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Message from the President

It's when so many people say and believe that something which is necessary, is too difficult
to attempt. CICMC has now been in existence for three (3) years and much has happened
during that time:

1. Management consultancy is now recognized as a high potential sector for service exports.
Three years ago it was buried as a sub-category, not worthy of inclusion in economic
development strategies.

2. The Certified Management Consultant (CMC) designation is being actively sought by a
growing number of regional professionals. In 2007, regional management consultants
were largely content to self-anoint and were not aware of global standards.

3. CICMC has attracted a membership that is diverse; geographically, culturally and
linguistically. Our presence in 12 Caribbean countries demonstrates a capacity to
contribute to regional integration. Previously, associations, where they existed, were
national and often did not provide training, professional development and quality
assurance based on internationally recognized standards.

4. CICMC is actively sought to express the needs, expectations and capabilities of
management consultancy as a profession and a sector, and to act as a conduit for
business opportunities. We are directly involved in the trade negotiation, standard setting,
and accreditation processes on a regional and international level. In some instances,
CICMC is considered an example of “best practice". Previously, when EPA consultations
took place, management consultants had no recognized body to speak for us.

... Continued on page 6

CICMC has relocated!

CICMC has a new office location at 56 Amethyst Avenue, Rock Dundo Park, St. Michael,
Barbados, West Indies.

We have also opened a post office box, P.O. Box 1330 where you may send your on-going
and future correspondence. The telephone and email however remain unchanged.

CICMC to undergo Assessment for Full Membership

CICMC is scheduled to undergo assessment for full membership status on April 14, 2010. The
Assessment will be conducted by Mr. Brian Ing, ICMCI Immediate Past President.

CICMC Website updated to accept on-line payments

CICMC is in the process of revamping the entire website in terms of content and functionality,
as well as layout and presentation.

However, following numerous requests we are happy to announce that the existing site now
has the capability to accept membership and renewal payments on-line by credit card.

Remember we are always looking for content and articles for the site as well as for
the newsletter!




“A cardinal principle
of Total Quality
escapes too many
managers: you
cannot continuously
improve
interdependent
systems and
processes until you
progressively perfect
interdependent,
interpersonal
relationships.”

Stephen Covey

Membership Update

Membership has increased only slightly (net increase of two) since November 2009.

Membership now stands at forty-five (45) of whom six (6) are CMCs.
CICMC now has members in twelve (12) countries.
There are over 21 members enrolled as CMC candidates.

This reflects a growth of over 500% since just over two years ago in December 2007.

CICMC Membership Growth
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“Happiness does not
come from doing
easy work but from
the afterglow of
satisfaction that
comes after the
achievement of a
difficult task that
demanded our best.”

Theodore
Isaac Rubin
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Member Profile | Andrew Harris

Company: Scotiabank, Caribbean East

Position:  Senior Manager and Head of Treasury,
Managing Director's Office

Address:  1st Floor CGI Tower, Warrens
St Michael, Barbados

Email: andrew.harris@scotiabank.com

Tel: (246) 431-3052 Fax: (246) 421-7110

Cel: (246) 826-6653 SKYPE:

URL:

Key areas of expertise:
e Treasury Management

e Fixed Income and Equity Portfolio Management
e Financial Planning / Consulting

Member Profile i Ronnie Antonius

Company: L EF T Consultancy

Position:  Managing Director
Address:  Wayambostreet 16, POB 1650
Paramaribo Suriname.
Email: antoon@sr.net
Tel: +597400069 Fax:
Cel: +5978109361 SKYPE:
URL: www. leftconsultancy.com

Key areas of expertise:

e Health care organisation and management

e Management consulting
e Business development
e Market research

9" Summit & Workshop i proposed AGM

Caribbean Export (CE) will
again be sponsoring a
Management Consulting
Summit, this time in St. Kitts.
Dates are tentatively planned
for late 2" quarter 2010.
Only paid-up members will
be eligible for subsidy

Once again, a workshop on
the “Essentials of
Management Consulting”
will be offered at the Summit
consisting of the remaining 2

days of the 3.5 day workshop
held in the Bahamas. This
workshop will be delivered in
conjunction with
StrongShepherd &
Associates,

The next AGM is also being
scheduled for one afternoon
in the same time-period to
allow a wider cross section
of regional members the
opportunity to attend. There
will be an election, by-laws

amendments, special
project teams and standing
committees struck, all of
which will directly affect the
CICMC of the future. We
will also deal with how to
implement the ICMCI
resolutions approved since
London.

