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How do I make my project successful? And how do I get maximum impact from my consultants? 
Answers to these questions can be complex, but there are some behaviors that project sponsors 

can easily adopt to see an actual difference in their daily project routine.

At COMATCH, over the past six years, we have orchestrated over 3,000 projects using our global 

network of more than 12,000 independent consultants and industry experts. It’s part of the 
COMATCH way to build close relationships to the people we work with and we regularly reflect on 

how to strengthen these connections.

In this report, you will receive very tangible advice on how to work with consultants that you can 

directly implement during your next project. We will also share our consultants’ perspectives on 
how to ensure project success and give insight into what drives them during project 

engagements.

If you’re interested in learning more, please have a look at p.14 and check out some of our 

favorite content to help you set up your next project. 
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Tip #01

Before I start a project, I like to talk to the client. It takes only a few minutes to find out
if there is a professional and personal fit.

CONSULTANT’S PERSPECTIVE

Good chemistry matters

Know what you are looking for

Why do I need external help? In which 
department is the problem located? What 

kind of expertise am I looking for? Before 
hiring a consultant, the client has to consider 

all of this – without clear instructions the 
consulting firm or the facilitator will not be 

able to find the perfect expert or team. If the 
client wants to be sure that the consultants’ 

personal qualities match those of the 

company, the candidates should be asked to 
present convincing arguments about the 

value they can add and why working with 
them would benefit the business. With this 

information, the client can determine how the 
success of the consultants’ work will be 

evaluated. As a result, the consultants are 
much more likely to deliver what the client 

really needs.
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Tip #02

They are not mind readers

Be clear on the objectives,
purpose and aims of the task

If friction between consultants and clients 
arise, this can often be the result of project 

expectations that have not been sufficiently 
discussed. Project work can be much more 

efficient if the first hours or even days are 
used to talk through the basics. Never 

assume that something is obvious (especially 
at the beginning of a project). Don’t forget: the 

person you hired is an outsider to your 
business. You will benefit from their external 

perspective. However, what is everyday 
business for you, may be new for them. A 

preliminary plan outlining each party’s 
understanding and vision helps to underscore 

the focus of the project.

A few years ago, I signed a contract with several project goals. A week into the project, 
I finally met the CEO, who was not happy about my work at all – he had never seen the 

project goals before and disapproved of them. If we would have aligned on distinct 
goals with all relevant stakeholders before I started working, one week would not have 

been wasted.

CONSULTANT’S PERSPECTIVE
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Tip #03

Let’s talk compensation

Discuss the scope in advance

In addition to agreeing on goals and end 
products, the general framework with 

consultants should include three essentials: 

1. A scope of work, e.g. listing all regions and 
product lines to be considered. This will give 

a clear baseline for what to expect and give 
you an early sense of the consultant’s 

flexibility. 

2. Discussing the consultant’s deliverables 
along a timeline will ensure that the project is 

completed on budget and on time. But make 
sure it is fair for both sides.

3. Talking about compensation will prevent 

friction later in the project.

Talking about money: In my opinion a success fee is only advisable if the goals are 
clearly defined, measurable and can be attributed largely to the consultant’s work.

CONSULTANT’S PERSPECTIVE
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Tip #04

No quality output 
without quality input

Provide a detailed briefing

It sounds simple, but it gets neglected quite 
often: the bigger the support, the better the 

result. Detailed briefings and data on the 
problem at hand are prerequisites for good 

work. The consultants need time to orient 
themselves and to understand the dos and 

don’ts. The company has the internal 
knowledge, the consultant brings the 

methodology and external data. If the 
company provides a proper onboarding and 

the required data from the very beginning, 
they can save many weeks of work.

It happens quite often that I have my first day on a new project and I am completely on
my own—no WIFI password, no data, no dedicated time with the responsible person. It

would improve my work a lot if every client set up two to three touchpoints within the
first week starting on Monday morning with at least one hour of administration and

one hour discussing the project focus. That is the best way to avoid false expectations
and misunderstandings.

CONSULTANT’S PERSPECTIVE
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Tip #05

It’s a team endeavour

Provide a good counterpart

To make sure the consultants get all the 
information needed, they must know who to 

communicate with. They need a counterpart 
who is not only a contact person, but is also 

responsible for arranging everything, 
especially when they are on-site. Often, it is 

not clear who is taking care of the 

consultants. Experience shows that the best 
contact should be someone who can 

dedicate 30 to 50 percent of their time to the 
project. In addition to that, make sure that the 

person is structured, experienced in leading 
people and has a good network in the 

organization.

