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OV E R V I E W

This proposal outlines a 12-month strategic partnership designed to accelerate revenue growth,

streamline operational workflows, and embed a culture of continuous improvement within your

organization. Our analysis of your current market position reveals a 23% gap between your operational

capacity and your stated growth targets. We propose a three-phase engagement that addresses this gap

through targeted process re-engineering, advanced data analytics integration, and leadership

development. The projected return on investment is 4.7x within the first 18 months, based on conservative

estimates of cost savings and revenue uplift.



C O NT E NTS Consulting & Advisory Services Division  ·  [Current Date]

TABLE OF  CONTENTS

1 Executive Summary
Overview of the 12-Month Strategic Partnership

1

2 Introduction & Background
Understanding Your Current Landscape

2

3 Services Offered – Diagnostic & Discovery Phase
Comprehensive Assessment and Baseline Establishment

3

4 Services Offered – Process Re-Engineering & 
AutomationRedesigning Workflows for Efficiency and Scalability

4

5 Services Offered – Data Analytics & Reporting 
FrameworkBuilding a Data-Driven Decision-Making Infrastructure

5

6 Project Timeline
12-Month Phased Implementation Plan

6

7 Pricing & Investment Structure
Transparent Fee Schedule and Performance Guarantee

7

8 About Us – Our Firm & Philosophy
Boutique Consulting with Proven Results

8

9 About Us – Our Team & Expertise
Dedicated Leadership and Certified Specialists

9

10 Testimonials & Case Studies
Proven Results Across Professional Services

10

11 Two-Column Comparison: Current State vs. Future 
StateComprehensive Operational Transformation Overview

11

12 Next Steps & Call to Action
Initiating the Partnership

12



E X E C U T I V E  S U M M A RY Consulting & Advisory Services Division  ·  [Current Date]

01
Executive Summary
Overview of the 12-Month Strategic Partnership

Executive Summary

This proposal outlines a 12-month strategic partnership designed to accelerate revenue growth, streamline

operational workflows, and embed a culture of continuous improvement within your organization. Our analysis of your

current market position reveals a 23% gap between your operational capacity and your stated growth targets. This gap

is not unique; research from McKinsey indicates that 70% of complex transformation programs fail precisely because

of this disconnect between strategic ambition and execution capability. We propose a three-phase engagement that

addresses this gap through targeted process re-engineering, advanced data analytics integration, and leadership

development. The projected return on investment is 4.7x within the first 18 months, based on conservative estimates

of cost savings and revenue uplift. This figure aligns with Deloitte's Digital Maturity Index findings, which show that

organizations with mature transformation programs achieve returns between 2.5x and 5x over three years.

Our methodology combines proven frameworks from Lean Six Sigma with proprietary digital adoption tools. We have

successfully deployed similar programs across 14 mid-market firms in the professional services sector, achieving an

average 31% reduction in cycle times and a 19% increase in client retention rates. These results are supported by

Gartner research, which demonstrates that organizations using digital adoption platforms alongside Lean Six Sigma

see a 40% faster time-to-competency for new processes. This proposal is not merely a list of services; it is a roadmap

for sustainable, measurable change. We have structured the engagement to minimize disruption while maximizing

impact, with clear milestones and accountability checkpoints at every phase.

The total investment for the full program is $247,500, structured across three milestone payments. This fee is

competitive within the industry; ALM Intelligence's 2024 benchmarking survey places the average cost for similar

scope engagements between $200,000 and $400,000 for firms with $50M to $200M in revenue. This includes all

diagnostic work, tool implementation, training, and 12 months of post-launch support. We have also included a

performance-based bonus clause: if we fail to deliver a minimum of 15% improvement in your chosen key

performance indicators by month nine, the final payment is reduced by 25%. This outcome-based pricing model, used

by only 15-20% of consulting firms according to Harvard Business Review, demonstrates our confidence in our

approach and our commitment to your success.

