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THE NEED 

Each significant field of human endeavor has underlying cognitive principles. 

In the initial stages of a field, its principles are not organized into a body of 

knowledge. In time, knowledge of principles and application techniques 

accumulates. At some point practitioners can choose to distill this knowledge 

into an organized whole - allowing them and their progeny to advance the 

field. 

We in the IACA are practitioners of two disciplines quite disparate in their 

developments. The first, actuarial science, has a distinctive, integrated body 

of theoretical knowledge employed across political and cultural boundaries. 

The second discipline, consulting, has no such body of knowledge. As one 

consequence, the label of consultant is used to refer to experts - as well as 

those who became "consultants" simply by: 

Declaring themselves, with no applicable experience or study, 

consultants upon entering the field 

Attending basic in-house sessions on consulting practices and 

techniques 



Completing courses originating outside the profession on related 

subjects such as: speaking, selling, recognizing personality types, 

etc. 

These avenues lack significant instruction on essential consulting activities 

such as: 

Testing and integrating objectives 

Constructing relevant alternatives 

Providing objective advice 

Formulating innovations given constraints 

Clarifymg complex technical information. 

A PROPOSAL 

Consulting can be advanced by creating an integrated series of courses 

providing analyses of its cognitive principles and the techniques used to 

implement them. In varying degrees, each of us employs some of these 

techniques - though often without noting the underlying principles. Through 

observation and analysis, these principles could be made explicit. By 

surveying consultants and clients, a number of techniques can be assembled. 

With further study, it would be possible to determine which techniques go 

with each prinaple. 

This education system would contain several courses developing each 

principle. As an example, those dealing with the principle of objectivity 

could include: 



Its basis, nature, and consequences 

The relationship of objectivity and independence 

How objectivity can be achieved among a team of consultants and 

in relationships with clients. 

Each principle would influence all courses. As a result, the materials for each 

course will need to be originated rather than adapted from existing materials. 

Completing the system would enable consultants to refine their skills. As 

consultants improve, so will their work products. Correspondingly, clients 

will benefit. Clients and consulting firms would come to seek consultants 

who have completed the system. As with any advancement, the entire 

economy will benefit. The courses, originated and administered outside of 

academia, could provide a quality of education rare today. 

POSSIBLE FORM 

An essay (with exercises) could serve as the core of each course. The subjects 

could be organized into tracks and sequenced from the fundamental to the 

specific. Each essay, though self-contained, would be consistent with all 

others in perspective, style, and vocabulary. A course could last one to two 

days and be available live and audiovisually. A draft syllabus is shown on 

the following page. 



Draft Syllabus 

Track 1 

Consulting Essentials 

Principles 

Definitions and Vocabulary 

Objectivity 

Independence 

Styles of Consulting 

Ethics 

Reputation Building 

Track 3 

Client Relationships 

Identifying Needs 

Finding What Client Wants 

Ascertaining Budgets/Schedules 

Establishing Missions 

Establishing Objectives 

Developing A1 terna tives 

Introducing Innovations 

Recognizing Constraints 

Scoping Implementation 

Track 2 

Knowledge Of Clients 

Styles of Organizations 

Styles of Executives 

Personal Relationships 

Decision-Making Styles 

Track 4 

Communications 

Oral and Written Principles 

Written Reports 

Oral Presentations 

Audiovisual Presentations 

Proposals: Needs v. Resources 

Meeting Techniques 



BOARD PARTICIPATION 

To create the system, ideas should be gathered from key sources: 

Consultants 

Clients 

Technical, administrative, management and other personnel in 

consulting firms. 

For each source, a variety of people should be interviewed. Consultants 

should include those from various fields: actuarial science, hydraulic 

engineers, nuclear physicists, automotive designers, and so forth. 

Participating clients should be from numerous industries and represent a 

variety of management styles and nationalities. 

Actuaries, though only a minute portion of all technical consultants, have 

unparalleled qualities to spearhead such an endeavor: 

Intelligence 

Experience with profession-driven education systems 

Professional ties that moss political and cultural boundaries. 

Teams of consultants would need to work in each stage of implementation: 

administering a survey, refining outlines, writing/editing essays, and 

creating courses. 



IMPLEMENTATION STAGES 

A survey will need to be designed for recording oral (focus groups and one- 

on-one interviews) and written responses. Survey questions should be 

evaluated and edited by consultants, field tested, and then distributed. 

Survey results, when compiled, will need to be analyzed by a team of 

consultants. This will lead to a refinement of the proposed content of each 

course. 

With refined outlines, writing could begin. Then would come editing and 

final drafts, followed by the creation of courses. 

Much time and talent will be needed to create the system. Sponsors willing to 

fund the project must be found. Once the system is in operation, sponsors 

could be reimbursed by receiving a portion of students' fees. 

* * * * *  

A REQUEST 

Please write, call, or fax your reactions to these ideas and your suggestions for 

possible sponsors. Thank you. 

Ray Cole 

Write: Lexcellence, Suite 560 
870 Market Street 
San Francisco, CA 94102 

Phone: (510) 283-1989 
Fax: (510) 283-2897 