Every CICMC member is
strongly urged to attend
and participate in this
critical AGM.
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“In the business
world, everyone is
paid in two coins:

cash and
experience. Take
the experience first;
the cash will come
later.”

Harold S. Geneen

Spotlight on a Sister Institute wsouwcsmeusw ,’@S"

/

In this issue we focus on the Institute of Management Consultants USA (IMC USA) in the
United States. IMC USA is the professional association and certifying body for individual
management consultants in the US.

IMC USA

Institute of Management Consultants USA

Mission: To promote excellence and ethics in management consulting through certification,
education and professional resources.

Vision: Setting the Standard for Excellence and Ethics in Consulting.

Chartered in 1968 as an educational corporation in New York State, the Institute was created
to support the professional competence and ethics of individual management consultants, and
foster professionalism among consultants. Ultimately, IMC USA encourages members to
learn from each other, improve their ability to provide effective counsel to their clients, and
contribute to the profession and their communities.

IMC USA provides the only certification for individual management consultants in the US that
conforms to the international standards of the International Council of Management
Consulting Institutes.

IMC USA also provides, through national conferences, online resources, chapter events, and
its diverse and experienced membership a full range of professional development
opportunities. The collective talent and experience of the IMC USA network of consultants,
many of whom are recognized experts in their disciplines or industries, provides a superior
resource to help members increase value to their clients, enhance effectiveness of client
organizations, and improve the quality of their communities.

IMC USA charters geographic and virtual chapters wherever there are enough interested
members who want to collaborate to build professional skills and their business networks.
Members may affiliate with any single chartered chapter they choose.

Contacts Postal address:

Email: office@imcusa.org 2025 M Street NW, Suite 800
Website: www.imcusa.org Washington, DC 20036
Phone: +1 202-367-1261 United States

Fax: +1 202-367-2134

Statistics

e 1,800 individual members including 750 CMCs
e 160 corporate practices (7% of membership) including larger firms such as Deloitte,
Accenture, Capgemini, Grant Thornton, Towers Perrin, North Highland and IBM

The Certified Management Consultant qualification is controlled by ICM-
CI who ensures that each Member (and there is only one Member for

each country) who is authorised to issue the qualification complies with C M C

the agreed international standard.

Only certificates issued by Full ICMCI Members are valid



mailto:office@imcusa.org
http://www.imcusa.org/
http://www.brainyquote.com/quotes/quotes/h/haroldsge104356.html

“As a small
businessperson, you
have no greater
leverage than

the truth.”

John Greenleaf
Whittier

Tip of the Month #1 wourcemeusn

Our firm focuses on R&D
companies and we work
with really smart people
who, because they look so
deeply into these problems,
can easily go off on
tangents. Any suggestions
about how to keep
everyone on track when we
are coming up with
solutions?

One tactic that comes to
mind is to introduce a
process in your discussions
to keep focus in a solution
space. This is known as the
"five whys." When you start
with a solution to an
identified problem, accept
the first solution and then
ask a series of "why"
questions.

For example, someone
suggests they should sell
more products in the marine
market (which is one of your
strongest markets). Why?
Because the marine market
is underserved. Why?
Because the market is
growing and no new
suppliers are entering. Why?
Because the margins are
poor for this highest growth
segment of the market.
Why? Because the new
segment cares about price
more than quality, which is
your company's strength.
Why? Because these new
customers are young
consumers early in their
earning careers.

Tip of the Month 2 sourcemecsn

Every consultant says they
can deliver great results
for their clients, and most
of us claim personalized
service. How can a
consultant compete if
everyone is using the
same measures of value?

Two ideas come to mind.
First, there may be some
value to using the same
measures as other
consultants, making it easier
for your clients to compare
the value of your services
"apples to apples." If you say
you are going to return X%
on investment (i.e., your fee),
or you can reduce personnel
costs by Y%, at least you
have something quantitative
and in terms by which a
client would evaluate other
investments.

The down side of this is you
may be rigorous or
conservative in your
calculations but your
competitors are not bound by
your standards. You have no
way of knowing whether your
plausible 35% ROI will
compare to your competitor's
1000% ROI, based on
entirely different criteria.

Second, you are always
better off casting your value
in as few terms as possible
and in terms that target your
client's or prospect's point of
pain. If sales effectiveness is
the problem, you might
frame your value as an
increased sales close rate.
However, look closely at the
presumed point of pain to
find the right benefit metric.

