
If you need help putting together a business plan, and if you want to get the best from the engagement, it’s 
important to find the right person to work with, and to establish and maintain a good working relationship 
with them. If you are great big organisation you’ll probably not need to work with outsiders, and if you 
do then you’ll probably opt for a great big supplier, however there are significant benefits from working 
with much smaller suppliers - even single operators - and if you are a small business yourself, then this is 
probably the best choice anyway: to seek a good single operator, or small partnership of experts. Here are 
some ideas of what to look for.

You’ll be best finding someone who meets as much of this criteria as possible:

 • lives reasonably close-by you so you can work face-to-face with them and get to know each other  
  properly, and so that their time is efficiently used, instead of being in traffic on their way to and from  
  your place

 •  is high integrity and very discreet

 •  is grown-up - wise and mature - and it needn’t be an age thing

 •  can help you see and decide where and how you want to take the business, rather than tell you 
  where he/she thinks you need to go - a mentor not an instructor

 • understands or can immediately relate to your industry sector and type of work

 •  is experienced working with small family companies, but is also a big picture strategist and visionary  
  (advisors who’ve only ever worked with big corporations can sometimes be a bit free and easy with  
  relatively small amounts of money - you need someone with a very practical approach to managing  
  cash-flow, and real business realities, who’ve worked in situations without the protection of vast corporate
   bureaucracy and the lack of transparency that this often brings)

 •  is intuitive-creative, thinking, but also able to be personable and grounded, subject to the point below

 •  complements your own strengths and fills the gaps and weaknesses in your collective abilities

 •  has one or two referees you can talk to and see evidence of past work (although if you check most of  
  the above it will be a formality)

TIPS ON FINDING AND WORKING WITH 
BUSINESS PLANNING ADVISORS & CONSULTANTS



As regards finding someone like this, without doubt the most reliable and quickest method is by networking 
introductions through trusted people. The person you seek might be three or more links away, but if it’s a 
friend or associate of someone trusted, by someone who’s trusted, by someone you trust, then probably 
they’ll be right for you. Start by talking to people you know and asking if they know anyone, or if they know 
anyone who might know anyone - and take it from there.

The chances of finding the right person in the local business listings or directory, out of the blue and from 
cold, are pretty remote.

Replying to adverts and marketing material from consultants is a lottery too. You’ll find someone eventually 
but you’ll need to kiss a lot of frogs first, which takes ages and is not the cleverest way to spend your 
valuable time.

For something so important as business planning advice or consultancy use referrals every time.

Referrals work not only because you get to find someone trusted, but the person you find has a reasonable 
assurance that you can be trusted too, you see: good suppliers are just as choosy as good clients. It works 
both ways.

Be prepared to reward the person in whatever way is appropriate and fair (I’m thinking percentage share 
of incremental success beyond expectations - perhaps even equity share if the person is really good and 
you’d value their on-going contribution and help).

Often the best people won’t ask for much money up front at all, but from your point of view you will attract 
a lot more commitment and work beyond the call of normal duty from them if you reward higher than they 
ask or need.

Good suppliers are immensely motivated by good clients and lots of appreciation. Too often they will have 
seen too many ungrateful greedy people taking them for granted and penny pinching, and will tend to sack 
clients like these without even telling them why, and move on to more deserving enjoyable work with people 
who are fair and appreciative, which is how you’ll be I’m sure.

Finally, when you’ve found the right person, always continually agree expectations and invite feedback 
about how the relationship is working, not just how the work is going.


