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Introduction 
Congratulations! You successfully qualified for our free training content on how to 
get started in consulting!  
 
While our free email course will introduce you to everything you need to know to 
prepare for your first day as a new consultant, this ebook will provide you with 
details on how strategy and management consulting firms work in general. 
Understanding the basic concepts and organizational structures of consulting firms 
is one of the fundamental requirements to succeed in this new environment. It will 
be much easier to integrate into a firm and understand what is expected from you, 
if you understand how the firm works. Also, the info provided in this ebook will be 
regarded as minimum knowledge required for all further courses and training 
modules of consultingperfection.com.  
 
This ebook will introduce you to everything you need know about the strategy and 
management consulting ecosystem. We will discuss how consulting firms are 
organized, how they make money and how your life as a consultant typically looks 
like.  

Consulting firm organization 
Almost all big consulting firms are organized in a matrix structure, with clearly 
defined horizontals and verticals (see figure 1). Horizontals describe the different 
capabilities the consulting firm can offer to its clients. Verticals reflect the different 
client industries that the firm serves. Typically, each project can be mapped on a 
combination of a vertical and horizontal.   
 

 
Figure 1 - Consulting firm organization (illustrative) 
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The leadership team of a consulting firm is typically organized along these verticals 
and horizontals. The horizontals try to establish good relationships with industry 
clients and build up industry specific knowledge. The verticals will often follow a 
more scientific and theoretical approach, developing new frameworks, best 
practices and approaches in their capabilities to underline the different 
competencies of the firm through publications and presentations at conferences. 
 
What you already realize at this point is that although many people refer to firms like 
McKinsey or BCG as “strategy consulting firms”, this isn’t really true. Although these 
very successful firms all have a strategy horizontal, most of their projects are actually 
within other verticals. Therefore, the term “management consulting firm” is a much 
better fit for those companies. Of course, there are also smaller niche consulting 
firms that specialize in individual verticals or horizontals.  
 
Most new hires start as generalists without a specialization along the different 
horizontals or verticals. However, the more senior you get the more you will want 
to build your own brand and reputation within a certain horizontal or vertical. Also, 
there is an increasing trend in many consulting firms, that also juniors start to 
commit to certain industries and / or capabilities practically from day one. The huge 
benefit of committing to a horizontal or vertical early on is that you will be part of an 
inner network within the firm, regularly receiving updates on new developments. 
Also, you will most likely be prioritized when it comes to staffing on projects within 
the horizontal or vertical. This trend follows the increasing pressure from clients to 
challenge also the background and experience of junior consultants. Nowadays, 
clients often explicitly demand for junior consultants, that have gained concrete 
experience in the respective fields and industry before.   
 
On the other side, starting as a generalist will give you the great opportunity to get 
insights into many different industries and capabilities. It will give you a good sense 
of how different businesses work and will help you to figure out which industries 
and practices you are most passionate about. Generally, my recommendation is to 
always start as a generalist as long as you are not only interested in very concrete 
topics or industries. There are really a lot of influencing factors besides your passion 
for a certain industry or topic that will have a huge effect on how happy and 
successful you can become as a consultant. For example, although you might be 
passionate about the automotive industry, you simply don’t know about the 
atmosphere or success of the automotive industry team of your consulting firm. 
Also, committing to a horizontal or vertical brings some value to the firm and I 
recommend you to leverage this value at a moment when you can make the most 
out of it. For example, you might convince a partner to mentor or help you with a 
promotion if you commit to working for his or her practice or industry team in return. 
Many firms will try to force you in specific teams right from the start – try to avoid 
that and politely ask if you would also be able to start off as a generalist.  
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How projects are sold 
Partners and Directors of a consulting firm are responsible for selling projects. 
Typically, a client identifies a need for consulting support and publishes or contacts 
the firm’s partner with an official RfQ (request for quotation) or RfP (request for 
proposal). Even if your firm is already working for a client and the client wants to 
extend your project, he will often be required to send a RfQ to at least a few other 
consulting firms for compliance reasons. The RfQ specifies the scope, targets and 
deliverables of a consulting project. 
 
