
 
Human Systems Consulting: 

 
 Helping people in organizations  

 

Human Systems Consulting, Inc. 
Bryan G. Miller, Ph.D.



Questions about the Future
• What will wage/benefit packages look like 

for professionals? 
• Will private practice continue to be a 

viable option? 
• Who will be the primary employer and 

payer for mental health services? 
• What will the work load look like in the 

next 10-20 years?



One Solution: Consulting

• Professionals in the future will need to be 
more entrepreneurial 

• Recent trends (such as “coaching” 
services) indicate a need for new frontiers 
for professionals 

• Working with people outside healthcare 
limitations 

• Yet few traditionally trained professionals 
have been prepared for this new reality



Expertise Needed
To succeed as a consultant you need 

proficiency in three areas: 

1. Your core discipline. 
2. General business/management 

knowledge. 
3. Specific skills and tasks of consulting. 

Fortunately the helping professional has a 
core discipline that prepares them for a 

role as a consultant!



What is a Consultant?
• First, as a professional recognize you 

are already acting in the role of a 
consultant. 

• A consultant provides advice, 
experience, talents, perspective . . . it 
is a person who has influence over 
but not control of an organization or 
business.



Some Advantages to 
Consulting:

• Working with people NOT in crisis. 
• Increased income. 
• Increase creativity. 
• Personal growth opportunities. 
• Flexible scheduling. 
• Unregulated.



My Goal:

To give you a general “feel” for how 
you can apply:  

 (1) your knowledge and expertise 
(that core discipline) and  

 (2) a general understanding of 
organizations/businesses to  

 (3) the specific tasks of consulting 
(the final area of mastery needed).



Why Do Organizations Hire 
Consultants?

• External perspective. 
• Special expertise or skill. 
• Stretch workforce. 
• Create distance from results. 
• Difficulty resolving conflict. 
• Improving the bottom line. 
• Improved performance.



Finding the First Customer: 
Using Your Natural Network and Skills

• Start where you are. 
– Who do you know? 
– What challenges do they face? 
– What do they need? 

• Listen, talk, and educate them on the 
value of consulting.



Steps to an Agreement

1. Develop contacts. 
2. Be authentic. 
3. Build 

relationships. 
4. Identify needs. 
5. Provide value.

1. Ask for an 
exploratory meeting/ 
pre-assessment. 

2. Suggest a proposal. 
3. Create proposal. 
4. Address concerns & 

ask for commitment.



Manufacturing Example

1. Meeting with President. 
2. Meeting with President and CEO/

President of International Sales. 
3. Meeting with President, HR Director, 

and Plant Manager. 
4. Day-long Plant Tour and Interviews 

(Pre-Assessment). 
5. A “Preliminary” Consulting Proposal



Problem Statement

• Statement of Problem  
 “Observations and interviews lead to the 

following working hypothesis. . .” 

 “It has become difficult for communication to 
flow effectively. Although there is benefit in . . . 
manufacturing specific products in individual 
plants, it also has been a detriment to the flow 
of communication.”



Objectives

Our objectives stem from our working hypothesis . . . . 

• Improve staff efficiency and productivity through improved 
communication.  

• Increase effective flow of communication through identification 
of obstacles preventing direct communication. 

• Identify and improve weak links in flow of communication.  
• Support current Human Resource efforts and interventions for 

improvement.



Methods
1. Assessment: The assessment phase will help us understand the corporate 

culture and how the organizational system interacts with the corporate 
culture. The assessment phase will include the following procedures: 
Focus Groups, Ethnographic Interviewing, Data Analysis.  

2. Specific interventions will come from the assessment. An example of these 
are team building, interpersonal skills and communication training, social 
skills training.  

3.     Evaluation and Follow-up: The purpose of this phase is to determine lasting 
impressions and effects of all that has taken place thus far. Follow-up 
interviews are held with participants and a final 
report given to management   



Expected Results
1. Increased quality and quantity of 

information resulting in an effective flow 
of communication. 

2. Increased production due to effective 
communication. 

3. Lowered waste, reduced costs due to 
more productive workforce. 



Proposals: General Ideas
• For business, brevity is often 

preferred.  
• Proposals should only be developed 

when you think there is a high 
probability of making a sale – 
otherwise you’ll be a proposal writer 
not a consultant! The idea is to get a 
contract. 

• Remember, this is a Persuasive 
document.



