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When addressing retraining claims, it is important to members of the claim management team to evaluate the
situation and make a reasoned response. This not only saves money in the long run, but promotes program
efficiency. In order to qualify, the employee usually is required to demonstrate they are not able to return to
their pre-injury position and require additional education or instruction to achieve a wage comparable to their
status prior to the injury. Payment for education or retraining to gain additional transferable skills. This is not
limited to tuition at a school. It can also include the payment for books, materials, and other fees associated
with a program; and Wage loss benefits during the retraining period. The rationale for paying an employee
additional wage loss benefits beyond what is otherwise required while they go to school is to allow them to
focus on their education and not worry about other matters of concern. It will take into consideration the types
of positions available to the employee following completion of a program and likely wages. This is an
expensive proposition and should not be taken lightly. Factors to consider vary in each jurisdiction. Some
common themes to review when evaluating a retraining plan should include: Before retraining is considered,
an injured worker should conduct some semblance of a job search. While this does not need to be exhaustive,
an evaluation should be made as to whether the employee has sought work within their restrictions. This job
search should also include a variety of different positions, and not necessarily within the area the employee
was performing at the time of the work injury; The likelihood the employee will succeed in the formal course
of study as part of the retraining plan: The cost of any retraining plan, even if it involves a two-year course of
study is expensive. Part of the review should examine whether the employee can complete the desired course.
It may be necessary for someone with a minimal educational history to take remedial courses; The likelihood
as to whether the retraining program will result in reasonably attainable employment: This review should
include a labor market survey of positions the employee will enter once they complete their retraining plan. It
is important to determine what wages an employee will realistically receive following completion of a course.
Areas to examine include job placement services of the educational institution the employee will attend and
how they are viewed in the marketplace. It is also important to determine whether the employee will be
eligible for only entry-level positions, and how quickly they may advance. Conclusions Vocational retraining
is an expensive benefit available to injured workers. Given the dynamics and exposures, it is important for
proactive members of the claim management team to pay close attention to when someone is making a claim.
This review includes various factors regarding their efforts to find work before making a claim, their chances
of success and the end result. All rights reserved under International Copyright Law. Do not use this
information without independent verification. All state laws vary. You should consult with your insurance
broker, attorney, or qualified professional.
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They should not complain. It is no wonder that it is one of the chosen careers of MBA graduates. You get a
chance to do interesting work, and pay off some of that school debt. Not incidentally, consulting firms are also
more likely to sponsor H1B candidates. Top strategy consultants do well. In a compensation study here by the
executive search firm called Charles Aris , it shows a sample of the exceptional salaries offered by the most
prestigious strategy consulting firms McKinsey, Bain, BCG. This same information can easily be confirmed at
www. Most people stay in consulting between years. Part of it is by choice, and part of it is be design. Lots of
reasons for this, but one of the net effects is that the people who stay and are promoted continue to make good
money. In the same compensation survey, you can see the expected career progression and timeline. Money is
not everything. There is a running joke that most long-time consultants have broken families. Like any
stereotype, it is a little bit true. From my perspective, we all go through seasons in our life and there are times
when this lifestyle fits and sometimes it does not. No harm, no foul. A business that makes nothing but money
is a poor business. Consultants have wanderlust and like go to new places. We like being jack-of-all-trades.
Do not hire a man who does your work for money, but him who does it for the love of it.
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April 22, SHARE Take an inexperienced consultant and an elite consultant, and put them in a room with a
potential client. Simply, it is the quantity and quality of questions they ask. Elite consultants know how to ask
the right questions â€” and when to ask them. Good, deep, thorough questions are a consultants best friend.