If a firm wants to make a bid for the project, it develops and submits a proposal 
document. Supporting the development of a proposal is a very typical side task of 
junior consultants. The proposal will summarize the challenge and problem, 
propose an approach to come to the solution, include reference case studies from 
prior projects with a similar scope and propose a potential consulting team together 
with the price tag for the project.  
 
After the bidding period is over, the client will invite selected consulting firms for 
individual pitching sessions. These pitches are typically divided into two parts. First, 
the partner or team will have the chance to present the proposed approach as 
stated in the proposal. Afterwards, the approach and details of a potential project 
are further discussed with the client. Some clients will request that the complete 
project team – including junior levels – is present at the pitch. However, normally 
fresh new hire consultants won’t be invited to a client pitch.  
 
If the client wants to proceed further with a specific consultancy, contracts (incl. 
deliverables) are negotiated and the project can start after the staffing process is 
completed. Some projects are also signed on a variable, performance-based 
method. This will increase the pressure on the project team, as the compensation 
is dependent on the measurable results of the project. 

Staffing process 
In most consulting firms, partners don’t always work with the same consultants and 
you rather compete in a pool of fellow junior consultants of your level for the best 
projects. The official institution coordinating this pool is the staffing department of 
a consulting firm. The staffing process typically works somehow like this:  
 
1. A partner of the firm sells a project. Typically, he or she agrees with the client 

on the number and hierarchy levels of consultants that are to be staffed on the 
project (incl. their daily rates). Sometimes, the client also asks for specific 
consultants.  
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2. The partner approaches the central staffing department stating his request for 

consultant staffing. It is rather likely (especially the more senior the levels 
required), that the partner will already have a personal “dream team” in his 
mind and communicates this to the staffing team. Some firms use a so-called 
tagging-list that allows partners to demonstrate interest by blocking individual 
consultants. If the partner likes to work with you it is also normal that he or she 
will give you a call already before approaching the staffing team to speak with 
you about your interest and availability for the project. 
 

3. Officially, the independent staffing team then tries to match required 
capabilities for the project with the different experiences, focuses and 
development needs of consultants to create the best team for the project. 
Some firms list available project slots in a central system allowing consultants 
to “apply” for the different projects. In reality however, partners will have the 
much bigger influence in your staffing decision than the independent staffing 
team. If a partner is convinced of your fit for the project, he or she will typically 
try all he or she can to secure you for his or her project. If you are requested 
by different projects, your case will normally be discussed in one of the weekly 
staffing calls, where partners will have to argue and come to an alignment on 
your project staffing. It is a great indication for your own reputation in the firm, 
if you hear that partners are fighting for you in staffing calls and can result in a 
very positive momentum, as also other partners present in the call with get 
interested into you.  
 

4. After your project staffing is aligned internally, the staffing or project team 
typically informs you. You are provided with the relevant project number to 
charge your time and expense (see chapter below). Also, internal staffing 
tracking systems (often visible for all of your colleagues) will be updated 
accordingly.  

 
As you can see, the staffing process works mostly on basis of the economic 
principle of supply and demand. The best chances for you to also have a say in 
your own project staffing is to create a high demand for your person. You won’t be 
able to argue against a project if the alternative is that you are on the beach 
(meaning working on other firm topics with no billability), creating costs but no 
revenues. I will discuss how you can increase your chances for a successful first 
project staffing in one of the email lessons to come. Also, the consulting 
masterclass will give you more detailed insights on how you can influence your 
staffing and get away from projects you really don’t want to work on.  
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Career development process 
Consulting is great for high potentials since you will have a very clear career plan 
laid out in front of you right from the start. If you really want it and are able to perform 
accordingly, you will be able to reach the partner level within 8-10 years. Every 
consulting firm has defined hierarchy levels with attached requirements and 
minimum / maximum duration times. Figure 2 demonstrates a typical consulting 
pyramid, however keep in mind that level names and durations will be highly 
depending on your individual consulting firm.  
 

