What a Deliverable Actually Is

Idea In Short

A deliverable is simply the final product of a consulting phase or project, whether that takes
the form of a spreadsheet model, a marketing plan, a facilities blueprint or a workshop. In
practice, that product overwhelmingly takes the form of a presentation, and understanding
why executives consistently expect that format, even when the underlying analysis lives
somewhere else entirely, reveals something genuinely useful about how organizations
actually communicate and decide.

Defining a Deliverable Precisely

A deliverable is simply the final product of a consulting phase or project, and it comes in
many possible forms: a spreadsheet model, a strategic plan, a facilities blueprint, a
customer research summary, a workshop, or a formal presentation.1 Across a wide range of
consulting engagements, that final product overwhelmingly ends up taking the shape of a
presentation, regardless of how much of the actual underlying work happened elsewhere.

The Product Clients Are Actually Paying For

A presentation is the tangible product a client receives in exchange for a fee that can range
from tens of thousands to millions of dollars. Clients understand perfectly well that the
recommendations on those pages carry real potential to increase revenue, reduce cost or
improve cash flow, and the value being purchased is never really the paper itself; it is the
expertise, research and analytical rigor supporting whatever conclusion appears on the final

page.
Presentation Skill Is Non-Negotiable
Competent presentation building functions as an absolute baseline requirement across

professional services work; a consultant unable to construct a well-structured, persuasive
and visually clear presentation will not last long in the field. Clients do occasionally pay for
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other formats entirely, working software tools, performance dashboards, formal training, or
structured surveys, but presentations remain the format executives most consistently
expect and recognize.

Even Excel-Heavy Work Ends in a Presentation

Consider a project where the overwhelming majority of substantive analytical work happens
inside a sophisticated, carefully constructed spreadsheet model, complete with clearly
labeled constraints, explicit assumptions, and detailed sensitivity analysis. No presentation
could genuinely replicate the flexibility and analytical depth of that underlying model. And
yet, a presentation still typically gets built anyway, because it serves a fundamentally
different communication purpose than the model itself.

Why Building the Presentation Still Adds Real Value

Building a presentation to explain an already-complete spreadsheet is not wasted effort; it is
a genuinely lean activity that delivers value the client is willing to pay for.2 It explains the
process behind the underlying model, documents which data sources and interviews
informed it, functions as a practical instruction manual for using it going forward, highlights
the model's central findings, and packages sensitivity analysis into an easily digestible
format that can circulate among executives who will never open the underlying file directly.

Why Executives Specifically Favor This Format

Presentations endure as the dominant deliverable format for several concrete reasons: they
display logical structure visually, remain inherently visual and easy to scan, are typically
grounded in supporting data when done well, tend to be organized around clear inputs and
outputs, make underlying assumptions explicit rather than hidden, and focus a reader's
attention squarely on the handful of takeaways that actually matter.

A Format That Extends Well Beyond Consulting

Professionals in adjacent fields, from law to accounting to marketing, share a great deal in
common with consultants even though their specific deliverables typically take a different
form, less frequently built as a formal slide presentation. Even so, a concise presentation,
whether three pages or ten, offers a genuinely useful way to summarize a project's process
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and results at a more strategic level, functioning almost like a formal brief that provides real
closure to an engagement while helping guard against gradual, uncontrolled scope creep.

Matching the Deliverable to the Decision

Not every audience needs the same deliverable format, even within a single engagement. A
working team implementing a recommendation may need the detailed spreadsheet model
itself, while the executive sponsoring the project may only ever need a two-page summary
highlighting the decision and its financial impact.3 Recognizing that different stakeholders
genuinely need different formats, rather than defaulting to one deliverable for everyone
involved, is itself a mark of a more sophisticated consultant.

The Deeper Lesson About Communication Format

The underlying lesson generalizes well beyond any specific professional field: the format a
deliverable takes should match how the intended audience actually processes information,
not simply how the underlying work was originally produced. A brilliant analysis buried in a
format its audience cannot easily digest delivers far less real value than a simpler, well-

structured summary built specifically around how decision-makers actually read and decide.

e 1Deliverable
e 2Lean manufacturing
e 3Stakeholder analysis

Summary

A deliverable is simply the tangible product a client pays for, and across professional
services work that product overwhelmingly takes the form of a presentation, regardless of
where the underlying analysis actually happened. Presentations endure because they show
logic, make assumptions explicit and focus attention on what matters, a genuinely different
function than the analysis itself.
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