With the right questions, you can turn an entire sales conversation around. You can go from being just another
run of the mill consultantâ€¦to the one they have to hire. Anybody thinks they can ask questions. Before You
Ask Now before you start asking all kinds of questions at your next meeting, you need to do one thing well
first. And that is to listen. Listening intently to what clients are saying is the starting point for making any
consulting project a success. It also helps establish rapport. In a relationship business such as consulting, this
is key. Sometimes the simplest things can be the most powerful and profound. The next step, asking the right
questions, is what will allow you to truly deliver your clients with the highest level of value and done right,
establish your authority status and aid in building your credibility. There are a multitude of questions that you
can ask your clients in different situations. Inexperienced consultants will often start by asking prospective
clients something like: The issue is when you allow the client to answer it in little detail. One of the most
important factors in making any marketing effort a success is understanding who the ideal client is. You want
to keep digging here so you uncover everything you can about the client. Worse yet, it positions your service
as a commodity with a big fat price sticker on it. The Right Questions Here are a list of great questions and
when to ask them that will help you to be seen as a trusted advisor by clients and prospects alike. Until that
point, use the questions below to help structure your sales conversations with clients and your prospective
consulting clients. Take them, tweak them, and make them your own. Then you can look at how to help them
achieve. Plus, you can document that and refer back to it to help keep your client on course and focused. This
wastes time and can really drain your energy and knock your confidence level. They respond with things like:
That may make the client feel all warm and fuzzy, but none of those are reasons for the marketplace to choose
your client over the competition. Help your client by getting them to clarify what exactly is their value
proposition, their competitive advantage, the reason the market should choose them over anyone else. The
earlier you learn about these red flags, the earlier you can prepare and plan for them. By getting the client to
speak openly with you about this you can figure out how to best help them deal with the issue, remove the
roadblock and overcome the challenge in the way. Sometimes there could be one employee that is causing a
whole deal of trouble. Yet the President has chosen to ignore dealing with the employee and instead masks the
problem by convincing themselves they can solve it by focusing on a separate initiative. Knowing that the
employee really is the problem you can talk more with the President and look at alternatives in dealing with
the core issue rather than spending time and money on something completely irrelevant. It forces them to take
notice and actually tell you why they wanted to meet. You can then come back to those reasons throughout the
conversation and remind them why they wanted to meet and the value that you can provide. Show that you
already understand their industry and have done some homework â€” even at a basic level. How old are they?
Where do they live? What magazines or newspapers or websites do they read? What is their income level?
What is their most pressing problem or desired result? Either way, this will help you uncover who your client
is targeting, and how much they actually know about who they are targeting â€” both critical pieces of
information. Understanding what your client has done to this point, or what they are thinking about, can
uncover something that you may not have thought about yourself that is worth trying or may allow you to
make recommendations in doing the same thing again, but in a different way when the client has done it
improperly before. In fact, it starts to look like a fantastic investment. While you do want to identify the
financial upside of the project, make sure you also ask your client what success on this project would mean to
them as an individual. This also helps them to justify making an investment in working with you. Encourage
them to put a duration on it. This is where you make them uncomfortable with their current situation so they
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are motivated to take action. This is where you prompt your client to ask you questions and objections so you
can answer those right now. Objections are often a sign that they are considering your offer and are actually
interested. Does that sound good? Would AM or PM be better for you? You want to challenge them on that.
Questions to Schedule the Next Step And Close The Deal How many times have you sent a proposal and
waited for what seems eternity to receive a response from the buyer? You should never send your proposal
and wait for your client to reply via email. Always guide them towards taking the next step, preferably on the
phone or in-person, if you can. This helps you to get buy-in and acceptance from the buyer. It also allows you
to address any concerns or questions the buyer may have if they respond in the negative. How does DATE
sound? Get it on paper. You can learn about it now â€” and deal with it now. This is the perfect opportunity to
answer objections on the phone or in person rather than through a string of emails. The more you dig the more
you can help your client find the core issuesâ€¦and the greater the value you will be able to help them discover
and enjoy. Are you ready to take your consulting business to the next level? The Clarity Coaching Program
has helped over consultants add six and seven figures to their annual revenues. Learn more about Clarity
Coaching for Consultants. If you enjoyed this article, please click the share buttons on the left to let your
friends and colleagues know. Now, what consulting questions do you ask?