 
Figure 2 - Consulting hierarchy 

The big advantage of this system is that you know exactly what to expect and what 
is expect from you. Normally, your promotion is not dependent on the availability of 
a position, but more or less completely dependent on your own performance only. 
While in most normal corporate jobs, it will require you to have luck that the right 
doors open at the right time, in consulting the doors are basically always open and 
you just need to have what it takes to open them. The potential downside of this 
system is that you will always have to perform according to plan to stay in front of 
the wave. The rigorous up-or-out principle of most consulting firms will lead to high 
performance pressures. If you are not able to live up to the expectations, you will 
quickly be asked to look for other opportunities outside of the consulting firm. 
However, while many new hires fear being thrown out of the door with no prior 
notice, this is only very rarely the case. Since you will receive official feedback very 
regularly, you will always know how your performance is being evaluated.  
 
Speaking of feedback and performance assessment culture, most consultancies 
follow a defined approach to ensure a continuous feedback and career 
development process. Your case will be regularly evaluated in the performance 
assessment committee, which typically consists of a group of partners. Since most 
of the partners won’t have worked with you personally, they typically rely on a 
combination of certain inputs regarding the assessment of your performance:  



www.consultingperfection.com 

 8 

 
• Project feedback: After each project you will receive an official written feedback 

from your project manager. Often, you will be asked to draft the feedback and 
you should really try to remind your project manager to finalize the written project 
feedback, as this is one of the most important inputs for your overarching 
performance appraisal. The official project feedback will give detailed insights 
on what your tasks were on the project, what you did well and where your 
project manager sees room for improvement. 
 

• 360° feedback: Many firms also interview everyone you worked with, including 
your junior colleagues, to get a complete feedback on your performance. This 
feedback type really underlines the importance of focusing not only on a good 
relationship to your job manager and partner, but also to the rest of your team. 
In the consulting masterclass course, we will discuss in detail how you can build 
a great relationship with your project team.  

 
• Self-assessment: Many firms will also ask you for a regular self-assessment. Use 

this assessment to demonstrate in detail how you reflect on your performance. 
Include concrete examples to showcase what you did well and what you did to 
improve on your development needs.  

 
As soon as you are within the minimum / maximum duration of your current level, 
the assessment committee will discuss, whether you are ready for a promotion. 
After every assessment, you will receive an official summary including concrete 
development needs the committee has identified. Tackling these should be one of 
your number one priorities for your further development process.  
 
In the consulting masterclass course, we will discuss in detail how you should 
continuously monitor and prioritize your personal performance development and 
how you can contribute to a successful performance assessment.  

A typical week in consulting 
The typical week in the life of an active consultant is split into the time with the team 
at the client site and the time you work from your home or office. While your exact 
weekly schedule will highly depend on your firm and project, most consultants 
follow a schedule that will look something like this:  
 
Your consulting week typically starts on Mondays between 5 and 7am in the 
morning with a taxi waiting in front of your apartment to bring you to the airport or 
train station. Even though it’s early and you might just have had a great weekend, 
try to use the travel time on Monday mornings to organize your week, update your 
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todo lists and set your weekly aims. Since all of your colleagues are typically also 
on the road or in the air at this time, it’s one of these rare moments in a consulting 
week, that leaves room for you to organize yourself without project managers 
requesting deliverables or new emails rushing into your inbox every second.  
 
After you arrive at the client site (typically before 10 am), you normally have a quick 
team meeting with your colleagues in your team room to discuss the objectives and 
tasks for the week. Your time on the client site will often be packed with preparing 
and handling client meetings, doing analyses and discussing the progress of the 
project with your team. Since many consultants organize their time during the week 
as efficient as possible, this also leads to some teams not going for a regular lunch, 
but instead just having a sandwich in front of the laptop. If a proper lunch is 
something that is important to you, try to discuss this topic openly with your project 
manager.  
 
Typically, you will leave the client site between 7 and 9 pm to head for your hotel or 
dinner. Dependent on the stress level in your team and how well the project was 
negotiated, you will either have in-room dining in your hotel room by yourself or 
have a team dinner at some fancy restaurant. After dinner, most consultants deal 
with some private things (phone calls with their spouses, maybe some fitness, etc.) 
and then start to work again on the project. How long you will need to work into 
the night will highly depend on the current intensity level of your project. As a 
strategy consultant with one of the big firms expect to regularly work until 2-3 am 
and getting only 4-6 hours of sleep between Monday and Thursday. In the 
consulting masterclass course, I will introduce you to several best practices on how 
you can work more efficiently and deal with busy projects.  
 