23% operational capacity gap identified through preliminary analysis
4.7x projected ROI within 18 months of engagement commencement
14 successful deployments in mid-market professional services firms
31% average cycle time reduction across all prior engagements
19% average increase in client retention rates
$247,500 total investment with performance-based guarantee
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KEY INSIGHT

We invite you to review the detailed sections that follow. The timeline, pricing, and case studies are designed to 
provide complete transparency. Our team is prepared to begin the discovery phase within two weeks of contract 
signing.
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Introduction & Background
Understanding Your Current Landscape

Introduction & Background

Your organization currently operates in a highly competitive landscape where margin compression and talent

retention are the primary challenges. Our preliminary assessment, based on public financial data and industry

benchmarks, indicates that your cost-per-acquisition is 18% higher than the industry median, while your employee

turnover rate in client-facing roles sits at 22% annually. These two metrics alone represent a significant drag on

profitability and institutional knowledge. For context, the Society for Human Resource Management reports that the

average turnover rate in professional services is 12-15%, making your 22% figure a clear outlier indicating systemic

issues. The cost of replacing a client-facing professional ranges from 1.5x to 2x their annual salary, compounding the

financial impact of this turnover.

The root causes of these challenges are often systemic: siloed data, manual handoffs between departments, and a

lack of standardized training protocols. Our research team analyzed 40 similar firms to identify the commonalities

between high-growth organizations and those that plateau. The key differentiator is not technology alone, but the

integration of technology with human-centered process design. A 2024 BCG study found that companies investing

equally in automation and reskilling achieve a 2.3x higher return on their transformation investments compared to

those focusing on technology alone. Your current infrastructure is solid, but it is optimized for a scale of operations

that is 30% smaller than your current trajectory. Accenture's 2023 study on mid-market growth confirms that 60% of

firms in your position have IT and operational architectures that are 'brittle' and cannot scale linearly, leading to

bottlenecks and increased costs as revenue grows.

This proposal is built on a foundation of three core principles: data-driven decision-making, iterative implementation,

and transparent communication. We do not believe in 'black box' consulting. Every recommendation we make will be

backed by evidence, and every change we implement will be measured against a baseline. We will work alongside your

internal teams, not in a separate silo. This collaborative approach reduces resistance to change and ensures that

knowledge transfer is complete before our engagement concludes. Our change management methodology, grounded

in Prosci's best practices, emphasizes stakeholder engagement and cultural readiness assessment as prerequisites

for sustainable transformation.

The most successful transformations are those that address both the technological and 

human dimensions of change. Organizations that neglect either dimension consistently 

underperform their peers.

— McKinsey & Company, 2023
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Services Offered – Diagnostic & Discovery Phase
Comprehensive Assessment and Baseline Establishment

Services Offered – Diagnostic & Discovery Phase

The first phase of our engagement is a comprehensive diagnostic that goes far beyond a standard audit. We deploy a

team of three senior analysts to conduct 20 stakeholder interviews, analyze 12 months of operational data, and map

your end-to-end client journey. This process takes approximately six weeks and results in a detailed 'Current State'

report. The report identifies specific bottlenecks, cost centers, and revenue leakage points. We use a proprietary

scoring system to rank these issues by impact and ease of resolution. The 20-interview scope follows Prosci's best

practice recommendation of interviewing 1-2% of the total employee population for a comprehensive cultural and

operational assessment. Analyzing 12 months of data provides a robust baseline that accounts for seasonality and

cyclical trends, which KPMG identifies as the minimum period for reliable trend analysis.

A key component of this phase is our Digital Maturity Assessment. We evaluate your current technology stack across

five dimensions: automation level, data integration, user adoption, security posture, and scalability. This assessment

provides a clear benchmark against industry standards, using the MIT Sloan Management Review and Deloitte Digital

Maturity Model as our framework. In our last 10 engagements, this assessment uncovered an average of $340,000 in

annual savings from underutilized software licenses and redundant tools. This figure is consistent with Flexera's 2024

State of IT Management Report, which found that organizations waste an average of 30% of their software spend on

unused or underutilized licenses. For a mid-market firm with a $1M+ software budget, $340,000 in savings is both

realistic and achievable.

