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A five-phase spine for running consulting engagements end to end — pitch, contract,
mobilize, deliver, and close — with the templates and governance rhythm to keep scope,
margin, and the client relationship intact.

How do you price a fixed-scope engagement versus time-and-materials?

Fixed-scope works when the problem is well-diagnosed and the deliverables are clear —
price it to the value of the outcome, with a floor based on effort. Time-and-materials is the
honest choice when the scope is still genuinely uncertain; just be explicit with the client
about why, so it doesn't read as hedging.

What goes in a Statement of Work that most consultants forget?

A named change-control clause. Without one written into the SOW itself, there's no shared
mechanism to price and approve scope changes — so they get absorbed silently instead,
which is exactly how margin disappears over the course of an engagement.

How do you handle scope creep without damaging the client relationship?

Log every request against the SOW's change-control clause and bring it back to the client
as a priced option, not a confrontation. Clients rarely object to paying for more work — they
object to being surprised by it after the fact.

What's the right cadence for steering committee updates?
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Weekly, held without exception — even in a week with "nothing new" to report. An as-
needed cadence reliably becomes never, and the first real update the client gets ends up
being the final readout, which is far too late to manage a surprise.

How soon after close should you ask for a referral or case study?

Within a week of the final readout. The outcome, the client's enthusiasm, and their
willingness to be quoted are all highest right after a successful close and fade quickly once
attention moves to the next priority.

{ "@context": "https://schema.org", "@type": "FAQPage", "mainEntity": [ { "@type":
"Question", "name": "How do you price a fixed-scope engagement versus time-and-
materials?", "acceptedAnswer": { "@type": "Answer", "text": "Fixed-scope works when the
problem is well-diagnosed and the deliverables are clear — price it to the value of the
outcome, with a floor based on effort. Time-and-materials is the honest choice when the
scope is still genuinely uncertain; just be explicit with the client about why, so it doesn't read
as hedging." } }, { "@type": "Question", "name": "What goes in a Statement of Work that
most consultants forget?", "acceptedAnswer": { "@type": "Answer", "text": "A named
change-control clause. Without one written into the SOW itself, there's no shared
mechanism to price and approve scope changes — so they get absorbed silently instead,
which is exactly how margin disappears over the course of an engagement." } }, { "@type":
"Question", "name": "How do you handle scope creep without damaging the client
relationship?", "acceptedAnswer": { "@type": "Answer", "text": "Log every request against
the SOW's change-control clause and bring it back to the client as a priced option, not a
confrontation. Clients rarely object to paying for more work — they object to being surprised
by it after the fact." } }, { "@type": "Question", "name": "What's the right cadence for
steering committee updates?", "acceptedAnswer": { "@type": "Answer", "text": "Weekly,
held without exception — even in a week with \"nothing new\" to report. An as-needed
cadence reliably becomes never, and the first real update the client gets ends up being the
final readout, which is far too late to manage a surprise." } }, { "@type": "Question", "name":
"How soon after close should you ask for a referral or case study?", "acceptedAnswer": {
"@type": "Answer", "text": "Within a week of the final readout. The outcome, the client's
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enthusiasm, and their willingness to be quoted are all highest right after a successful close
and fade quickly once attention moves to the next priority." } } 1}
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available free to Think Insights subscribers. Enter your email to unlock it instantly and get
our weekly insights newsletter. No account needed, and access is remembered on this
device.

First Name

Last Name

Email

Country - Select -

® ] agree to data processing in accordance with GDPR

Submit \

Leave this field blank

Think Insights - thinkinsights.net -4-



References

Related playbooks

Consulting

Trusted Advisor Storytelling & Thought Leadership Playbook

A framework for using genuine storytelling technique — specific narrative structure,
concrete detail, and clear stakes — to make trusted advisor insight memorab

e Practitioner
¢ |Intermediate

e Template Included

Read playbook

Think Insights - thinkinsights.net -5-



Consulting

Trusted Advisor Metrics & Self-Development Playbook

A framework for consultants to track their own trusted advisor development deliberately —

structured feedback gathering, honest self-reflection, and targeted co
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Mithun A. Sridharan
I'm Mithun A. Sridharan, Founder of this website - Think Insights - on Strategy, Management

Consulting, Leadership, Digital Transformation, and Data Literacy. Follow me on social
media or connect with me on LinkedIn for updates.
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