The exploratory research conducted 

will therefore give suggestions on future research (Wiederman & Withley, 2012). Furthermore, 

the aim is to create more knowledge on the leading factors of success, and the behaviors that are 

associated with the certain skills. Bringing forward the behaviors perceived from consultants and 

the associations that are made with those behaviors, such as sales e.g. how can we behaviorally 

recognize that a consultant has sales skills?  

 

The contribution of this research can be found in the results that give a better understanding as to 

when and for what reasons we perceive some consultants to be better than other consultants. It will 

bring forward to overall picture of a skilled consultant, and some connections between particular 

skills that are of importance for success. Some skills are widely discussed in the literature on 

consultants such as the planning skills and many prior researchers agree on the importance of this 

competence (Kaiser, 2008, p. 92). What is lacking is looking at a group of skills combined which 

many researches have already identified as important. The set of four skills in combination 

provides a helicopter view of a successful consultant, will form new ground in the literature area.  

 

3.3 The qualitative data collection method used in the thesis  
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This thesis is conducted through qualitative research, which aims to comprehend the perspective 

human beings take on their surroundings (Atkins, Lewin, et al., 2008, p. 2). This form of research 

goes more in-depth and is flexible during the research process (Taylor, Killick & McGlade, 2015, 

p. 120). The informal in-depth interview used for the study will be discussed in the following 

section, aiming to describe an interview, the aspects that make an interview beneficial for empirical 

data in addition to the flaws and risks that come with this method.  

 

‘’We use the term interview to refer to a specialized pattern of verbal interaction- initiated for a 

specific purpose, and focused on some specific content area, with consequent elimination of 

extraneous material’’ (Mishler, 2009, p. 9). The interview can be seen as a pattern that is being 

used to interact. The are several types of interviews, which can be distinguished from one another 

based on the level of standardization as well as structure followed throughout the interview. The 

level of uniformity of interviews can serve for various purposes (Saunders, Lewis & Thornhill, 

2009, p. 351). Multiple types of interviews can be used to give interviewees the possibilities to 

share their perspective and point view such as; structured, semi structured, in-depth, casual or 

unplanned interviews. Often a focus group is also added to the above mentioned types of 

interviews, in which a set of people aid each other in thinking processes to derive at conclusions 

(Lichtman, 2010, p. 139).  

 

For this study semi-structured interviews are used, this method has similarities with the structured 

variant of interviews, in that is performed around a predetermined set of questions. However, at 

its core it varies since it grants the interviewer the permission to extend on questions through asking 

follow up questions for example (Mitchell & Jolley, 2009, p. 277). Therefore, this thesis has used 

the semi-structured interview style, allowing the room for follow up questions, through the use of 

the elasticity. I believe this type of research was the best approach in combination with the purpose 

of the study, which is to give enriched and in-depth view on the matter. The essence of the 

interviews formed as a red line throughout the interviews, however not limiting the openness of 

the questions and the follow-up questions which varied for the participants.  

 

To make sure that the interviews would not stray too far away from the essence of this thesis, the 

purpose and direction of the interviews were predetermined. This also allowed to prevent 

misunderstandings and misconceptions on behalf of the interviewer. Through the use of follow- 

up questions throughout the interview process, questions may arise which can also be used in next 

interviews (Mitchell & Jolley, 2009, p. 302).  

 

Usually semi-structured interviews go through various stages starting with developing the study 

project, generating a planning for the interview, performing the interviews, conducting the analysis 

of the data, and noting the outcomes (Smith, Harre & Langenhove, 1995, p. 9). The preparation 

for the interview may play an important role for the outcome, on the assumption that people in 

general are more willing to answer question more open, when they are comfortable in the 

environment, and feel that they can truthfully talk without the fear of consequences to give an 

example.  

 

Having skills as an interviewer is an advantage in order to pinpoint out aspects that might be of 

importance for the study. Maybe one of the most common tools used for the purpose of accuracy 

of interviews is to record them. This was done during this study. Being able to listen to the 
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conversation through the analysis of the data made it possible to ensure that I understood 

everything correctly.  

 

3.4 Advantages and disadvantages of interviews as a data collection method  

 

There are no strict guidelines for the strategies used for interviews and researchers, often find the 

correct methodology through experience, therefore both minor and bigger adjustments are made 

throughout the research process (Lorenc, Felix, et al., 2016, p. 1). The flexibility is key, in how 

the information is acquired and used (Charmaz, 2014) but it also limits the generalization of the 

research results.  

 

The personalized aspect of conducting interviews can enhance the information given by the 

interviewees, due to the decreased level distance between the interviewee and interviewer. 

Especially when topics are considered sensitive interviews can form as a great advantage as a 

research type (Gubrium & Holstein, 2002, p. 545). Semi-structured interviews are a rather natural 

approach of conducting research, the great advantage could be that interviewees may be more 

prone to answering questions in greater depth, in comparison when they would be handed a form 

or questionnaire to answer questions (Walsh & Wigens, 2003, p. 97). For that same reason this 

situation could be seen as a disadvantage as well when considering that the interviewer may bring 

some level of biased angle into the interview.  

 

Structured interviews, although similar, may have their own set of advantages and disadvantages, 

they allow for targeted concentration, which can only be completely successful if there is a 

complete comprehension of the topic on behalf of the interviewer (Klenke, 2008, p. 215). For this 

reason, I believe that semi-structured interview for this study will aid the accuracy, since it is not 

narrowed down to specific areas of interest. The set of four skills provides the direction of the 

interviews and the follow-up questions with the purposively why and how type of questions, 

allowed for the interviewees to share their knowledge on the topic. Overall it seems that the 

interview method has a counter part for each advantage. It can be considered beneficial that the 

researcher has time to delve into the topic at hand, at the same time as it can create a disadvantage 

since there is a chance that the interviewee will be influenced by the interviewer (Kumar, 2008, p. 

91).  

 

Overall the type of research method chosen for this study is considered to be expensive when 

wanting to conduct on a larger scale due to the considerable amount of time it requires (Klenke, 

2008, p. 126). However, it also has several crucial advantages what led to the final decision to use 

interviews for this study. Understanding can become more clear through removing possible doubts 

with follow up questions, the face-to-face gives additional information in the form of non-verbal 

hints, allowing for abundant information to be collected (Sekeran & Bougie, 2016, p. 123).  

 

3.5 Alternative methods & previous studies 

 

The design on a research serves as a descriptive rationalization of the process to arrive at research 

outcomes (Blaikie, 2009, p. 15). Researches can be divided into three categories quantitative, 
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qualitative and when a combination of both is used, it is referred to as a mix-method route 

(Creswell, 2014, p. 3). The quantitative researches are of numerical nature, making use of often 

data statically. Whereas the qualitative structure study with the use of words, through interviews 

and case studies for example. With mixed-method studies, data is collected of both quantitative 

and qualitative nature. Then all data is evaluated, in order to be combined in the last phase of the 

study (Hesse-Biber & Leavy, 2010, p. 364).  

 

Previous studies on the topic of successful consulting have focused on topics such as; overall 

revenues of top consulting firms. But also through observation, researchers were looking at the 

operational process. That the consultants go through with their daily tasks including planning. 

Other skills are a bit more abstract and intangible to be observed in a black and white matter, due 

to complexity. Creativity is an example of that, despite the relatively difficulty of conducting 

research, many research is done on the topic. In the form of observation tests and also quantitative 

tests in the form of brain scans for example. Creativity theories are derived from various research 

types, from both experimental and observational.  

 

The planning theory is researched in a wide area of planning forms, due to the considered changing 

nature of the planning theory according to Watson (2016), over the past decades. The research was 

conducted mainly based on secondary data, to make the changing nature of the planning theory 

comprehensible. Probert, Farrukh & Gregory (1999) believed that in order to conduct research on 

the planning theory one has to be more involved with the business aspect to it, in addition they 

found it necessary to connect the planning theory with the technology aspect. The researchers 

conduct research from real life examples to look at both the planning and technology conditions 

of business.  

 

Csikszentmihalyi (1996) developed the theory of creativity from a theoretical point of view, 

through questioning the status quo. Whereas most researchers said at first that the creativity skill 

is only the be found inside someone’s head. Csikszentmihalyi argued that it may be true however, 

we cannot exclude the environment due to its connectivity. On the other hand, psychologist 

Simonton conducted many types of researches between 1984-2014, developing multiple creativity 

theories including the DPF model (Connor, 2016, p.215). 

 

In conclusion due to the several types of researches that were used for these topics, one could argue 

that choosing for both the qualitative and quantitative research method would have been best for 

this study. However, due to the considerable amount of time it may require including the level of 

efforts, it was not possible for me to conduct the research that way. Therefore, the in-depth study 

conducted is also to suggest that more research on the topic could be done, and that this study 

forms a foundation for the specific consulting skills mentioned earlier.   

3.6 The used interview guide 

 

The research question is specific and it entails a narrowed research area, concerning consulting 

topics including the industry, consultant performance, skills & traits. The main objective is to 

explore these areas and create a knowledgeable foundation. The purpose of the literature review is 

to include background information on the area of the topics, to serve the reader. Throughout the 

research multiple results from the scientific area are brought together to answer one main research 
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question and several sub-research-questions. A qualitative literature review can add in multiple 

ways to the research area, exploratory, informative, extension, supplementary, and improving.  

 

The primary research for this study is performed with the use of semi-structured interviews that 

include the crucial topics, concerning the consulting four set of skills as mentioned in the literature 

review. The focus of the study was to find out how consultants that are themselves involved with 

consulting practices on a daily basis, look at the skill set that is needed to be a successful consultant. 

Looking at practical skills such as planning however also taking into account the less tangible 

aspect of creativity. The final goal was to create a clear picture in which the interviewees described 

the skills that they think is important for their consulting performance and why.  

 

Before starting the interview questions in depth, I described the topic at hand to the interviewees, 

to give a general idea. Furthermore, for the sake of the privacy of the interviewees we agreed that 

the names in the study would be anonymized. To make sure that the interviewees would not go 

through any of the possible downsides that may occur from including themselves in this study. 

Another reason besides privacy was also the quality of the data, I assumed that the information 

that the participants would give me, would be more in depth and truthful. Another aspect that I 

considered to be crucial is that the interviewees would know that there were no wrong answers. 

One person might think that planning would be crucial whereas the other is more comfortable with 

improvising the whole process from moment to moment.  

 

Due to ethical considerations I asked the participants whether or not I was allowed to tape the 

whole conversation, solely for quality reasons of the analysis part of the study. All participants 

agreed and I promised to keep the data solely in my own computer, due to the sensitivity since 

most participants are from the same company. During the interview process the questions were 

asked in accordance to their category, as depicted below;  
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Figure 4: Interview topics 

 

  
 

 

 

3.7 Data Collection & Sample  

 

The most common methodology tool used for research to gather data is through interviews 

(Goulding, 2002, p. 86). The level of subjectivity that comes to play with the research conducted 

for this thesis, is the main reason that the interviews comply with the primary data. In order to 

collect the data necessary for this study, nine interviewees have given insight into their view on 

consulting skills. Next I will discuss the how the data has been collected and sampled, and the 

possible (dis)advantages that go hand in hand with that approach.  

3.7.1 Sampling approach 

 

Sampling can be done through the following steps to complete the sampling process. Starting by 

defining the population of which the sampling will be conducted. After that, the size of the sample 

plays a role for the complete process to determine the amount of time one has to spent in order to 

complete the research. Next the decision has to be made concerning the sampling method that is 

going to be used for the process. And lastly the sample method has to be implemented (Cameron 

& Price, 2009, p. 226).   

 

From a theoretical point of view when the population is decided upon, each unit from the 

population for the research should have an equal chance of being included in the research (Kumar, 
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skills
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2008, p. 37). However, often this is not the case, for this study I have personal contacts within the 

company based on which the interviewees were chosen. Although it could have been seen as 

random, the convenience plays an important role when the participants were asked to play a part 

in the study and became the sample. For that reason, the common thought that goes hand in hand 

with a population ‘’normally’’, is that each unit from the population should be equally a possibility 

to become a respondent in the interviews, which was not the case for this study. Therefore, the 

limitations that come with that have to be taken into account when interpreting the results of this 

study, such as that all participants are from a western culture.  

 

Despite the similarities that the participants have, I also made sure that there is a degree of variation 

between them, by looking at the level of experience that the consultants have. Some of the 

interviewees have recently graduated and have little experience as a consultant. In contrast to some 

of the interviewees that have more than 20 years of experience in the field. This to ensure that the 

data has a chance to provide various perspectives and experiences.    

 

Because the study involved semi-structured interviews the amount of time that was planned for 

the interview was considered to be about half an hour more or less. For this reason, only ten 

participants could be interviewed. More than that would be a time consuming matter for both 

conducting the interviews, as the analyzing the results for the conclusions.  

 

According to Kothari there are three different types of sampling methods, first deliberate sampling 

which is also commonly referred to as the non-probability or purposive method. And can be 

described as taken a small sample from a peculiar set of population which is then used to represent 

the whole. When the sample is chosen mainly due to the convenient factor that it has for either the 

interviewee or the interviewer this method is also referred to as the convenience sampling method. 

This study used the convenient sampling method which can further be described as not completely 

representable of the population as a whole (McCormack & Hill, 1997, p. 55). In addition, all 

participants are selected from my personal network, for both of the above mentioned reasons the 

sample chosen is likely to have sampling errors. However, it can also be seen as an advantage 

based on the assumption that it would be easier for the participants to be open and honest with 

someone that they know versus a complete stranger. Second, the simple random sampling method 

can be described as chance sampling, due to the chance of each sample to be taken from the batch 

is equal for all of them. And third the systematic sampling approach refers to the way the samples 

are actually chosen from the batch in a systematic manner such as every third sample is chosen for 

the study (Kothari, 2004, p. 15).  

 

The sample used for this study can be considered heterogeneous due to the differences that the 

participants have. However, they are from various places throughout the Netherlands, have 

different ages, various degrees of experience and some also in various fields of expertise. The 

interviewees also have similarities as mentioned before all participants are active in a western 

business culture. Although some might have their roots laying in other countries and cultures. I 

believe that despite the fact that all are from the same company, the interviewees have a diverse 

background, level of knowledge and skills to add a variety of ideas and thinking processes.  

 

3.7.2 Chosen sample 
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The nine interviewees are all consultant professionals active in the Netherlands working for the 

same company, which for privacy reasons will not be mentioned. However, the ethnicity of the 

participants may vary due to the multicultural society within the Netherlands. The age range of all 

the participants is from 27 until 55 years old, due to the level of experience that I wanted to have 

as a variation factor between the interviewees. The same reason resulted in diversity when it comes 

to work experience from recently graduated till over 20 years of experience.  

