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Performance Consulting:

enhance internal consultancy, influence and
value
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To introduce Performance Consulting

A A practical consulting model used by internal
consultants in many large UK organisations
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Which Large UK organisations?

AThomson Reuters
AHSBC
AAstraZeneca
AXerox

and British Gas, Nationwide, Norwich Union, South Yorkshire
Police, Sheffield Council, BGL eftc..
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A diagnostic process for problem
analysis

AWho is involved in this problem?0o
KAWhat is happening now?

Awhat we want to see happeningo
KAWhat is the value to the business
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Download from
www.performconsult.co.uk

Who is involved?

I~

doing now?

What is the
value of the gap?

What is the cost
of doing nothing?

Action plan
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Seeing the world
as your client
sees it

Who is involved?

e What are they

doing now?

What is the
value of the gap?

What is the cost
of doing nothing?

Action plan
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Download from
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e What are they

doing now?

What is the
value of the gap?

FaCIng up tO What is the cost
the prObIem of doing nothing?

Action plan




Building
powerful
solutions

doing now?

The contract

What is the
value of the gap?

What is the cost
of doing nothing?
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Action plan




1. Confronting solutioneering

Where we started from;

N

1. Executive asking for more sales coaching 1
just do it!
2. Darrel | ; nNWe may have |a
Asol utioneeringo can you
3. Problem analysis session with the key players
\\ to analyse the real problem
'e‘:ﬂ,‘,a
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The AWho
l nvol ved
diagram




Who is involved?

Country Directors
General Manager

Large Sales Ops
customer Managers

Bid Pursuit
Managers

eles Specialists Sales Learning &
. Ing

External Coaches

Smaller Concessions
customer

For Internal Use Only
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