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INTRODUCTION:
THE BLUEPRINT
FOR INDEPENDENT
CONSULTING
SUCCESS

F o r  d e c a d e s ,  t h e
dream of hanging out a
shingle  and  becoming
a n  i n d e p e n d e n t
c o n s u l t a n t  h a s
c a p t i v a t e d
professionals  across
industries. The allure of
setting your own hours,
choosing  your  clients,
and  leveraging  your

expertise for significant
financial  reward  is
powerful. Yet, the path
from employed expert
to thriving independent
consultant  is  fraught
with  pitfalls.  This  is
w h e r e  G e t t i n g
S t a r t e d  I n
Consulting  Second
Edition  Alan  Weiss
serves not merely as a
b o o k ,  b u t  a s  a
definitive  strategic
manual.  In  an  era  of
economic  uncertainty
and the rise of the gig
economy,  Weiss 's
updated classic offers a
roadmap  that  is  as
relevant  today  as  it
was  upon  its  initial
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release.  This  article
delves  deep  into  the
core  principles  of  this
e s s e n t i a l  t e x t ,
e x p l o r i n g  w h y  i t
r ema ins  t he  go ld
standard  for  anyone
serious  about  building
a  susta inable  and
lucrative  consulting
practice.
The  second  edition  is
not a simple reprint. It
reflects  the  dramatic
shifts  in  the  business
landscape,  including
the  impact  of  digital
m a r k e t i n g ,  t h e
evolution  of  virtual
consulting,  and  the
changing  expectations
of  corporate  buyers.
Whether  you  are  a
seasoned  executive
contemplating a career
pivot  or  a  specialist
with  a  niche  skill  set,
understanding  the
frameworks  presented
in Getting Started In
Consulting  Second
Edition  Alan  Weiss

c a n  m e a n  t h e
difference  between  a
struggling  side  hustle
and  a  flourishing
e n t e r p r i s e .  T h i s
comprehensive  guide
explores  the  book's
key  strategies,  from
establishing  credibility
a n d  p r i c i n g  y o u r
services  to  mastering
the art of selling value,
not time.

WHO IS ALAN
WEISS AND WHY
HIS WISDOM
MATTERS

Before  dissecting  the
book's  content,  it  is
crucial  to  understand
the authority behind it.
Alan  Weiss,  PhD,  is  a
l e g e n d  i n  t h e
consulting  world.  He
has been a consultant
to some of the world's
mos t  p res t i g i ous
corporations,  including
Merck,  State  Street,
and  Hewlett-Packard.
He is the author of over
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60  books ,  and  h i s
" M i l l i o n  D o l l a r
Consulting"  brand  has
become  synonymous
w i t h  h i g h - l e v e l
advisory  work.  When
you  pick  up  Getting
S t a r t e d  I n
Consulting  Second
Edition  Alan  Weiss,
you  are  not  reading
t h e o r y  f r o m  a n
academic;  you  are
receiving  battle-tested
advice  from  someone
who has built a multi-
million  dollar  practice
purely  on  intellectual
capital.  His  direct,  no-
nonsense,  and  often
c o n t r a r i a n  s t y l e
c h a l l e n g e s
conventional  wisdom,
f o r c i n g  n e w
consultants  to  think
differently  about  their
value  proposition.

The Core

Philosoph
y: Value
Over
Time
T h e  s i n g l e  m o s t
important  concept
Weiss  drives  home
throughout the second
edition is the absolute
necessity of  billing for
value, not for time. The
vast  majority  of  new
consultants  make  the
fatal  error  of  selling
hours  or  days.  This
immediately puts them
i n  a  c o m m o d i t y
position,  competing
w i t h  l o w e r - c o s t
p rov ide r s .  We i s s
argues that  clients  do
not buy your time; they
buy  your  judgment,
your  experience,  your
ab i l i t y  t o  so l ve  a
problem  they  cannot
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solve  themselves.
Getting  Started  In
Consulting  Second
Edition  Alan  Weiss
provides  the  precise
language  and  mental
models  to  shift  this
paradigm.  He  teaches
you  to  frame  every
engagement  in  terms
o f  t h e  r e t u r n  o n
investment  (ROI)  the
client  wil l  receive,
allowing you to charge
five,  ten,  or  even
twenty  times what  an
hourly  billing  model
would  allow.

KEY CONCEPTS
FROM THE SECOND
EDITION

This updated volume is
packed with actionable
insights.  Here  are  the
critical pillars that form
the  foundation  of  a
successful  consulting
launch  according  to
Weiss.