 

Furthermore, due to the Dutch nationality of myself and all the participants, the chosen language 

for the interviews was Dutch, mainly due to the accuracy of the interviews. Not all participants 

have developed English language skills which would have limited the data of the study. Because 

the interviewees would not be able to answer accordingly and as desired. Through using their own 

language, the participants did not have to focus on language but rather gather their attention more 

towards the interview questions.  

 

Important information could also be obtained from the client perspective. But then it would have 

to be ok for the company I was working for or maybe when another student would have been sent. 

But since I am the one that has to conduct the study that would not really be possible. But it would 

definitely be an interesting point of view, to add. 

 

 

 

 

 

 

 

 

 

 

The below table aims to give some information on the participants of the study, keeping in mind 

the names of the interviewees were anonymized; 

 

Figure 5: Interview participant information 

 

Interviewee Gender Field of expertise  Years of expertise +/-  
Duration 
(min) 

Anna Female Accounting 4 35 

Sophia Female Insurance 1 34 

Ava Female Business analytics 2 33  

Noah Male Business analytics 23  35 

Liam Male 
Finance and 
Control 26 49 

August Male Treasury  22 28  

Joakim Male Accounting 3  36 

Oscar Male Technical 1  32 
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Lucas Male Business Control  9  42 

Viktor Male Business Control 14 45 
 

3.7.3 Influence of the chosen sampling approach  

 

As mentioned before since the sample that is chosen for this study is derived from my personal 

network, the level of diversity may be limited. I did try to give the sample some level of variation 

through taking into account that the level of experience varies among participants. Furthermore, 

due to the convenient sampling there is also an error chance that the sample may contain certain 

type of people, causing high possibility of biased sampling.   

 

Some topics that are included in this research are rather new in the research field, especially when 

it comes to creativity and networking skills. The interviewees which all come from a business and 

financial background, might not know all the insights of the latest research. This thesis can serve 

as an informative foundation and background. Because the primary focus of this research was to 

contribute in ways that was not done before, new perspectives and knowledge is derived from it. 

Accomplished mainly due to prior theories that have been used for the questioning process during 

the semi-structured interview. Therefore, the quality can be tested and assured by research done in 

the future.  

 

All this resulting in a disadvantage of the convenient sampling method because it cannot be used 

to generalize the population. However, the convenient sampling method used had the major 

advantage that the sampling was available almost immediately and without too much effort. Which 

saved a lot of time and if this research would have been conducted on a larger scale, it would have 

also been less expensive. Furthermore, with this method it is not necessary to have made a 

sampling frame prior to the research, again saving time (Reinard, 2006, p. 34).  

3.7.4 Sampling bias & sampling error  

 

Sampling error can be defined as ‘’the discrepancy, or amount of error, that exists between a 

sample statistic and the corresponding population parameter’’ (Gravetter & Wallnau, 2009, p. 6).  

 

This sampling error will show itself due to the difference between the study results and the results 

that would have been the outcome when the whole population would have been part of the research 

(Beri, 2007, p. 56). Due to the convenient sampling method used for this thesis there is a high 

possibility that the data derived is biased or contains errors. Therefore, the results of the research 

cannot be considered to represent all the consultants (the complete population), specially not 

globally due to the limitations of the research being conducted in the Netherlands.  
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3.8 Interview Guide 

Figure 6: Interview questions 

SKILL INTERVIEW QUESTION THEORETICAL 

1.Networking  1.1Do you think trust is an important 

component while networking for 

business purposes? Is networking 

important for a consultant? 

- Importance of trust to succeed 

with networking skills, 

(Appelbaum, Felstiner & 

Gessener, 2001) 

 1.2Why do you think networking is 

important with regards to access to 

resources? 

- Accessibility to resources 

through networking, (Coviello, 

2006), (Culpan, 2002) 

 1.3Do you think performance of the 

consultant can increase through the 

use of their network? 

- Increased quality through 

specialized skills within network 

(Culpan, 2002) 

 1.4In what way is networking 

important, when it comes to strategical 

influence of the consultant? 

- Strategical influence (Gassner, 

2007) 

2.Creativity  2.1Do you perceive creativity as an 

internal skill or derived from external 

environment? Why do you think 

creativity is important for a 

consultant? 

- Creativity derived from external 

environment rather than from 

oneself (Csikszentmihalyi, 1996) 

 2.2Do you think there are levels to 

creativity? In what way would you 

describe/recognize those levels? 

- The level of creativity  (Beghetto 

and Kaufman, 2007) 

 2.3How can a consultant develop 

themselves towards the ability of 

creating innovative ideas? 

- Creation of innovative ideas 

(Bonnardel, 2012) 

 2.4Do you consider creativity to be 

part of one’s personality? 
- (Merten & Fischer, 1999), 

(Runco & Pritzker, 1999) 

 2.5What aspects do you think are not 

ideal when wanting to be creative?  
- What diminishes creativity 

(Guntern, 2012) 

3.Sales 3.1Is being able to sell important as an 

consultant? 
-  

 3.2How important is it to believe in 

yourself when it comes to selling? 

And why is it important? 

- One’s state of mind, when it 

comes to selling (Belfort, 2017), 

(Breithaupt, 2003) 
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3.9 Reliability & Transferability & Generalizability  

 

For this thesis the only two that are applicable are reliability and transferability, however all three 

will be discussed shortly.  

 

The study is trying to contribute to the knowledge as to why and how certain behaviors and 

perspectives of consultants evolve. The qualitative outcomes desired can be distinguished into two 

generous manners; the aim to make data comprehensible and/or to elucidate the data with the 

intentions to administer original data (Toye, et al., 2014, p. 4). Caution should always be taken 

concerning reliability matters, for the reason that it is a perception on a perception, due to the level 

of subjectivity. The topic at hand is approached open-minded, and goes in depth of the theories 

that are deemed to be relevant for the ultimate purpose which is answering the main research 

questions.  

 

Most qualitative research aims at a particular number of individuals or sections, generalizability is 

not common due to the diversity that arises among interviewees (Rubin & Babbie, 2009, p. 450). 

The generalizability factor could result in that; this thesis cannot be used by other researchers for 

different sort of purposes. This can be either part of the thesis, or in its totality (Check & Schutt, 

2011, p. 94). Generalizability is subcategorized internally and externally, referring to its use either 

intramural in communities or organization or extraneous generalizing for other establishments 

(Tavakoli, 2012, p. 241). However, as mentioned before the generalizability is not applicable for 

this study for the reasons mentioned in the previous section. This thesis can be seen as written for 

internal purposes since it is aimed to get my degree. But also external because the content adds 

 3.3Do you think a consultant should 

be confident to be successful and 

why? 

- Role of confidence (Huang & 

Wilkinson, 2013), (Sturdy, 1997) 

 3.4What role does enthusiasm play 

when it comes to selling, as a 

consultant? 

- Selling and enthousiasm (Cross, 

1996) 

 3.5Will a positive self-image aid when 

trying to sell someone your ideas?  
- (Murray, Wood, & Lilienfeld, 

2012)  

4.Planning 4.1Why is planning essential when it 

comes to the technological changes 

that are being made daily? 

- Planning for technological 

changes (Probert, Farrukh & 

Gregory, 1999),  (Watson, 2016) 

 4.2In what way does planning aid the 

consultant in terms of business goals  
- Planning business goals (Delmar 

& Shane, 2003) 

 4.3Where in the planning process does 

problem identification step-in and 

why? 

- Problem identification (Andler, 

2016). 

 4.4Should consultants use fixed or 

predetermined blueprints that are 

planned in order to aid their client’s 

business problems?  

- Blueprint consultant solutions 

(Leon, 2008) 
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value to existing research in this field because it brings new knowledge and perspectives. The 

purposes are discussed in the introductory chapter of the thesis, through making a distinction 

between the use for literature and the consulting industry. Throughout the literature review 

previously conducted studies concerning the consulting skills that result in success are narrated. 

Some consulting skills are through roughly studied, to increase the understanding of each skill for 

me as the researcher. However, due to the limited amount of time for this thesis, it is not completely 

reliable because it is too short notice to become an expert at each of the fields.  

 

The subjectivity of the researcher will always play a role when the data gathered is analyzed, for 

that reason the reliability of this thesis is at stake. Furthermore, the fact that this thesis made use 

of interviews does not make it easier to rely on transferability for further research. However, the 

narrow scope of 4 skills and the dependable literature on which they are based, makes for reliable 

data that is collected for the interviews. Contrary when taken into account the biased factors of 

subjectivity from both me and the interviewees, it does not way off against the advantages. 

Keeping in mind that due to the limited time available for handing in this thesis, the interviews 

could not have been conducted on a bigger scale. At the expense less respectable data nonetheless 

useful. It is crucial that when a researcher claims the generalizability of the research, this can be 

shown with testimony (Meyrick, 2006, p. 806), therefore, the data collected for the thesis are 

conserved.  

3.10 Data Analysis 

 

I conducted all the interviews face-to-face and with the permission of each of the participants I 

have recorded all interviews. Which I used to transcribe, in addition to the tape I also made notes 

during the interview itself, both data I have used for the analysis of the study. The data was in 

particular handy to check with the interviewees whether the information was recorded and noted 

the way they intended.  

 

For the aid of the actual analysis, I organized the results in the same chronological order as the 

literature review. To keep the four consulting skills, separate in the results as well as for the 

analysis section of the data. The thematic coding process is aimed to pinpoint relevant themes 

derived from the gathering of data, the themes were than used to show connections between the 

topics (Given, 2008). The thematic coding process follows several stages starting with screening 

each line for the thematic words across the complete data selection (Tong, et al., 2016, p. 898). 

Describing the themes which is done in the literature review, and lastly create a thematic analysis, 

keeping the four themes together in the sections (Thomas & Harden, 2008, p. 1). Citations that I 

found to be of significance are stated, and linkages with the category in which I thought it was 

most relevant for are made. I tried to link relevant statements of the results and the analysis to one 

of the consulting categories.  

 

Throughout the interviews, I tried to keep the questions related to the topics together, to make sure 

that I wouldn’t hop from one theme to the next during the conversation. However, due to the 

correlation that all four skill categories have to a successful consultant, it is possible that you may 

come across citations, or statements that are described in a category while they are more linked to 

another.  
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I made an overview with the sayings that were being used by the participants this chart can be 

found in the findings section. By funneling the more significant quotations made, I kept a variety 

of opinion which could be looked at during the analysis of the data. Comparing to whatever extend 

is possible the view of the more experienced consultant versus a recently graduated one. In order 

to provide the reader with findings that are widely spread in the spectrum of successful consulting 

and to share various points of view with the reader.  

 

After I noted all the findings in the right order I analyzed the data using the secondary research 

from the literature to make comparisons and find possible connections. This might lighten up the 

reasoning behind the statements of the interviewees while giving their responses. Based on both 

the findings and the analysis conducted on the findings conclusions are drawn and connections as 

mentioned between primary and secondary data are made. Keeping the secondary data within 

scope during the last stages of the study will give more in depth information about the topics. 

Moreover, background knowledge to complete the conclusions picture.  

 

The consulting skills chosen for this research aim to point out successful consulting behavior rather 

than the link among the consulting skills themselves. However, not excluding the possibility that 

the consulting skills themselves may have connection with each other as well.  

3.11 Ethical Considerations  

 

Any person wanting to conduct a research involving people should consider the do’s and don’ts, 

the main reason is to prevent harm being done to the people that decided to participate in the study. 

Furthermore, it is also of importance to take into account the privacy that entities for example may 

have, perhaps for the remaining of their reputation. One crucial starting point when conducting 

research while involving individuals is informing all of them through roughly about the subject of 

matter and fully about all the things that they should be aware off (Heffernen, 2005, p. 87). Such 

as; what the study is about, for what the information will be used, what the purpose of the study 

is, to what extend they would like to stay anonymous in the study and then of course making sure 

that their wishes are respected.  

 

There are multiple areas to ethical considerations such as voluntary participation, all the 

participants of this study I know personally and are not deceived by wrong information or coercion. 

With regards to the informed consent it requires that all the participants are fully aware of the 

complete process. There are multiple ways in which this can be achieved, one of them is through 

a sheet that contains the info that the participants should know (Polonsky & Waller, 2014). 

However, in this study I informed all the participants in a uniform way, about the consulting topics, 

the way their privacy would be taken into account and how their confidentiality & anonymity 

would be considered.  

 

I asked the participants face-to-face whether they would be willing to participate, briefly 

explaining the topic, that it was for my thesis. Explaining that I would ask them about their 

consulting skills or area of work and that the interview would take approximately half an hour. 

Needless to say that I also gave the participants the possibility not to answer any of the questions 

in case they would not want to for whatever reason what so ever. Neither did I put them under any 

time pressure, giving them enough space to think about the questions at hand and respond 
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whenever they felt ready to do so. At the end of the process I showed the participants the data that 

I was going to use in this thesis, and asked whether they were still ok with that. Furthermore, it 

was for the interpretation purpose to make sure that I understood the things they said correctly. 

Since the interviews have been done face-to-face or through a phone call, staying completely 

anonymous is not really possible since I know who the participants are as the interviewer.  

 

 

All the participants knew that this study was being conducted for the purpose of obtaining my 

master degree. Furthermore, they knew what the topics were about; the consulting field with it the 

specific four skills; sales, planning, creativity and networking. They were aware that I was going 

to ask them question about the above mentioned topics and that I would use their answers as data 

for my research. To perform an analysis and to derive at conclusions to answer my research 

questions. In addition, I asked the participants if it was ok if I recorded the interview for the purpose 

of the data analysis part of the thesis. I promised not to give any of the tapes neither their names 

to anyone, to ensure their privacy. Furthermore, since most of them work for the same company 

and therefore may have or have had similar clients, the company name and client names used as 

examples throughout the interviews will remain anonymous.  
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4 Empirical Results  
 

In this section I will discuss results that I have retrieved from the primary studies, resulted from 

nine in-depth interviews. In order to be concise and keep it interesting for the reader I decided to 

report solely the information that I thought was of significance. Throughout this chapter some 

quotations were mentioned of the interviewees, together with remaining insights and opinions, for 

reliability intentions.  

 

Below you will find the sequence of the empirical results which is the same as the theoretical 

framework for the ease of reading to keep it in the same order, other than that there is no reasoning 

behind the following chosen chronological order presented below.  

