Small Jewels

Seven Small
Consultancies are
Energizing the
Profession

By Joanne Sammer
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all the attention, but that doesn’t mean there

aren’t smaller firms quietly and relentlessly making a place for

themselves in the consulting landscape. Just the opposite, in fact.

By focusing their resources on exploiting a specific niche —

whether it is for clients or talent or a consulting philosophy —

the following seven “small jewels” are doing a lot of interesting

work, providing exciting opportunities to consultants willing to

look beyond the big guns, and having a lot of fun in the bargain.
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ur ST af seven small consaliing jewels, Bridge
Sirategy is the new kid on the block, Founded in 199598, the firm
and lts consulting staff are looking v shake up the block a litle
bl In Fact, i Founding members esiablished the (i with an
eye towand addressing same “gaps in the consulting mdusiry,”
according i Sleve Sheridan, the firm's CEO and managing part-
ner, They should knew. All the firmn's founders have 13 o 25
vers of consuliing experierce with major finms like BOG,
Andersen Consaltng (now Accenbunzl, and Mokmsey & Ca,

“Whe designed our business moded i nddness the gaps thal we
s i the consulting indusiry and ihe issses that clienls wernd
gruppling with,” says Sheridan. For one thing, those clients con
veyed o growing imitation thal senor practiticners im the major
firms wepe potarious For being available at the opening and the
closing of the accou, but rarely in between. For ansther, chienis
showed sipns of “chronic fatiges symdrome™ hrought on by
large, veasbong initintives. “The pace of change in
this marketploce suggesis that the chancss ol
achbeving an outcome |2 months from now ane
wery o, mEvE Dhvid Callfes, vice r.l.'E!I-Ih.'IIl and
managing pastner. Yo have o much better chance
af achieving a preardained or deslred resuls with a
S-manth time frame.”

To respored 1o those client concerns,
Bridge Sirategy specinlizes in idenbifymg
anzas where a client can produce fasi
impact and long-lerm results, 10 sy
large-scale trunsformational  progs
aned those that require end-1o-g
s o prov iers. Moreover, il
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low-leverape model, so that cliests pet advice direcily from
seasoned consultanis, “The firm tends to look For the areas of
siralegy whene you can et quick retam on your invesiment.
which tend 1o be smialler, less leveraged projecis, where they
can compete very effectively with the big firms.” =ys Fond
Harding. president of Harding & Company, 8 Maplewood,
M1-based consulting firm.

The approach bas worked for the finm. Even with the bow-
leverage maudel. s revenoe per consuliont was S3751M0 kst
vear, And o mamiain that close comnct with clients, the finm
hists frequeend aff-site meetings al which cliems can disoess the
issues ey face and what they 'ne looking for in 4 consalting firm,

Al the same tme, the firm's leaders acknawlbedpe that the
winchve of opportunity for making customssT responsavencss 4
competitive advantage i3 closing fost, “Tt's n very competilive
marketplace.” snys Sheridan, addmg than the large finms know
“sahal bas 1o be done for them o remain gamet, e re mindful
al the piesed o ke relesam, but also nimb