Full Proposal Components

• There is no one right way to create 
a proposal. However, most 
professional proposals have two 
primary components: 

1. The Cover Letter (also called the 
management letter). 

1. The Formal Proposal.



The Cover Letter
• The Cover Letter is a summary of: 

1. The process leading to the proposal. 
2. The objectives the business hopes to achieve. 
3. Assurance that the proposed activities will meet these 

objectives. 
4. A general time-frame for completion. 
5. “Next steps” to begin the consultation. 
6. Thanks for the confidence in the consultant and 

assurance that they have made a good choice.



Proposal Contents

➢ The Proposal should include: 
1. The purpose. 
2. The needs to be met. 
3. Goals & Objectives. 
4. A Timeline/ Flow diagram. 
5. Results or benefits expected. 
6. Evaluation plan.  
7. Reporting/ dissemination of results. 
8. Pricing/ contracting.



How Much Should I Charge?

• One way to establish a fee schedule 
is to quantify the actual costs of the 
business. 

• These costs have to account for 
three parts: Labor, Overhead and 
Profit. 

• Or, stated another way, the cost of 
people, the business, and something 
extra for the risks. 



Business elements
• Labor – the expense of the 

consultant’s time and other 
employees (if any) 

• Overhead – the general expenses 
of being in business (phone, 
copying, rent etc) 

• Profit – the value of the risk being 
taken by operating a business



What to Charge?

• While any particular “job” may be 
negotiated – more or less time, 
activities, etc. – your rate should not 
be negotiable! 

• Confidence is built by establishing a 
“real figure” (like typical businesses) 
that you can be confident is “fair” and 
defensible



The Quick Method

• Take your current or target salary. 
• Add the value of your benefits. 
• Divide by the number of hours 

worked. 
• This creates an hourly wage. 
• Double or triple this amount for your 

consulting hourly wage. 
• Multiply by daily hours to get a per 

diem rate.



Quick Method Example

• Wage: $30,000. Benefits: $15,000. 
• So: $45,000 divided by 2000 hours 

(40 hours a week x 50 weeks) = 
$22.50. 

• Multiply $22.50 x 3 = $67.50 
• Rounded up to $70.00 per hour. 
• Daily rate: $70 x 8 hours = $560.



Pricing cont.
• The client generally would only see the 

final figure. This process however allows 
the consultant to adjust the possible work 
to be completed without discounting his or 
her rate. 

• By changing the number of activities 
(focus groups) the number of days 
needed (& the cost) would drop. 

• Success is determined by an accurate 
estimate of the time needed to complete 
the work, adequate pricing, and achieving 
the goals identified



Assessment Methods
• Assessment (and intervention) is often 

guided by interviewing alone but it can 
be enhanced by using other methods 
or tools. 

• These methods and tools can be 
simple or complex. 

• One familiar example would be the 
Myers-Briggs Type Indicator 
(combined with the FIRO-B) 

• Also remember: observation and 
feedback can be intervention by itself!



Reporting

• How will the results be communicated? 
• Will the consulting project leave anything 

behind for the organization? 
• Who will have access to the data? 
• This section outlines what the organization 

can expect and what the consultant is 
contractually liable to provide.  This must be 
clear to prevent confusion later.



Reporting Suggestions

• Include description of context. 
• Include multiple views but be clear. 
• Outline specific action items. 
• Be brief and focus on utility. 
• Identify recommended follow up. 
• Place less emphasis on the process 

and more on the outcomes (not like 
research world).



The Next Job

• There are many ways you can get 
that next job. 
– Get a new project from your client. 

Beware of Scope Creep! 
– Ask your client for a referral. 
– Continue to work your marketing plan. 

• As you work, your clients will help 
define “who you are” and establish 
your value.



Ethical Practice

• Ethics in consulting is similar--but 
different--than in professional 
helping 

• Some areas are similar but have a 
different slant while others are “new” 
areas for a professional helper 



Acting Ethically

• Clear identification of the consulting 
business and contracting specificity 
may be best tools to address ethics 

• Joining professional consultant/ 
management organizations and 
continuing professional development 
may also help



The end of the path . . . Or . . .

1.Additional resources on the HSC website. 
2.Good luck with your future goals!!



Human Systems Consulting, Inc. 
www.hsystemsconsulting.com
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Boot Camp has 
demonstrated a 
very high Return 
on Investment 
(ROI= $270:1) in 
the first year.



Dr. Miller’s Book 
provides additional 

information about 
Consulting.  It is 

available at: counciltreepress.com.   

"





Thank you for participating!

Human System Consulting, Inc. 
Bryan G. Miller, Ph.D.

Mt. Maunganui, New Zealand