 

Figure 7: Order of the empirical results  

 

 
 

The interview contains questions with regards to the set of four skills chosen as the scope of this 

study, the last section of the empirical results will consist of all comments, insights, and views that 

are shared which had the topic consulting as categorization, serving as the scoping umbrella over 

the four as illustrated above. Topics numbered from one till four will have subcategories in this 

chapter in order to separate the results of each question asked based on the interview guide. This 

is done for the purpose of the ease of the reader, may you want to look up information that concerns 

solely one question of the interview for example.  

 

4.1 Networking skills  

 

I started all the interviews with questions with regards to the networking skills of a consultant this 

section, concerning this topic I asked four questions repeatedly. The overall pursuit with regards 

to this topic is to find out for what reasons the interviewees concerned networking to be of 

importance, and what result it might have on a consultant’s performance.  

4.1.1 Trust 

 

All the interviewees agreed that the aspect of trust was of crucial importance for doing business, 

several reasons. Some interviewees have more than 20 years of experience with consulting and 

had the following to say about the importance of trust in consulting. ‘’trust is an essential part in 

networking, because trust is the thing that makes somebody believe, connect and remember what 

1. Networking 2. Creative 3. Sales 4. Planning

5. Consulting 
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you say. If the person does not trust you on a fundamental level, the chance of that person asking 

for your services or even just your help, decreases tremendously’’ (August). Furthermore, ‘’trust 

is crucial because if people don’t trust you they will not want to do business with you due to the 

low credibility’’ (Sophia). ‘’If your networking is sound there is always the component of trust 

otherwise it cannot be seen as a network but rather an acquaintance. Networking is important for 

the consultant specially in times of need when he has questions or issue that he is not able to solve 

by himself he could turn to his network’’ (Noah). ‘’Besides networking trust is a crucial component 

when it comes to the job of a consultant on its own. The consultant might have one project at hand 

but would have to work with many different departments of which information is needed. So 

cooperation is always having to go there, so it means a lot of talking, presenting solutions and 

advising clients on how they could do things better and more efficient. If there is no trust between 

the consultant and the client, they will always question the consultant’s work and doubt whether it 

is the right thing’’ (Lucas).  

 

 ‘’Trust is an essential component, whether that would be in networking, personal or almost any 

other situation that one can think of. When a person does not trust the other person, it usually 

would not be a fruitful business relationship, trust related decisions are based on gut feelings. The 

feelings about the person or a team has to be good before the facts get involved, trust makes the 

base of communication. In order to succeed trust has to be translated into a communication style, 

in order to perform at the highest level’’ (Anna). ‘’Trust is the fundamental pillar, besides the way 

a person talks, explains their product, at the end of the day anyone specially in business will ask 

themselves, do I trust this guy. Regardless of all the business benefits, everything can be very clear 

the complete picture, the story, that client will benefit greatly from it, but the final question will 

always remain in can I trust this guy’’ (Liam).  

4.1.2 Access to resources  

 

Some of the interviewees had a small pause when wanting to answer the questions with regards to 

the access to resources when a consultant makes use of their network. Interesting here to note was 

that the more experienced consultants, instantly had made an opinion with regards to this matter. 

‘’Any project a consultant faces networking is crucial in terms of power, as long as you have a 

good connection with the people that you do the project for or other contacts that have access to 

resources, you can be fairly flexible when doing your work. However, when you find yourself in 

an environment where you have not created a solid network, it might become difficult to build 

bonds for people to trust you enough during the time that the project runs. Especially, because 

consultants tend to be expensive any loss of time will be seen as extra costs on behalf of the client, 

the client expects you to deliver what they are paying you for at the end and preferably as fast as 

possible. So, as long as you have access to the right people they allow you to access their 

resources’’ (August). ‘’In a way networking has a connection to communication, if your 

communication lacks or you’re not speaking well enough, being able to translate thoughts into 

words, I believe that in general people are less likely to trust you with all kinds of resources. 

Whether that is with financial funds, the company classified documents, or company property, so 

being able to network and gain somebody’s trust. Opens many doors I believe’’ (Anna).  

 

Liam mentioned an interesting point of view on this matter since he challenges the overall 

statement by looking at the aspect a bit saying that. ‘’Networking is important when it comes to 

access to resources, when a person has a house, a lot of money, and a lot of connections but does 



 48 

not come outside of the house, they will not be able to expand themselves through the use of their 

network. So it is not only having the network but also making use of the network to achieve to goals 

that a person has set. When you have an idea but not the money to implement it, you can ask 

somebody that does have the money to invest and would want to invest in this idea. In this way a 

person can expand through making their reach bigger, extending their voice and their way of 

thinking, together with their resources’’. ‘’The snowball effect off ‘word of mouth’ also plays a 

role, when it comes to getting new clients or the likability of a person’s personality. The likability 

will determine whether people are more willing to help you, and usually someone always knows 

another person that could help you either get the resources or get the help needed’’ (Sophia). 

When there is trust among consultant employees within one consulting firm the firm will be able 

to lower their search costs, because the consultants will be able to rely on each other for 

information. Basically it comes down to the wheel that does not have to be reinvented. The 

consultant does not have to go and look for the information, so the consultant reduces search cost. 

‘’At one particular job one function of the IT got disconnected and throughout the whole firm there 

was one crucial job that could not be performed because of it. The CEO addressed a consultant 

asking if they could reprogram the error that occurred, the consultant could not but decided to 

find someone that could. Through the project lead, the head of IT was contacted, which guided the 

consultant on the phone. So he guided throughout the process of solving the issue. This saved both 

time and money, with the help of a network’’ (Noah).  

4.1.3 Performance empowerment through the network 

 

Most of the interviewees could agree that the greater a network the higher the chance that a 

consultant will be able to receive or get the resources needed. Viktor however gave this question 

another interesting point of view by questioning the type of network. ‘’the network is definitely 

important for the consultant when it comes to their performance but it also depends on what kind 

of network they have. A network with a lot of professionalism, have people in the team or know 

people that are professional in the way they act, treat people, the way they reach out and the way 

they do business in that case ‘yes’, the network can increase performance. The consultant become 

a better person because of the people around them’’ In the previous interview question an 

interviewee mentioned a IT problem when the access to resources was discussed in terms of 

networking. ‘’ it’s a perfect example as to how my own performance got increased through the use 

of my network, alone I wouldn’t be able to solve the IT problem with the speed and efficiency that 

I did with the use of my network’’ (Noah). ‘’as a business consultant you will never say that you 

are not able to do the job or that you do not possess the skills to get it done, the key to the business 

consultant is getting the job done. Even if there is a circumstance that you do not know you will 

make sure that you get the information as soon as possible or that you learn the skill that is 

required to do the job’’ (Lucas).  

 

All consultants could mention at least one moment in their career of which they made use of their 

network in order to increase their own performance, to benefit either themselves, their company 

or the performance of their client. ‘’The network can definitely improve the consultants’ 

performance, on the condition that the network would have value. If a consultant has a network 

that are not operating in his or her own field, it might be nice to get job opportunities from but not 

any sort of knowledge. The consultant can start by calling their network to ask them about pitfalls 

to be aware of or to receive sources to get information from’’ (Joakim). ‘’In most cases when you 

have issues with your business case or you have some questions you can always ask within your 
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network to see if there is somebody you know that has been in the situation that you are in now. 

Or somebody that you know is able to come up with solutions for your problem, therefore it is also 

important to help others when they ask for your help. Maybe somewhere in the future you will need 

a favor in return and they will think, well yeah he helped me before, I would like to do something 

back for him or at least try to assist to whatever extent I am able to’’ (Oscar). ‘’sometimes it is 

better to combine resources versus not combining the resources, for example Heineken (Dutch 

beer brand) with their business operations in South America, had their logistics outsourced to a 

local beer brand however the brand name that was used was Heineken, in this way Heineken was 

able to expand their business operations and grow through the use of their network in South 

America. This same approach can be used by consultants in many different ways’’ (Sophia).  

4.1.4. Strategical influence 

 

Most consultants when asked about the strategical influence needed a few seconds to think, below 

several examples were discussed from both the side of the consultant’s firm and of their client, to 

present aspects from different angles. ‘’As a business consultant you are the representative of your 

own consulting firm, if you will not do the job well than there is a chance that they will contact 

another consulting firm for the next job that needs to be done’’ (Noah). Not only is the consultant 

able to benefit from the opportunities in their network, the factor of being able to get help is also 

mentioned several times. ‘’If people know how big or influential your network is, they see the 

power to lift up to it, this can offer you a big step forward because people see the opportunities in 

your network, therefore this will have a win-win effect on your strategical influence. Kind of like 

the snowball effect the larger your strategical network is, the faster it will grow’’ (Anna). Specially 

for starting consultants the network can turn out to be beneficial on crucial moments, ‘’if you are 

having a consulting job on a lower level of the firm and you know a manager that is higher up in 

the hierarchy, the chance that you will get the resources that you need is significant. On top of 

that, the chance that you can get the upper levels to agree with your advice is of course significance 

since you have somebody that you know. The bigger your network is on the higher levels, the 

higher the chance that your strategical plan is actually implemented and accepted’’ (Joakim). In 

terms of influence the concept of experience cannot be left out as became clear from previous 

comments. ‘’if you have a network of people that are really young, they might be missing the level 

of expertise when it comes to developing strategies. If you have a lot of expertise and a lot of 

knowledge in your network, most of the time it automatically leads to better results. So with a more 

experienced network it could definitely lead to strategical influence’’ (Viktor).  

 

 

4.2 Creative skills  

4.2.1 Internal or external source  

 

Interesting was that none of the interviewees said that they perceived creativity to be derived solely 

from the external environment, seven out of nine interviewees said that they considered creativity 

to come from both the internal as well as the external environment. One component that came forth 

often was that when the interviewees would think of the externally derived creativity, one of the 

first things mentioned were their own colleagues. ‘’I think creativity is derived from both internal 

and external environment, specially from colleagues and employees, that over time of course you 
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will come across ideas that either have never been accepted or that the person itself was not willing 

to share. That is why I made it a habit to always ask people what they think and often enough it 

will turn into something that I can use. Internally you also need to be able and willing to be creative 

to create and manage change, that cannot always come from the outside’’ (Joakim). Some thought 

that the ability of being creative is something that people are born with, ‘’I believe that people are 

more creative but they are also able to improve their creativity if they are willing to do so. By 

being open for new adventures, taking on new projects or to expand your current capabilities and 

go out of a comfort zone, in order to learn from the processes. Creativity for a consultant is 

essential, because not every project or business case will be the same and therefore you have to 

be creative in order to solve the problems, even the ones that you are not familiar with. So your 

openness allows you to be flexible and your flexibility will result in your ability to be adoptable in 

different settings, among different people or cultures, and in turn with various issues that you can 

solve by creating something new’’ (Oscar). Lucas says ‘’I believe that the creativity comes down 

to a combination of the two, you will get an impulse from the external environment, this will find 

its way into somebody brain. If that brain is creative that the outcome of the impulse and the 

thinking process will be creative as well, the inspiration from outside will make the person and 

that will result in sending vibes out as well and what you sent out can be perceived as creativity’’.  

 

‘’Many believe that if they hire a consultant they are hiring an expert in the field, however even 

the expert does not have all the answers at once, so in the more complex problems and issues it is 

up to the consultant to provide the solutions or to advise on what the next step will be, through the 

use of his or her creativity’’ (Noah). Sophia thought that creativity is mostly derived from the 

persons’ internal ability; ‘’I perceive creativity as an internal skill with the help of the external 

environment the internal creativity can be enhanced. As a consultant it may be crucial because it 

will help the consultant to distinguish themselves from other consultants’’. Liam thinks that it is 

mostly from the inside but does acknowledge that the external environment also plays a role when 

it comes to creativity he said ‘’I think that it is a combination of both, it comes from the inside 

because creativity is a way of thinking, your born with it, I read an article that the right hemisphere 

of the brain is more developed for creative people. But creativity can also be trained by the external 

environment through pushing yourself towards boundaries where you have to be creative. For 

example, when you are used to having 1500 euro a month you can set a budget of 700 euro’s, and 

in that way you will find new ways in meeting your needs. So pushing yourself to limits you will 

develop creativity, and externally it depends on the environment. If the environment is very black 

and white, you will be blocked because there are no impulses for the eyes, ears or other senses. 

And in consulting creativity is important to stand out and not come up with solutions that the 

previous hundred consultants came up with.  

4.2.2 Levels of Creativity 

Some did not think that there are different levels to creativity however acknowledged the sense of 

creativity of inside vs outside the box. Inside of the box would be creating solutions with options 

that you might have heard or seen before, through making new combinations with them by 

modifying them a bit. Which could possibly be seen as lower level of creativity, when considering 

outside of the box Apple could serve as a good example by their revolutionary changes in the 

telecom market. ‘’I think that creativity is vital for consulting but I also think, that it is risky, if the 

concept will not be perceived the way you wanted to or when an idea is really good but the cost 

benefit analysis does not way good against it, that might work counterproductive’’ (Ava). A 

solution can be creative and serve as a solution for several problems but if it does not lower cost 
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or generate revenues companies, it must serve another purpose before implementation should be 

considered. Furthermore, the levels of creativity will be looked at different by every person from 

their own reference point in terms of creativity levels, every person can only go by on what I 

perceive as creative. They have to use their own level of creativity when comparing it to other 

people, therefore creativity is also not constant but rather constantly changing. ‘’If I see someone 

being creative in a way that would not even come to mind I will perceive that person to be very 

creative, however in the grander scheme of things if we run this test among 100 other people and 

they all think it is a very logical outcome, that it is very likely that the outcome will be low levels 

of creativity’’ (Lucas).  

 

A distinction can be made between people that had to be creative for their daily tasks at the job 

and people that had to be creative every now and then, which is similar to the theory of the question. 

