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Abstract: The process of providing the consulting services and the interaction between the
sides and the roles both providers and consumers - consultants and small businesses play
are investigated. Together with the desk research over the rules and concepts established
in the theory, the approaches for the extent of consultant’s interference and the forming of
the consultant’s profile when solving the problems of the SMEs are discussed in the paper.
Still neither process consulting nor content consulting could be recommended in absolute
terms, but the successful type of a consulting organisation could only be characterised. It
is important, that in every aspect the theory be adapted according to the specifics of the
problems.
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Pe3rome: V3cneaBaHu ca rnpoueca Ha rnpefocTaBsHe Ha KOHCYATAHTCKW yCayru v Ha
B3auMOAENCTBME MEXAY CTPaHUTE WU POSINTE, KOUTO MUrpasit, KakTo AOCTaBYALUTE, Taka u
rnoTpebuTennTe — KOHCy/ITaHTU U NPeACTaBUTENN Ha APe6HUSI bU3HeC. Hapes ¢ KabMHETHOTO
rnpoy4YBaHe BbpXy yCTaHOBEHUTE B TEOpUsITa MpaBuia M KOHLUENUMW, B CTaTusita ce
ANCKYTUPpaT noaxoamTe 3a 0bxBata Ha Hamecata Ha KOHCY/JTaHTa v 3a (OpMUPaHETO Ha
KOHCY/ITAHTCKUS NMpogua npu peluaBaHeETo Ha npobnemmute Ha MCII. llpu Bce ToBa, HUTO
MPOLECHOTO KOHCY/NTUPAHE, HUTO KOHCY/ITUPAHETO M0 CbAbP)XaHWE Ce rpernopbysBaT B
abCcosIlTEH CMUCBJI, @ YCMELWHUST TUIM Ha KOHCY/ITaHTCKata opraHu3auunsi Moxe caMo Aa
roslyYn xapakTepuctuka. BaxHO e, BbB BCEKM OT acrekTute, Teopusita Aa ce agantupa
crnpsiMmo crneyngukata Ha rnpobiemure.

KnroyoBn A[yMM: rpoLECHO KOHCYJITUPAHE, PeCYpPCHO KOHCY/TUPAaHe, IeHepaincTu,
KOHCYJITaHTW TECHMU Crieynaanctu, rnogxoan 3a rogromaraHe Ha MCl1

JEL Classification: L84, M10, M14

I. Introduction I. BbBeaeHue

The main object of the paper is the com- OCHOBHUAT 06eKT Ha cTaTuaTa ca pupmuTte
panies and institutions engaged in pro- N WHCTUTYUNWTE, aHraxupanu B Npefoc-
viding management consulting together TaBAHETO Ha YNPaBNEHCKO KOHCYNTMPaHe,

with the small businesses as consumers of Hapea c ApebHus bustec, kato |10Tpe6m-
Ten Ha Te3n ycnyru. NpeamMeTsT WU e npo-

tl;ese s.ecll’.vlcesh Its subjlef:t IS the. proces; LLeCbT Ha NpeaoCTaBAHE HA KOHCY/TITAHTCKM
of providing the consulting services an YCIYTM U Ha B3aWMOAENCTBMETO Mexay

the interaction between the sides and the [OCTaBUYNLMUTE U NOTPEBUTENUTE — KOHCY-
roles both providers and consumers - con- TaHTU u apebeH busHec.
sultants and small businesses play.

Llenta e pa ce u3cneasart CI'IeLJ,Md)Ml-IHVITe
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The goal is to investigate the specific char-
acteristics and needs of the small and me-
dium-sized enterprises (SMEs) concerning
the management consulting assistance.
The tasks decomposed from it cover the
clarification of the management consulting
as a business support service, the iden-
tification of the types of consultancy ad-
equate to SMEs and the expected role and
approaches of the consultants when work-
ing with the SMEs.

It will be the desk research over the rules
and concepts established in the theory,
and field reference to opinion of acting
consultants and their practices.

The biggest concern of the process con-
sultant is the capacity of the organisation.
It is much more viable when assisting a
small company to deal with the problem
on its own in the same manner as he has
done it. Whereas the standard consult-
ant is more concerned about offering his
knowledge, the process consultant is con-
cerned about offering his skills and values.

As far as the consulting process itself is
concerned, the activities are separated ac-
cording to the different stages of the con-
sulting process. The first stage concerns
the determination of the relations consult-
ant-client and the work concept. At the
diagnostic stage, the necessary change
is identified and an orientation towards
the activity suggestions is carried out. At
the planning stage, alternative decisions
for activities and expected limitations are
developed. At the implementation stage,
the changes start and monitoring is made,
and the last stage - closing, is marked by
the general development of the task, the
documentation and the agreement.