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What skills do you need? Here are 18 steps to becoming a small business consultant. Whether you call
yourself a consultant, coach, advisor or mentor, these steps will help you develop skill sets as well as grow
your business. The Coach-Consultant Concept A small business consultant works with clients on strategy,
planning and problem solving, and helps clients develop business skills and knowledge. These topics range
from designing a business model or marketing plan, to determining which marketing techniques to use and
how to use them. A small business consultant gives advice, teaches skills, and brainstorms with the client to
produce practical results and enhance strategic thinking. A small business coach helps clients to create success
by focusing on personal development: Instead, you help the client find the answers from within themselves.
There is a lot of confusion between what the ICF International Coach Federation calls a "small business
coach" and what the rest of the world thinks a "small business coach" is. Pay attention to the outcomes the
clients seek. If it helps, I call myself a "coach-consultant" to show I use both coaching and consulting
techniques when working with clients. You need both consulting skills and coaching skills in order to be
effective and provide real value. They ask for consulting. They ask for practical advice and brainstorming. But
in the search to find solutions and to map out a strategy, a small business owners will stumble unless they do
both the personal development work and the business development work that leads to success. Checklist for
Becoming a Small Business Consultant Here is a list of things to consider when you are starting or growing
your small business consulting practice: Start with your own skill-building. Be relentless in your ongoing skill
building. You become more in-demand and can charge higher fees based on the your wider the breath of
knowledge and expertise. Check your experience level. An expert is defined as having 10, hours of experience
with the topic they claim as their expertise. Determine your Big Why. Before you get down to the nitty-gritty
of designing your business and getting clients, figure out why you want to be a small business consultant and
help this specific target audience. What is your motivation? Knowing this will keep you going when you hit
the inevitable speed bumps along the way to buiding your business and serving your clients. Determine what
"success" looks like for you personally. Keep your eye on the target. The definition of success differs from
person to person. Take some time to visualize all the ways that a successful consulting practice will manifest
in your personal and professional life. Write a business plan. Go through all the same steps you would go
through with a client, and work on your own business model design. Set goals and milestones for the next 1
year, 3 years and 5 years. Read my blog post about what should be in your business plan. Write a marketing
plan. There are many small business consultants out there. How will you be remarkable and stand out from the
crowd? How will you connect with your audience and build rapport and trust? Will you use traditional
marketing techniques only, or combine traditional and internet marketing? How much will you invest in
marketing in both time and money? What are the goals of your marketing? Read my article about how to
choose the best marketing techniques for your consulting business. You will be working with human beings
who have their own set of strengths and weaknesses. Learn deep listening skills and how to ask meaningful
questions to get clarity and provide focus. Learn how to hold clients accountable for implementing their action
plans, and how to deal with difficult client situations. Choose a focus or niche. Determine if your specialty
requires you to have a license or certification financial and tax advisors, legal advisors, insurance advisors.