Depending on available flights, you will typically leave the client project at 6pm on a 
Thursday evening to get home before midnight. The time at the client site with the 
team is typically the intense part of the consulting week, however since you typically 
travel back home after only three nights, you will be able to cope with that situation 
a lot better.   
 
Fridays are used to continue to work on project related topics, but also for training, 
networking within the firm, marketing tasks and recruiting support. While your 
desire to work from home after 3 nights away at the client site might be huge, don’t 
underestimate the value of coming into the office on Fridays especially as a junior. 
You should use the opportunity to network with your colleagues, find out about new 
potential projects and contribute to the office community – more on that in the 
consulting masterclass course.  
 
Consulting is almost never a typical 9-to-5 job and the huge amount of traveling will 
also have a strong influence on your private life. To remain attractive for high 
potentials, many consulting firms start to introduce initiatives to improve the work-
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life balance of their employees. Don’t be surprised, if you are regularly asked to 
evaluate the work-life balance on your project or to state what is important for you 
during a work week. In the end, the better your project is negotiated and the better 
your partner and project manager are able to actively manage the project, the better 
your personal work-life balance will be.  

Traveling  
Traveling a lot is one of the key differentiators of the consulting profession. In most 
cases you will be travelling every week, being away from home for at least a few 
days. Best practices and secret tips about how to make traveling more efficient and 
how to use miles and points most effectively are one of the favorite topics of every 
consultant.  
 
However, while you might be super hyped towards traveling a lot as a consultant, 
expect to lose your excitement about traveling quicker than you think. As a 
consultant, you are always on the road and have to navigate yourself in an unknown 
environment with a lot less routines and best practices than if you sit at the same 
desk in the same office every day – and that consumes a lot of extra time and 
energy. Many consultants say that their job would be close to a normal job if they 
would exclude the traveling – and there is some truth about it. Most people are not 
great at working in airplanes or on the back seat of a taxi, so most of your active 
traveling time will be quite inefficient. Also, since you are staying at least four days 
a week in an unknown environment, the sole act of organizing two meals per day 
requires quiet an extra effort in comparison to just opening your fridge at home.  
The lesson here should be: Try to have an open eye on how to optimize your travels 
right from the beginning – the amount of work demanded from you will always stay 
the same and an efficient traveling style brings the potential for quite a few extra 
hours of sleep every week. In the consulting masterclass course, I will share a few 
detailed best practices with you on what you should do while on the road and how 
you can use traveling time more efficiently. 
 
But there is also a huge upside to traveling a lot: Loyalty programs are one of the 
great peaks of being a consultant and will – if you use them right – enable you to 
not spend a dime on your personal vacation while still being able to fly business 
class and stay at fancy 5* hotels. Try to find out which airline is most preferred in 
your firm, sign up to their loyalty program and use them for as many flights as you 
can. You will quickly be rewarded with lounge accesses, free food & drinks, priority 
check-in and boarding and much more, which has the potential to make your 
travels more efficient as well. Same strategy on hotels: Sign up for the loyalty 
programs of all big hotel chains before you start your job as a consultant. 
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Many consulting firms will issue you a company credit card, however keep in mind 
that it might be beneficial to use a private one – do some research as there are tons 
of cards that will bring you many extra benefits as a consultant. For example, most 
airlines have attractive credit card offers, that will enable you to collect miles also 
for your expenses.  
 
Every firm has an individual travel policy that sets the limits on what the firm is willing 
to expense (e.g. business class vs. economy class tickets). Make sure to read the 
policy carefully before booking anything. Although most consulting firms have their 
own travel departments that will support you with the booking process, as long as 
you are not a partner of the firm, you will have to do quite a lot of work in planning, 
booking and organizing your travels yourself:  
 
• Start with your flights: Ask your team when to be at the client site and at what 

time they typically leave on Thursdays and book your flights accordingly. If your 
project is not on a super tight budget, try to book flexible tickets – it is quite 
normal that meetings change spontaneously, or you will be stuck in traffic and 
miss your flight. Flexible tickets have the great advantage that you can easily 
change them if your plans change.   
 