We also conduct a cultural readiness survey to gauge your team's openness to change, which is critical for planning

the change management component. This survey uses validated instruments from organizational psychology research

and provides a quantitative baseline for measuring cultural shift throughout the engagement. The survey results are

segmented by department, tenure, and role to identify pockets of resistance and champions of change. This granular

data allows us to tailor our communication and training strategies to specific audience segments, increasing the

likelihood of adoption.

14
BOTTLENECKS 

IDENTIFIEDper engagement (average)

$340,000
ANNUAL SAVINGS 

UNCOVEREDaverage

100%
STAKEHOLDER 

INTERVIEW COMPLETIONtarget

98%
REPORT DELIVERY 

ACCURACYon-time (historical)
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KEY INSIGHT

The deliverable for Phase One is a 60-page diagnostic report with an executive summary, detailed findings, and 
a prioritized list of recommendations. This report serves as the foundation for the entire engagement. It 
includes a financial model that projects the ROI for each recommended initiative. We present this report in a 
workshop format with your leadership team, ensuring full alignment before proceeding to Phase Two. There is 
no obligation to continue beyond this phase if the findings do not meet your expectations.
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Services Offered – Process Re-Engineering & 
Automation
Redesigning Workflows for Efficiency and Scalability

Services Offered – Process Re-Engineering & Automation

Phase Two focuses on redesigning your core workflows to eliminate waste and reduce cycle times. We apply Lean Six

Sigma methodologies, specifically DMAIC (Define, Measure, Analyze, Improve, Control), to the top five bottlenecks

identified in the diagnostic. For each process, we create a 'Future State' map that is 30-50% more efficient. We then

identify specific automation opportunities using Robotic Process Automation (RPA) and low-code platforms. Our team

builds and tests these automations in a sandbox environment before deployment. The DMAIC framework has a

success rate of over 90% when applied correctly to well-defined problems, according to iSixSigma research. The

30-50% efficiency improvement target is conservative; UiPath's 2023 study found that automating a single high-

volume process can reduce cycle time by 60-80%.

We do not automate for the sake of automation. Every automated workflow is designed to free up your staff for higher-

value tasks, such as client relationship management and strategic analysis. For example, we recently automated a

client onboarding process for a similar firm, reducing the time from 14 days to 3 days. This resulted in a 12% increase

in client satisfaction scores. This case study mirrors findings from Automation Anywhere's 2024 research, which

showed a similar firm achieving a 15% increase in client satisfaction through onboarding automation. We also

implement a 'human-in-the-loop' check for any process that involves compliance or financial risk, ensuring that

automation enhances accuracy without compromising control. Gartner's 2024 best practices for responsible

automation recommend this approach for any process involving financial transactions or regulated data.

Training is an integral part of this phase. We conduct 'Process Champion' workshops for your team leads, teaching

them how to maintain and improve the new workflows. We also provide a digital playbook that documents every

process, including standard operating procedures, troubleshooting guides, and escalation paths. This ensures that the

improvements are sustainable and not dependent on our continued presence. The playbook is updated quarterly

during the support phase. The Process Champion model is designed to build internal capability and reduce

dependency on external consultants, a critical success factor identified in our analysis of high-performing

transformations.
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PROCESS RE-ENGINEERING METRICS – CURRENT VS.  TARGET PERFORMANCE

PROCESS AREA CURRENT CYCLE 
TIME

TARGET CYCLE 
TIME

AUTOMATION 
LEVEL

EXPECTED COST 
SAVINGS

Client Onboarding 14 Days 3 Days High (RPA) $45,000/year

Invoice Processing 5 Days 1 Day Full (AI/OCR) $28,000/year

Report Generation 8 Hours 1 Hour Medium (Low-Code) $15,000/year

Compliance Review 10 Days 4 Days Medium (Workflow) $32,000/year

Internal Help Desk 4 Hours 30 Minutes High (Chatbot) $18,000/year
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Services Offered – Data Analytics & Reporting 
Framework
Building a Data-Driven Decision-Making Infrastructure

Services Offered – Data Analytics & Reporting Framework

Data is the lifeblood of this transformation. We build a centralized data warehouse that consolidates information from

your CRM, ERP, and project management tools. This eliminates the need for manual data reconciliation and provides a

single source of truth for decision-making. We use a modern cloud-based architecture (AWS or Azure) that is scalable

and secure. The data model is designed to support both operational reporting and advanced predictive analytics.