Will you focus on a small topic area, like email marketing strategies, or will you be an expert who can help
clients with a wide range of challenges and projects? Will you work with a particular size business based on
number of employees or revenue? Decide if you are going to advise them, or do the work for them. Some
consultants are more like mentors and advisors, who work with the small business owner to do planning and
strategy work. Learn the problems that most small business owners have and formulate a strategy to define
and solve those problems. When I work with my mentoring clients and the students in my consulting classes ,
I outline the top 29 problems that my clients commonly need help with. Use readily available strategies, tools
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and assessments to help solve these problems, or create strategies of your own. Deeply understand the seven
areas of a business model to help your clients in the areas that are causing the most damage or have the best
return on investment if they make a change. Systemize your own business so that you have maximum
efficiency. Use templates, automation and sales scripts. Take time early in the setup of your business to create
these systems to free up your time and attention for more important tasks. Get help with the administrative and
marketing work. Outsource the tasks that you do not want to do, that you are not an expert in, or that take
away from your revenue-generating time. Get your ego out of the way. While your work can and should be
meaningful to you, you are not a consultant to pump up your own ego. You are a consultant to serve your
clients. You are going to advise them, help them to determine the pros and cons of each course of action, and
then allow them to make their own decisions. You cannot stop them from making unwise decisions or from
not following through on an implementation plan. Equally, if your client has a big win, it may be partly due to
your advice, but much of the praise needs to go to your client for making it happen. Decide in advance what a
"successful client engagement" means to you. Be honest about your own areas of personal development. No
one is perfect. Sometimes we get distracted. Sometimes we let anger or fear get the better of us. Discover your
weaknesses and either learn how to overcome them, or hire staff to help deflect them. Choose marketing
techniques that bring qualified leads to the sales conversation. Track your marketing relentlessly. Learn
problem solving, decision making, project management, and time management skills. These four skills will
provide the backbone of the assistance you will offer clients and help you run your own business successfully.
Learn from the masters. Why reinvent the wheel? You can discover savvy shortcuts by paying attention to the
leading consultants in your industry. In any small business consulting niche there are always several people
who have risen to the top of their profession. Study their offerings, their marketing methods, the way they run
their businesses, and the way they work with clients. Determine if those methods would serve you and your
clients, too. I teach my techniques to other small business coach-consultants to help shortcut the learning curve
and create an effective and efficient consulting business for yourself. Unless you design your marketing to
capture these "just looking" leads, you could be losing hundreds, if not thousands of perfect customers every
year. Stop wasting your marketing mojo and start marketing to your prospects based on where they are in the
buying cycle!
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What does a consultant do? Well, the answer is simple â€” a consultant consults. The answer, though true in
its basic sense, is much too vague. If you want to become a self-employed consultant, you need to have a
better idea about the business and the way to set it up. The task of a consultant is to provide advice to an
individual or organization about matters in a specific niche. Still sounds vague; right? You need to dig a little
deeper into the area before you plunge in to establish your business as a consultant. Below is a step-by-step
guide to help you start off as a self-employed consultant. How To Be a Consultant: However, this does not
mean you can become an independent computer consultant though it can give you a head-start in this field.
Knowledge and experience coupled with interest is the only way to begin. If you have knowledge about
computers hardware or software , have worked with these for a considerable period of time and have the latest
detailed, information about them, you can plan to start a computer consulting business. Acquire the
Certifications and Licenses Some consulting businesses do not require formal training and certifications e.
However, if you are planning to work as an accounting consultant, you need to get professional certifications
from recognized accounting institutions. Also, consider the licensing requirements to start a consulting
business. The local or state legal guidelines may require you to get a particular license to work as an
independent consultant in certain specialties. Decide Your Short and Long Term Goals If you excel in a niche
that has a good prospect, such as business consulting, computer consulting, career consulting and so on, you
may paint a rosy picture of clients waiting for your advice within a week of starting your consulting business.
If you have such unrealistic expectations, you are sure to be disappointed. Every business takes time to grow
and become known and established. If you lack the time and effort to start and establish a business, you may
end up headed towards failure. Choose Your Target Market If no one pays for your ideas and advice, your
business will face failure. It will also face the same result if the recipients of your ideas do not have the money
to pay you. The first thing you need to do is to decide whether you will advise individuals or companies.
Every niche in the consulting business provides these options. For example, if you are working as a career
consultant, you may help individuals plan their careers. You may also work with a large corporation to help
the employees excel in their chosen fields. Research Your Target Market Individuals and organizations need
consultants for a number of reasons. A computer consultant can help the employees of a large company learn
software basics. A human resource consultant can help a big business implement a change in a policy. After
you determine the target market that will hire you for your expertise, you need to find out the various ways in
which you may help them. This will help you market your consulting business. You need to tell your clients
why they need you. Consider a Home Office If your local laws permit this, it can work to your advantage in
more ways than one. Along with the money, you also save time and energy when you work out of your home.