The extent of interference in the manage-
ment processes of the small businesses,
as well as the use of this interference by
the consultant, is based on written and
non-written regulations. It is a practice
for the consulting organisations, the mor-
al principles and rules of behaviour to be
systematised in ethic codes.

It will be suitable also to throw a light over
the application to the practice in the coun-
tries in transition, now most of them new
EU accession countries. Among the spe-

XapaKTEPUCTUKM N HYXAM Ha Mankute wu
cpegHn npeanpuaTtusa (MCM) no oTHowe-
HMe Ha KOHCy/nTaHTCcKaTta nomou. [lekoMm-
NO3npaHnTE OT HES 3a4a4M KacasT U3SCHS-
BaAHETO Ha YNpaBNEHCKOTO KOHCYNTUpaHe,
KaTo ycnyra 3a noakpena Ha 6usHeca,
naeHTudnumpaHe Ha agekBaTHuTe 3a MCI
TUMNOBE KOHCYNTUPaHE U O4YakBaHUTE pons
M NOAXOAM Ha KOHCYNTaHTUTE, KoraTo pa-
6oTat ¢ MCI.

B cTratuaTa we npeobnanasa KabUHETHOTO
npoy4YBaHe BbpXy YCTAaHOBEHUTE B TEOPU-
ATa NpasBuia v KOHUENUUN, C NPakTUYecKn
efleMEHTM Ha OTpa3siBaHe Ha MHEHMETO Ha
[ENCTBALLUM KOHCYNTAHTU U TexHuTe 6us-
Hecu.

Hali-ronsamata 3arpuMXeHoCcT Ha npouec-
HUS KOHCYNTaHT € KanauuTeTbT Ha op-
raHm3aumsaTa. B owe no-ronsgma creneH
e Ba/imaHa Ta3Wn 3arpuXXeHoCT, KoraTo ce
nognomMara Mmankarta ¢upma. lNpu ycnosue,
ye ,KNacM4eckusaT” KOHCYNTaHT e no-3a-
rPUXEH 3a TOBa NPOCTO Aa CU NpeaoCcTaBu
3HAHWETO, TO MPOLUECHUSAT KOHCYNTAHT Cce
KOHLEHTPMpPa BbpXy NpenocCTaBSAHETO Ha
YMEHUATa N LEHHOCTUTE CW.

Mo OTHOLWEHMA Ha CaMUs KOHCYSITAaHTCKU
npouec, ce npaBu pasgeneHne Ha Aen-
HOCTUTE NO OoTAENHUTE da3n Ha TO3M NMpo-
uec. MbpBaTa dasa kacae AeTEePMUHAHTU-
T€ Ha OTHOLUEHUATA KOHCYNTAHT-KIMEHT U
paboTHaTa KoHuenuus. MNMpu cnepsawara,
dazaTta Ha AMarHocTuka, ce ngeHtTnduum-
pa HeobxoanMaTa NpoMsiHa U Ce N3BbPLLBA
OpUEHTaUNA KbM NpensioXKeHUs 3a AeNcT-
Bus. MNpu dasata Ha NnaHMpaHETo ce pas-
paboTBaT anTepHaTUBHUTE peLlleHus 3a
AENCTBMSATa M 0YaKBAHUTE OrPaHUYUTENN.
BbB (pasaTta Ha npunaraHeTo, Ce U3BbPLU-
BaT MPOMEHUTE M Ce MpaBu MOHUTOPUHT.
MocnepHata dasa — NpUKIYBAHETO € Noj,
3HaKa Ha obLWoTOo pa3BUTUE M Mperfes Ha
3ajayaTa, AOKYMEHTUPAHETO Ha U3BbpLUe-
HOTO M AOBbBpPLUBAHE Ha Kjlay3u Mo cropa-
3YMEHUETO.

O6xBaTbT Ha HaMecaTa B yNpaB/iEHCKUTE
npouecn Ha MaskuTe 6M3HEeCU, KakTo U
M3MOoN3BaHETO Ha Tasu HamMeca OT KOHCYI-
TaHTa ca 6asupaHn Ha MUCMEHU U YCTHMU
pernaMeHTauuu. B npakTukaTa Ha KOHCyn-
TAHTUTE € MOpaJIHUTE MPUHUMMM U NpaBu-
na 3a noeejeHue Ja ce cucTemMaTmMampar B
€TUYHWN KOAEKCU.