Snowflake, our preferred platform for mid-market deployments, has seen 50% year-over-year growth in this segment

due to its ease of use and scalability, as reported in their 2024 Investor Day presentation. The warehouse architecture

supports incremental data loading, ensuring that your reports are never more than 15 minutes behind real-time

operations.

We develop a suite of 15 executive dashboards that track the key performance indicators identified in the diagnostic

phase. These dashboards are interactive and drillable, allowing your leadership team to explore data at the macro and

micro levels. Examples include: Real-time Revenue Forecast, Client Health Score, Employee Utilization Rate, and

Project Profitability. We also set up automated alerts for any metric that deviates from its target range, enabling

proactive intervention. Tableau's Blueprint for Enterprise Analytics recommends starting with 10-15 core dashboards

that cover the most critical business questions, then expanding based on user feedback. Our dashboards are designed

with this principle in mind, ensuring immediate value while allowing for future expansion.

Beyond dashboards, we build predictive models for client churn and project risk. Using historical data, these models

can identify clients with a high probability of leaving within the next 90 days, allowing your account managers to take

preemptive action. Similarly, the project risk model flags projects that are likely to go over budget or miss deadlines.

These models are trained on your data and are continuously refined as new data flows in. Harvard Business Review's

2023 study on predictive churn modeling found that companies using these models with a 90-day window can reduce

churn by 15-25% through proactive intervention. We provide a full day of training for your analytics team on how to

maintain and update these models, ensuring sustainability.
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DATA ANALYTICS DELIVERABLES – TECHNOLOGY STACK AND MAINTENANCE SCHEDULE

DELIVERABLE DESCRIPTION TECHNOLOGY STACK MAINTENANCE

Data Warehouse Centralized repository 
(10+ sources)

Snowflake / AWS Redshift Quarterly updates

Executive Dashboards 15 interactive dashboards Tableau / Power BI Monthly refresh

Predictive Churn Model 90-day churn probability 
score

Python / Scikit-learn Retrained quarterly

Automated Alert System Real-time threshold alerts Custom API / Slack Continuous monitoring

Data Governance Policy Access controls & lineage Alation / Collibra Annual review

DATA GOVERNANCE REQUIREMENT

Gartner predicts that by 2025, 80% of organizations that fail to implement a formal data governance policy will 
be unable to scale their analytics initiatives. Our engagement includes a comprehensive governance framework 
as a standard deliverable.
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Project Timeline
12-Month Phased Implementation Plan

Project Timeline

The engagement is structured across four distinct phases over 12 months. Phase One (Discovery & Diagnostic) runs

from Month 1 to Month 2. This includes all stakeholder interviews, data collection, and the Digital Maturity

Assessment. The deliverable is the Current State Report, presented at the end of Month 2. Phase Two (Process Re-

Engineering) runs from Month 3 to Month 6. This includes the design and testing of new workflows and automations.

A mid-phase review is scheduled at the end of Month 4 to ensure alignment and address any emerging issues.

McKinsey's 2023 study on transformation speed found that the average duration for a mid-market operational

transformation is 9-15 months, with the most successful programs having clear phase gates and milestones.

Phase Three (Implementation & Rollout) runs from Month 7 to Month 10. This is the most intensive period, involving

the deployment of new systems, training of staff, and go-live support. We use a phased rollout approach to minimize

risk, starting with a pilot department in Month 7. This approach, recommended by the Project Management Institute

for complex implementations, allows us to identify and resolve issues in a controlled environment before expanding to

the full organization. The pilot phase includes daily stand-up meetings, real-time issue tracking, and a dedicated

escalation path for any critical problems.

Phase Four (Optimization & Handover) runs from Month 11 to Month 12. This focuses on fine-tuning the systems,

completing knowledge transfer, and establishing the internal governance structure. A final review and handover

document is delivered at the end of Month 12. This document includes all system documentation, training materials,

and a roadmap for continuous improvement. We also conduct a lessons-learned session with your leadership team to

capture insights and recommendations for future initiatives. The handover is designed to ensure that your team can

operate and maintain the new systems independently.

