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3. Fringe benefits available to small
and home-based businesses.

There's a section on personal tax
strategies as well. I was aware of many
of the items he discusses, but certainly
not all, and I certainly understand them
much better now. He also has a web
site, www.taxreductioninstitute.com.
Spend two hours with the book and
you'll more than save the cost of the
book and the value of your time!

Well, it's hard to believe that sum-
mer is almost gone! That's the bad
news. The good news is that in my
experience (with previous firms and as
a independent consultant) fall usually
means an up-tick in business in Minne-
sota. It seems to be difficult to get pro-

Call For Articles

Can you write a few para-
graphs on an interesting
topic related to what you do
for a living? ICCA of Min-
nesota is looking for articles
for this newsletter, for our
web page, and for submis-
sion to larger-circulation
journals.

Please help!

Send articles or story ideas
to editors @icca-mn.org, or
call us at 612-245-ICCA.

Speaker: Eric Gibson

Mutual of Omaha
Topic: Maximizing your health
insurance dollars
Mentoring 5:30PM Dinner 6:30PM
Members $25 Non-Members $28
RSVP 651.257.2570

It was exciting
to have so
many new/
potential ICCA
members at our
last meeting. At
least one was
directly related
to the radio
publicity we
had on KFAIL
Thanks to Jack Rose and all the other
participants in the radio event! It
sounds like some of our allegedly shy
members have a real flair for public
speaking (and no, I'm not talking about
Jack - I said shy :-)). Let's keep up the
momentum. As we are continually re-
minded, the key to publicity is to keep
at it. I'm sure we'll be looking for more
similar events.

No further developments on the
membership survey, but we're pushing
to have a draft set of questions to-
gether within a few weeks. You should
be hearing from us sometime in Sep-
tember or October.

Also, no further developments (it's
SUMMER!) on the scholarship pro-
gram.

I'm hopeful that we can make
some progress on that soon also.

Hope to see you all at the next
meeting in September!
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CORE COMPETENCIES FOR IT
CONSULTANTS

AUGUST MEETING SUMMARY

At the August meeting, Ray Giske presented
a set of “core competencies for information
technology consultants” that he developed as
part of his work on the ICCA National Board of
Directors. Following is a summary of the presen-
tation and discussion that followed.

The idea for the project grew out a discus-
sion held at a meeting of the national board. The
topic of the conversation was the body of knowl-
edge that information technology consultants
needed to know in order to operate effectively.
One person present suggested the National
Speakers Association had a set of core compe-
tencies that might be useful to review. Ray Giske
volunteered (and the NBoD agreed) to proceed
with developing a set of core competencies for
information technology consultants.

After conducting an internet search where
core competencies for several organizations
were found, Ray proceeded with developing a
set for IT consultants. The resulting list was
posted as a draft on the national ICCA website
and comments were invited from the member-
ship.

After reviewing the project background, Ray
briefly presented examples of core competen-
cies for other types of organizations found on

the Internet. These included National Speakers
Association, school principals, and legal assis-
tants. Ray also pointed out that the concept of
“Core Competencies” had been developed by a
pair of researchers, C. K. Prahalad and G.
Hamel. The central idea, presented in their book
Competing for the Future, is that a company or
organization has key areas of expertise that lead
to the development of core products which, in
turn then, provide access to a wide variety of
markets and makes it difficult for their competi-
tors to imitate.

Within the context of an IT consulting or-
ganization, a competency was defined as the
skills and behaviors that a consultant brings to a
position in order to perform a task or function.
Core competencies are those competencies that
are most critical and establish a base-line for
evaluation. The following were presented as
“core competencies” for IT consultants:

Technical Expertise: This area is fundamen-
tal and reflects the core competency that serves
as the basis for the consulting service being
provided. This competency is likely to change
over time; in fact, it must change to remain com-
petitive.

Project Management: Including project

A FEw GOOD IDEAS
From Ray Giske

If you are totally successful at mar-
keting your information technology ser-
vices, then there is no point in reading
any further. Simply proceed to the next
article.

Now that I have your attention, I'd
like to introduce you to a web site and e-
zine that I have been using for several
years now. It is packed with ideas and
while I have not used many of them, I
continue to be impressed with the mate-
rial available; it is directed to the service
business professional, it is inexpensive,
and best of all, it is practical.

In 1999, I attended the national ICCA
conference in San Jose, California. One

of the speakers I heard there was Robert
Middleton whose presentation had the
title “Becoming a ‘Client Magnet’”. |
was impressed by the speaker’s knowl-
edge and enthusiasm but more impor-
tantly, I thought the ideas and sugges-
tions were really practical and applied to
the kind of business I was in. Shortly
thereafter, I sent him my email address
and I have been getting the weekly e-zine
(it’s free) ever since.