BaxHO e cblWo Ja ce XBbp/U CBETIU-
Ha BbpXy MpWIaraHeTo B MpaKkTUKaTa Ha
CTpaHHUTE B Npexoj, B Halle BpeMe noytu
BCUYKM HOBW CTpaHW YneHKn Ha EBponeit-
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cifics of management consulting in one of
them - Bulgaria, are: the use of the con-
sultant in the role of a mediator in the
management; the use of consulting help
by the managers in order to “support” al-
ready taken decisions; demonstration by
the managers of “readiness” to implement
the scientific approaches into practice.

Though the extent of consultant’s interfer-
ence and the forming of the consultant’s
profile when solving the problems of the
SMEs are discussed in the paper, still nei-
ther process consulting nor the content
consulting could be recommended in ab-
solute terms and the successful type of
a consulting organisation could only be
characterised. It is important, that in eve-
ry aspect the theory be adapted according
to the specifics of the problems.

II. The process of management con-
sulting

With a view to the full objectivity in the
estimations, a decoding of the motives,
goals and the types of services is needed
in engaging management consultants and
their arrangement depending on the prob-
lems of our small firms.

As the main objectives were presented, it
will be more suitable to throw light over
the real practical application in the coun-
tries in transition/ new EU member states.
One important aspect of studying the de-
velopment of management consulting is
its perception on one hand as resource
consulting and on the other, as process
consulting. Generally, the resource con-
sulting can be determined as a transfer of
knowledge from the consultant to the cli-
ent and the process consulting as a trans-
fer of skills. After the serious contribution
of Edgar Schein in this field (the two books
of “Process Consulting” from 1969, repub-
lished in 1987 and in 1988), the process
consulting is perceived as a tendency in
our times and needs more attention.

According to Schein (Schein, 1997, p. 152)
the process consultant should help the or-
ganisation to solve its own problems, the
consequences from these processes and
the mechanisms by which they could be
changed. The biggest concern of the pro-

ckmsl cbto3. Cpep cneumdukuTe Ha ynpa-
BJIEHCKOTO KOHCYNTMpaHe B efHa OT TaX
- bbnarapus, ca: U3nNoni3BaHETO HA KOHCY-
TaHTa B poJiiTa Ha MeauaTop B ynpaBJieH-
ckuTe npobnemMm Ha onpepeneHa upma;
M3MON3BAHETO Ha KOHCYJITAHTCKa MOMOLY,
OT MEHUOXbPUTE, C Uen ,4a ce nogkpenar”
BeYye B3eTW pelleHusl; AeMOHCTpMpaHa oT
MEHUOXbpUTE ,FOTOBHOCT” Aa ce npwunarat
Hay4YHM NOAXOAM B NMpaKTMKaTa.

Makap cTeneHTa Ha KOHCYNTaHTCKa HaMe-
ca U dopMUpaHETO Ha npoduaa Ha KOH-
CynTaHTa MNpu pellaBaHe Ha npobnemuTe
Ha MCI ga ce AMCKyTUpaT B CTaTUATa, He
MOX€E KaTeropuM4yHo Aa ce onpeaenn Kato
YCMNeLwHo HUTO CaMO MPOLLECHOTO KOHCYJI-
TUpaHe, HUTO CaMO KOHCYNTUPAHETO Mo
CbAbpXKaHMETo. BaHO e BbB BCUYKM ac-
NnekTn, TeopusiTa Aa ce afjanTupa crnopes
crneundukaTa Ha npobnemMuTe.

II. NMpouecbT Ha YyNpaBJZIEHCKO KOH-
cyntupaHe

C ornea Ha nbnHaTa 06EKTUBHOCT B OLIEH-
KWTe ce Hanara gekogumpaHe Ha MOTUMBMW-
Te, UenuTe M TMNOBETE YCAYyrn, Korato ce
@HraxkupaT YMpaBfEHCKN KOHCYNTaHTU W
OopraHusauusitTa MM B 3aBMCMMOCT OT MNpo-
6nemMuTe Ha Mankute HUpMu.