• Hotel: Ask your team at what hotel the team typically stays and book it. Since 
popular hotels tend to book out quickly and cancelling policies are typically 
quiet flexible, I strongly recommend booking your accommodation in advance 
for at least a few weeks. Try to stay at the same hotel as your team since this 
will make logistics, team dinners and hotel meetings in the evening and night 
easier. Most project managers won’t be very happy if you stay at another hotel 
if the reason is that you aim to get a few hotel points for your next vacation at 
that hotel.  
 

• Cabs and taxis: For your transportation to and from the airport or train station 
most firms will expense you a cab ride. Some firms have a fixed agreement 
with a chauffeur service. Since the demand for cabs can get high during typical 
consulting rush-hours (Monday mornings and Thursday evenings), in most 
cities it is recommended to reserve your transportation in advance. With the 
time, most consultants start to choose a regular driver for all their urban 
transportation – you might not believe how comforting it can be to take a seat 
in a car with a driver you know well after being in unknown environments for 
the whole week.  

 
If you travel to the client site for a week or less, it is normal to just travel with your 
cabin luggage. Try to optimize your packing strategy as luggage space can quickly 
reach its limits, especially if you also want to bring your fitness stuff. Don’t check-in 
luggage if it’s not absolutely required, as waiting for luggage will cost you valuable 
time and won’t necessarily make your team think you are ready to be a consultant. 
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If you are staying several weeks at the same hotel, it is recommended to bring an 
extra piece of luggage in your first week with all your additional stuff for the week 
(like fitness outfit, sport shoes etc.) and store it in the hotel during the weekend.  

Charging hours and expenses 
The system of charging hours is just another proof of how independent and 
therefore responsible for your own success you actually are as a consultant. 
Basically, the system works like this:  
 
For every type of work you can do as a consultant, there are different project 
numbers (often referred to as PSP-numbers or cost centers). Every project, but also 
different practices and recruiting have their individual cost centers. Typically, at least 
once a week you will have to go through your work week and charge your hours to 
the different accounts. When doing that you should keep in mind two things:  
 
1. You want to maximize your billable hours. Billable are typically all projects or 

tasks that clients pay for (see chapter Utilization and Billability below).  
 

2. Although many countries have quite strict labor laws with regards to maximum 
weekly working hours as an employee, in reality many projects will require you 
to work above these limits. Of course, consulting firms don’t want to make 
themselves vulnerable to potential prosecution and will therefore ask you to 
only charge daily hours up to the maximum of what is allowed in your country 
or what is stated in your contract.  

 
These circumstances lead to a special hour charging strategy used by almost all 
consultants, that shall be introduced with the example below:  
 
Example 
During a week, you worked all 5 days on a project with a total work time of approx. 
60 hours. Besides that, you worked 5 hours on a proposal and 5 hours on preparing 
a recruiting event. Your contract (or country’s labor law) states (a maximum of) 40 
working hours per week.  
 
In this case you would normally charge a total of 40 hours on the billable client 
project, since you want to maximize your billable hours. Of course, if you weren’t 
reachable for the project for a whole day or your project manager explicitly told you 
not to charge a day on the project, you wouldn’t do that. But basically, the rule of 
thumb is to try to charge as many hours as you are allowed to (by your contract or 
law and by your project manager) on the billable project and don’t charge hours 
you spend for side tasks like recruiting or proposals. However, be aware that your 
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project management will regularly control your hour bookings and since every hour 
you book on the project will increase the internal costs for the project, your project 
management is highly incentivized to create as few hours as possible to maximize 
the project specific margin. But in reality, as long as you can argue that your focus 
on a day was project related work, and you only did other side tasks during the 
nights, charging the whole day on the client project will never be a problem.  
 
As for hours, you also charge your (travel) expenses on internal project accounts. 
Typically, you will have to create weekly travel expense reports, booking all your 
expenses to the different internal accounts. This includes expenses that the firm 
covers for you up front (e.g. typically flight and train tickets, bills you paid with your 
firm’s credit card) but also all expenses you paid up front (e.g. hotel bills). Make 
sure to read your travel expense policy to be sure about what you are allowed to 
expense. Also, make sure that all bills you receive have your firm’s address printed 
on it and not your private one. Besides charging expenses, you will have to regularly 
hand in all bills you collected throughout your travels. Make sure to have a 
designated place in your bag for all bills to minimize chances to lose the hundreds 
of bills you will quickly collect every month causing problems in expensing them 
with the firm. Also, since it will occur that receipts get lost on the way to the expense 
team, I highly recommend you to make copies before sending the originals – 
especially in your first months and until you have a feeling of how reliable the 
process works in your firm.  

