




E S S E N T I A L  T O O L S  F O R  

M A N A G E M E N T  

C O N S U L T I N G  





ESSENTIAL  

TOOLS FOR 

MANAGEMENT  

CONSULTING 

Tools, Models and 

Approaches for 

Clients and Consultants 

Simon A. Burtonshaw-Gunn 

A John Wiley & Sons, Ltd., Publication 



This edition first published 2010 
© 2010 Simon Burtonshaw-Gunn 

Registered office 
John Wiley & Sons Ltd, The Atrium, Southern Gate, Chichester, West Sussex, 
PO19 8SQ, United Kingdom 

For details of our global editorial offices, for customer services and for 
information about how to apply for permission to reuse the copyright material 
in this book please see our website at www.wiley.com. 

The right of the author to be identified as the author of this work has been 
asserted in accordance with the Copyright, Designs and Patents Act 1988. 

All rights reserved. No part of this publication may be reproduced, stored in 
a retrieval system, or transmitted, in any form or by any means, electronic, 
mechanical, photocopying, recording or otherwise, except as permitted by the 
UK Copyright, Designs and Patents Act 1988, without the prior permission of 
the publisher. 

Wiley also publishes its books in a variety of electronic formats. Some content 
that appears in print may not be available in electronic books. 

Designations used by companies to distinguish their products are often claimed 
as trademarks. All brand names and product names used in this book are trade 
names, service marks, trademarks or registered trademarks of their respective 
owners. The publisher is not associated with any product or vendor mentioned 
in this book. This publication is designed to provide accurate and authoritative 
information in regard to the subject matter covered. It is sold on the 
understanding that the publisher is not engaged in rendering professional 
services. If professional advice or other expert assistance is required, the services 
of a competent professional should be sought. 

A catalogue record for this book is available from the British Library. 

ISBN 978-0-470-74593-9 

Set in 11.5/15 pt Bembo by Toppan Best-set Premedia Limited 
Printed in Great Britain by TJ International Ltd, Padstow, Cornwall, UK 

http://www.wiley.com


CONTENTS  

ACKNOWLEDGEMENTS vii 

FOREWORD BY DR MALIK SALAMEH ix 

ABOUT THE AUTHOR xiii 

INTRODUCTION xvii 

1.  THE PROFESSION OF  
MANAGEMENT CONSULTANCY 1 

2.  DEVELOPING MANAGEMENT  
CONSULTANCY 35 

3.  THE MANAGEMENT OF  
CONSULTANCY PROJECTS 63 

4.  CONSULTANCY DELIVERY 83 



vi C O N T E N T S  

5. TOP-TEN CONSULTANCY TOOLS 107 

REFERENCES 135 

WEBSITES 139 

ADDRESSES 141 

INDEX 143 



ACKNOWLEDGEMENTS  

From the feedback since the publication of my book The 
Essential Management Toolbox I have been asked to expand 
on the models and tools in a practical way; for me the 
value of the Toolbox book is to have a collection of tools 
which may be used for a variety of management assign-
ments. Again in compiling this book I have to say that 
this would not have been possible without the fi ne efforts 
from all those management authors, research publications 
and course notes, etc. that I have collected over the years. 
As such I am greatly indebted to all whose work appears 
in the book, and also to my own teachers and mentors 
who have aided my own journey through many manage-
ment topics. 

I am very grateful to the publishers, individuals and 
copyright holders who gave their permission to allow 
previously published work to be used in this book and 
whilst every effort has been made to ascertain copyright 
and seek permission I apologize in advance for any 



viii A C K N O W L E D G E M E N T S  

omissions and would be pleased to correct these in any 
future edition. 

Once again I am indebted to my friends at John 
Wiley and Sons for their support and encouragement. 
My sincere thanks also go to my friend, former colleague 
and regular academic writing partner, Dr Malik Salameh, 
for his significant input and support in this project, in 
providing constructive comments on my draft manu-
scripts and his willingness to pen a few words to set the 
scene for the reader. 



FOREWORD  

by D r M alik S alameh 

Once again Professor Simon Burtonshaw -Gunn has iden-
tified a significant area where his extensive consultancy 
expertise can provide an essential road map – all in one 
publication. In this book he addresses the most important 
aspects which any prospective management consultant or 
consultancy expert would need to consider in providing 
consultancy intervention and in turn satisfy both profes-
sional standards and corporate management expectations. 

This is the second book in a series of sibling publica-
tions targeted at senior organizational decision makers, 
interim managers and consultancy practitioners, which 
should be utilized as a key enabler for accurately entering 
into the client and professional services arena in an 
informed, structured and rigorous manner. One of its key 
strengths is the fact that it emphasizes the level of up -
front client relationship management effort and diagnostic 
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investment necessary to ensure any consultancy commis-
sion is executed on a mutually benefi cial basis. 

Furthermore, it highlights the sheer variety of oppor-
tunities which currently exist within the business consult-
ing profession and become available when consultancy 
output is fully aligned with client expectations and can 
be seen to embed true organizational value. This book 
continues to adopt a highly successful formula developed 
previously by the author of providing the user with 
comprehensive domain knowledge and then selecting a 
range of management tools and techniques which he 
believes are the most effective in consultancy delivery and 
in anticipating the real -world issues threatening an organ-
ization’s performance. 

Having professionally collaborated with the author 
in delivering international management consultancy in 
both public and private sectors, I believe this publication 
satisfies a hitherto untapped opportunity; that being to 
provide a unique publication which is easily accessible 
and strikes the careful balance of identifying consultancy 
as a career development opportunity, as a catalyst to 
improve business performance, and as a client organiza-
tional reference to aid delivery of optimal value when 
selecting consultants and engaging consultancy practices 
on either an internal or external basis, respectively. 

The completeness and relevance of this publication 
extends beyond the expert practitioner, and demonstrates 
how consultancy tools and techniques may be deployed 
independently to address a particular client requirement 



F O R E W O R D  xi  

or in a layered manner to provide a fully integrated and 
independent appraisal of the issues facing any business. I 
strongly recommend this book as an invaluable source of 
knowledge in supporting organizations and individuals to 
harness maximum benefit from consultancy relationships 
by cultivating the right operational ethos and utilizing 
robust methodologies to provide impartial analysis. 
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