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Diagnostic Consulting 

Disruptive Technologies are changing the World. 

The internet, search engines, databases, cloud computing, mobile computing and countless other 
technologies are changing the way we work, think, play and communicate. These technologies are 
restructuring the world, its industries and its value chains.  

 The Book industry has been restructured by Amazon.com and the i-pad 

 The Learning industry by search engines such as Google 

 The Newspaper industry is being challenged by e-bay (classified ads) 

 Retail is threatened everywhere  by online shopping 

  Supply chains are being restructured. 

 Accountancy is being redefined by online accounting  

The Consultancy Dilemma 

Consulting practices work hard to maintain a monopoly on their knowledge and hence defend their 
competitive advantage and premiums when they sell their time. Information age technology 
however, drives knowledge creation and sharing on an unprecedented level. Essentially IT can 
commoditise aspects of the consulting process and challenge the traditional knowledge monopolies. 
But IT can also offer terrific advantages of improving competitiveness and wealth.  

The Practices that do embrace  the new world will find that that they will be able to provide 
completely new consulting paradigms that will restructure business, provide new competitive 
advantages and create time, money, sustainable competitive advantage and shareholder value all at 
the same time. 
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Qimono will restructure the Diagnostic Consulting process. 

Qimono is a diagnostic platform built for consultants to 
identify risk, organisational improvement opportunities 
and ensure continuous improvement. It is built for the 
whole consultancy practice and enables the 
development of specialist diagnostic expertise and the 
building of diagnostic divisions. (In much the same way 
as the medical industry). The future Consultancy will 
have a professional diagnostics capability in which future 
and best practices can be shared across the consultancy 
and its clients, recommendations developed and 
execution monitored. Client and industry knowledge will 
be captured and shared using the seamless, ubiquitous advantages of cloud computing.  

Consulting will not become a commodity but Practices will learn faster, aggregate and store 
knowledge quicker, and share knowledge more widely within and outside the practice. 
Consultancies will be custodians of clients’ continuous improvement systems. 

How does Qimono work? 

It is a cloud based system that supports the consultancy process: 

 It captures Best or desired Practice  

 Converts them into diagnostic tools  

 Enables measurement of current practice against desired practice 

 Facilitates action planning  and automates report writing 

 Manages the Diagnostic Consulting process across the Practice 

 Captures the client interaction in databases  for monitoring progress 

 Aggregates data for cluster analysis, benchmarking  and development 

 Enables monitoring  improvement through dashboards 

 

Create Time, Money, Competitive Advantage, Client Benefits and Company Value.  

Creating Time  

“A process that took us 7 days could be completed in 7 hours”:  USA based consultant 

 Rapid Futuring:  The system enables the definition and consensus of desired future 
organisational capability. Draw from a library of Best practice diagnostic tools or quickly 
customise for the specific performance improvement requirements of the client. 

 Faster Situational Analysis:  The tools enable rapid online, self or expert assessment.  

 Automated Gap Analysis:  The system automatically identifies and visualizes gaps and scores 
capability. 

 Quicker reporting:  Client interaction is captured and both word reports and web based 
dashboards generated.  
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Creating Money 

“We charged the client $50 000 for a Needs Analysis which led to uncontested revenues of over a $1 
million in 12 months”: Client a major USA City. 

“The Diagnostic Consulting approach was a major factor in our 174% revenue growth: New Zealand 
Consulting Company 

 Online Prospecting:  Engaging customers through self-diagnostics in high traffic areas on the 
internet generates qualified leads. 

 Diagnostic Selling:  The Diagnostic consulting process has proven to be the most effective 
sales methodology.  Asking questions engages and involves the client and the gap 
visualization and automated action planning accelerates commitment to solutions.  

 Expanding the sales force:  The diagnostic tools can be used by an extended number of 
people and partners. The web based approach enables internet reach. 

 Increasing the Product Line: More competitive models will enable more revenue streams. 
Capturing data would enable the selling back to the industry reports on trends and profiles.  

 Extending Engagement:  Embedding systems of continuous improvement within the client 
promotes longer engagement and opportunities for follow up. 

 Delivering Benefits to Clients: 

“I was able to clearly see the areas needing improvement, get on top of the issues and then use 
the tools that the consultant provided to 
ensure the execution”(customer feedback) 

 Fast professional diagnostic process 

 A whole library of Best Practice 
diagnostic tools 

 Visualization of strengths and 
weaknesses 

 Systematic development of action plan 

 Monitoring execution through 
dashboards 

 Benchmarking, industry analysis and 
trends. 

 Continuous Improvement advice and 
guidance 

Creating Competitive Advantage 

“We rated all our activities in terms of market penetration, profitability and sustained engagement... 
this came tops” (Global Consulting Company) 

 A professional Diagnostic Approach: the consultant is able to offer a well-structured, leading 
edge, client engaging approach. 

 A library of Competitive Practices:  tools from a growing global library as well as the ability to 

focus on clients specific future competitive needs. 

 Faster report turnarounds: the automation of the process enables faster reports and 

dashboards. 
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 Greater industry knowledge: capturing all client interactions enables the building of industry 
databases for trend, cluster and benchmarking reports. The consultancy will have an 
industry knowledge advantage. 

 Diagnostic Consulting across 
Communities: Qimono can 
uniquely deliver diagnostic 
services across clusters or 
communities of organisations 
where the client is a Development 
Agency, Business Cluster or Public 
Sector service. Examples are 
Sports Associations, Not for 
Profits, Supply Chain and 
Associations. 

Improving Company Value: 

“Consultancy practices have low valuations as they are not scalable and their IP walks out the door 
every day.” (Investment Banker) 

 Profitability Improvement: Increased revenues from diagnostic selling and marketing with 
reduced costs from efficiency gains. 

 Asset Value:  
 Intellectual Property Assets: Capturing  the IP of the practice will convert 

liabilities (Consultants walking out the door every day with the IP in their 
heads.) into assets ( a software library of best practices) 

 Knowledge Assets: Capturing each diagnostic into a database will grow a 
knowledge asset of industries and clusters that will enable industry leadership.   

 Market Capitalisation:  Conversion of liabilities into assets, use of scalable IP tools and the 
sale of knowledge assets should improve that earnings multiple in the market capitalisation 
ratio. 

Conclusion: 

Qimono offers a Diagnostic Consultancy approach that enables the definition of competitive practice 
and interrogation of current practice to define critical performance needs and solutions. 

A diagnostic software engine that enables rapid development of assessments, recording of 
responses through online self-assessment or expert led, generation of reports and dashboards, data 
capture, data analysis, benchmarking. 

We have proven that this can lift the value and profitability of a consulting practice. 

If you want to review how Qimono can help you manage the risk and improve the capability of your 
community, please contact us.  
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