The author associates higher levels of creativity with people that are able to be creative on demand 

and perform on a continuous basis, in creative ways. ‘’I recognize creativity in what somebody 

produces, if a person is finding themselves in a tough position and I talk to them in two months’ 

time finding that they solved all their issues. Not just by throwing money at it but finding alternative 

ways to solve problems, I consider that person creative due to their different approach in problem 

solving. I deem people creative that have the limited amount of resources but are able to get the 

maximum amount of results’’ (Viktor). There are many different types of people, when you look at 

a painter he uses his creativity in another way than a consultant would do. A painter needs to let 

go of thinking and go with the flow and let his body, hands do the work for him. A consultant on 

the other hand has to be creative on demand and being in a sharp state of mind while trying to be 

creative and contrary to the painter, mostly think a lot. ‘’I believe that it is key to combine creativity 

with inner interests, in order to enhance whatever, it is that you have in you’’ (Oscar). Sophia was 

not sure whether or not there are levels when it comes to creativity, she perceived that to be 

different for each person; ‘’maybe there are levels to creativity but I am not sure if this rule can 

be applied to everybody, someone can be creative when designing new plans, whereas another 

person can be creative in the way they present themselves to others, so I am not sure how levels in 

various distinct matters can be defined’’.  

 

4.2.3 Developing innovative ideas 

 

A consultant that would like to create innovative ideas could benefit from gathering information 

in various ways so that it later on can be used when required. ‘’Through keeping informed with the 

latest insights and researches conducted on the innovations in your field of expertise, you are more 

likely to produce new dimensions in your area’’ (Sophia). Products or services that are inside of 

the box is something that most consulting will be able to produce, it becomes harder if a consultant 

aims to develop solutions outside of the box, which requires almost an artistic side. ‘’inside of the 

box you can develop through reading books, and ultimately either increasing your knowledge or 

experience, to have more to choose from when you would like to create innovative solutions. Than 

you will see many puzzle pieces inside the company of the client and maybe one piece will stand 

out, that you will use as the start and expand around a certain idea’’ (Ava).  Being open minded 

could aid in the process of being creative, allowing impulses from the external environment to stay 

inspired. Having a solution orientated view on things and putting time into complex things with 

the believe that eventually you will find the answer. ‘’ staying in touch with your peers could assist 

towards creating innovative ideas, we might go out for dinner at night where I will explain the 
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difficulties that I am facing and if my colleagues share their opinions there might be something of 

use, inspiration or insight that I could use while trying to solve the issue’’ (Noah).   

 

Liam thought it was a hard question to answer since he thinks that the answer may vary among 

people, what might work for one person does not necessarily have to work for somebody else. He 

thinks it is important to keep your mind fresh to new information by saying the following; ‘’keep 

thinking outside of the box, keep reading and learning new things, what I do to keep my mind 

creative is to for example change my transportation type. At times I go by car, bus or with the bike 

to the office to prevent my brain to go in auto pilot and keep it familiar with change. You will have 

different people that you see, different issue that may arise, however I wouldn’t recommend to 

change to many things since your body needs consistency as well’’.  

 

4.2.4 Part of personality  

 

Most of the interviewees did think that creativity can be seen as something that is part of someone’s 

personality. (Liam) Some even stating that when struggling with a complex idea they know exactly 

who to go to, therefore the link can be made with the networking aspect of the study and shows 

that the cliché that two heads are more valuable than one, is also often used within the business of 

consulting. ‘’creativity is part of your personality that you are either born with or not, to a certain 

level. But I have seen people that are not necessarily creative, but build it up. Figured out from 

which sources they could get their inspiration from e.g. Creativity can be built as long as you 

either have the internal drive to find solutions’’ (Joakim). Sophia stated that she deemed creativity 

to be 100% part of someone’s personality; ‘’creativity is surely part of somebody’s personality, 

similarly to the skills such as singing for example, everybody is able to sing however only a few 

people will stand out in their ability and we might even be able to say that they are the only ones 

that can actually sing. In my opinion this same rule can be applied when it comes to creativity, 

some are actually creative while other are trying to be creative, to ones that are actually creative 

are able to come up with solutions that are not reproducible by the consultant that is perceived to 

be average when it comes to creativity’’.  People are mostly born with creative minds, however it 

does not mean that if you are not born with it, you per definition cannot be creative because it can 

be trained. ‘’Some people continue doing the same work for more than 40 years and yet another 

person would like to switch his or her job within the year, every year. The person that is fine with 

doing the same repetitive work for 40 years is not very creative. Because in the 40 years you won’t 

develop yourself that much and that is also part of creativity’’ (Oscar).  

 

4.2.5 Creative demolisher’s or creators 

 

What can be considered a creative blocker is an aspect that most of the interviewees had a different 

perspective of, August mentioned that he recognized for himself that it was harder for him to come 

up with creative solutions when deadlines were getting too close. From that statement we can say 

that it is align with the theoretical background which states that stress will not only progress with 

creative processes but backlash at it. He would find himself too focused on the time aspect of the 

project rather than realizing that progressing in that way would only make it harder for him to 

focus on the actual problem at hand. ‘’If I am trying to become very innovative and thinking outside 

of the box, time pressure does not help me however, when I am inside of the box, what do I know 
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and what have I seen in able to expand from that. In that case time pressure tends to help me, 

because it forces my mind to go places it has not been before. Another aspect that you should be 

careful with is the people that you are working with, if you come across a client that is very rigid, 

try to keep the solutions very logical and on an acceptable level because the risk that they will not 

approve your outcomes will become higher if you don’t’’.   

 

Lucas said ‘’I believe it will help to stay creative when you isolate yourself from disturbing media, 

because that will stop the creative process. Furthermore, getting together with colleagues is of 

importance I believe to share ideas’’. Another stated that there is only one answer for this question 

and that is routine (Oscar). Another aspect mentioned is the ability of enhancing creativity through 

expanding one’s horizon through traveling and literally live outside of the box. Because we are all 

brought up within small societies and each of them have their own set of rules what can be 

considered ‘normal’ yet the whole concept of being normal is an illusion. ‘’By living abroad you 

see different people, cultures, the way of eating and living varies as well as communicating, which 

will give you a different perspective in your own daily habits and living conditions. What can 

downsize creativity within companies is the office, when it looks like a factory this can have a bad 

influence on the employees, this can be prevented by having a different setting of the furniture, 

outside of traditional boundaries. When the company decides to spent money on the setting and 

go beyond what the average company is doing it will have a lower chance of their employees being 

destroyed in their creativity on a daily basis’’ (Liam). 

 

4.3 Sales skills 

4.3.1 Selling as a consultant 

 

There was a unanimous agreement between all the consultants that it is of vital importance that a 

consultant is able to sell. Multiple examples were given that were align with what the theory 

suggested on which the questions are build. ‘’Coming up with a solution is only part of the 

consultant’s job, another major aspect of the job is being able to sell the solution you came up 

with. Selling can also be interpreted in other ways such as selling yourself, your services, and in 

that point it is equally as important. Knowledge is power however, knowledge that cannot be 

transferred because nobody wants to have it because you can’t sell it, is nothing. The value of the 

solution will not be used’’ (Ava). ‘’In all the presentation and solutions that you offer you have to 

define your own part to describe what you will contribute in the process’’ (Noah).  ‘’As a 

consultant you have to convince the regarding client why you are the right person for the job’’ 

(Anna). Being able to sell together with trust are the two most important things for a consultant, 

since it is something of the future the consultant is selling the image in their mind, they have to be 

able to translate the intangible form. ‘’Trust comes into play as well because the client will ask 

themselves after the sales talk of promises is over, do I trust this person to speak the truth and 

furthermore do I trust this person being capable of doing the things that he says that he will be 

doing’’ (Viktor).  
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4.3.2 Self-believe (Q3.2) and confidence (Q3.3) 

 

Lucas made statement that I would like to start with ‘’how can you make somebody believe in you, 

when you do not believe in yourself’’. Sophia among other interviewees shared the same opinion, 

she also deemed it to be one of the most crucial aspects that the consultant can have in terms of 

skills and being able to be successful at their job. ‘’If the client can sense that you are not certain 

of what you are trying to sell, it could be your product, service or idea. The client might think of it 

as a trap, anything else other than it being a good solution. Also when you are not confident 

enough about what you are selling most likely it has not been developed enough. Confidence comes 

40% from experience and 60% because it is simply a good idea, and when you are confident that 

what you are trying to sell is a good idea, it becomes a lot easier to sell it’’ (August). ‘’Besides 

when you look at the top positions within a business they are able to see through it. So when you 

do not believe in yourself, don’t trust what you are selling or even decided to lie about things, the 

C-suite (CEO’s, CFO’s, COO’s etc.) will know directly that something is off.  Which could result 

that they won’t buy what you’re saying. So maybe you are able to fraud an upcoming start up but 

I don’t think you are able to fool somebody from higher positions, because they know their 

business. And then you have to ask yourself why should he trust your product if you don’t trust it 

yourself’’ (Viktor). Sophia thought that being confident as a consultant was important however 

she did mention that the consultant has to be careful by not being too confident, because it will 

lower the chance of being able to be receptive to someone else their perspective. She formulated 

it as follows; ‘’I think it is important but not being overly confident, the consultant should be able 

to accept feedback and failure in order to stay critical about their business operations. In the initial 

phase of the consultant being confident is very important to be able to sell yourself to the client’’.  

 

‘’I am very confident because I don’t sell shit, no else will believe in me if I don’t believe in myself. 

The opposite would be not being confident which is not a solution, you have to believe in yourself 

that you are able to learn quick and come up with solution. However more important is not to be 

afraid, knowing that we all make mistakes, confidence is very important but not being afraid even 

more I would say’’ (Noah). As a consultant you have to be confident in your own abilities and 

personality because otherwise you can never convince your client why you are the right man or 

woman to achieve the results aimed for (Oscar).  

 

4.3.3 Enthusiasm  

 

‘’Enthusiasm is also key when it comes to selling, because if you start telling a story, your sales 

pitch or your proposal with no enthusiasm in it, nobody will listen or pay attention. They have to 

be able to see that if they hire you to do the consulting job, you will give the full 100%’’ (Anna). 

Enthusiasm does play a part in selling but it does play a two-sided dagger, it can cut through all 

the protests of people when they are facing change, the people can get enthusiastic with you, 

because you create a drive around a sense of purpose. But if the enthusiasm is too much or not 

genuine or it comes from a person who is not trusted in general, it can become dangerous, because 

people could think that you might lie to them and they will find multiple reasons why you are 

wrong. ‘’If you have the feeling that people do not trust you, try to stick to the facts to support your 

ideas or outcomes. But if you do have the ability to get people enthusiastic about ideas, it can be 

more powerful at times than facts’’ (Joakim). 
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Liam tried to explain what he meant by making an example, through the use of a monotone 

intonation of his voice his was doing a role play as a sales person. Trying to convince me of the 

newest IPhone, with new features, new color furthermore he was talking about the battery life of 

the phone that was supposed to be lasting for three days. Throughout his whole ‘’sales pitch’’ he 

did not change his voice one bit, it was a low, monotone and boring to listen to from my 

perspective. Than he asked the simple question did you get enthusiastic about the product that I 

fictively was trying to sell to you? I laughed and said not the slightest; than he did the same ‘’sales 

pitch’’ using a very enthusiastic tone of voice, asking me if his point came across. Liam concluded 

by saying ‘’if you try to sell something you need to make use of your own emotions in order to 

create the emotions that you want from somebody else, because that person is more likely to get 

those emotions if he solely has to mimic yours’’. Contrary to many other interviewees Sophia did 

not think that enthusiasm is that much important saying that ‘’enthusiasm does play a role but not 

too much, clients want to be heard and have a good feeling about you. But I believe that being 

overly enthusiastic can harm your credibility’’.   

 

4.3.4 Self-image 

 

Many of the answers given were similar to the question related to the confidence of a consultant 

therefore I did not write the answers that were double in a way. ‘’A positive self-image is at the 

base of being able to both sell, being confident and being to be enthusiastic, for that reason I deem 

a positive self-image very necessary’’ (Ava). ‘’If you can’t believe in yourself it is likely that you 

won’t be able to achieve anything, everything starts with the confidence in yourself’’ (Oscar). A 

person has to be able to see a clear picture in their mind and only than are they able to reproduce 

what they consider to be possible. ‘’The positive self-image is the energy that you sent out to other 

people, so in whatever way you think about yourself that is most likely what other people will sense 

when they are around you. When you have too much complications going on for yourself or doubt 

highly that you are qualified to do the job other people will sense those feelings and pick up on it. 

When they do it is very likely that they will think that you are indeed not qualified for the job 

specially when they don’t know you from previous work that you have done’’ (Lucas).  

 

4.4 Planning skills    

4.4.1 Planning technological changes 

 

Liam said it was contradictory to answer this question since he believed that planning is on the one 

hand important indeed for the consultant however on the other hand when taking into account the 

creativity aspect discussed earlier, he finds a paradox. The paradox being that too much planning 

for a creative person will limit their ability to be flexible when it comes to; either problems that 

may arise during the consulting process or changing the outcomes with new information during 

the process. Stating; ‘’planning is good but for the consultant that has to be creative as well he 

has to be careful with the thin line between planning the essentials and getting stuck into his 

planning, because of too much details. I think creative people have to just wing it along the way. 

However, when it comes to technological changes I cannot clarify an opinion’’. Technology 

changes are different per company and industry, ERP systems is a change that many consultants 
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will face in the current era. Many companies aim to either develop their current systems or to 

integrate their systems into the next level. Integrating systems in bigger companies needs a lot of 

planning, consider a company with 5 subsidiaries, all in different countries, if the changes are not 

properly managed it will reduce revenues on a massive scale. ‘’Nowadays everything runs on 

technology specially for the bigger companies, as a business consultant your nothing without your 

notebook. Since it is used for some many purposes beyond solely the planning, not a single 

presentation can be given without the notebook. Therefore, it is important to plan everything and 

also to simulate the effect of the technology to detect possible errors before you roll out the latest 

technological change throughout the whole company. Always having an exit plan for your worst 

case scenario’’ (Noah). ‘’Planning is essential but I believe that everyone has their own planning, 

some people decide to plan every single detail until the deadline, whereas another person decides 

to only highlight the key highlights of the project. I’m the type of person that would focus on the 

key components of the project, to make sure that they are correct, if there is time left I will pay 

attention to the details’’ (Anna). 

 

‘’Planning should be like drinking water to the consultant in terms of a set of skills, if you are not 

capable of planning it will be hard for you to deliver the project on time, and meet the deadlines. 

You can be the drive of the company and have your eye on the future without planning to solve 

problems effectively, and at the best available way in that point in time. You have to stick to your 

planning to be able to go with the technology of tomorrow’’ (August). ‘’Consultant have to be 

able to stay relevant with the proposals that they make for the companies, when offering their 

solutions for specific problems. It is a very evolving world so the consultant wouldn’t harm 

themselves if they would keep updated with the latest technologies. However, I am not quite sure 

in what way planning comes into play’’ (Sophia).  