Cnepn kaTto 3apauvnte 6saxa npeacTaBeHw,
we 6bae NO-NOAXOASALWO Aa Ce XBbpau
CBET/IMHa BbpPXYy peanHoTo npwiaraHe B
npakTukKaTa Ha CTpaHuTe B npexoa/ HOBU
uneHkn Ha EC. BaxeH acnekTt Ha uscnea-
BaHe Ha pas3BUTMETO Ha YynpaBfieHCKOo-
TO KOHCy/TMpaHe e Bb3MNpuMeMaHeTo My B
OTAENHUTE rpaHuLUM Ha MPOLECHOTO KOH-
CynTMpaHe M KOHCYNTUpaHeTo, OCHOBaHO
Ha pecypcuTte. KaTto U810, KOHCYnTUpaHe-
TO, OCHOBaHO Ha pecypcuTe MOXe Ja ce
onpegenu KaTto TpaHcdep Ha 3HaHue oT
KOHCY/NTaHTa KbM K/IMEHTa, a NpoLEeCHOTO
KOHCYNTUpaHe, KaTto TpaHcdep Ha yMeHus.
Cnep cepno3Hus npuHoc Ha Eagrap LWaiH B
Ta3un obnact (aBete My KHurmu ,lpouecHo
KOHcynTmMpaHe” ot 1969 r., npensgageHu u
npe3 1987 r. n 1988 r.), NpoLeCcHOTO KOH-
CynTupaHe ce Bb3npuMeMa KaTo TeHAEeHUMS
B Halwe BpeMe M 3ac/y)XaBa 3HauuTesHO
noeeye BHMMaHue. Cnopeg LWanH (Schein,
1997, p. 152), npoueCcHUST KOHCYMTaHT
Ta6Ba ga noMara Ha opraHusaumaTa Aa
paspelwaBa cobcTBeHUTEe cu npobiemu,
cneacTeBMsaTa OT TE€3M MpoLecu U MexaHu-
3MUTe, Ype3 KOUTO Te MoraT Aa ce npome-
HAT. Han-ronamaTta TpeBora 3a NpouecHus
KOHCYNTaHT e KanauuTeTa Ha OopraHusa-
umMaTa ga ce cnpaeu cama (Kato 1 npupage
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cess consultant is the capacity of the or-
ganisation to deal with the problem on its
own (using the consultant’s skills and val-
ues) in the same way as he has done it
(Greiner & Metzger, 2002).

The first stage of the consulting process
concerns the determination of the ratio
consultant-client and the work concept.
At the diagnostic stage the necessary
change is identified and an orientation to-
wards the activity suggestions is carried
out. In planning the activities, alternative
decisions are developed with suggestions
for activities and expected limits (Baltov,
1995, 1996). At the introduction stage,
the changes start and monitoring is done,
and the last stage - closing, is marked by
the general development of the task, the
documentation and the agreement.

This separation of the process is not the
only possible one but is a good base to
analyse the problems concerning the ex-
tent of the consultant’s interference. If a
scheme of arranging the potential consult-
ant interference is traced, then in the fi-
nal points of the scheme the analyser, the
interventionist, the independent expert
and the collaborator are most successful
(Weiss, 2009, p. 15).

Extremely strong is the difference between
the independent expert and the interven-
tionist, as in the first case we can talk
about solving of a specific need of the cli-
ent and in the second case about improv-
ing his situation. In other words, in the
first case the client is hungry and the con-
sultant (independent expert) must catch
the fish for lunch. At the other end of the
scheme are the interventionists who edu-
cate the clients, so that these needs can
be satisfied in the future by themselves.

Although, it is tightly oriented in the field
of consulting organisational development,
and is more suitable for big organisations,
it is interesting to see the model of Harvey
about the depth of the interference as part
of the connection consultant - client (Har-
vey & Brown, 2006, p. 226). This depth
is understood as the extent to which the
purpose of the change is a formal system
(characterised with a high accessibility -
e.g. the data are public and with low in-

yMeHusITa U LLEHHOCTUTE CKN) MO HAYMHa Mo
KonTO 61 ro HanpaBwunia, ako Toh s noano-
Mara ampekTHo (Greiner & Metzger, 2002).

MbpBaTa daza oT npoueca Ha KOHCYNTMpa-
He 3acsira AeTEepMMHUpPAHETO Ha pa3snpe-
AeneHneTto Ha paboTaTa Mexay KOHCyn-
TaHT U KJIMEHT U caMaTa M KoHuenuus. Bue
¢aszaTa Ha AMArHocTMKa, ce naeHTnuLUm-
pa HeobxoagmMmaTa NMpoMsiHa U Ce U3BbPLU-
Ba OpMEHTauUMsATa KbM MNpeanoxeHusTa 3a
aKTUBHWM agencteus. MNpu naaHMpaHeTo Ha
Te3n AeNCTBuUS, Cce pa3BuMBaT anTepHaTUB-
HUTE peLUeHusl, BKOYBALWLM Npeanoxe-
HUS N CbOTBETHUTE orpaHunumTenu (Baltov,
1995, 1996). BbB hazaTta Ha BbBexXaaHe-
TO, MPOMEHUTE HacTbNBaT U Ce U3BbLPLLBA
MOHUTOPWUHI, @ Ha nocnegHata ¢asa (3a-
BbpLUBaHE) Ce NpUK/IOYBa LUSIOCTHO 3a4a-
yaTa, AOKYMEHTMpaT ce AehCTBMATa U ce
durHanmM3npa cnopasyMeHmneTo.

