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I'm going to talk you through a few areas, four in total, where the average small consultancies sales process can be improved. These should lead to an improvement on your pipeline, and your conversion rates. The evidence comes from, I firstly,  working with my own clients who are small consultancies that want to grow and study their sales process, but also interviewing perhaps around 200 smaller medium sized consultancy owners over the last 15 years or so. Let me talk you through a standard sale process.

Let's start with the lead who is a client or potential client who has shown an interest in your products or services. The next step will typically be some form of meeting or telephone call where you will typically do three things: demonstrating your expertise, defining the challenge and opportunity for the client and then qualifying them. 

Once they have been qualified, you should spend time to  exploringe the value of the project, and y. You do this, even if you're not doing value-based pricing because you want to show that your fees are an insignificant percentage of the value that you will be achieving to the client. If you are doing value-based pricingpricing, then this is the point where you would insert metrics that would show measure whether the project was is successful or not. 

The next step is submitting the proposal with the pricing for the project. If you are unsuccessful, then there's typically a feedback loop where you will follow up with the client or potential client to find out why you were unsuccessful. If you were successful, you then get on and do the work and then ideally, a new project will come from thisthis, or you might even get a referral from it. 

This is a fairly standard sales process. It obviously depends on the client, the project and the type of consultancy you are, but this would take as standard in terms of where things can typically be improved. 

Let me just give you four five pointers on how you can improve your saleshere:

1. The first is in dDemonstrating your expertise - demonstrating your expertise as early on as possible in your contact with the client helps build trust and show that you will be giving value for money. Many small consultancies are worried they are giving away the crown jewels. I would say in today's age, information isn't a scarce commodity, but expertise is, so if you can share and advise as much as possible within even in the the first meeting, then you're going to be building trust and potentially putting your prices up as well. 

2. The next area where most consultancies can improve - what they're doing is the exploration of Exploring value. This involves  so that's having the conversation with the client about what the value of the project is not only in qualitative terms, and  not all projects lend themselves to this, but also in terms of financial termsfinances and business goals. This conversation can lend itself to value-based pricing but even if you're doing fixed pricing or time and materials, then getting the client to have a good view of the value that you'll be delivering the firm is a great way to justify your fees. Also, you can demonstrate your expertise whilst you are doing this. 

3. Two final areas where small consultancies often are weak. The first is gGetting feedback on the failure or success. Many consultancies seek to get feedback when they fail to win a project, but many also assume that because they won the project, they were perfect. When you win a big, you should ask ‘what did the competitors do better than us in the bidding process’?	

4. Offering and communicating the right services. In addition to your ‘signature service’ (the one which you’re best known for), you should also have an ‘entry’ service (an exploration or discovery project which costs much less), a fallback service (what you offer when the client isn’t up for your signature service), and one or more follow-on services. The cost of sales is a massive expense in consultancies and can be reduced significantly if you expand what you can do with existing clients. An important addendum here is that many consultancies assume that clients are mind-readers – most clients don’t know what their consultancies offer other than the work their currently doing!

5. Improve your proposals. A lot of consultancies rarely look at other  proposalsfirms’. They think that what they've been doing for the last 10 years in terms of proposals is sufficient . However, I would really urge you to get a third party, preferably someone who has seen a lot of proposals to give you some advice - it's one of the quickest ways in which I can offer value to my own clients, which is to look at the proposals that have been unsuccessful, and just give them some pointers and how they can be improved. The market has gotten a lot more competitive over the last 10 years and everyone has started to lift their game, not just in terms of the delivery, but also in terms of the sales process. 

 to get proposals really trying to find out why, and the final one is once you have delivered the work to be looking for new projects, because there's a lot of evidence that shows that clients are pretty unaware of the full range of services and products that consultancies offer. Getting new projects within a client is the cheapest way of business development, cheapest method of business development. 
OThere are lots of other ways, this is a form of farming I'm talking about here, you could go fishing or you could go hunting, but they're very expensive ways of getting new clients so letting your clients know about the other projects and services that you offer, but also seeking to extend the work, do some form of evaluation study, or even offering the same service in different branches of the organization, or align services, either upstream or downstream from your project. 



Obviously, all of this will be supported by some systematic CRM system or professional service automation system that will allow you to record your pipeline and interactions with the clients throughout the journey. Anyway, hope that was useful. There's lots more information at https://joeomahoney.com/ that is all available free of charge. 
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