Mentoring 
In consulting, your job manager and contact person for your own career 
development are usually two different persons. Mentors are a great independent 
authority that are interested and often also partly incentivized to help you succeed 
in your consulting career. 
 
Most firms will assign you an experienced senior mentor and a junior mentor. 
Sometimes an onboarding mentor will support you in getting through your first 
weeks at the firm.  
 
The intensive mentorship is a great element of consulting and it is highly 
recommended to make use of it and build trusting relationships with your mentors 
right from the start. Mentors can support you in numerous situations:  
 
• Professional and personal development: Discuss feedback you received with 

your mentors. Most mentors have a lot of experience and chances are high 
that they have experienced similar feedback and have a good tip for you on 
how to act best on it. 
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• Networking and project staffing: Your mentors are great door openers for new 

project staffings. Discuss with them early on what your interests and wishes 
for future projects are and ask them for intros to relevant partners. They can 
use their leverage within the firm to help you find the project you like. Also, 
mentors can support you if you really don’t want to get on a new project and 
have your legitimate reasons for that – more on that in our masterclass course. 

  
• Problem solvers: Discuss all problems you have in the firm with your mentors. 

Whether you don’t get along with your job manager or you feel your project 
isn’t allowing you to improve on your open development needs – mentors are 
the ideal independent partner and can help you solve all kinds of problems.  

 
Your junior mentor will commonly be the one with whom you communicate most 
and your first contact person, while your senior mentor will be perfect to discuss 
your overall career development and problems that require senior interventions.  
 
As always, you are mainly responsible for engaging proactively with your mentors 
on a regular basis. Try to arrange a quick 10min meeting with your junior mentor at 
least once a month to update him or her on your progress and ask relevant 
questions. But also, do not lose track of your senior mentor. Although senior 
mentors are typically harder to reach, try to arrange a meeting or call with your 
senior mentor at least every 3 months and prepare a very crisp career development 
update together with precise questions on what you need support on.  
 
While your first mentors will be typically assigned to you by HR, it is highly common 
and often also required to switch mentors within the first two years of your career. 
Do this very strategically: Ask yourself who has (potentially in the future) the best 
influence in the practice you would like to specialize in and approach him or her 
with regards to a potential mentorship. Ideally, you have already been able to work 
together with him or her during a project or proposal. Your old mentors will 
completely understand your move, if you communicate the thoughts behind it very 
openly and proactively.  

Tools 
Your core tools as a consultant will be your smartphone and your laptop. You will 
receive both on your first day of work.  
 
Since most of your work will be done and rely on these tools, ensure everything 
works and improve your productivity with these tools as soon as possible. This also 
includes personalizing settings, menu bars, folder structures, and your email 
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system, so you can start working with these tools as efficient as possible right from 
the beginning. The masterclass will introduce you to many consulting best practices 
on how you can improve your efficiency with these tools.  
  
Most consultancies will allow you to use your business phone also for private 
matters resulting in a common discussion between new hires whether to use one 
phone for everything or keep your private phone for all private matters. While 
combining everything in one phone will definitely be the most efficient and practical 
solution and will reduce your private communication costs, be aware that some 
firms have quite a strong access to their employees’ phone. This depends on the 
privacy law in your country and your firm’s privacy policy. In the end, most 
consultants start to use their business phone for both purposes mostly for 
practicality reasons.  

Support infrastructure 
Depending on the size and focus of your consulting firm, you will have a different 
portfolio of back-office teams that can help you to get the work done. Normally, 
nobody wants you to spend your expensive and valuable time realigning boxes in 
PowerPoint or doing research on scientific topics. Most project managers therefore 
highly encourage you to use back-office support whenever you can to reduce your 
own work load and let you focus on tasks that will require your full capability set. 
Delegating work to support staff will therefore almost never be seen as a weakness 
but rather as a strength. As a new hire, managing supporting staff is also a great 
opportunity to make first experiences in leading other people. 
 
