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e're talking to a range of firms." If it's m e  that like is at- to like, then of cwrse yau'd want 

"Wehavenrtthoughtaboutabudget. m b e t h e o n e t o h e l p o u ~ 6 r t h e ~ ~ b 1 m ~ a n d ~ i n a t a ~  
What do you think we need?" situation. But why work for an o r p b t i o n  that i paanreed 

"No one we've worked with yet understands us." 
m beadprobl~1l~7  

"Can you get us your proposal tomorrow?" Herekalistofthin~tach&autto&eercainhgour 

"Giveusagmdprim-there'sl~tsmoreworkcoming.~~ f i r m d b e w o r h h r t h e % h t * t ~ t h ~ ~  
other criteria, such as marketplace and hdoq d p w  

Ah, &e p+e  dimts' a d  &ms! h d  dm d m  the firm mketing and business p h .  

that heats hese equivomung statements do? What most would do rn Past experience  wid^ deslgn and c c m m a b  

ia h e  m e  s i t u a h  Rush O u t  the pro& %W people and . Compatible and work s+ (h, 
resources but u& a brihnt pm&on.  Negotiate. a competitive perform- standards, a ~ d  approach) 

that p b  the &ugh rhan firm . P ~ o r  PM&i& SC& hr8 

had hoped ?hen, in the aftermath oftbe cantma award, spend 

ch& of time shoring up a incompatible relationship.. . 
wonder why this pro+ b e  so di86cult to achieve.. .and, 
h d y ,  p&t demodid, part g r a d  when the client 
$oes &where br the next job. 

Culture (mrpratt versus i d r u t i d  or gmmmend, 
for instance} 

II ~larityintlmkq&utande9pmsing~thep~ant . A timehame for the work 

Could it be firms c,~nentmw an and hp+ &- . to &CUSS b u d s  and h, dear rhat It's 
wen m m y  ona-but nwer ask themselves the most imporrant appropriate far you w make a profit 

q u d o n  of all, up h m  "Is this the right client for us?" Credit rating . Reputation for paying 
It's so r k c  to be w a n d  But befbre the thriII of the chase 
consumes you, ii's $ood to remember- in a recession- Fathomable amounting and cantmxing rules d - 
tha~ some &ems are && &t'$anized, or combative. . Access m the "real" decision-& 
And that-just as your firm is nor ncccsranty the right consultant . SuiMble munmpam in dng 
for every pmjea or oqpidon&erc am some arganjzations 
and people who should nevw be your clients. . Motivation and readiness to proceed and change 

Ethid  Wing . W!w - 
I a s !  mud why bad &at rhoioes happen. Doug G o d ,  . Profile oflitigio~~ness 
whose eponymous firm consults to nonprofi~ and foundations on 
their outreach, a n w e d  laughingly, "It's so easy to get mdkd by 
people who are very charming, iaonodastic, enaep~neurial, full of 
nwv ideas, and apportu&&. You'd lilre to work with them. And - - 

you'd be xleaing with such great personalities." 



Using &&kt, &ink about what ynu o k m d  about 

y a ~ r ~ ~ C l i e t r t , ~ w ~ e r a r h a t y a u ~ m  
s e m ~ r ~ i s l m p ~ ~ t . Y b t r ~ ~ ~ ~ n t a m &  
an BduaBcd pm/p &&on. 'It never h m  m ask my&@ 

mlmgacp~a~ p r s ~ & ~ k ~ & T i i d W 8 ~ ~ r b a k " "  
&&w&M-13~ F N & * ~ W ~ d &  