What started out as a "good
idea" to expand into a
market area your company is
already in, then swerved into
a potentially bad idea (poor
margins), then back into a
good idea (future potential)
but for different reasons.
Before you asked the "whys"
you might have entered the
market quickly, but now you
know to pace yourself and
cultivate this customer base
as their spending abilities
grow.

Tip: It may take more or less
than five "whys" to get to the
bottom of an issue, but you
will get your client into the
habit of becoming very
precise with their
suggestions.

If the presented pain is cycle
time, it might be that the real
issue that matters to the
client is unit cost of produced
goods, and cycle time is only
one part of the cost
calculation. Frame your
solution metric in the same
terms as the problem, not
just the symptom.

Tip: In addition to your
chosen metric, | suggest
another one that is not
always used: Speed to
Value. This is defined as
how long before your results
start to appear. All managers
are impatient about results.
Some may have waited too
long before calling you.
Show them that, in addition
to delivering on their point of
pain, your services will return
results within weeks, days or
hours
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“Most of
call management
consists of making
it difficult for
people to get their

wor k do

Peter Drucker

a

Technology Tip 1 Basic Shortcut Keys

Shortcut Keys

Description

Alt + F

File menu options in current program.

Alt + E Edit options in current program.

F1 Universal Help in 90% of Windows programs.
Ctrl + A Select all text.

Ctrl + X Cut selected item.

Shift + Del Cut selected item.

Ctrl + C Copy selected item.

Ctrl + Ins Copy selected item.

Ctrl +V Paste.

Shift + Ins Paste.

Home Goes to beginning of current line.

Ctrl + Home Goes to beginning of document.

End Goes to end of current line.

Ctrl + End Goes to end of document.

Shift + Home Highlights from current position to beginning of line.
Shift + End Highlights from current position to end of line.

Ctrl + Left arrow

|Moves one word to the left at a time.

Ctrl + Right arrow |Moves one word to the right at a time.

Pr esMadssad pes e

a

The basic shortcut
keys listed to the
left will work with
almost all IBM
compatible
computers/software
programs.

It is recommended
that all users keep
a good reference of
the short cut keys
and/or try to
memorize these
keys.

Doing so could
dramatically
increase your
productivity.

cont O

5. There is an increased awareness that management consultancy has a multiplier effect in
all economies. Efforts are now being made to consciously involve CICMC members in
developing the capacities of regional business support organizations (BSOs). In the past,
it has not been possible to consolidate the efforts of regional management consultants on
issues of regional importance.

6. CICMC members, through our membership in ICMCI, are part of a global network of more
than 12,000 management consultants and have reciprocal access to 45 countries. Typically,
our regional consultants, who are largely sole proprietors or small businesses, previously
had little access to collegial stimulation and to markets other than their local ones.

These accomplishments, and many others, can only achieve “the impossible” with your
dedicated effort. Here are some things that you can do to access and exploit the opportunities
available to you as a CICMC member:

Enter the certification process with vigour, focus and determination.

Recognize that your becoming certified furthers you personally, professionally and
contributes to the economic development of the region.
Consciously use the tools, market intelligence, code of ethics and processes found in the
CMC competency framework as a means of improving your work and becoming more

competitive.

Publicize your membership in CICMC to clients, prospects and colleagues. It is a
differentiator. Learn to tell the story.
Submit information about needs, issues and ideas to CICMC to ensure you are truly being

represented.

Volunteer. CICMC has many task groups and standing committees. These are excellent
marketing, developmental and networking opportunities.
Organize local events involving other professional associations, BSOs, etc. In this way,

networking does not have to wait for regionally-funded opportunities.

Remember, we have achieved what we have in the face of a crippling economic situation. Only
you know how much more you could have contributed.

“Access is not penetration”. Make your opportunities count.

Dennis Strong, CMC (
Chairman/President ~

6
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The Book Nook ¢ =z

Calvert MARKHAM =
The Top Consultant: Developing Your Skills for Greater Effectiveness W
Published: August 2004 Paperback
Edition: 4th Edition Publisher: Kogan Page Ltd

'DEVELOPING YOUR SKILLS Packed with practical tips and techniques for developing professional skills, The Top

FORGREATEREFFECTIVENESS  Consultant is the essential guide for all consultants wishing to upgrade their skills and
D) become leading edge practitioners in their fields.

