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A subject of report was “Consulting in Russia”

The main thesis of report:

· The problems of consulting in Russia. 

· the client doesn’t understand  what consulting  is for,

· the client doesn’t understand what does  “consulting as service” mean ,

· in such conditions we (people who go in for  consulting) can’t plan that our business will be successful.

· Answer for the question “For what consulting is need?”

There is a client who has a problem: his business doesn’t work or he has a concept, but he doesn’t know where he may take money for this.  We must show that the consultant can help him to solve his problems. He can conduct diagnostics, to make business-plan, to give a new version of monetary policy. But if the client doesn’t understand what does consulting mean he doesn’t trust to a consultant. So we must explain what does consulting mean.
· What does consulting mean.

«You need a consultant when you can’t solve a problem by yourself ”.

· Why marketing of a consulting isn’t effective in Russia.
Different marketing programs aren’t effective and successful because the client is absent and there isn’t requiring in consulting.  So we have to form a client.

· The methods of forming of a client.

1. To explain to a client that consultant can solve his problems through TV ads, business newspapers, Internet. 

2. To show to a client real results of consultant’s job.  When consultant helped to solve real problem of a client.

3. To present a consulting firm on a consulting market. What services can a firm offer, what are the peculiarities of its services, what experience it has.  As for peculiarities of consulting services in Russia, they are: the responsibility of consultant for his job, individual approach to an each client. These peculiarities must be presented via Internet, TV, newspapers, and magazines. 

The questions and answers:

1. In Russia when you offer consulting you have to stress on services, but not on a forming of a client. 

Answer:  In our report we talk about how to show to a client your features and your necessity. It can be:

· to show to a  potential client  former  results of consultant through the Internet, press conference  and so on,

· to  stress a  large responsibility of a consultant.  

2. The “consulting” is a very specific field, and the client will not  hire a consultant if he don’t have enough experience. 

Answer:  At first it’s necessary to form a client or group of clients and to solve their problems. Then we will get some experience and these clients may to recommend our services to their business companions. 

3. Must the consultant’s skills be increased? 

Answer:   We think it is necessary and we have to take into account that there isn’t specific education establishment, which trains consultants in Russia. It’s a very serious and important problem. 

4. Does the consulting exist in Russia as a science? 

Answer:   If mean   “science” as a  writing of a book about consulting – then answer is “YES”…

5. What will you do when client hairs you for a consulting but doesn’t give you necessary information? 

Answer:    This problem can be solved in such way: when client hires a consultant they have to enter into an agreement and notice the point about necessary documents in contract. In this agreement must be fixed all rights and duties as for client and for consultant the same. 

Conclusion.

The presentation was good! There were short theses, which allowed to make a discussion about them.  The subject  “ The peculiarities of marketing in Russia.” was discovered through a discussion of the theme    “Problems of consulting in Russia ”.  In report we view how to apply marketing terms, concepts and principles about consulting n Russia reality. 

The report liked to participants and they discuss this theme with true interest and pleasure. 
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