 

4.4.2 Business goals  

 

According to Viktor planning in terms of business goals is essential because it will result in that 

the consultant will be able to keep his eyes on the price. ‘’If a consultant aims to get six new clients 

with a revenue above 1 million euro, he may need a partner first, contact potential clients, make 

proposals, make appointments, present the proposal and close the deal. In this way you are able 

to design the steps that you think are necessary to reach your goals. If you go to the client 

unprepared there is a high chance that you will lose the client’’. Viktor also mentioned his 

approach towards the planning in terms of business goals, he cuts his goals up into smaller bits 

and then refers to these as checkpoints within a time frame to see if everything goes as planned 

and to see if the overall plan needs adjustments. ‘’This is a nice question to summarize some 

previous questions such as planning for technology, self-image and confidence, the more you plan 

the readier you are for your presentation, and the things you have to do. This will result in a higher 

positive self-image because you know exactly what and when to do it, resulting in a higher 

confidence level when you have to present your ideas to the board, and because you are so well 

prepared you will perform better. Therefore, also more likely to achieve the business goals’’ 

(Lucas).  

 

Everyone has their own planning, the consultant is always planning for the business goals of their 

client, usually not having any stake in the outcome themselves. However, indirectly the consultant 

does have a stake in the client’s projects because if the clients reach their goals they will be more 
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likely to recommend the consultant to their peers. ‘’If the consultant makes it their own business 

goal to achieve maximum client satisfaction the particular goal of referral clients will be more 

likely to be achieved. At the end of the day as soon as there has to be cooperation between 

businesses, business goals have to be similar to each other and/or be complimentary to each 

other’’ (Liam). ‘’Planning helps the consultant on a structural level, in order to keep the tempo in 

the project, to be able to deliver as fast as possible as a response to requested services or problems, 

planning will allow you to achieve that and like communication, it is one of the most important 

items of consulting’’ (Joakim). 

 

4.4.3 Problem identification  

 

Although many of the interviewees mentioned that they thought it was not more than obvious to 

start the whole project with problem identification, I would beg to differ. To give an example 

sometimes there is no problem at all, personally I believe that it is of importance for the consultant 

that they keep an open mind. The client might address the consultant with a problem that they 

might have, but after research the consultant will conclude that they not have that problem at all 

and that they should be looking at the issue from another perspective. In extreme cases it is even 

possible that what the client considered to be a problem is instead an opportunity, if the consultant 

would go into the process thinking that there is a problem, there is a high chance that they will 

actually find a problem. The interviewees below said things that were slightly different than just 

agreeing with the notion that problem identification is the start of every project. ‘’In the planning 

process of the consultant regardless of the kind of solutions aimed at, problem identification steps 

in fairly early into the process. It depends on how the project progresses because you are depended 

on other people. Therefore, I would suggest that you start by networking in order to get different 

points of views, and aid to identify the problem, because as a consultant the company and the 

company problems are new to you, for that reason the employees will have more knowledge 

especially when it comes to indirect and underlying problems. Or problems with regards to people, 

the problem may show itself as less sales however that may be because the sales manager does not 

support the product at heart, that is an underlying source of the problem. If the project is not 

correlated to other people or other sources that affect the problem, and require solely you to come 

up with the solution, in that case the problem identification can be the first step into the process’’ 

(August). 

 

Joakim mentioned ‘’problem identification on its own is important but more than that the desire 

of the client also plays a major role when it comes to successfully finishing the consultant job. The 

desire of the client should be a central question in the early stages of the process, because the 

problem that the client has in mind might be different in comparison with the problem that you 

have in mind. In that case you need to figure what you should do first before moving forward, in 

contrast to figure out what the problems is first. Which is what many consultants do since they 

have the go-get-mentality, they will go after the problem like maniacs and might forget that it 

might not be what the client actually wants’’. Noah said ‘’in the very first step and in the very first 

beginning is when you look at problem identification, that is the way I do it, and I believe that it is 

of importance when it comes to creativity and planning processes and optimization is always to 

think about the problem and the solutions. You have to have a starting point and usually that is 

the problem and now you have to fix it’’.  
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4.4.4 Using blueprints  

 

According to Liam the solutions that are used for the clients should definitely not always be with 

fixed blueprints he thinks that it is possible that some of the problems may be reoccurring 

especially when your clients are within the same industry for example. However, it could also be 

that the consultant has a field of expertise and that he has a general problem that he works on, for 

example making the clients operations more efficient when it comes to their manufacturing. In this 

way the problem is the same every single time the manufacturing of their goods are not going 

efficient enough and adjustments need to be made. However according to Liam these problems 

can vary greatly among client for some clients rearranging the lay out of the stations with the 

manufactory will do the job of becoming more efficient because people won’t have to search for 

supplies e.g. For another client it might be a complete other issue he says; maybe they will need 

more advanced equipment because the machinery that they are using now is really outdated. Liam 

was explaining that the outcome of the two consulting jobs above may vary; ‘’you can use the 

same way of identifying a problem because like to example just mentioned, both are in the same 

industry and require a solution for the same department of the business. So on average the 

approach can be 50% the same, the way you identify the problem can be the same and the other 

50% should be used to customize the solutions set to meet the needs of the client. Some of the 

problems are company specific and therefore a fixed set of solutions cannot always be used’’. 

August said ‘’what I’m about to say might be controversial because at first I would like to say a 

very big no; you might have a certain model of which you think that will help you as a guide 

throughout the process however when you are relying on the blueprint itself as a solution can be 

tricky. I think blueprints are good at the beginning of the process as an organizer of your thoughts, 

ideas and creative impulses, you can pull them all in and combine them in the blueprint and then 

try to come up with the next best step to take in the process.  

 

Business consultants use their experience and best practices which is often the company’s 

experience, and the blueprints that they hold within the company. If it is an assignment that a 

consulting firm did before and if they were successful at the job they most likely recorded it. ‘’When 

the next consultant makes use of that blue print the company overall has less to invest in creativity, 

process planning so you can use the best practices and of course you have to change it a bit to 

customize it but it is good to begin with that’’ (Noah). A template is good to start but because 

every project is different from one another you always have to adjust to new opportunities. ‘’ I 

believe that it’s good to have a red line throughout your work but not gluing yourself to it because 

most projects will be different from one another’’ (Oscar). The blueprint can never be the 

consultant, the blueprint should serve as a tool that a consultant can use and aid him or her in the 

process but when they rely on it too much, they will not use their instinct enough. ‘’ The blueprint 

should never be the leader in the process, it can serve as the foundation or as the redline 

throughout the process and after that the consultant has to figure out. The blueprint should not be 

the only denominator when deciding on what the outcome of the project will be, unless the model 

is used on simple problems and has proven its worth be arriving at the same wanted result 

repeatedly. But most project are not simple they involve people or specific situations that are not 

taken into account in the blueprints or do not fit into standard models and therefore it could lead 

to ignoring facts or outcomes which will limit the consultant in their abilities’’ (Joakim). Sophia 

thinks that it could be useful to make use of predetermined blueprints that are fixed while it allows 

strong characteristics that were previously defined already to be used. ‘’Especially when projects 
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are similar it can be handy to use, maybe it is also because I am new to consulting that it plays a 

role. The blueprints help me a lot in the approach that I take to tackle the problem. Most blueprints 

that we use are made by experienced consultants or are common use within industries, I don’t 

think I could go through projects as fast as I do at times without the use of standardized 

blueprints’’.  

4.5 Empirical results summary    

Figure 8: Summary of the findings 

 

Topic  

1. Networking No trust results in low credibility and ultimately in no business  

 

 The work and advise of a consultant will always be doubted if the trust is not solid 

 With the right network a person can find investments for their ideas if they don’t have it 

themselves 

 Sharing knowledge from the more experienced consultant will increase the performance of the 

unknown consultant 

 A solid network can give you access to power & leads to opportunities  

 Strategy influence can only progress if the consultant does a good job 

2. Creativity 
 

Openness to new experiences improves creativity 

 Creativity as an internal skill but with the help of external environment it can be enhanced  

 Disturbing media activities and stress decrease creative abilities  

 Combining a person’s creativity with inner passion will allow for higher creativity levels  

 Keeping informed technology, will improve a person’s chance of producing a innovative idea  

 Knowledge will allow you to puzzle around pieces to create new combinations 

3. Sales Selling skill allows the consultant to convince someone 

  

 Being confident shows that you stand behind what you sell  

 With enthusiasm a consultant is able to keep the attention of the client 

 A positive self-image is the base of sell, being confident and being enthusiastic 

 A consultant sells themselves as an employee, a solution, and change 

 Enthusiasm communicates an non-existing vision  

4. Planning  
 

Planning is an essential skill for the consultant, allowing to structure visions 

 Problem identification steps in fairly early in the planning process 

 Some of the problems are company specific, a fixed set of solutions cannot always be used 

 For new consultant’s blueprints help in the approach to know how to tackle the problems 

 Technology planning allows the consultant to stay relevant with their proposals 

 The consultant should define their own view on the problems and not copy to client  
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5 Analysis and Discussion  

5.1 Networking skills  

5.1.1 Trust 

 

The networking circle of a consultant is assumed to be more often than not beyond the family 

which can be considered to be in the inner circle of trust according to Morgan (2013). Which may 

vary greatly to the trust levels that a person might have with their colleagues, the difference in the 

proximity with the various groups of people that one associates with requires a different approach 

when it comes to trust. To give a small example from your inner circle in which the proximity is 

close you can expect them to be direct however in a business setting it can be considered impolite 

to be very direct. There it might be preferred that a person will give messages through a more 

political correct approach in which the person that will receive the message will not be offended 

because of the straight forwardness of the message. However, in accordance with Chapman (2014) 

the consultant should not be standing too far away from their clients when it comes to their 

emotional involvement, in this way they show their clients that they care about the problems and 

difficulties that the client is facing.  

 

All interviewees agreed unanimously that the trust aspect when it comes to the job as a consultant 

is of crucial importance. So much that all interviewees could agree with each other that without 

the trust aspect there solely any room to do business at all. Other components that were discussed, 

is that the trust allows the consultant to connect with their clients, and when the consultant offers 

a solution, the client is able to accept the proposals easier in comparison to not trusting the 

consultant at all. If the consultant is not trusted it is likely that the client will often doubt whatever 

the consultant is doing, presenting or the work that they deliver. According to Appelbaum, 

Felstiner & Gessener (2001) the trust in the Chinese culture is of such importance when doing 

business for synergy purposes that within the Chinese business culture it is normal to first get to 

know each other before doing business. There is a Dutch that has a zoo that is located in the 

Netherlands he had to lobby and connect with the Chinese government for 26 years before he was 

trusted by them and allowed to transport the pandas from China to the Netherlands. It is only fair 

to assume that the given example is very similar to what the interviewees said, no trust, no business.  

5.1.2 Access to resources  

 

According to Coviello (2006) developing a sustainable network is of importance for a consultant’s 

growth, the network can be seen as an intangible resource salient in the early stages of an 

organization’s success. As one of the interviewees mentioned already that a person might have a 

very good idea but not the sufficient capital to put the idea into practice, they might know someone 

that would have the capital and possibly in return for some return on invest they would want to 

invest in their idea. This example slightly touches upon the topic from the previous section, I can 

imagine that if somebody does not have proper trust in the person they will be less likely prone to 

decide to invest money into somebody.  

 

Another positive effect that one of the interviewees was able to mention is that the word of mouth 

can turn out to be very beneficial when it comes to the network. If I hired a person to construct my 
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house and am happy with the result, there is a higher chance that I will recommend the same 

company to somebody else, especially when that person is of importance to me. Culpan (2002) 

describes that since ancient times it is normal that alliances are made to share the resources that 

are available among different groups of people or individuals. One of the interviewees mentioned 

that one of those resources could be power, giving an example that a person might know someone 

from the C-suite which usually has a lot of power. Holding strong ties as a consultant with the 

managers of a company might be of benefit when actual proposals have to be approved, I can 

imagine that if the managers don’t like the consultants there is a chance that they will vote against 

any proposals.  This goes beyond the benefit of the company, so regardless of the importance of 

the case, they will not support the idea. Contrary this could also lead to opportunities of course; it 

is widely known that many consultants end up working for one of the companies that they used to 

have as one of their clients. This is a great example of what the trust combined with good work 

can do for a consultant.  

5.1.3 Empowering Network 

 

 I believe that one of the interviewees had a very good point when he said it will also make a big 

difference in what type of network somebody has. If my whole network is only in the C-suite in 

comparison to only knowing teenagers which are still studying, there is a very high probability 

that the will be many differences among these two groups. The teenagers are young and most likely 

not experienced in terms of business experience, and even if they have experience they will be too 

young in age to have more experience than a CEO that has decades of experience in a particular 

industry. Empowerment can turn out to be of great value if for example one of those CEO’s is your 

mentor and shows you all the ropes of the industry. Teaches you all the mistakes that he made so 

the consultant would not have to go through that process themselves, Einstein said once ‘’a smart 

person will learn from their mistakes, a genius will learn from someone else their mistakes’’.  

 

Another point that one of the interviewees made is that the companies that hire consultants expect 

to be hiring an expert in the field and therefore it is not handy to say as a consultant that you are 

not able to do something. Assuming that you have a solid network of your own or at least work 

for a consulting firm where you can turn to when you are facing problems, this is also shared by 

Coviello (2006) and Culpan (2002). You would be able to say that you can find the right person 

for the job, that they wouldn’t have to worry about the issue because you will fix the problem. 

Especially when the consultant knows one of their colleagues that has done a similar project, they 

could ask them for help and assistance throughout the process. Most likely this will also save the 

consultant a lot of time and effort which will turn out to be a win-win for both the consultant and 

the client which ultimately will pay the consultant mostly on an hourly rate.  

 

Among many business books the aspect of synergy is discussed as being a crucial aspect that many 

companies try to reach when they for example decide to merge or acquire another business. More 

often than not it has a strategical reason in which the company would like to expand their reach on 

various aspects or for the sake of reducing costs through synergy. The conscious decision to expend 

their network through making new alliances, will empower companies in different ways, however 

companies should also be aware that many mergers and acquisition turn out to be overly sold in 

terms of synergy. At times it can even happen that the efficiency will be reduced because the size 

of the company will become too big to manage, if not properly planned and accounted for. For this 

reason, many consulting firms offer their assistance when it comes to M&A due to the high 
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complexity that comes with it and their experience that they have with assisting several companies 

throughout the same process according to Kubr (2002). 