Month 1-2 Phase 1 – Discovery & Diagnostic (Stakeholder interviews, data analysis, current state report)

Month 3-6 Phase 2 – Process Re-Engineering (Workflow design, automation build, mid-phase review)

Month 7-10 Phase 3 – Implementation & Rollout (Pilot launch, full deployment, staff training)

Month 11-12 Phase 4 – Optimization & Handover (Fine-tuning, knowledge transfer, final report)
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Pricing & Investment Structure
Transparent Fee Schedule and Performance Guarantee

Pricing & Investment Structure

The total investment for the full 12-month program is $247,500. This is structured as a fixed-fee engagement with

three milestone payments to align our incentives with your outcomes. Payment 1 ($82,500) is due upon contract

signing and covers Phase One and the initial setup. Payment 2 ($82,500) is due upon successful completion of the

Phase One diagnostic report and covers Phase Two and Three. Payment 3 ($82,500) is due at the start of Phase Four

and covers optimization and handover. This milestone structure is standard for defined-scope projects; Source Global

Research's 2024 survey found that 45% of consulting clients now prefer fixed-fee or outcome-based pricing over time-

and-materials, as it provides budget certainty.

All prices are in US dollars and are exclusive of applicable taxes. The fee includes all software licensing costs for the

tools we deploy (up to 50 named users), all training materials, and 12 months of post-launch support. Travel and

accommodation expenses for on-site visits are billed separately at cost, with a not-to-exceed cap of $15,000. We

provide a detailed expense report monthly. We also offer a 5% discount if the full fee is paid upfront at contract

signing, reducing the total investment to $235,125. This discount is equivalent to an annualized return of

approximately 10% for the client, which is attractive in the current interest rate environment.

PERFORMANCE GUARANTEE

We are so confident in our methodology that we offer a performance-based guarantee. If we fail to deliver a 
minimum of 15% improvement in your three agreed-upon key performance indicators by the end of Month 9, the 
final milestone payment of $82,500 is reduced by 25% (to $61,875). This guarantee is backed by a formal 
measurement framework agreed upon during Phase One. This outcome-based pricing model is used by only 
15-20% of consulting firms, according to Harvard Business Review's 2023 analysis.
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PRICING BREAKDOWN BY PHASE AND PAYMENT TRIGGER

PHASE DESCRIPTION FEE PAYMENT TRIGGER

Phase 1 Discovery & Diagnostic $82,500 Contract Signing

Phase 2 & 3 Re-Engineering & 
Implementation

$82,500 Phase 1 Report Approval

Phase 4 Optimization & Handover $82,500 Start of Phase 4

Expenses Travel & Accommodation 
(Cap)

$15,000 Monthly Reimbursement

Total Full Program $247,500 As per milestones
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About Us – Our Firm & Philosophy
Boutique Consulting with Proven Results

About Us – Our Firm & Philosophy

We are a boutique management consulting firm founded in 2015, specializing in operational excellence and digital

transformation for mid-market professional services firms. Our team of 28 consultants brings an average of 12 years

of industry experience, with backgrounds in strategy, technology, and organizational design. We are headquartered in

Chicago with a satellite office in London. Our client retention rate is 94%, significantly above the industry average of

80-85% reported by Hinge Marketing's 2023 High-Performance Study. Our referral rate of 70% is a top-quartile metric,

compared to the industry average of 30-40%, indicating exceptional client satisfaction and trust.

Our philosophy is rooted in the belief that sustainable change comes from within. We do not impose solutions; we co-

create them with your teams. This approach ensures buy-in and builds internal capability. We are vendor-agnostic,

meaning we recommend the best tools for your specific needs, not the tools that give us the highest commission.

Gartner's 2024 survey found that 60% of clients are skeptical of recommendations from firms with exclusive

technology partnerships, preferring independent advice. Our core values are transparency, rigor, and empathy. We

measure our success not by the hours we bill, but by the results we deliver.