I am currently on a project with no contact person–it’s disastrous. For me, it is nearly 
impossible to coordinate with the responsible persons. That leads to high transaction 

costs: I talk to too many people or to the wrong ones or I do not talk to anyone. If you 
sum that up, it is a lot of lost time.

CONSULTANT’S PERSPECTIVE
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Tip #06

Consultants don’t belong 
in the basement

Provide everything necessary

Providing a proper workspace so that the 
consultant can work effectively is 

indispensable. Of course, it is not necessary 
that they get an office with a panorama 

window on the top floor. But if the client only 
has a storage room to offer, they should at 

least make sure that it is clean and has air 
conditioning.

Once I had a project for a DAX 30 company where we were squeezed into a
windowless cellar room next to the copy machine without internet. At least WIFI is

mandatory for my work.

CONSULTANT’S PERSPECTIVE
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Tip #07

Trust your consultants’ process

Be open to their ideas

Clients must be willing to give up some of 
their control and rely on other people's 

expertise. Consultants are trained to have a 
structured approach and to use practice-

proven concepts, which they will tailor to 

meet the client’s requirements. In other 
words, the consultant will find a way to solve 

the problem at hand.

I had a client who was genuinely interested in improving things. She was not a person 
who covered up problems but arranged meetings with critical-thinking employees 

beyond hierarchies to find solutions. I don’t always find this kind of atmosphere.

CONSULTANT’S PERSPECTIVE
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Tip #08

Consultants are not wizards

Be realistic

There are many clients who expect 
consultants to have the cure–all remedy to 

any problem and are disappointed when this 
is not the case. Client expectations are 

intrinsically linked to their satisfaction with 
the consultant’s work. Consultants will not be 

able to solve all of the company’s problems. 
But they will improve some, if the goals are 

realistic. This is one of the most valuable 
discussions in a client-consultant 

relationship—what are our goals and what 
can we realistically achieve?

The project was going well, but the client kept putting more and more work unrelated
to the project goals on my desk. Eventually, we had a conversation and agreed to

focus on the initial project scope which meant I could dedicate my time to solving the
client’s key problem.

CONSULTANT’S PERSPECTIVE
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Tip #09

Consultants are not omniscient

You need to provide feedback

Communicating frequently and honestly 
improves both the project results and the 

consultant’s commitment. The client should 
tell consultants what they are doing well and 

what they can improve on from the very 
beginning. Regular feedback creates 

transparency and establishes an open 
dialogue between client and consultant. A 

nice side effect: positive feedback keeps 
people motivated.

Many clients seem to think, now that I have a consultant everything will run in autopilot 
mode. But it’s a joint effort. Targets should be aligned upon and there should be a 

clear project plan. What do I have to take care of this week and what’s next? Weekly to 
monthly feedback sessions help the client and me stay on track. 

CONSULTANT’S PERSPECTIVE

COMATCH INSIGHTS | 10 Tips to Get the Most out of Your Consultants | February 2021



12

Tip #10

Consulting is a people business

Form personal connections

Consultants are often thought to be 
insensitive and cold. In Germany, the 

relationship between consultants and clients 
is often formal and distant. In other countries 

like South Africa or the U.S., interactions are 
more personable which can make the project 

work a lot easier. Personal connections and 

trust are key. Sustaining genuine 
relationships with the consultants means that 

they understand what’s important to the 
company on an informal level and that they 

personally identify with the client’s priorities.

I was on a project for a big publishing house where the CEOs came down from the 14th 
floor to the first to work next to the consultants or just chat over a coffee. In turn, we 

worked our socks off and exceeded the client’s expectations.

CONSULTANT’S PERSPECTIVE
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How to work with COMATCH
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About

COMATCH is Europe’s leading marketplace for independent consultants and industry experts. 

Our network consists of more than 12,500 hand-picked professionals who cover a wide range of 
functions and industries. 

Satisfied clients

Tell us what you need

Call us, e-mail us, or fill out a project briefing online. Our 
team and matching algorithm will select the best-fitting 
candidates based on your request—free of charge.

Meet the best candidate

In 48 hours or less, your personal account manager will 
provide you with the best profiles and arrange interviews 
with your favorite candidates.

Get to work

You focus on the project work while we handle 
administrative tasks such as time tracking and invoicing.

01

02

03
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Consulting Pathfinder

Too many companies hire the wrong 
consultant. So, we developed the Consultant 
Pathfinder quiz to help you find out what 
kind of support you need.

Learn more

COMATCH Pricing Tool

Are you interested in finding consultant 
prices? Use our pricing tool to see 
consultant daily rates based on industry or 
functional expertise.

Learn more

DNA of the Independent Consultant

Our DNA report assesses consultants’ 
motivations for becoming self-employed, and 
the benefits and challenges this brings—
before and during the pandemic.

Learn more
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