5.1.4. Strategical influence 

 

According to Gassner (2007) the alliances that are made throughout the network can come from 

various angles, the differences can be both vertically and horizontally.  When the decision is made 

by the company to make new alliances for the purpose of the strategical position, the outcomes are 

aimed to be beneficial for the strategy. When the alliances are from a more horizontal perspective 

it often comprises of new partnerships. For the sake of the consultant strategical influence may be 

beneficial but the consultant has to do a good job otherwise his or her clients will not be able to 

assist.  

 

One of the interviewees mentioned that people may see opportunities within somebody’s network, 

in a way that sounds very logical. Let’s say for example that somebody would like to become a 

movie star and they happen to know Steven Spielberg. Even if it wouldn’t be for the producer 

himself his network is full of people that could assist the person into becoming a movie star. The 

perfect example is all the movies that contain children of movie stars starring in the head part of 

the movie. Again the type of people that you have among your network is brought forward by one 

of the interviewees. However, it does not always have to be the case, but it happens often that 

people are nicer to their boss for example because they are afraid that they might get fired 

otherwise or that they sense some level of authority and they therefore fear to express their true 

feelings. In these examples it comes forth that the type of people within the network are of 

importance when talking about the strategical influence.  

 

Holtje (2010) described that consulting firms often can have a growth opportunity especially when 

they would like to grow internationally, if they expand their network in a way that the people are 

connected to their own company and have a mutual benefit would be best. Because growing 

internationally can also have cultural crashes in a way that some companies are not able to oversee 

at first sight. One example could be the one of IKEA wanting to expand in the USA which turned 

out to be costly because Americans do not like to switch their furniture often.  

5.2 Creative skills  

5.2.1 Internal or external creativity 

 

Mullen (2018) argues that the creativity of a person might not per definition be from the internal 

aspect of people however rather he says that it is also likely that the external environment of people 

plays a role as well. Simonton distinguishes the external environment into multiple areas saying 

that it could be categorized into societies, products and processes. One of the interviewees 

mentioned that living abroad and being able to experience other cultures could enhance the 

creativity levels of a person because they are being exposed to surroundings that go beyond what 

they are familiar with.  

 

Most interviewees agreed that the creativity can be seen as coming from both the internal as well 

as the external environment, this is mostly in aligned with what we found in theory based on 

Csikszentmihalyi’s work (1996). Which is interesting because the creativity in terms of research 
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mostly thought that it could be considered to be something from the internal environment. The 

creativity in general is a rather new research field and only lately can we say based on the science 

that is being available that the external environment also plays a role in terms of creativity for the 

individual person at hand. One of the interviewees mentioned that if people are willing to be open 

to new experiences it can be seen as a rather personal point of view and therefore, made the point 

that the creativity is a rather personal aspect however not excluding the external environment 

completely. Another interviewee mentioned that the creativity starts from within but they thought 

the the external environment could assist in becoming more creative. I could personally agree with 

that view it is also something that is within the business area seen as common news, larger 

companies such as GOOGLE have been playing around with these thoughts for longer amounts of 

time now. It is known that GOOGLE has made their offices in a different way than what we 

commonly are used to when we would compare it to the traditional office, where a couch is not 

being used to work on for example.  

 

Another interviewee brought forward the neurological view of the human brain in which the 

research is rather new but many scientists can agree the the more creative person, most likely has 

more activity going on in the right hemisphere of their brain. Contrary to this believe is that the 

left hemisphere is involved with the more logical aspects of life such as counting, words, grammar 

etc. This knowledge begs the question whether the creativity is not something that is completely 

internally after all. Another interviewee mentioned that they aimed to push their own creativity 

boundaries by trying to change their external environment often, to keep their brain sharp. One can 

wonder whether this approach will actually work, maybe if we can rely on the placebo effect we 

could say that it works because they believe it works.  

 

5.2.2 Levels of Creativity 

 

Baer (2015) has created a theory that describes the aspect of creativity through roughly as 

discussed in the theory chapter. Within this theory he discusses multiple angles when looking at 

creativity such as what he called the PRO C level of creativity, referring to people that use 

creativity for their profession however are not famous for it. An interviewee made a comparison 

that I think describes this level of creativity fairly well, he was talking about how a person could 

have creative skills when it comes to planning. Whereas yet another person is very creative when 

it comes to the way they present themselves. We could all look at these two people and say that 

they are both creative however would this view be still the same if we would switch the tasks 

around. If I could be so rude to make the assumption I would guess that the chance is very low that 

either one of the two could be considered creative, therefore I think it was a good point made in 

the interview.  

 

The BIG C is described by Baer as the person that can be considered highly creative, and in 

comparison to other people stands out in what they are able to accomplish according to Beghetto 

and Kaufman (2007). Maybe one of the interviewees hit the mark when making a similar 

comparison by saying if a person follows their passion they will be more likely to be creative on 

that matter in comparison than somebody that is doing the job which he actually does not like. 

Mozart for example had a passion for music and some of his pieces came out effortlessly as he 

described himself, he would hear the music in his mind and then just right it down. Although I am 
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not a musician myself I can imagine that for the average composer this is not the easiest job to 

accomplish with the level of ease that Mozart did.  

 

Another point that was made was the level of resources that someone would have, I believe this is 

a good point. If someone is able to through an awesome party with decoration, snacks, music etc. 

with a million-dollar budget. We would all be impressed but if another party with the same rating 

of satisfaction among the party guests would be for a party that costs 200 dollars, there is a big 

difference when it comes to being impressive. As the interviewee said ‘’everyone can throw money 

at a problem when trying to solve it, the creativity can be seen with the person that has the limited 

amount of resources but it still able to get great results’’. I completely agree with that notion.  

5.2.3 Creative development     

 

Something that was mentioned among several employees is that they think it is important for 

consultants to stay informed with the latest developments in their industry. For financial consultant 

for example it is almost not done when they are not informed with the RPA technology for 

example, which is the robotics that companies use now a day to replace many simple functions 

such as that of an accountant. It is not hard to imagine that when a financial consultant steps into 

a C-suite office and they are asked what their opinion is about the new RPA technology and the 

consultant would have to say that he will come back with an answer simply because they are not 

aware of the issue. As a consultant you have to be aware of the problems that keeps the managers 

up at night, when the consultant is able to discuss these issues and win the managers trust they will 

be more likely to do business and solve the problems correctly. Reading more about the latest 

technology will also allow the consultant to combine the several knowledge into their own 

innovative concept according to Bonnardel (2012). It happens often that consultant write a book 

from the practices that they combined themselves and it turns out that it is a newly created concept 

which could be used by more people.  

 

Sawyer described that it is good for consultants to perform an analysis on a modest selection, 

chosen from a wider area of ideas. This allows the consultant to go more in depth rather than solely 

touching upon the surface from many topics. The consultant can decide to make the selection and 

then discuss this with his or her colleagues or plan a brain storm session in which that selection 

can be discussed. One of the interviewees mentioned that it is a technique that he uses when he is 

facing a more complex issue, he would discuss it during a dinner for example. This could have 

more than one benefit, not only can this be discussed because you will have more people working 

on the problem, but also what if one of your colleagues has solved that particular issue before, than 

the solution is closer than thought of at first sight. This will break routines as well, which is a topic 

that another interviewee brought forward. Putting a person into a routine especially one that has to 

be endured for a longer period of time is something that could definitely kill the spirit in my humble 

opinion.   

5.2.4 Part of personality  

 

The ultimately question arises, this question came forward slightly in an earlier section when we 

would discuss whether or not the creativity is part of the internal or external environment. 

However, the personality is something that goes even beyond the notion of internal environment 

claiming that it is so ingrained into someone’s personality, a question that Merten & Fischer (1999) 



 65 

also wondered. Most of the interviewees would like to think so, with one of them even making the 

statement ‘’someone is either creative or they are not’’ closing the statement with saying that it is 

something that comes with at birth. To a certain extent I could definitely agree with that notion, 

what if we would take Mozart again as an example. He was able to easily play complex pieces of 

music at the young age of only three years old, I think that many people would agree that it is at 

such a young age that we could consider the boy to be born with the level of artistic creativity 

rather than taught.  

 

Creativity does not necessarily only have to be someone’s personality some interviewees thought 

that it is very likely that a person can be trained to become more creative, something this was 

questionable for Runco & Pritzker (1999) as well they thought that with the proper effort one could 

arrive at creative solutions. Most did agree that some people have such a high level of creativity 

that even with training there are limits that could not be reached in comparison to a person that has 

those levels effortless within their brain. Another statement that was made is that people that are 

not very creative could be recognized by being comfortable with the fact that they have to do 

routine work. I think I could agree with that, if a person has to do the same task day in day out, 

without having to contribute in any way themselves in terms of input. I would be surprised if they 

would score high when it comes to creativity when some tests are made.  

5.2.5 Creative developers   

 

Many could say that creativity cannot be developed however, it does not mean that creativity is 

not something that is a matter of luck solely in the sense that you are born with it or not.  I believe 

that creativity is definitely something that can be taught. But since the field of research is so new 

I am not completely sure yet as to how that would be precisely. Bonnardel (2012) made the 

statement that the creativity of a person can be enhanced by staring brainstorm sessions or forcing 

oneself to be open-minded in such a way that they become explorative towards innovative ideas 

to continuously push boundaries.  

 

In addition, it is scientifically proven that when a brain is going through large amounts of stress 

for example, the brain is not able to access the working memory and furthermore the cognitive 

abilities are shut off. We could say that this might have a close relationship to the creativity as 

well, imagine being under huge amount of stress and being asked to come up with a creative 

solution to solve the problem of the phones that keep going without the battery, other than a 

portable external charger. This theory was confirmed by Guntern (2012) which looked specifically 

at financial distress and found a negative correlation between that and creative solution solving.  

 

 

 

 

5.3 Sales skills 

5.3.1 Selling as a consultant 

 

Imagine that there is a complex problem that has to be solved, a problem that involves complex 

mathematical formulas for the financial industry, mainly banks. Some of the formulas are so 
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complex that people that used to work for NASA have worked on solving some of the issues. Now 

continue to image that one of those scientist has a very high IQ in comparison with a very low EQ 

which is not uncommon since the two have scientifically proved to have a positive correlation. He 

would have to stand in front of a board which often happen to have a very high EQ and would 

have to explain his formulas. There is a very high chance that the presentation will be different to 

something that they are used to, and far from the representativeness that they usually require. The 

attention will be hard to keep, of course these are all assumptions but in practice this is a problem 

that has actually occurred. Therefore, I would like to end this example with the notion that I 

personally believe that the selling skills is of crucial importance for the consultant, all interviewees 

unanimously agreed with this notion.  

 

One of the interviewees made the perfect example by saying that the consultant is ultimately selling 

themselves their own services so to say. And they have to be able to do that furthermore, the selling 

becomes handy because more often than not they are working with abstract ideas that are not yet 

in practical reality to clearly understand what the proposal of the consultant will look like. This 

idea has to be correctly communicated and sold to the person that has the authority to approve the 

plan in which it could continue to actually come into reality. Being able to sell allows the consultant 

to convince if they are good, about anyone of their ideas. In their daily activities for the job they 

often have to present, offer solutions, describe what they consider to be the problem etc. selling 

their opinion and getting everyone on board the train is crucial for their profession. We could 

however easily play the devil’s advocate by saying that not all consultant necessarily has to be able 

to sell as long as there is one on the team that can do the talking. Still I would say that for the 

personal benefit for each consultant as an individual it would be better to be able to sell than not.  

5.3.2 Self-believe and confidence 

 

According to Holtje (2010) when a consultant is self-confident they automatically come across as 

more trustworthy, therefore in the communication process among people trust and confidence go 

hand in hand. Also this notion was unanimously agreed upon among all interviewees they all 

believed that it would be very hard for a consultant to do business if they continue to doubt 

themselves, confirmed in the theory of Breithaupt as well (2003). Maybe all interviewees said it 

in a slightly different way but it all came down to the fact that they thought that it would not be 

hard to believe in a person’s ability if they do not believe in themselves, agreed upon by Murray, 

Wood, & Lilienfeld (2012). This could be justified by our human instinct that we can feel the doubt 

that a person might be having, however the other person is not always able to say that that person 

is feeling doubt towards themselves. If they are not able to sense the self-doubt they might think 

that those doubt is coming from other fields and often they are not interesting but start to mistrust 

it and in the worst case scenario decide not to do business with the consultant.  

 

One of the interviewees mentioned that the people that are from the C-suite which are like said 

before in general from the high EQ side, can see through a person instantly when that person does 

not have self-confidence. For that reason, they might not take the consultant seriously since he first 

needs to pull himself together and get over some issues before stepping in with proposals which is 

understandable, it isn’t pleasant to see either. I therefore think it is good that at many universities 

attention is spent to the aspect of presenting, so we are prepared when we have to go into the 

business world. I agree with what one of the interviewees said when you are confident when 

presenting your proposal in shows that you support what you are trying to convince someone to 
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buy from you, in other words you practice what you preach. Furthermore, it could be seen that that 

consultant is not prepared for the job and is therefore nervous about the outcome.  Belfort (2017) 

who is one of the leading sales men in the world also think the self-believe is one of the most 

crucial aspects when it comes to selling. He compared it to our evolutionary instinct that we 

replicate what we see in other people, when you show someone doubt they will on a subconscious 

level also show doubt towards the topic.   

5.3.3 Enthusiasm  

 

What is said in the previous section heavily applies when it comes to enthusiasm as well since it 

can basically be applied to all human emotions. One of the interviewees said that the consultant 

has to be careful with not becoming too enthusiastic because that could be taken negatively due to 

the credibility that may decrease because of it. I think that it is depended on too many factors to 

make such a statement and I also think that it very much depends on the person itself. Some people 

can literally get away with it whereas with others it does not come across as sincere and then we 

would fall back on the topic that for that reason it might come across as less trustworthy. This 

component was also brought as a topic be stating that enthusiasm is very good especially in 

comparison with being able to sell but it all has to stay within the boundaries of being genuine.  

 

I agree with the notion that people will replicate what you feel, if you start laughing genuinely 

very loud, for a long time in a bus full with people. I think that the chance is very high that more 

than one person will start laughing with you. This shows that people easily replicate what you sent 

out as energy. This can be handy as said in one of the interviewees is a consultant is facing protest 

to change the consultant might be able to make the employees enthusiastic about the change if they 

are able to send out the positive energy themselves, the theory is also discussed by Cross discussed 

in the theoretical framework (1996).  