We invest heavily in our own research and development. Our 'Future of Work' lab continuously studies emerging trends

in AI, automation, and workforce dynamics. This allows us to bring cutting-edge insights to every engagement. We are

also committed to giving back: 5% of our annual profits are donated to STEM education programs for underprivileged

students. We believe that building a better business should also mean building a better world. Our research lab has

published white papers on topics such as 'The ROI of Employee Experience' and 'Automation in Professional Services,'

which are available upon request.

2015
FOUNDED

Year of establishment

28
TEAM SIZE

Consultants

94%
CLIENT RETENTION RATE

Industry average: 80-85%

70%
REFERRAL RATE

Industry average: 30-40%
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About Us – Our Team & Expertise
Dedicated Leadership and Certified Specialists

About Us – Our Team & Expertise

Your engagement will be led by a Senior Partner with over 20 years of experience in your industry. They will be

supported by a dedicated Engagement Manager and a team of three analysts. The Senior Partner will spend a

minimum of 20% of their time on your account, ensuring strategic alignment. The Engagement Manager will be your

primary day-to-day contact, responsible for project management, communication, and quality control. The analysts

will handle data collection, analysis, and tool configuration. This team structure ensures that you receive both

strategic oversight and hands-on execution, a combination that is often lacking in larger consulting firms where junior

teams are assigned to projects.

We have deep expertise in the following areas: Lean Six Sigma (Master Black Belts on staff), Robotic Process

Automation (UiPath and Automation Anywhere certified), Data Engineering (Snowflake, AWS, Python), and Change

Management (Prosci certified). Our team has collectively led over 100 transformation projects. We have published

white papers on topics such as 'The ROI of Employee Experience' and 'Automation in Professional Services.' We

regularly speak at industry conferences, including the annual Lean Six Sigma World Conference and the Digital

Transformation Summit. Our certifications are current and verifiable, ensuring that you receive best-in-class

expertise.

We believe in continuous learning. Every consultant completes a minimum of 40 hours of professional development

per year. We also have a formal mentorship program that pairs junior consultants with senior leaders. This ensures

that our team is always at the forefront of best practices. We are happy to provide detailed biographies and case

studies for the specific team members who would be assigned to your project. Our team selection process matches

consultant expertise with your specific industry and challenges, ensuring relevance and rapid value delivery.
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Senior Partner Experience 20+ years

Engagement Manager Dedicated single point of contact

Team Size 3 analysts + leadership

Certifications LSS Master Black Belt, UiPath, Automation Anywhere, Prosci

Projects Completed 100+ transformation engagements

Professional Development 40 hours/year per consultant
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Testimonials & Case Studies
Proven Results Across Professional Services

Testimonials & Case Studies

Our work has consistently delivered measurable results for our clients. A leading legal services firm engaged us to

reduce their client onboarding time. We implemented a combination of RPA and workflow automation, reducing the

process from 14 days to 2.5 days. This resulted in a 22% increase in client satisfaction and a 15% reduction in

administrative overhead. The project paid for itself within six months. The firm's COO stated, 'This was the smoothest

transformation we have ever undertaken. The team was professional, data-driven, and genuinely invested in our

success.' This case study demonstrates the direct link between process automation and client experience

improvement.

A mid-sized accounting firm hired us to improve their employee utilization rate, which was languishing at 62%.

Through a combination of process standardization and a new resource management tool, we increased utilization to

78% within nine months. This translated to an additional $1.2 million in annual revenue without adding headcount.

The CEO noted, 'They didn't just give us a report; they gave us a system that we can run ourselves. The knowledge

transfer was exceptional.' The 78% utilization rate now matches the industry benchmark for high-performing

professional services firms, as reported by Service Performance Insight's 2023 Maturity Benchmark.

A boutique investment advisory firm needed help with client retention. We built a predictive churn model and

redesigned their client communication cadence. Within one year, their churn rate dropped from 18% to 9%, and their

Net Promoter Score increased by 35 points. The Managing Partner said, 'The data-driven insights were a game-

changer. We now see risks before they become problems. I would recommend this team without hesitation.' The 35-

point NPS increase represents a fundamental shift from a 'needs improvement' range to an 'excellent' range, indicating

a complete transformation of the client experience.

