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Outline notes for morning session: “New Business Models”

Introduction
“The “Old Economy” has gone. We won’t see it return after the recession is over. In fact, we face the biggest economic adjustment in global consulting ever- life will be very different. Buyers are far more capable. We are dealing with procurement professionals all the time – driving prices down around the world. The whole buying pattern – including risk/reward structures – has changed completely.” (comments from a PWC consulting partner in 2002)
Ingredients of the consulting business model can be characterised as: 

· Core value proposition 

· Length of (typical) assignment

· Pricing

· Leverage

· Seniority of consultants

· Size, internationalisation and growth rate of the firm
The consulting industry can (arguably) be segmented into five main segments:

· International strategy firms

· Large IT consultants

· Major specialised service providers

· National level strategy boutiques

· National level functional/sector experts

Each of these has typically created its own mix of the business model ingredients described above.
Against this background, the subjects for discussion in the “new business models” session are proposed to be as follows:

· Within each segment, what forces are at work? Is it just a question of smarter and more aggressive buyers, or are there other fundamental changes affecting the nature of the industry?

· What forms will the industry take in the future? How will this play out over time?

· What are the implications for organisation structures and career paths, for recruiting, compensation and professional development? How should firms be reacting?

To fuel the discussion, it would be interesting to ask the individual speakers, each representing a different type of firm, to contribute their perspectives on:

· What they see happening

· How they are responding

· With what issues they are most intensively wrestling

Boer & Croon: a national level strategy boutique
Profile:

· Approximately 70 consultants. Revenues per consultant: approx $300k 

· Focused on Dutch market, international work through Dutch clients

· Four target sectors:

· Financial services

· Healthcare

· Government

· Industry

· Specialised capabilities in:

· Corporate Strategy

· Logistics

· Corporate Communications

· Corporate Finance

What we see happening: 

· Increased focus on the specific value-added of advice, translated into bottom-line results

· Higher price sensitivity and shorter assignments
· Need for more senior consultants with good process skills as well as pure brainpower

· More involvement of client staff, reducing our own leverage (and better information overall, reducing the need for young data gatherers and analysts)
What we are doing about it:

· Ensuring that our marketing efforts are increasingly targeted around specific value-propositions to specific sectors 

· Working with success-fees

· Positioning our relative attractiveness as an employer for the 30-34 year-old age group

· Emphasising personal/professional development

What we are wrestling with:

· How to readjust our basic model of the firm to a lower leverage, older and more highly skilled organisation, including:

· Compensation policy

· Career prospects

· Intellectual capital as institutional rather than individual asset
· How to reconcile our identity and competitive advantage as a local market specialist with the need to develop international capabilities

· What new skills we should aspire to build