Defining
Your
Intellectu
al Capital
Weiss  insists  that  you
cannot be a generalist.
Y o u  m u s t  h a v e  a
specific,  defensible
area  of  expertise.  He
c a l l s  t h i s  y o u r
"intellectual capital." In
the second edition, he
expands  on  how  to
audit  your  career  to
find  the  unique
combination  of  skills,
exper iences ,  and
insights that constitute
y o u r  h i g h - v a l u e
offering. This is not just
about what you know,
but about the unique
methodology  you
bring to the table. The
book  guides  readers
through the process of
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creating  a  proprietary
model  or  framework
that  differentiates
them from every other
consultant.  This is  the
c o r n e r s t o n e  o f
premium  pricing.

The Art of
"Gainful"
Prospecti
ng
M o s t  b o o k s  o n
consulting  tell  you  to
network  endlessly.
W e i s s ,  i n  h i s
characteristic  direct
manner,  tells  you  to
stop  wasting  t ime.
Getting  Started  In
Consulting  Second
Edition  Alan  Weiss
introduces the concept
o f  " g a i n f u l "
prospect ing.  Th is
means focusing only on
buyers  who  have  the

authority,  budget,  and
n e e d  t o  h i r e  y o u
i m m e d i a t e l y .  H e
provides  scripts  and
a p p r o a c h e s  f o r
reaching out to senior
executives  (the  "C-
suite")  rather  than
middle  managers.  He
teaches you to ask for
the meeting based on
the  va lue  you  can
create,  not  on  your
ava i lab i l i ty .  Th i s
section alone can save
a  new  consu l tan t
months  of  fruitless
coffee  meetings.

Mastering
the
Proposal
and the
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Fee
W r i t i n g  a  w e a k
proposal  is  a  surefire
way to get low-balled.
We i s s  p rov ides  a
detailed  template  for
wha t  he  ca l l s  t he
"Consulting  Proposal."
It is remarkably simple,
f o c u s i n g  a l m o s t
entirely on the client's
situation,  the  desired
outcomes,  and  the
v a l u e  o f  t h o s e
o u t c o m e s .  H e
advocates  for  "value-
b a s e d  f e e s "  a n d
provides  the  exact
dialogue to use when a
c l i e n t  a s k s  f o r  a
discount.  The  second
edition  includes  new
sections  on  handling
p r o c u r e m e n t
depar tments  and
creating  multi-tiered
proposals  that  offer
choices (e.g., a "good,
b e t t e r ,  b e s t "
s t r u c t u r e ) .

Understanding  this
pricing psychology is a
c e n t r a l  t h e m e  o f
Getting  Started  In
Consulting  Second
Edition  Alan  Weiss.

PRACTICAL STEPS
FOR LAUNCHING
YOUR PRACTICE

The  book  is  not  just
philosophical;  it  is
intensely  practical.
W e i s s  w a l k s  y o u
through  the  very  first
steps of  creating your
business infrastructure.

Setting
Up Your
Business
Structure
From LLCs to S-Corps,
W e i s s  p r o v i d e s
straightforward  advice
o n  t h e  l e g a l  a n d
financial structures you
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need.  He  emphasizes
the  importance  of
s e p a r a t i n g  y o u r
personal  and business
finances from day one.
The  second  edition
addresses  modern
concerns  l ike  data
privacy,  intellectual
property  protection  in
your contracts, and the
rise  of  virtual  offices.
He  cuts  through  the
legal jargon to give you
the core principles for
staying  protected
without  drowning  in
complexity.

Creating
a
Marketing
Engine

with
Limited
Budget
Gone are  the  days  of
expensive  brochures
a n d  c o l d  c a l l i n g .
Getting  Started  In
Consulting  Second
Edition  Alan  Weiss
reflects the digital age.
Weiss advocates for  a
s t ra tegy  bu i l t  on
"visible authority." This
means  publ ish ing
articles (like this one),
w r i t i n g  a  b o o k ,
speaking  at  industry
events, and leveraging
platforms like LinkedIn
t o  d e m o n s t r a t e
thought leadership. He
provides  a  simple,
repeatable  system  for
generating  visibility
without  a  massive
marketing budget. The
k e y  i s  t o  c r e a t e
compelling  content
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that speaks directly to
the pain points of your
ideal clients.

Focus on ROI:
Every piece of
content should
demonstrate a
clear pathway to
solving a
business
problem.
Testimonials
and Case
Studies:
Leverage your
early successes,
even if you
discounted fees
initially, to build
social proof.
Strategic
Alliances:
Partner with non-
competing
professionals
(e.g.,
accountants,
lawyers, other
consultants) who
can refer you to
their clients.

