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Part One 
 

Management consulting  
in context and how it adds value 

 
Chapter 1 

 
The nature of management 

consulting and how it adds value



Wickham and Wilcock, Management Consulting PowerPoints on the Web, 4th edition, © Pearson Education Limited 2012 

3

Figure 1.1  The managerial role profile
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Chapter 2 
 

Consulting: the wider context 
and consulting process
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Figure 2.1  Firm’s main processes
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Figure 2.2  Examples of the drivers for key risks 
Source: The Institute of Risk Management. A Risk Management Standard © AIRMIC, ALARM, IRM 2002. Reproduced with permission.
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Figure 2.3  Consulting process
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Chapter 3 
 

The skills of the consultant  
and the project proposal
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Figure 3.1  The selling process
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Figure 3.2  The consultant must always convince the client that the service on offer  
is of real value! 
Source: Copyright © Scott Adams, Inc./Dist by UFS, Inc. Reproduced by permission.
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Chapter 4 
 

Consulting across  
borders and cultures
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Figure 4.1  Correlation between investment and control
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Figure 4.2  Keegan’s five international product and promotion strategies 
Source: Kotler, Philip, Marketing Management, 11th ed., Prentice Hall © 2003, p. 395. Reprinted and electronically produced by permission of Pearson Education, Inc.,  
Upper Saddle River, New Jersey.
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Figure 4.3  A global marketing planning ‘loop’
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Part Two 
 
Project evaluation  
and analysis 
 
Chapter 5 
 
Defining the destination, 
developing a strategy and 
understanding change
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Figure 5.1  The facets of a business problem
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Figure 5.2  Fishbone diagram of the causes of low response to surveys
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Figure 5.3  Negotiating objectives
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Figure 5.4  Business model
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Figure 5.7  The Six Sigma DMAIC process
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Chapter 6 
 

Evaluating client capabilities 
and business opportunities
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Figure 6.1  SWOT analysis
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Figure 6.2  Stakeholder analysis (Mendelow, 1991)
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Figure 6.3  Whole product model
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Figure 6.4  Pareto analysis
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Figure 6.5  John Kotter’s Change management
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Figure 6.11  Ansoff matrix
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Figure 6.13  Extended Ansoff matrix 
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Figure 6.14  Employee Engagement Survey 
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Figure 6.15  BCG matrix 
Source: Boston Consulting Group. Adapted from The Product Portfolio Matrix (1970). The Star, the Dog, the Cow and the Question Mark – The Growth Share Matrix.
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Figure 6.17  Scenario worlds
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Chapter 7 
 

Working with clients and teams: 
the ‘soft’ skills
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Figure 7.1  Consultants’ responsibility for growth and results model 
Source: After Champion, D.P., Kiel, D.H. and McLendon, J.A. (1990) ‘Choosing a consulting role’, Training and Development Journal, 1 February.
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Figure 7.2  Push–Pull model
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Figure 7.4  16PF Plot Example
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Part Three 
 

Undertaking the project 
 
 

Chapter 8 
 

Working with the client
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Figure 8.1  Consultant–client interaction
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Chapter 9 
 

Creative approaches for 
developing solutions
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Figure 9.1  Example of a mind map



Wickham and Wilcock, Management Consulting PowerPoints on the Web, 4th edition, © Pearson Education Limited 2012 

40

Figure 9.2  Example of a scatter diagram



Wickham and Wilcock, Management Consulting PowerPoints on the Web, 4th edition, © Pearson Education Limited 2012 

41

Figure 9.3  Example of a control chart
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Figure 9.4  Example of a Y-shaped matrix
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Figure 9.5  Example of a Process Decision Programme Chart
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Figure 9.6  A mind map of features analysis on uses for a ‘cold box’
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Figure 9.7  Example of a force-field diagram
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Chapter 10 
 

Decision-making in the  
client context
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Figure 10.1  A traditional model of organisational decision-making
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Figure 10.2  The dimensions of a business decision
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Figure 10.3  The Idenberg matrix for strategy process 
Source: Reprinted from P.J. Idenberg, ‘Four styles of strategic planning’, Long Range Planning, 26 (6), 132–7. Copyright © 1993, with permission from Elsevier.
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Chapter 11 
 

Managing the project
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Figure 11.1  A simplified critical path analysis for a consulting project
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Figure 11.2  An example of a page from a project log
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Part Four 
 

Delivering the product  
to the client 

 
 

Chapter 12 
 

Communication skills  
and presenting your ideas
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Figure 12.1  The communication process
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Figure 12.2  Effective communication loop
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Figure 12.3  An application of the pyramid of ideas
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Figure 12.4  Example of how to relate the issues
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Chapter 13 
 

Learning from success
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Figure 13.1  The sales funnel 
Source: After Miller and Heiman, in Heiman, S.E., et al. (2004) The New Strategic Selling, London: Kogan Page.
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Chapter 14 
 

Consulting as a career
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Figure 14.1  The key industry sectors for consulting in Europe, 2009 and 2004 
Source: Survey of the European Management Consultancy 2009–10, FEACO & FEACO Survey 2004. *Chemicals, Consumer Goods, Automotive, Aerospace and Defence.


