Putting it Together
Imagine that you're in an office elevator riding down five floors. The CEO of Megacorp.com gets on and says hello. She says that you must be new because she hasn't seen you here before. Because Megacorp.com is a client you'd like to have, you begin to tell her what kind of consulting you do. Just as you're describing the five kinds of organizational development projects you do, the elevator stops at her floor and she hurries away. Ms. CEO will forget you 

by lunchtime. How could you have gotten her attention and made a memorable impression? 

To make your pitch really effective, you need to consider the general approach to consulting you'll take. In Fast Company recently, management guru Tom Peters stressed the need to state clearly and succinctly what you do. That helps the CEOs of the Megacorp.com know and remember what you do. You can craft a more useful description of what you offer potential clients and they can better understand why they should call you when you classify your consulting approach. Plus, knowing a little lingo never hurt any consultant. 

Approaches to Consulting 
In his 1993 book, Developing a Consulting Practice (Newbury Park, Calif.: Sage), R. O. Metzger defines various perspectives from which to approach consulting. Here are some of the highlights of his descriptions. 
· Content vs. Process -- Content consultants have a specific technical expertise (for example, financial planning). Sometimes, content consultants serve as managers. Process consultants, on the other hand, help clients discover and remedy general organizational issues. They may, for example, help a client find flaws in the flow of information in the organization. 
· Generalist vs. Specialist -- A generalist educational consultant, for example, might work with the superintendent in a school district to help develop strategies for cutting costs or redirecting money to individual schools. A specialist, however, will focus work on a specific area of expertise. A specialist might consult with a school district to make a CD-ROM to help special education teachers learn new laws and regulations pertaining to students. 
· Custom vs. Package -- Custom consultants believe that each client is unique and spend time designing interventions and solutions for every organization even though she might have worked with 10 others in the same area. Package consultants develop generic approaches that will meet general client needs and deliver these solutions to clients. An example of package consulting would be mediation training that would be delivered the same way to a state agency as it would to a high-tech company. 
· Diagnostic vs. Implementation -- A diagnostic consultant will try to find the sources of problems. She may offer solutions, but her relationship with the client will end with a clear description of the problem and possibly some suggested solutions. An implementation consultant focuses on helping organizations change. This person calls attention to the problems and helps the organization focus on the processes that need to be revised, deleted or implemented to bring about change. 