 

Furthermore, from the theory it became clear that yet again the stress levels experienced at times 

by consultant could have a negative effect on their sales accounts. In a way a consultant also has a 

sales account specially a more experienced one, they will be sent to the firm to discuss the 

assignment and then it is up to the consultant to close the deal.  Frank (2003) discussed the essence 

of why it is important for the consultant to involve themselves into personal development process 

which will most likely lead to a more developed economic state. There are many sales, 

communication, presentations trainings that a consultant can take in order to improve their soft 

skills to eventually do a better job.  

5.4 Planning skills    

5.4.1 Planning technological changes 

 

Consultants have to be aware of the technological changes however should also be aware of the 

timing of the environment, the fact that they should look at companies form a realistic point of 

view is discussed in the theory of Probert, Farrukh & Gregory (1999). Let’s say that a company is 

able to develop a car that is able to fly over traffic, I am not sure whether our society and 

infrastructure is ready and able to handle to take the leap in technology that fast. I believe that it 

will take a huge amount of lobbying before the innovative car would be allowed by politicians to 
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be part of our traffic, so besides the proper planning the timing of things requires attention as well 

in my opinion.  

 

One interviewee made a proper point when stating that it is also of importance in terms of scale, if 

a company is big containing of 5 smaller subsidiaries the planning has to be solid otherwise 

changes that are to be implemented can go extremely wrong. In the theory chapter it was discussed 

that companies fail often due to their incompetence therefore they request assistance from 

consultants to help when it comes to planning. Than the consultant can decide how they would 

address the matter as mentioned some might focus on the details all together whereas others decide 

to solely look the at grander scheme of things. Personally I think that the latter would be best, 

because a consultant is often working with managers from different departments that know their 

business and daily practices best. The consultant can draw the bigger picture and point towards the 

direction in which the team will have to go, when the team starts working on the objectives and 

implementation processes. Through SMART goals and proper evaluation and communications 

sessions it will come to light soon if the daily tasks and changes are not aligning with the overall 

objectives set for the company as a whole. Than the consultant can step in together with the 

managers again to make sure that the overall goals stay central as the core guideline.  

 

Furthermore, it might not come as a surprise that it is important that projects are finished on time, 

especially when projects are interdepended from each other, logically a company cannot build the 

roof of a building when the foundation is not laid. This is very much in line with the fast changes 

that are made within the technological fields an aspect that Watson (2016) also included and agreed 

upon in his research. However, making the planning should not mean that the plan is set in stone, 

I agree on that aspect with another comment that was made in the interviewees. The consultant has 

to be able to stay flexible to change, especially since the external environment and other factors 

that might affect the clients’ business could require a change of course in order to stay successful.  

5.4.2 Business goals  

 

I believe that one of the most important aspects to mention is that the consultant will almost always 

aim to achieve the business goals of their clients rather than having personal interests in the matter. 

In general, the goals of the consulting firms are to keep the satisfaction levels of their clients as 

high as possible, doing this through making sure all their needs are met. It shouldn’t come as a 

surprise that sometimes consultants are hired to fire people, because the company is looking for 

someone to point at when the deed needs to be done. The people that will continue to work for the 

company will not want to do the mass firing themselves of would want to have the finger pointed 

in their direction. Stating that the managers were the ones that made the decision that in order to 

survive as a company or to achieve higher profits, parts of the staff would have to be fired. For this 

reason, the consultant which has no personal stake in the matter, not before neither after the firing 

process, could go through this process more peacefully.  

 

Consulting firms also have the general goal such as many other non-profit organizations to achieve 

the highest profit possible, the most common way for them is through clients which come to them 

for assistance on various matters. For this reason, I agree with one of the interviewees which made 

a statement saying that one of the business goals of a consulting firm is to get referral clients 

through their existing clients which can only be accomplished by doing a good job. These goals 

are often discussed in the larger business plan of a company such as the mission or vision 
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statement. This is the mission statement of one of the most prestigious consulting firms in the 

world McKinsey & Company ‘’our mission is to help our clients make distinctive, lasting, and 

substantial improvements in their performance and to build a great firm that attracts, develops, 

excites, and retains exceptional people’’ (McKinsey & Company, 2019). This statement is the 

perfect example in which it encompasses both the aspect of their clients as well as attracting the 

right people for McKinsey & Company themselves in order to achieve the first part of the 

statement. One interviewee said ‘’if you come unprepared to the client’’ in terms of being able to 

meet their business goals ‘’you will lose the client’’. Coming prepared to the meetings will also 

help in terms of confidence, because the consultant knows what to propose or ask, staying prepared 

throughout the whole process will allow the consultant to structurally deliver performance, and 

more importantly, on time Delmar & Shane (2003). 

5.4.3 Problem identification  

 

Interesting was that an interviewee brought forward the roles that people play in a consulting 

process that at its surface looks at first sight, a solely technical problem to solve but often 

employees also have a personal stake in decisions to be taken. That can be business goals that they 

would like to accomplish in terms of more sales or they would like to expand their business 

practices abroad. From a practical point of view, the consultant may exclude the human aspect of 

it but sooner or later the consultant will have to face the fact that the employees of the company 

will have to decide whether or not they will implement the plan. In the decision making process 

employees will also take into account what the benefits or disadvantages the changes will have for 

themselves, especially managers with power. It is only fair to say that even if the manager would 

know that they are becoming unnecessary for the company they would not instantly agree with the 

consultant when the new is brought that the advice is to fire the manager.  

 

Furthermore, whether or not they agree with the plan with regards to how the plan is build or which 

steps should be taken first, but more importantly in what way the solutions provided will align 

with their personal view on the problem. Are all issues that the consultant has to take into account 

in both the outcomes of their advice but also when searching for information, being able to sense 

that some of the information is not directly laying on the surface, particularly interpersonal 

information of the company, which are of importance when wanting to decide on what the clients’ 

problem is. And what client thinks should be addressed or changed first with priority, could also 

not align with the consultants’ view on priorities. In that case the consultant might have to dig 

deeper into the personal goals of the person especially when that person upholds high power within 

the firm, and is able to at times even manipulate outcomes to sugarcoat what is really going on in 

the business.  

 

This underlying difficulty that some consultants may face was discussed by mostly the more 

experienced consultants that I have interviewed. It was interesting to hear because the consultants 

which just started as a consultant were more concerned with doing a good job and making sure 

that the client is satisfied. I wouldn’t want to make the statement that the more experienced 

consultant does not have the same goals, but I believe that they are able to sense sooner due to 

their people skills when managers are trying to sugarcoat situations for their own benefit. This 

shows that regardless of the perfect planning if the people skills are not properly taken into account, 

the plan will fail because the consultant might not have foreseen that his plan was being sabotaged.  
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The most leading answer when it came to the identification of a problem was that most 

interviewees agreed with each other that it is something that should be done fairly early in the 

process. Almost all said as the first step however, if I would really look the the steps critically I 

would be saying conducting interviewees and gathering information would be the first step. Andler 

(2016) Had yet another view by saying that he thought it was of importance to first look at what 

sections the consultant will discuss and what not he described this approach as first looking at the 

scope of the project. Like said earlier perhaps there is no problem at all but rather opportunities, 

than the consultant would be looking in the wrong direction. Buono (2002) argues that the 

responsibility for gathering the information and pointing towards the problem should be held by 

the clients and that the consultants are merely there to help structuring the problem. But from the 

example given in the beginning of this section it became why this approach might not always turn 

out to be successful. Dorf (1998) goes even step a further by saying that consultants should merely 

be there to form a second opinion, I would like to stay neutral by saying that it depends on what 

the consulting firm and their client discussed beforehand. I think it is of crucial importance that 

the responsibilities and the tasks are clearly discussed, this will also decrease the chance of an 

outcome that is not desired and therefore unsatisfied clients.   

5.4.4 Using blueprints 

 

Something that did not come as a surprise in the interviewees is that consultants that did not have 

multiple years of experience thought that the blue-prints that they use through their consulting 

firms is a valuable tool they use. I also work as a consultant specially in the first few months it was 

very helpful to be able to follow some guidelines and structures in how to solve issues or address 

problems. I also read a book on consulting from McKinsey & Company in which I read many tips 

and tricks in terms of presenting proposals, I used these as well. Blueprints should however be 

used in a proper way and not as a fixed solution set, the interviewees agreed unanimously with this 

statement.   

 

Comments made concerning this topic had either one of the two angles the problem or the solution 

stating that at times the blue prints could be used in the problem identification process for example. 

Taking into account that the solutions would have to be customized to the specific clients, it doesn’t 

mean that each wheel of the company would have to be looked at from scratch, when a company 

decides to proceed by a merger or acquisition for example. This step can be detected by using a 

predetermined set of questions and analysis selection with certain parameters to measure whether 

or not this would be the best solution for the company’s future prospect. When the outcome of 

those tests is indeed that a merger is for the best, the solution has to be customized however all 

mergers are in need of due diligence and making sure that the after math with the merger of the 

two companies goes as smooth as possible. Most mergers fail because they lose the effort that the 

employees are willing to make for the company, when they are not well informed of the changes 

or why the changes need to be made. They might in the worst case scenario lose their sense of 

connection with the company and will not feel that sense of loyalty resulting in bad performance 

or chaos throughout the company if the merger is not well planned.  

 

Contrary to the darker outcome blue-prints are beneficial in many cases according to Leon (2008), 

some companies are known for an acquired set of know-how, for example company X knows best 

in how the implement the process transition from financial SAP systems into RPA. If this becomes 

widely known many companies that would like the same outcomes, would address the company 
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that is known to deliver a good job on this topic. I am certain they will have a blue-print as to how 

the process should take place and since this have been proven to be successful in the past why not 

keep using it right? 

 

5.5 Conceptualization of the consulting skills 

 

This section aims to bring together in summary both the findings from the empirical data as well 

as the theory, to what the overall view is of the discussions that were described above separately 

per topic. To give an executive summary before digging into the depth of the topic the general 

view of the empirical findings is quite similar to that of previously done research. The thesis looked 

into how consultants are able to improve their performance at the job within both their own 

consulting firm as well as within the firms of their clients.  

 

When we look at the skill off being able to sell which I think is the most important reason it should 

come as no surprise that I think that it is safe to say that every single consultant will benefit from 

having the ability to sell. It is easy to think that selling skills is only associated with sales men 

when it concerns goods and services however the contrary is true. In essence all people on earth at 

some point or another would want to sell something, selling someone your ideas, selling your 

friends and family on the benefits of a good and honest life, selling yourself when you are looking 

for a job, selling a book that you want to recommend to a friend because you enjoyed reading it so 

much. These are just a few examples in which selling becomes a benefit because a person is able 

to have a view in their mind, describe that view to another person and the final and most important 

step, able to convince the other person to agree with their opinion on the matter, regardless of the 

topic.  

 

For as far as I can tell I have never heard of a consulting firm that gives sales trainings specifically 

to their consultants to train them on how to get their clients excited for the proposal. As discussed 

in the above sections this can be very beneficial, perhaps some communication trainings are in 

place as well to develop their people skills. In particular, for the younger consultants because there 

the gap was clearly seen with the more experienced consultants that were able to anticipate flaws 

in the information that was given by managers at times whereas the newer consultants were more 

concerned with their part of the weight in the process. Frank (2003) argued that companies will 

benefit greatly if they spent the time and effort in their employees and that they are elastic, in 

which he saw a close correlation between economic prosperity and the attention that a person puts 

into personal development. The employees all agreed that being able to selling is of huge 

importance for the consultants so both on the theory as well as the empirical results, selling is a 

skill that makes or breaks the consultant’s ability at being successful.  

 

Figure 9: Overall thesis model 
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Within consulting it can be seen that you are selling more than just the service of solutions for 

problems or assistance with certain projects, at the end of the day it also results in peace of mind 

for the manager. The manager hired an expert in the field so to say for his staff to form as an 

assistance which has no benefit whatsoever for the personal performance of the company neither 

will they have the actual tasks of performing business practices that concerns the business core 

activities. Therefore, the consultant is an extra set of eyes and ears for the managers or the C-suite, 

looking at the consulting job from this point of view makes it understandable why one of the 

interviewees said that even if they would not have a clue on how to solve the problem, they will 

find someone that is able to solve it. McKinney (2000) described this point of view as being able 

to endure as a consultant throughout the whole process, while not losing his mind by being 

stressful. The consultant has to stay confident and in control of the situation, otherwise it would 

go against the sales model that is described in the theory section (Murray, Wood, & Lilienfeld, 

2012).  

 

From the planning skills several angles were discussed of which one of the most important one 

was that the view should be realistic and therefore the technological aspects of the latest 

developments should be taken into account. This is also in accordance with the theory from 

Farrukh & Gregory (1999) many interviewees could agree with this view; in the above section the 

matter was discussed that the RPA serves as a good example. However, I think we should also 

take into account that some technologies are so revolutionary that even if society might not be 

ready, it could turn out to be different when the product or service is actually introduced. Henry 

Ford famously said ‘’if I would have asked the people what they would need they would have told 

me that that they need faster horses’’. However, the timing of the technology in which products 

are introduced was not touched upon by the interviewees, other aspects that are also of importance 

which were discussed in the interviewees were the size and manageability that comes with 

planning. According to Lukas (1998) this should be tackled through sub-group participation, in 

Networking

•Trust 

•Access to resources

•Increased performance

•Strategical Influence

Creativity

•Internal & external

•Creativity levels

•Creative development

•Creative personality

Sales

•Selling as a skill 

•Confidence

•Enthusiasm

•Self-Image

Planning

•Technological planning

•Business goals

•Problem identification 

•Blue-prints

Successful 
consultant



 73 

which forces can be sub divided into smaller projects and tested first. This is similar to what one 

of the consultants said. Furthermore, one of the interviewees also discussed that it was deemed 

crucial to take into account that the goals are reached in a controlled way without getting lost in 

the details, this was also discussed in the theory by Naidu & Krishna Rao (2010). So I think this is 

another lesson that the consultants can take with in their consulting journey, in the theory it is 

described as the close proximity between the current state and the actual goals, in which the focus 

throughout the process should be on the goals.   