Highly acclaimed, The Top Consultant is a comprehensive guide for all consultants looking to
provide a first class service to their clients, and who wish to become expert practitioners. In this
fourth edition of what has become a standard text, Calvert Markham shows how consultants
can develop their performance in a wide range of areas, including:

e Product development and marketing in consultancy;

¢ Selling and managing consultancy projects;

e Consultancy problem solving;

e Running a consultancy business;

e Managing client relationships.

REVIEWS :

fiGreat advice for a modest outlay makes this book the best bargain currently available from a
management consultant, 6 says reviewer Andrev
Professional Manager

il deas and technigues that may help the reac
Journal of Economic Literature

“Profit in _ . | | |
comes from repeat AA practical guide to the basic skills requi
customers,  Long Range Planning
customers that iA book about t he c on sfielderice asdtgoesbaddsessransysu cani t h
bo_ast about your develop your performance as a consultant and grow your business effectively once you have
project or service, got going.o

‘and that bring  pparmaceutical Physician
friends wi _ _
ARA praciomrsaensane® book about being a consultan

W. Edwards Deming Ambassador Magazine
BOOK DETAILS:

e Paperback, 224 Pages

CONTENTS INCLUDE :

The nature of consultancy

Managing a consultancy business

Product definition and marketing in consultancy
The consultancy sales process

Conducting specific sales transactions
Consultancy problem solving

Commercial aspects of consultancy

Operating a consultancy project

Managing client relationships

*»*Calvert is a CMC and a-Come(Bxbortive Gommitt€éeMC1 s’ E>
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This is a good time for
companies to think
about taking on
apprentices. We need
to increase our
investment in skills
development and the
apprenticeship scheme
is a great vehicle for
doing this.”

Ruth Spellman

Designed by
Kathy-Ann Scott-Blades

On

A well-dressed consultant

A wealthy and very well-dressed financial
consultant arrives to fill out his report for the
company he works for.

The dapper, extremely confident and very
dignified gentleman leaves his Porsche with
the parking attendant and enters the building
wearing his designer business suit. His
shoes click along the polished floor as he
heads for the elevator.

He picks up the paperwork, struts into his
well-furnished office, puts down his fifteen
hundred dollar briefcase and sits down at his
desk. He stares at the questions for five
minutes, and shakes his head in disbelief.
He looks again, and his shoulders droop.
Then with a sigh of embarrassment, he pulls
his feet out of his highly polished $800
Brooks Brothers unties his dress shoes and
then peels off his silk socks.

The now barefoot consultant then stuffs the
socks in the shiny, expensive shoes and
drops them in the garbage can.

A few minutes later, he shakes his head,
slowly unties his $150 Hermes silk necktie,

Q. Why is a consultant so called?

s -
t he ‘éhter S |

de

unfastens his monogrammed gold cufflinks,
and slides his Rolex off his wrist. He throws
them into the garbage as well. His silver tiepin
and his paisley braces follow.

A moment later, the consultant drops his head
into his hands and groans. No longer confident
and dignified, he looks around furtively.

Then he angrily shrugs and stands up. He
strips off his $2,000 navy blue pinstriped
Armani business suit, and his starched white
shirt, folds them up and stuffs them in the
garbage. The consultant finally sits down and
finishes his work.

A colleague comes in, looks around, sees the
stripped consultant and his expensive clothes
piled in the garbage and is stunned. “Why did
you do this” he asks in bewilderment.

The formerly well-dressed and impeccably
groomed consultant angrily and wearily picks
up the paperwork.

“Why didn’t you warn me about this? It says
right here: ALL questions MUST be answered
in brief”

A. Because he first cons and then insults you.
* *

A consultant died and went to heaven. There were thousands of people ahead of him in line to
see St. Peter. To his surprise, St. Peter left his desk at the gate and came down the long line
to where the consultant was, and greeted him warmly. St. Peter took the consultant up to the
front of the line, and into a comfortable chair by his desk.

* % % * * *x * % * * * *x * % % *

The consultant said, "l like all this attention, but what makes me so special?"

St. Peter replied, "Well, I've added up all the hours for which you billed your clients, and by my

calculation you're 193 years old!"
,Eé

We welcome your feedback and suggestions for future issues of CICMC INSIGHTS, please send us:
short, relevant articles (up to 500 words)
news of your activities that you want to share (up to 100 words)
brief descriptions of management consulting opportunities of interest to members (up to
200 words)
announcements of upcoming workshops, seminars, conferences and so on
internet links of value to members