ToBa pasfgeneHue Ha npoueca He e eauH-
CTBEHO BB3MOXHOTO, HO e Agobpa ocHoBa
3a aHanu3 Ha npobnemute n onpepensiHe
Ha CTeneHTa Ha HaMeca Ha KOHCyNTaHTa.
AKO ce npocneam Bb3MOXHaTa CXemMa Ha
OpraHumsMpaHe Ha KOHCy/ATaHTCKaTa Ha-
Meca, To Te3u (Hamecm) noa dopmaTa Ha
aHanmMsaTop, WHTEPBEHUMOHUCT, He3aBu-
CUM eKCnepT M CbTPYAHUK U3NbKBAT KaTo
Han-ycnewHun (Weiss, 2009, p. 15).

OcobeHo cunHa e pasnunkaTa Mexay Hesa-
BUCUMUSA €KCNepT U WMHTEPBEHLMOHMUCTA,
KaTo Npu NMbpBMS FOBOPMM 3a pa3pellaBa-
He Ha crneundunyHa HyXXAaa Ha KJMeHTa, a
npM MHTEPBEHUMOHWUCTA 3a noAobpsiBaHe
Ha nonoxeHueto. C Apyrn aymMmu, B Nbp-
BUS Cilyyan, KIMEHTBT e ,rnageH” u KOH-
CYNTaHTBLT (HEe3aBUCUMUAT ekcnepT) Tpsb-
Ba Oa ,ynoBu” pubaTa 3a o0bsaa. B apyrata
KpaMHOCT Ha cxemMaTa 3a HaMeca ca UHTep-
BEHUMOHUCTUTE, KOWUTO ,ydaTt” K/IWEHTa,
Taka, ye Te3n HyXam aga 6baaT 3a40BoNs-
BaHM OT camuTe TAX.

Makap v na e TCHO opueHTMpaH B obnac-
TT@ Ha KOHCYNTMpPaHeTO 3@ OpraHmn3aLumoH-
HO pa3BUTME M Aa e NoBeYye NoAxoAsL 3a
rosieMU KJIMEHTU, UHTEpPeCceH 3a pasrnex-
[aHe e MoaenbT Ha XapBu 3a AbnbounHaTa
Ha HaMeca, KaTo YacT OT Bpb3KaTa KOHCY/JI-
TaHT - knueHT (Harvey & Brown, 2006, p.
226). Tasn abnboumHa ce pasbupa, KaTo
CcTerneHTa, A0 KOSTO LenTa Ha npoMsiHaTa
e cdopmanHaTa cuctema (xapaktepusmpa-
Ha C BMCOKa CTeneH Ha AOCTbMHOCT — T.e.
[aHHWTE ca nybanMyYHM M C HMUCKa CTeneH
Ha MHAMBMAYaNM3npaHoCT). Ha HMBaTa Ha
AbnboymHaTa OTroBapsT TEXHUKUTE 3a Ha-
Meca, onpeaeneHu KaTo opraHmM3auMOoHHM
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dividualisation). To the depth correspond
the techniques of interference, rated as or-
ganisational (at lower depth), educational
and therapeutic (at deeper interference).

When interference is provided, it is impor-
tant that things should not be viewed as
absolute, and it should be based on the
goals so that the consultant and the client
should co-ordinate the final results of the
engagement and the consultant should be
free to use a number of techniques in the
best way. The more the engagement is
based on alternatives, the more the con-
sultant becomes the “strong hand”.

The extent of interference, as well as the
use of this interference by the consult-
ant, is based on written and non-written
rules of the game in this business. It is a
practice for the consulting organisations in
the West, the moral principles and rules
of behaviour to be systematised in ethic
codes. Such a code is the ACME Code with
12 points (ACME, 2008, p. 34). Concern-
ing its clients, the members are obliged to
serve them competently and objectively,
to keep confidentiality and not to use third
parties on their side, thus giving them
access to information they themselves
have. Concerning their engagements, they
should accept them only if they are com-
petent enough; they should turn to their
best employees for the specific situation
and refuse the assignment if there are too
many negative external circumstances. As
for the fees, they should be based on the
responsibilities and risks undertaken, the
costs and the specific details. The profes-
sional responsibilities are connected with
the respect of the intellectual property and
contacts, adequate self-advertising and
announcing Code violations found.