 

The creativity aspects were also very aligned with the perspectives of the interviewees, almost all 

interviewees agreed that the creativity is both internal and external and that it in addition can be 

considered part of someone’s personality like the theory stated Merten & Fischer (1999). On the 

next page I created a model that shows how the theory and the empirical studies come together in 

the model of this thesis 
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6 Conclusion   
 

The consulting industry is a multibillion dollar industry employing hundreds of thousands of 

people, interesting to note is that in the UK for example more than 80 % of the consultants are 

freelancers. Consulting firms started growing in the 1930’s and the market of the industry is 

currently matured, however the largest stake of the industry are bigger companies. Consulting 

firms have not always stood in sunshine because they were criticized plenty of times, like the 

examples given in the theoretical framework concerning the role of consulting companies in the 

latest credit crises of 2008. Some industry expert say that the consulting industry has declining 

growth because the larger firms do not have enough flexibility to grow with the rapid pace of 

technology. Claiming that the consulting companies besides having slow adaptability to tech 

changes also have outdated business practices.  

 

The fact that more than 80% are freelancers would also mean that they might not have the fast 

access to network, resources, blueprints etc. From the thesis it became clear that these assets could 

become valuable to the consultant, that would like to improve their own performance and change 

their current approach. The overall purpose of the thesis was to look into a set of skills specifically 

and try to see why and in what way they would contribute to the success of the consultant. The 

four skills that were looked at are networking, sales, creativity and planning. Throughout the 

research which consisted of collecting the empirical data these four categories were sub-divided 

to define a clear scope of the thesis. The subcategorization has its roots based on the theoretical 

framework, from which the interview questions were made as a next step. This resulted in the 

thesis model that is depicted in the last section of the previous chapter.  

 

This approach aimed to take previously known knowledge within a clear scope and combine that 

with the empirical data of this study. The research question of this study was ‘’are selling, 

networking, planning and creative skills attributing to the prosperity of consulting services? ‘’.  

 

The thesis purposively decided to narrow down he scope of the complete research to four skills 

due to the otherwise complexity that would come with this thesis project. And the time that would 

have to be spent for the whole thesis to fall in place. However, based on some pre-studying done 

before the thesis scope was defined in almost all the theory came forward that the consultant would 

have to be able to plan, network and be creative. The aspect of being able to sell in something that 

turned out to be of very importance however, I did not find much research done that specifically 

stated that it would be important for a consultant to be able to sell in order to be successful at what 

they do on a day to day basis. Focusing on more than what the thesis currently took within the 

scope would have gone at the cost from in depth information and insights in the interviewees. I 

believe that it was helpful that the questions were simple and neutral to give room to the 

interviewees to make up their own mind on the topic. And most of them also gave examples in 

what situations that would apply that they needed to be confident for example. I believe that if 

more than these topics were discussed the information given would have stayed on the surface, 

general and would lack the consultants personal experience with the skills.  

 

The thesis resulted in information and advice for both consultants and consulting firms that would 

like to enhance their performance or expand their activities. I believe that the theory discussed in 

the thesis serves specifically to consultants and provides insight information in how those skills 
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could be improved. Or how the four set of skills could serve the consultant specifically stating 

examples, like the technological developments. Consultants that work as freelancers might think 

this information is useful, knowing for example that they could increase their level of creativity 

and how to come about that process might aid them to growing their businesses. Despite the at 

first sight narrow scope of four skills I believe that the theoretical framework touches upon several 

components that are both directly and indirectly correlated to the predetermined skills. This 

allowed for a broad insight into each skill, in which the consultant could gather information from 

also more experienced consultants as well through the empirical studies. I could imagine that as a 

starting freelancer without a mentor some of the information given could be very valuable for their 

career.  

 

Previous studies done about the topics discussed look at all four of them individually in depth, 

therefore there is a lot of information available. However, the creativity is a rather new aspect in 

research since scientists recently started investigating the neurological components that are 

involved with the skill. This is recent since beforehand the medical field was lacking the 

technological innovations such as MRI, fMRI, EEG scan to do research on the matter. All and all 

there is ton of information on creativity out there although many is also yet to come, consultants 

that are particularly interested in this field could definitely keep track of the ongoing studies. Since 

there so many breakthroughs in the field almost on a daily basis. Based on studies for the level of 

creativity that may be generated done by Merten & Fischer (1999, p. 936) it became clear that the 

creativity can be seen as being part of someone’s personality.  

 

When it comes to sales there are many studies and trainings available in earlier studies that can 

provide adequate information if a person is interested in learning more on the skill. However, the 

connection that is made with the consulting industry in the way this thesis did, has not been 

research a lot. Because this thesis talks about sales in various way not only the ability to sell the 

client a good or a service but also when the initial sale so to say the overall consulting assignment 

is sold already. The thesis wanted to investigate whether or not that would end the need for the 

consultant to use his or her selling skill. It turns out that despite the fact that the consulting service 

is sold the selling ability significantly aids the consultant throughout the process of successfully 

finishing the job. This comes in play when the consultant would have to make a proposal for 

example about a plan of action, they would have to present their few often to the board or to the 

owners when it concerns a smaller firm. The ability to be convincing combined with good sense 

at atmosphere the feel the energy in the room will be important when it comes to timing. Knowing 

what to say and being able to say it at the right time can be crucial. Furthermore, the selling comes 

into play when they have to sell the idea to the rest of the employees that they are there to help and 

assist the company for the better. Often you hear stories that consultants are not warmly welcomed 

into a company since they either same them as a threat or inadequate for the job, because they 

haven’t been working for the firm as long as the employees have. 

   

However much that is the truth the consultant has not worked for the firm and certainly does not 

know all the ins and outs, but most consultants do bring their expertise on a topic to the firm. If 

the consultant had assisted in the complete process of 15 mergers and acquisitions they are familiar 

with the process and some of the pitfalls that could come with it. Contrary to some of the 

employees that might have never been to any process of the sort, so despite the fact that the 
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consultant might not have insight information about the firm, they may hold know how’s, which 

is I deem to be very valuable in the process.  

 

When I looked at the theoretical information that was available I made a selection which in turn 

resulted in the scope of my own research. I proceeded with making a methodological framework 

to function as the building blocks of my empirical data. The decision was made to conduct 

interviews which is a qualitative approach towards the research implementation. The explorative 

method that was chosen allowed me to go in depth of the specific topics that were chosen. The 

greatest advantage of the research was that all interviewees were consultants themselves and they 

could therefore share their own day to day experiences and knowledge on the matter.  

 

The fact that the interviewees had a range of years of experience allowed for various insights which 

turned out to show in the results as well. Like discussed earlier there were some similarities among 

the interviewees that worked within the consulting for less than 5 years. The blue prints is a good 

example, the younger consultants deemed them to be very useful for their own performance and 

could unanimously agree that the blueprints helped them structure their own work easier in 

comparison than when they would have to figure processes out themselves. The more experienced 

consultants also had some similarities stating how important it was for the consultant to have a 

solid network in the higher categories within the hierarchical structure of the company when it 

comes to strategical influence.  Furthermore, they emphasized greatly how important it is for the 

consultant to not only be able to sell but also to connect with people and be confident about 

themselves throughout the process. Stating that the consultant should also not always take all the 

information exactly the way it is handed to them, but form their own opinion along the way. Taking 

into account that some of the managers that they might have to deal with have a personal stake in 

the decisions that will be taken based on the work of the consultant. If they wouldn’t like certain 

outcomes that it is possible for the employees of the client to sabotage information and/or hide 

information at first sight. The consultant has to develop people skills in order to detect when that 

is happening based on human instinct and body language of their opponent.  

 

6.1 Practical contribution   

 

Other than solely the theoretical contributions the thesis also provides practical contributions for 

both consultants as well as consulting firms as companies. The insights and experiences that were 

shared by the consultants together with the overview of the theoretical background are valuable 

information that work within the consulting industry.  

 

The results can serve as valuable information for companies they have to be aware of the 

limitations but they could read it and make up their own mind on whether or not they agree with 

the information. Perhaps there are insights which they have not thought about before, specially the 

theoretical framework could serve as a valuable source I think. Specifically, the creativity sections 

which captures the latest insights and many prior research done on consulting does not go in-depth 

of the do’s and don’ts of consultants when it comes to creativity. Both the results and the theoretical 

framework provide first hand and practical information as to how consultants could improve their 

levels of creativity and why it is important for them to do so, for their day to day operations. It not 

only discusses why and how, but also provides latest information that consultants should not have 
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to worry when for example they consider themselves to not be creative at the moment. That their 

ability to change their neural network within their own brain is possible, it provides in depth 

information in how that works and how they could improve their creativity.  

 

Secondly the aspect of being able to sell is something that I find is rather new within the prior 

research of consulting. Therefore, this could serve as crucial information for consultants and firms 

that are aiming to improve their own performance through developing their own skills. A 

consulting firm can decide to give sales trainings to their employees which ultimately will results 

at better performance by their consultants and therefore automatically I assume higher revenues 

due to the chain reaction like discussed before in referrals. Communication trainings could help to 

consultants to better connect with their clients as well, it strongly came forwards from the results 

of the interviews that it can turn out to be very valuable. For that reason, this thesis provides hand 

on information that both consulting firms and consultants could use in practice. 

 

6.2 Future Research   

 

To name an example the consulting industry’s outdated practices, they are still heavily relying on 

manual labor for analysis purposes, research, process management or implementation of the 

proposals made. Research has to be done in what way those manual processes can be replaced by 

computers, and to train the employees in the different ways to adjust to those developments. 

Instead of how it is currently done, training their employees in how to conduct analysis or do 

research, and interviewees in order to gather data, the technology can replace those tasks with 

programs such as power BI. Power BI is a program used for exactly those purposes, therefore I 

think it is way easier if the information of the client is being put into the program and the graphics 

tool is used to a make the date visual. The data becomes flexible and may look as if it is the surface 

but the program allows to easily look in depth of the data if there is the thought that it might be 

necessary due to outliers for example. I would like to see research done on that front to see in what 

way those tools should be used.  

 

To take the above mentioned topic a step further I would like to take the discussion into a topic 

that was discussed in the thesis as well namely blue prints. Nowadays there are many blueprints 

that are being used by the consulting firms for the benefit of both the clients and the employees. 

They create an ease that for managers I can imagine because employees are following ‘’protocol’’ 

so to say furthermore, I think that the blueprints also decrease the chances of error among 

employees. The decrease of error will automatically result in more satisfied clients and it might 

even have an effect on the referral rate that the consultants or the firm would get from their clients. 

I think that with the use of technology the power BI tools are handy to use and certainly not the 

only tool in this category that could be looked at. The tools increase the analysis and research 

capacity and perhaps also the validity of the data, the pitfall turns out to be at the moment, that 

they are similar to excel in a way. You can do a lot with them and there are only a handful of 

people that really understand these tools up to the bottom. This means that consulting firms would 

have to invest heavily into either training and teaching their own employees to get a hold of the 

skills when it comes to the visualization tools. Or they could perhaps hire experts in the fields of 

the knowledge and teach them the ropes in terms of consulting.  In this area there are many 

questions that are interesting enough to investigate.  
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6.3 Social and ethical implications  

 

When this research was conducted the social and ethical implications were carefully taken into 

account, which will be discussed in the below section. The ethical considerations will show the 

way you conducted the qualitative research making sure it was in an appropriate manner, with 

respect to the participants of the research (Heffernan, 2005, p. 101). There are several institutions 

that laid out guidelines that could be followed in order to ensure that the research is performed in 

a socially acceptable manner (Emanuel etc., 2008). Per field of industries the ethical considerations 

may vary think about the ethics that have to be taken into account when a scientist is testing new 

medicines on patients. Versus a physician that is interviewing scientists to derive at a new set of 

theories (Babbie, 2007, p. 66). In terms of this research the latter would apply more since for this 

research the opinions mattered more and there was zero physical danger for the participants. In 

order to eliminate all possible negative outcomes for the participants the interviews are presented 

in this research a hundred percent anonymous. When the research is fully completed, meaning 

after the main defense of the thesis seminar all data contained on the computer and in notes will 

be deleted to make sure nothing is traceable in the long-run.  

 

 Furthermore, the participants were aware of the topic of the interview being conducting so in the 

grander scheme of things they knew what was about to come. The only confidentiality that was 

not fully covered is that I know the participants and that I know which of the participants gave 

which answers in the research. But since I do not have any personal gain of that particular 

knowledge there is no conflict of interest. More in terms of the ethical consideration is the fact that 

I allowed the participants to think about the answers they were given and that there was no sense 

of rush involved. In conclusion I can say that none of the participants said that they did not want 

to answer any of the questions nor did they ask to end the research prior than the end.  

 

6.4 Limitations   

In order for the model that has been created from this thesis to become a solid framework I believe 

that more research has to be done. The consultants interviewed for this study are not in great 

amounts I think that for a results to be of more quality and before they could be generalized more 

consultants should have to be interviewed however for this research there was not enough time to 

do that.  

 

Furthermore, the research is conducted by me alone throughout the whole process that means that 

there was no one there that I could discuss the data with, perhaps the analysis and discussion 

section of this thesis would have looked different would that have been the case. A second view 

on the matter could have also gave me new insights or perhaps emphasized certain information 

that I did not interpret the same way when I listened back to the tapes that were made during the 

interviews. The level of subjectivity that could not have been prevented in the analysis chapter 

therefore automatically forms as a limitation of this research.  

 

In addition, the thesis has a narrow scope when it comes to the skills discussed that make up the 

successful consultant, since only four skills were selected. Due to the time frame that is given for 
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writing this thesis I was not able to create a broader view on the matter, and because I chose to 

rather have an in-depth view on the selected topics this could be seen as a limitation. There are 

multiple other skills that also benefit the consultants’ ability to do a good job that are left out 

completely. Another angle to the limitation when it comes to the four skills is also based on the 

subjectivity of the matter that the skills chosen are my point of view based on prior research. Yet 

again would another person conduct the same research or would I have done this research with 

another person perhaps we or the other person would have chosen four different skills to conduct 

the research on. Needless to say that would that have been the case the results would have been 

completely different as well as the interview questions.  

 

From a more methodological point of view this study cannot be generalized which also forms as a 

limitation. Because there were not enough consultants involved in the interviews, in addition to 

culture aspects would also have to be considered in terms of limitations. I live in the Netherlands 

and therefore for the convenience of myself the interviewees are all people that I know from my 

work. This brings with several limitations, they work within a business environment according to 

western and specifically Dutch business environment. And as we know from the Hofstede’s (1973) 

cultural aspects they may vary greatly from country to country. Another angle is that all 

interviewees are from one consulting firm, most firms have their own business culture. So there is 

a high chance that if I would have conducted the same research within another firm that the 

outcomes would yet again be different, for the reasons mentioned above these results could not be 

generalized but do serve as solid and valuable information. But more research has to be conducted 

within the same field before these results could be considered scientifically valuable.  
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