So, as a fellow ICCA member and
information technology consultant that
might just be interested in getting a few
marketing tips, I suggest you check out
the web site at www.actionplan.com.
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CORE COMPETANCIES,
CONT.

management as a core competency assumes
the independent consultant works predomi-
nantly on a project by project basis. The project
management skill set includes a broad range of
skills, some of which may overlap with other
competencies.

Client Development: This competency has
to do with identifying potential clients and mak-
ing a sale to these clients (i.e., the sales and
marketing piece of the business). It is more than
that, however, in that it also includes the skill
required to develop a long-term relationship with
the client to provide service on a continuing
basis.

Oral and Written Communication: This com-
petency represents skill with the use of the Eng-
lish language. Understanding how to write and
communicate succinctly while getting the point
across. Listening, critically and analytically, is a
very significant and valuable communication
skill. One needs to know what goes into a pro-
posal, understand the components of a con-
tract, and how to prepare a project report.

Contract Management: The consultant
needs a basic understanding of the components
of a contract. While contracts between the con-
sultant and the client may be paramount, con-
tractual relationships exist between the consult-
ant and vendor, as well as with other business
relationships. Some contracts are written while
some may be verbal or only implied.

Professional Development: A consultant
that does not hold this competency in high es-
teem and does not act on it will not be competi-
tive for long. Professional development includes
development of technical expertise as well as
development of all the core competencies.

Analytical and Critical Thinking: Thinking
analytically involves identifying components of
the problem to be resolved and the relationships
and dependencies of those components Think-
ing critically requires an understanding of the
assumptions that are in play and examining
those assumptions to determine whether or not
they are valid. Problem solving is a significant
component of the consulting profession and
problem solving requires analytical and critical

thinking

Ethical Guidelines and Professional Stan-
dards: One might argue whether or not this com-
ponent is a competency; however, it is included
on the belief that, all things being equal, the
consultant that demonstrates strengths in this
area will have a competitive advantage.

Business and Financial: Regardless of the
consultant’s clientele, the consultant is operat-
ing as a business in a business environment.
Understanding how to manage and operate a
business is fundamental to being competitive in
the consulting profession. Financial aspects of
business involve budgeting, accounting, finan-
cial reporting, and reporting and paying taxes.

Organizational Awareness: Requires an
understanding of the organizational structure of
a client or customer. It also means the consult-
ant has an awareness of the formal organiza-
tional structure and the impact of informal or-
ganizational structures as well. Organizational
awareness involves recognition of all working
relationships and understanding the quality of
the relationship.

During the presentation, Ray asked for and
got significant discussion among the members
present. Ray concluded his remarks by review-
ing the value of having and using the core com-
petencies that were presented. The values in-
clude:

They provide a hierarchical organization of
the consulting knowledgebase (taxonomy)

They provide a framework for self-
evaluation

They help identify professional develop-
ment needs

They provide a framework for assessing
competition and for providing differentiation
from competition

Ray Giske, principal Giske Consulting
Group, Inc. is a 10 year member of ICCA. He has
served both as Vice-President and President of
the Minnesota Chapter and is currently serving a
two-year term as a Director on the National
Board of Directors. Giske Consulting Group, Inc.
may be reached at rgiske@gcginc.us

September Ponderable:

- John Maxwell



[ | |INDEPENDENT
COMPWTER
CONSULTANTS

/

[ASSQCIATION

Minnesota Chapter
www.icca-mn.org e 612-245-ICCA

5930 N. Oakview Lane
Plymouth, MN 55442

When You Hire One of Us, You
Get Our Collective Knowledge and
Experience

Newsletter Position Open

Your Minnesota chapter has a
vacancy for Newsletter Editor.
Please step up to the plate and
volunteer to perform a valuable
and much appreciated service to
our consultant community.
Countless rewards await some

wordsmith.

-- JR, (an interim) Editors

THE OUTSIDER

By KARL HELLA

This space will be unfamiliar to those of
you receiving only the electronic version of
the newsletter. Bob Newman was not
generating a page for mailing labels so
when he sent me the file, | added this page,
printed paper copies and mailed those
copies to people holding firm to the 20th
century. Rather than leave the page blank, |
decided to ramble about whatever struck a
chord that month.

This month it is the weather. | don’t like
temperatures much above 80 so this has
been a pleasant summer for me. And the
grass has looked good even though there
wasn’t enough rain to require frequent
mowing. What more could you want? Of
course the resort industry has a different
opinion!

A future topic might be the effects of
outsourcing. Are you following the series in
the StarTribune? If you have any ideas
about that, let me know.