More detailed is this code in Canada made
by the Institute of Certified Management
Consultants (ICMCI, 2012, p. 48). Here
the responsibilities to the society and the
responsibilities to the other members of
the Institute are determined in different
chapters. According to many specialists
too much institutionalisation and written
rules are useless. More important are the
climate and good behaviour in business.

The picture of the management consult-

(Ha HMCKM HKMBa Ha pgbnbounHaTa), obpa-
30BaTesIHM U TepaneBTUYHM (Ha no-abnbo-
KMUTE HMBA Ha Hameca).

Mpn KOHCyNTaHTCKaTa HaMeca e BaXHO He-
LaTa Aa He ce abcontoTusmnpat u ga e 6a-
3MpaHa Ha uenuTe, Taka, Ye KOHCYITaHTbT
N KTWEHTBT Aa KOOPAMHMPAT KpaliHUTe pe-
3yNTaTu OT @aHraXKMMeHTa, @ KOHCYITaHTbT
na e ceobomeH Aa M3nosa3Ba MHOXECTBO
TEXHUKM MO Han-aobpus HauymH. Konkoto
noBeye aHraXxuMeHTbT € 6asmpaH Ha an-
TEpHaTUBW, TOJIKOBA MNOBEYEe KOHCYNTaHTbLT
npunaobusa ,cunHa pbka”.

CreneHTa Ha HaMmeca, KaKTo M U3MNos3Ba-
HETO Ha Ta3M HaMmeca OT KOHCyJTaHTa ca
6a3npaHn Ha NMCaHU N HEMMCaHM Npaswuna
Ha urpata B To3m 6usHec. MNpakTukata Ha
KOHCYNTaHTCKNTE opraHusaumn Ha 3anaa
€ MopanHuTe MPUHUMMIN 1N NpaBuaa Ha no-
BeAeHWe fa ce CMCTeMaTM3npaT B €TUYHU
koaekcun. Mopoben e KopgekcbT Ha AKME
(AMepuKaHcKaTa acoumaumnss Ha KOHCyn-
TaHTCKUTE OpraHmsauunm) CbCTosw, ce oT 12
onopHu nyHkta (ACME, 2008, p. 34). lNo
OTHOLUEHWNE Ha KSIMEHTUTE CU, YSIEHOBETE
Cca ANBbXHM Aa rm o6cnyxBaT KOMNETEHTHO
n 06eKkTMBHO, Aa 6bAaT KOHMUAEHUNANTHMN
N Aa He M3MNo3BaT Ha CBOS CTpaHa HSAKOM
ApYr, KOUTO Taka 61 nonyyun AocTbn A0
MHpopMaunsaTa c KoAaTo Te pasnonarart. o
OTHOLUEHWE Ha aHraXXMUMeHTUTe cn, Tpsbea
Ja rv npuemaTt camo, ako ca A0CTaTbyHO
KoMMeTeHTHU, 6uxa onpegenunu Ham-ao-
6puTe Cn CNyXUTenu 3a KOHKpeTHaTa Cu-
Tyaumsa n bmxa oTkasanu, ako HeraTUBHM-
Te BbHLWHK 06CTOATENICTBA Ca MNpeKasneHo
MHOro. o OTHOLWIEHMe Ha XOHOopapuTe,
TpsbBa Aa ce ocHoBaBaT Ha NOETUTE OTro-
BOPHOCTW, PWUCK, pa3xoAu U KOHKpeTHaTta
cneundwmka. lNMpodecmoHanHUTe OTroBoOp-
HOCTM Ca CBbP3aHM CbC CMa3BaHeTO Ha MH-
TenekTyanHata cO6CTBEHOCT WU KOHTaKTW,
ajekBaTHaTa camopeknama u obsiBsBaHe-
TO Ha HapyleHMs Ha OCHOBOMoarawuTe
npuHumnu ot Koaekca.

Owe no-gertanneH e To3n Koaekc B KaHa-
[a, U3roTBeH OT TexHUsa VIHCTUTYT Ha cep-
TudurLMpaHnTe ynpaBieHCKMU KOHCYTaHTU
(ICMCI, 2012, p. 48). TyK OTrOBOpHOCTUTE
npea o6LWecTBOTO U OTFOBOPHOCTUTE MNpea
Apyrmte uyneHoBe Ha WMHctutyTa ca obo-
cobeHn B oTtaenHu rnasun. Cnopea MHOro
cneuvanuctn obade, TBbpAe CUAHOTO WH-
CTUTYUMOHaNn3npaHe M NUcaHu npasuna
Ca MU3NULWHMK. No-BaXXHU ca KAUMaTbLT U A0-
6poTo noBeaeHme B 6M3Heca.