The most common support teams are:  
 
1. Graphics support  
Graphics teams are a great help for everything related to PowerPoint presentations 
and illustrations. If you prefer to draft a new slide on paper, send them a photo of 
your drawing and they can transfer the photo into a PowerPoint slide. You have a 
complex chart that requires realignment of many elements – send it with some 
quick comments to the graphics team. Graphics support can also be great for 
creating complex illustrations, transferring slide masters of presentations or giving 
your slide deck the final visual appeal factor. Many graphics support teams also 
work during the night so you can send them your tasks before you go to sleep and 
have everything ready in your inbox by the time you wake up. However, quality of 
service varies and, in the end, you will be held responsible for every slide you share 
with your team or client. Therefore, it is highly recommended to make some quality 
checks on the work received until you have a sufficient level of confidence with the 
support team.  



www.consultingperfection.com 

 16 

2. Data analytics team 
Clients often provide consultants with complex excel sheets with thousands of rows 
of raw data. As a new hire, often your job will be to analyze the data, test 
hypotheses and derive conclusions from the data. The data analytics team can help 
you with such complex analyses. Although profound excel skills are a basic 
requirement for every consultant, the data analytics team can help you whenever 
you should get stuck or you want to do something very advanced (such as 
programing a macro). In projects that are very number-driven, you will often have 
to do the same analyses with new numbers on a regular basis – make yourself and 
your job manager happy by asking the data analytics team to program a macro that 
is capable of doing the weekly analyses at the push of a button.  
 
3. Research & knowledge teams 
You will often need facts and data to test your hypotheses and underline your 
statements. Also, as a junior consultant you will often be staffed on projects that 
don’t fall in your direct field of expertise. The research and knowledge teams can 
be a great support in all of these situations. Let them know what you need and they 
will provide you with a summary of their findings and can quickly bring you up to 
speed on specialist topics.   
 
As with travel expenses, these teams have internal transfer prices so they want to 
charge their time to an account number you have to provide them with. Therefore, 
make sure to ask your job manager for approval to use these support teams. Ideally, 
you ask your job manager right at the beginning of a new assignment for his or her 
general approach with regards to using support infrastructure, especially graphics 
support.   

Utilization and billability  
As a junior consultant your major KPI that is being tracked continuously and taken 
into account for performance assessments is your billable utilization. Generally, you 
can calculate your own billable utilization by dividing all billable hours by the total 
amount of hours that you charged, incl. vacation and sick days. Since every firm 
has a slightly different approach on what they include into billable hours (e.g. 
trainings), ask your mentor about the exact working types included in billable hours. 
For example, if your firm counts trainings as “billable” utilization, try to use time on 
the beach for such activities to not affect your billable utilization.   
 
General rule of thumb is to maximize your billable hours since a high billable 
utilization will signal that you are in high demand for projects, have a high reputation 
in the firm, and create a positive return for the partners. However, generally your 
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billable utilization will gain importance with your seniority and a low billable utilization 
in your first year won’t be a deal breaker in most firms.  

Beach Time 
What sounds like a consulting retreat is in fact a working mode that most 
consultants try to minimize as much as possible – being on the beach means that 
you are not staffed on a client project and therefore spend your time in the office 
(the beach) doing mostly marketing work for the firm. Although it can be quite nice 
to have a few weeks in your home town with no travelling, try to minimize beach 
time as it will have a negative effect on your billable utilization.  
 
Typical assignments on the beach are working on proposals, helping with recruiting 
events and creating knowledge through studies and presentations that are regularly 
published by consulting firms. If you can, prioritize proposal work before recruiting, 
as a contribution to a winning proposal generates the highest chances for you to 
get staffed on a new project.   
 
While you won’t be able to generally avoid beach time, whenever you land on the 
beach, your aim should always be to get off the beach and on a new client project 
as soon as possible. Therefore, use your time on the beach to strengthen your 
network within the firm. Try to strategically place yourself on proposals that you can 
bring a lot of value to. Regularly contact your network and the staffing team so that 
everybody relevant knows that you are available for a new client project.  
 
In the consulting masterclass we will go into detail on how you can succeed with 
typical beach tasks and I will show you quite a few best practices on how you can 
get away from the beach as quick as possible.  

 