OVERCOMING THE
MENTAL HURDLES

A  significant  portion  of
the  second  edition  is
d e d i c a t e d  t o  t h e
p s y c h o l o g y  o f
consulting. The biggest
obstacle for most new
consultants  is  not  a
lack of skill; it is a lack
of  confidence.  Weiss
a d d r e s s e s  t h e
"Imposter  Syndrome"
head-on.  He  provides
cognitive  reframing
techniques to help you
see yourself as a peer
t o  t h e  C E O ,  n o t  a
s u b o r d i n a t e .  H e
teaches you to manage
your  own  mindset  so
that  you  can  project
the  author i ty  and
certainty  that  clients
expect  from  a  high-
priced  expert.  This
psychological  coaching
i s  a  u n i q u e  a n d
invaluable  aspect  of
Getting  Started  In
Consulting  Second
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Building
Relations
hips with
Gatekeep
ers
Weiss provides brilliant
tactics for dealing with
executive  assistants
a n d  o t h e r
"gatekeepers."  He
reframes them not  as
obstacles, but as allies.
He teaches you how to
communicate  your
value  so  effectively
that  the  gatekeeper
b e c o m e s  y o u r
advocate.  The  book
provides  specific
phrases and questions
that build rapport and
respect, bypassing the
usual power struggles.

WHY THIS BOOK IS
RELEVANT IN THE
CURRENT
ECONOMY

In  a  post-pandemic
world  where  remote
work  is  common  and
corporate restructuring
i s  r a m p a n t ,  t h e
d e m a n d  f o r
specialized,  external
expertise  is  soaring.
C o m p a n i e s  n e e d
guidance  on  hybrid
work  models,  supply
chain resilience, digital
transformation,  and
l e a d e r s h i p
development.  Getting
S t a r t e d  I n
Consulting  Second
Edition  Alan  Weiss
p r o v i d e s  t h e
framework to capitalize
on  these  trends.  It
teaches  you  how  to
position yourself as the
expert  who can guide
companies  through
unce r ta i n ty .  The
s e c o n d  e d i t i o n
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specifically  addresses
the  shift  to  virtual
consulting, offering tips
on  managing  remote
e n g a g e m e n t s ,
conducting  impactful
v i d e o - b a s e d
w o r k s h o p s ,  a n d
maintaining  cl ient
relationships  without
physical  meetings.

COMMON
MISTAKES TO
AVOID

Weiss is not shy about
pointing out the errors
he  sees  most  often.
T h i s  s e c t i o n  i s  a
goldmine of "what not
to do."

Undercutting1.
on Price: This
signals
desperation and
lack of
confidence. It
attracts the
worst clients.
Trying to Be2.
Everything to

Everyone: This
dilutes your
brand and makes
you forgettable.
Doing Pro Bono3.
Work Without a
Strategy: Free
work can be
valuable for
building case
studies, but it
must be done
intentionally.
Failing to4.
Collect
Testimonials:
Social proof is
your most
powerful
marketing asset.
Ask for it
immediately
after a successful
engagement.
Neglecting5.
Your Own
Development:
You are your own
most important
asset. Invest in
your skills,
certifications,
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and network
continuously.

CONCLUSION:
YOUR JOURNEY
STARTS HERE

Getting  Started  In
Consulting  Second
Edition Alan Weiss is
far more than a how-to
m a n u a l .  I t  i s  a
m a n i f e s t o  f o r
professionals  who
r e f u s e  t o  b e
commod i t i zed .  I t
challenges you to think
bigger,  charge  more,
a n d  d e l i v e r
extraordinary  value.
The path to becoming
a  s u c c e s s f u l
i n d e p e n d e n t
consultant is not easy,
but  it  is  remarkably
clear  when you follow

the principles  laid  out
i n  t h i s  b o o k .  B y
focusing relentlessly on
value,  building  your
intellectual capital, and
mastering  the  art  of
the  value-based  sale,
y o u  c a n  c r e a t e  a
practice  that  is  both
financially  rewarding
and  deeply  fulfilling.
The  second  edition
ensures  tha t  th i s
timeless  wisdom  is
perfectly  adapted  for
the complexities of the
modern  bus iness
world. If you are ready
to take control of your
professional  destiny,
this  is  the  only  guide
you will ever need. Pick
it  up,  study  it ,  and
b e g i n  y o u r
transformation today.