KapTuHaTa Ha ynpaBleHCKOTO KOHCYNTW-
paHe e Janey oT MMpa U CNOKONCTBUETO
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ing is far from the peace of the pastoral
scenes. The approaches for the extent of
consultant’s interference and the forming
of the consultant’s profile are different. We
cannot make the role of the process con-
sulting and the conscious consulting abso-
lute yet, and neither can we view the most
successful type of a consulting organiza-
tion as singular. It is important that in eve-
ry aspect the theory should be changed
according to the specifics of the problems.

III. Provision and utilisation of the
consulting services for the small and
medium sized enterprises

In this paper, the position that the simpli-
fication is the key issue when working with
the owners of small firms will be in the
base of the further topics. It goes with the
understanding that it will be useful for the
small businesses, if the consultant is pro-
viding advice based on the real needs of
the client and not as a part of a package or
mass fabricated decision about the prob-
lems of life as a whole (Baumback, 2006).

Pech & Stamboulidis (2010) give exam-
ples of brilliant plans which the owner of a
small business cannot afford.

According to them and to other authors,
the entrepreneur has the time and the
money only for comparatively simple and
easy for application plans (Baumback,
2006, p. 85). What most of the small firms
need is (1) specialised help when having
serious difficulties and (2) periodic checks
for revealing hidden “traps” which can be
avoided if found on time.

At the same time, the representatives of
the Asia Productivity Organisation, based
in Tokyo, consider that the bigger firms
need more specialised consulting (Lie &
Taussig, 1974, p. 47). The potential for
decreasing the costs in specialised fields is
usually bigger for the bigger firm and thus
the consultant’s fees are easily accounted
for; in the small firms the situation is the
opposite.

At present, the application of innovations
is poses much more risk for the small firms
than they can afford while in the big firms
the risk can be distributed to several pro-
jects and there exists bigger potential for

Ha nacTopasnHuTe cueHu. lMNoaxoanTe 3a
obxBaTa Ha KOHCy/nTaHTCKaTa Hameca u
odopMsHETO Ha npoduia Ha KOHCyJ/TaH-
Ta ca pa3nuyHu. Bce owe He MoxeM Aa
abconoTMsMpaMe ponsaTa Ha MpPOLECHOTO
KOHCYNITUPAHE U Cb3HATENHOTO KOHCYNTU-
paHe, KaKTO He MOXeM M [a M3BeAeM KaTo
€AVHCTBEH HaM-yCMNEWHUST TUM Ha eaHa
KOHCYNTaHTCKa oOpraHusaums. BaxHo e
BbB BCEKM aCMEKT TEOPETMYHOTO 3HaHWe
Aa Ce MNpOMEeHs, B 3aBUCMMOCT OT Cneum-
durkaTa Ha npobnemuTe.

III. MpepnaraHe WM wu3MnoJi3BaHe Ha
KOHCYJITAHTCKM YyC/lyru 3a MaJikute u
cpeaHu npeanpuaTus

B HacToswaTta ctatus, no3vuusTa, Ye on-
pPOCTSIBAHETO € KJIIOYOBUSAT BBMPOC, Kora-
TO ce paboTm cbC cO6CTBEHMUM HaA Masiku
dbunpMn, We e OCHOBa M 3a pelleHus no
MHO>XECTBO APYrM BbMNPOCK. T4 € CBbp3aHa
c pa3bupaHeTo, ye e e nosiesHo 3a apeb-
HUS BU3HEC, aKO KOHCYNTaHTbLT NpeaocTa-
B CbBeTU Ha 6a3aTa Ha peasiHUTE HyXAM
Ha K/IMEHTa, @ He KaTo 4acT OT MakeT unu
MalabHO W3roTBEHM peLleHUsl 3a reHe-
panHu npobnemn (Baumback, 2006).

MNey n Crambynuauc pasaT npuMepu 3a
6pUNAHTHU NNaHOBE, KOUTO COBCTBEHUKBLT
Ha Mankus 6usHec He MOXe Ja CU Mo3-
Bonn (Pech & Stamboulidis, 2010). Cno-
pen TaX, CroAefnieHo W OT ApYyru aBTopwM,
npeanpveMaybT MMa BpeMeTo U napute
CaMO 3a CpaBHUTEJIHO MPOCTU U NIeCHU 3a
npunarade nnaaHose (Baumback, 2006, p.
85). ToBa OT KOETO B Hanl-rosisMa cTereH
ce Hyxpaae apebHuaTt 6usHec e (1) cne-
uManuampaHa nomoLl, Npu HacTbMNBaHE Ha
Cepuo3Hn TpyaHOCTM U (2) nepuoanyHu
NPOBEPKN 3a BCEBBL3MOXHU CKPUTU ,Kana-
HW", KOUTO MoraT Aa ce usberHart, ako ca
OTKPUTU HaBpeEME.