You may acquire new premises after you have established your business and employed associates; but more
on this later. Build Your Network If no one knows you and you know no one in your field, you may find
yourself in the midst of a disaster soon. It is important to start building your network as soon as you have
decided to be a consultant. A strong contact base ensures that you have the sources to find work. A
professional network, coupled with a social network, can help you market and advertise your business.
References are also important ways to find work in the niche. Rely on your initial contact base to build your
network. Your charges increase as you become known as a consultant. Keep in mind your credentials and
experience as well as market conditions, your target group and your competitors when you fix your fees. Also,
decide how you will bill clients. Hourly billing may seem to be a convenient method; the problem is many
clients think that you charge too much for your time. It is best to use the project-based billing method when
you start your consulting business. Arrange for Advertising and Marketing You are not selling a house which,
by the way, is much easier than selling your advice. Many of your clients may not be even aware that they
need your ideas and advice. How do you market and advertise something so difficult? Believe it or not, you
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have a lot of choices â€” print media, cold-calls, online ads and many others. Before you choose any avenue to
advertise, decide your budget. If the costs go out of hand, the chance of success of your business plummets.
Newsletters and brochures, advertisements in niche-specific journals, websites and blogs offer the best
options. Determine Whether You Need to Outsource Certain Tasks You may find it easier to handle all tasks
of your business on your own when you start. But after your consulting business is up and running, you may
need the help of others and you may decide to employ people. Check both legal and tax details before you do
this. You may also outsource some tasks that do not require your immediate attention. Make sure that the tasks
are not connected to your consulting business. For example, you can outsource auditing for a career consulting
business but not when it is your niche. Consulting Photo via Shutterstock.
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within its specific industry sector.

Start with case managers and claims adjusters who look, think and talk like their clients. Advertisement Four
years ago, Travelers started its Cultural Advantage program. The program hires Hispanic adjusters and nurse
case managers to more closely mirror the populations it serves. The initiative produced a 24 percent
improvement in injured workers returning to work within 30 days and a 23 percent reduction in attorney
representation, said Chris Nixon, senior vice president, claim field management, Travelers. The worker,
offended and confused, could refuse to cooperate. Establish what to expect from the client and what the client
can expect from us. How will I pay the rent? Get the kids to school? The claim had exhausted all appeals â€”
and the multiple claims managers who had already tried and failed to set it right. Alejandro flew in to meet the
client. After going with her to medical appointments and speaking to the claims manager, he located the
disconnect: Alejandro collaborated with the physician and claims adjuster on a treatment plan. Within days,
she returned to work, not pain-free, but pain-managed. Diversity and inclusion training, including a deep dive
into the culture and demographics of its clients, helps bridge the gap, Brown said. Darrell Brown, chief claims
officer, Sedgwick Good diversity training, said Alejandro, addresses the principles of working with different
groups, regardless of what the group is. A robust program that produces measurable results in duration of
claims, reduced litigation and claims spend, he said, involves a lot of time, thought and resources. He
describes a soul-baring aspect to its training. That personal revelation ties directly to claims outcomes, he said.
Anything can go wrong: Payment may be delayed for perfectly legitimate reasons. We put our understanding
of differences to work.