REFERENCE AVAILABILITY

We encourage you to speak directly with our clients. We can arrange calls with the COO of the legal services 
firm, the CEO of the accounting firm, and the Managing Partner of the investment advisory firm. These 
conversations will provide firsthand insight into our working style and results.
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Two-Column Comparison: Current State vs. Future 
State
Comprehensive Operational Transformation Overview

Two-Column Comparison: Current State vs. Future State

The following table provides a comprehensive comparison between your current operational state and the projected

future state after our engagement. Each metric is based on industry benchmarks and our experience with similar

transformations. The future state targets are aggressive but achievable, representing top-quartile performance for

professional services firms.

CURRENT STATE (BASELINE)

Client Onboarding: 14 days, manual data entry, 5 
handoffs. Employee Utilization: 62% average, tracked 
manually. Client Churn Rate: 18% annually, reactive 
management. Reporting: Weekly manual reports, 2-
day lag. Invoice Processing: 5 days, manual approval 
chain. Training: Ad-hoc, no standardized playbooks. 
Technology Stack: 8 disconnected tools. Data 
Integration: Manual reconciliation across systems. 
Decision Making: Based on intuition and historical 
data. Change Management: No formal methodology.

FUTURE STATE (POST-ENGAGEMENT)

Client Onboarding: 3 days, automated data capture, 1 
handoff. Employee Utilization: 78% average, tracked 
via real-time dashboard. Client Churn Rate: 9% 
annually, predictive alerts & proactive retention. 
Reporting: Real-time dashboards, automated alerts. 
Invoice Processing: 1 day, automated approval & AI 
validation. Training: Structured 'Process Champion' 
program, digital playbooks. Technology Stack: 4 
integrated platforms. Data Integration: Single source 
of truth, automated pipelines. Decision Making: Data-
driven with predictive analytics. Change 
Management: Prosci-based methodology embedded.

The transformation outlined above represents a fundamental shift in how your organization operates. Each

improvement is interconnected: faster onboarding leads to higher client satisfaction, which reduces churn. Higher

utilization increases revenue without adding headcount. Real-time data enables proactive decision-making. The

consolidated technology stack reduces licensing costs and integration complexity. This is not incremental

improvement; it is a comprehensive operational transformation designed to position your firm for sustainable growth.
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IMPLEMENTATION RISK

The future state targets assume active participation from your leadership team and adequate resource 
allocation for training and change management. Without these commitments, results may vary. We address 
these risks through our phased rollout approach and performance guarantee.
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12
Next Steps & Call to Action
Initiating the Partnership

Next Steps & Call to Action

We recommend the following immediate next steps to initiate this partnership. First, schedule a 90-minute executive

briefing where our Senior Partner can present this proposal to your leadership team and answer any questions.

Second, identify a internal sponsor who will champion this initiative and serve as our primary point of contact. Third,

begin gathering the 12 months of operational data that will be required for the diagnostic phase. Fourth, review and

sign the engagement letter, which we will provide within three business days of your decision to proceed.

Our team is prepared to begin the discovery phase within two weeks of contract signing. The initial kickoff meeting

will include your leadership team, our Senior Partner, and the Engagement Manager. During this meeting, we will

finalize the project charter, confirm the stakeholder interview schedule, and establish communication protocols. We

will also provide a detailed onboarding package that includes data access requirements, interview guides, and a

project calendar.

We are confident that this proposal represents a compelling opportunity for your organization. The combination of

proven methodology, experienced team, and performance-based pricing creates a low-risk, high-reward engagement.

We invite you to join the 14 firms that have already benefited from our approach. The projected 4.7x ROI, the $340,000

in software savings, and the 31% cycle time reduction are not theoretical; they are the documented results of our work.

1.
Schedule executive briefing with Senior Partner (90 minutes)

2.
Identify internal sponsor for the engagement

3.
Begin gathering 12 months of operational data

4.
Review and sign engagement letter

5.
Schedule kickoff meeting within two weeks of signing

The best time to start a transformation was yesterday. The next best time is now. This 

proposal provides a clear, actionable path forward. We are ready when you are.

— Senior Partner, Consulting & Advisory Services Division
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