9E%-.bw 
~ i t g u e r i e d s m e ~ o e d p p b o n h t h q ~ c h  
&ese quesriom and d i d &  W p&&pii@. Thqpravidcd 
thisbad-eamedadvioz 

hr&osewhosuechecbgmarrayof~dc"Wow 
d p ~ ~ k i n d o F c l i ~ t w e w a n t d a u r & e f t t s  to be?" 
wdmmled Piven, 
f c r & ~ s b w i & p s r ~ ~ n $ r J t a n t ~ :  Thornhaye 
F ~ ~ ~ W h y y ~ p u ~ a n e w p ~ ?  
~ ~ M * ~ t e ~ ~ ~ ~ m q ~ . s f ~ ~ * ~  
fees-Aretherc&epreviderskwwn*as 
~ ? m ~ ~ ~ o l w , a B o m a n l a ~ w h p  
ap-l ~ m k ~ I ~ ~ i t l d ~ ~ ~ .  

h r  b you're not convinced are above b o d  "mat are 
your aompiiaa R&C~ORS] to &em weppmfe within 
ym~~,gui&nes adi well as om?* &idJim G d g s k y < a d c ~  
afDau% T i  of& Gatan! 

F w ~ ~ x a d y m $ a ~ " I f p u r w n t a c t p m o n ~  
&&afrheprojmJ.eauz~,dlwe.h thenghtmrneethis 
or her -bat to make sure M s  a fit?" rammendad 
hiitch Mrt, ES;MPS, pfesidmt., F&&lx.rger Cumpmb 
and a pasc pmident of SMPS N a h d ,  and Don Turde, 
& l d S k g d s ,  W/cMO. 

W e  have ~ W S  w same &he most spphiadmd 
iu the world,'' %tt aod Tude ad&. "We also spe;tk to 
our mtd tesourm. ?hat's because= want m talk k our 
d j . ~ e $ ~ ~ t h e , m , ~ ~ ~ . ~ ~ I ~  
~ w m i n a v e r y s h o c t ~ o f & a e .  We'reging 
m spmd mmt&s b- in their b NO nmm hmwuh 
wewtneedthework, thepainifjustrmtmrth the&% 

H ~ d o I d o ~ d u e $ i l i ~ ~ ~ t ~ d , I  admit. 
~ , w h m I m e e t a d i ~ t h r t h e h t ~ ,  didsagomi 
ideataPmtIrelrohber~~kaowitla~d&~'re 
cornpaable from the way they he, rve learned w agRay.s bring 
aoan&'wre+& rqc:w whew&& dyweEbatim nom. They'11 
d & w a s * d i S d d & ~ w % s & k n t p o  
much in the cornt ion  m see the patterm that ern-, w h  
sp.eaksandwho's~ ~ ~ t h a t ~ c ~ ~ u p . I t i s  
enormady helpfuI t~ read &w IIO~ES and observe the +L 

"There are some organkailons and people 
who should never be \pour clients." 

Finally, there's no&meti, " * d 
cm&$-&thb v w 4 p 4 P  Tell 
~ z h a t ~ ~ t & ~ t j o b f o r ~ w h . Y n u ~ ~  
d t h e m a r h ; a t i n d w p r o o e s s y g ~ r h f a u n d ~ d m c a m p l p  
with. swsamesne &. I f ~ u  fed rhe r e b d p  &t be 

Jk&d3ki&fim~*~~$t,speak@ 
' 1 h . e ~ ~ & ~ 1 t ~ b z + a n d w i u d ~ o $ I &  
h o w V o u ~ t h & ~ ~ ~ 0 ~ a ~ o t ~ ~  
kehelight&tfor~.Sut.hrn 

m u M g  Whlloan F5-, 
Hsn. M-&REt8grn pltbkraldo~s wnwbmt, 
~ ~ ~ * ~ d ~ F b . g e W - O s t b h ' ~  
af Communleatronl [ ~ . e a p d h m ) ,  
w h k h s p e e l ~ l n ~ m d ~ 8 m # f n  
e l l k ~ w c l w ~ i w ~ ~ ~ ~  
hy &?&I, k b m k  &,-.and 
i s ~ 9 r p ~ 9 e S M H ~ . J e a n ~  

t b p r w d ~ c s f ~ ~ ~ ~ ~ n t A w s l d ,  
8h% can be mudm4 at m @ w g s B R . w m .  


