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We begin this month by conclud-
ing our Top 10 list of considera-

tions to examine before retaining a risk
‘management consultant. Last month’s
-column highlighted the need to per-
form a client self-analysis, require-
ments for developing a proposai, iden-
tifying the consultant’s perspective,
reviewing the consultant’s flexibility,
and consultant’s experience. We can
continue with the rest of the list:

Independence/Affiliations. Does the
consultant have any restrictions or cor-
flicts of interest in rendering the ser-
vices you require? If the consultant is
affiliated with or owned by a larger
firm promoting certain products or ser-
vices, how can that individual be true
to the project’s objectives? Often, due
1o these constraints, the consultant al-
ways sees the same problems and natu-
rally offers the same solutions.

It has been our experience that
clents may display common symp-
toms in their respective organizations
{i.e., workers’ compensation back in-
jury losses), but there is no one univer-
sal solution that will achieve results for
¢very client. As an anecdotal illustra-
tion, we can all probably relate to the
fact that although many Americans are
overweight (common symptom)}, the
root cause and possible soiutions for
each may not be the same. This paral-
lel can easily be made to risk manage-
ment issues. Thus, it is important the
consultant be creative without the bur-

" den of constraints from his or her own
firm. So ask the consultant to provide
information on affiliations.

Communication. Once the consultant’s
conclusions are finalized, how well can
he or she present those findings?

The consultant’s written, verbal,
and presentation skills are vital. Devel-
oping practical solutions without the -

ability to inspire action is virtually
worthless. The consuitant must be able
o motivate your management toward
achieving success, once they have
heightened interest within your compa-
ny. We have completed consulting pro-
Jects, only to be informed by the risk
manager that he or she was ignored by
senior management when making the
same points we offered in our report.
Perhaps the risk manager’s presenta-
tions skills were not appropriate.

Once again, he certain the consultant
can deliver the salient points to your
management teamn and inspire results.

Five more crucial
things to look for
when making a

selection

Client’s involvement. Be certain the
consultant is soliciting and securing
your involvement throughout the pro-
ject. The consultant can only appreci-
ate the organization’s health if the pa-
tient is involved in the diagnosis.
Those who do not seek your input or
value your organizational experiences
cannot be successful.

In addition, your presence will elim-
inate any surprises later on in the pro-
ject. The consuitant should keep you
advised and informed at all times. If a
consultant wants to “work alone,” be
cautious.

Size and reputation. Although the size
of the consulting organization can be
important {depending on the project),
perhaps the individuals werking on your
account are far more critical. A consul-
tant’s reputation as a good broker, ex-

risk manager, claims adjustor, etc., does
not guarantee a good consulting founda-
tion. In addition, simply because a con-
sulting firm has a highly recognizable
name, is not enough to inspire confi-
dence with regard to their risk manage-
ment analytical skills. As a matter of
fact, sometimes the larger the firm, the
more likelihood of “rubber-stamp’” solu-
tions instead of more creative ones, As
reported in several business journals, of-
ten the smaller management consulting
firms are far more results-ofented and
innovative than larger firms. This is be-
cause your project may become one of a
hundred going on simultaneously. Obvi-
ously, name and reputation are impor-
tant—but not always the most important
consideration.

Fees. No one disagrees fees are impor-
tant, but perhaps they have been
overernphasized during these difficult
economic times. Consultants” ability to
perform the services and possibly offer
alternate compensation options are far
more deserving of your review,
“Goods” in return for consulting ser-
vices should be discussed. Again, the
smaller firms may be more open to al-
ternate compensation methods than
larger organizations,

In summary, althcugh we have pro-
vided our top ten list of items to con-
sider, the overwhelming topic of im-
portance is to be certain a consultant is
retained only after you have clearly de-
fined your objectives. Hiring a consul-
tant without a definite game plan is
simply not advisable. You are per-
forming a disservice to both your orga-
nization and the consultant in charge.
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