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The industry standard best practices outlined below were part of this curriculum. While our firm may be hired
by the senior management of our clients, we are often called on to present our findings and rationale to the
Boards of Directors of these organizations as they exercise their fiduciary responsibility. This is particularly
true in the case of Executive Compensation. We have been called in to hearings for example by the Executive
Committees of the Board of organizations such as Alterna Savings Bank and the Hospitals of Ontario Pension
Plan to justify our recommendations. Elements of Executive Compensation There are five basic elements in
Executive Compensation; Base salary, employee benefits, perquisites, short-term incentives, and long-term
incentives. In Executive Compensation, we normally survey for actual base salaries or Job Rate. Most senior
executive positions do not have a salary range per se, or a job rate. Job Matching The key to any survey is job
matching. This is the most common method of ensuring comparability of data. Job matching looks for
comparable positions with similar job content and responsibility. In order to accomplish this, we look at
several factors. The first factor is the industry sector, your comparative labour market. Within this sub-sector,
we look for comparable scope. This is normally assessed by size of operating budget and number of
employees. To obtain a full picture, we included organizations in your sector that are both larger and smaller
than the client organization. It is important to emphasize that, statistically; sector, revenue and staff size are
normally the major correlating factors driving executive base pay. These are the tangible factors. They are
used by every Compensation Consulting firm and published survey. Geography is a tangible factor. However,
most of our comparable organizations are headquartered in Ottawa. The other major tangible factor driving
pay is occupation, and the relative supply and demand in the labour market. Generally speaking, occupations
requiring greater qualifications receive higher rates of pay. That is, for a Director of Finance we are looking at
other Directors of Finance. Their rate of pay is determined by the market for physicians, not Executive
Directors. This factor is not statistically measurable or quantifiable. For CaRMS, we have looked at 23
separate data sources. Standard Deviation is a statistical method used to validate salary survey data. If a job
match has been done properly, then the range of survey data for a given position should normally not be
significantly different. That is, where do you position your salaries relative to those paid by your comparative
labour market? A related data point is the 50th percentile of the data, or P50 for short. This is usually close to
the average although statistically a separate measure. While we often look at multiple sources of data in
surveys, some organizations decide to directly compare only to a selected few organizations â€” and match
their pay to those comparators. This is done via a customized Salary Survey of selected respondents.
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Meanwhile, if you are struggling with changes or direction and need some help, call Kenyon Home Care Consulting at or
e-mail Kenyon HomeCare Consulting. We are here to help. We are here to help.

Ameen â€” a couple of ideas for you: Wait to deliver the final aspect of the project when the client provides
you with payment. Work with better clients that respect you and your work! I typically bill three 3 months
upfront and then I bill at the end of each month with a 7 day turn around time. I always suffer as a software
programmer to receive payments. I learned the hard way how to collect payments from all my clients because
of bad communication. I should have known better, but because it was a referral from a former boss, I agreed
to bill biweekly with a 14 day turn around. It went fine for the first few months, but now have not received the
last three months payment. The company says they are tied up in a contract dispute with another party that is
holding up their revenue and that they fully intend to pay me. The question I have is what are my next steps as
a consultant to try to collect? Hi there i am a wedding and event planner. Basically we had 2 consultation
appointment with the client , the first appointment she was 2 hours late , but we felt give her grace but new
that i would of charged her when the bill came to be given to her. After 2 and a half hours of discussing every
detail again, she decided to take the forms and let us know there decision later , i felt half confident , but it
does depend on the business you are in. People do not want to pay out money its as simple as that. I have learn
t hard lessons from clients , you have to be wise and very discerning. This is great advice. I live in an area
where I have did myself a disservice by providing work for clients without getting any payment up front for
the most part. I have spend countless hours working for them getting them results and when it came to pay
something would come up. I have since changed that way of billing. If you are doing a great job and the client
is happy with your work, then it should be no problem with them paying up front or paying half. Thank you
for sharing your expertise with us. Here is my issue with clients that do not pay. They have other vendors such
as myself who submit proposals and have been in business way longer than I have. What else can I do?
Chapter 9 : How To Be a Consultant: 10 Steps to Self Employment - Small Business Trends
FW Cook is the market leading executive compensation consulting firm, serving as advisor to one-quarter of S&P
company boards.
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