CblleBpeMeHHO, MpeacTaBUTENNTE  Ha
A3naTckaTa opraHmsaums 3a nNpousBoau-
TenHoct, 6asmpaHa B TOKMO, cuymTaT, 4e
no-rofieMmTe KOMMaHMM Cca Te3u, KOUTO
Ce HYXAaaT OT crneunanmsmpaHo KOHCYI-
TupaHe (Lie & Taussig, 1974, p. 47). lNo-
TEHUMaNbT 3a CHUXEHMEe Ha pa3xoauTe B
cneumanusanpaHuTe HanpaBieHUs Ha Aen-
HOCTTa 06MKHOBEHO € Mo-3HayuuM 3a rone-
MUTE DUPMKU, @ Taka U KOHCYNTaHTCKUTE
XOHopapu ce abcopbupat no-necHo m c
ManbK CNpsiMO pasMepa As/ B pa3xoauTe.
Mpn ManknTe GUPMKU, CUTyaumsiTa € TOYHO
obpaTHaTa.

lMoHacTosWeM, npuiaraHeTo Ha MHoBaum-
nTe € CBbp3aHO C MHOIo noBe4ye pUCK 3a
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using the innovations in a long-term plan.
This, according to the team of Lie & Taus-
sig (1974) must also be considered by the
consultants.

The discussion on these points is often
subordinated to the opposition between
the specialist and generalist consultant.
The ideal situation is both types of con-
sultants to be at the disposal of the small
firm but this is financially and function-
ally almost impossible. In most cases, the
agenda on which the consultant is hired is
not properly defined by the owner-man-
ager. It so happens that what is identified
incorrectly as a problem is just a symptom
for it (Kostadinov & Baltov, 2007). Often
the estimated difficulty in one part of the
firm is a consequence from the problem
in another, which is typical for small busi-
nesses. So the generalist approach ap-
pears to be more viable if time-consuming
solution development in a narrow context
is to be avoided (Nahavandi & Chesteen,
1988).

Other specific characteristics of the man-
agement consulting for small businesses,
which were already mentioned, are the lim-
ited financial resources of the firms and, in
parallel with this, the practice, consultants
to be needed only when the crisis moment
has appeared (Lie & Taussig, 1974). These
facts emphasize on the immediate actions
in spite of the fact that a better decision
could be found if there was enough time.
The financial insufficiency limits the alter-
natives which can be recommended. The
insufficient education and skills for apply-
ing part of the decisions which could be
suitable for the big company should also
be estimated.

It is important to know that the owner-
manager of the small firm is inclined to
feel that the act of turning to a consult-
ant for advice reveals the estimation of
his own managerial abilities. Due to this,
when consultants are hired by the small
firms they should take into account the
fact that it is a case of solving a crisis situ-
ation. Therefore, the small business con-
sultant meets the specific problem of hav-
ing to avoid the lesson of the hurt pride
of the owner-manager. In fact, one of the

Mankute dupmMmm, OT TOBa, KOETO MoraT Aa
cun no3BoniaT. B ronemute pmpmMun, puckbT
MOXe [a Ce pasnpeaenn BbpXy HAKOKO
npoekTa WU MMa No-rosisiM MnoTeHuuan 3a
M3MNON3BaHETO UM B AbJrOCPOYEH MJiaH.
ToBa, cnopepg ekuna Lie & Taussig (1974),
CblLO TpAbBa Aa ce OTYMTA OT KOHCYJ/ITaH-
T™™mTE.

O6cbxaaHeTo Ha Te3uM BbBLMPOCU, Yec-
TO € NMOAYMHEHO Ha MNPOTUBOMOCTAaBSAHETO
MeXAy KOHCY/NTaHTa TeCeH Cneunanunuct u
KOHCyNTaHTa reHepanuct. WaeanHata cu-
Tyauuss € 1M ABaTa TuMna KOHCYNTaHTW Aa
Ca Ha pasnofnoXeHue Ha MankaTta ¢up-
Ma, HO ToBa M OT PMHAHCOBA U OT (PYHK-
LMOHanHa rn.T. € NOoTU HEBBL3MOXHO. B
noBeyeTo Cry4yau, TeMmMaTMkaTa no KOSATO
KOHCYNTaHTbT buBa HaemMaH He € noAaxo-
Aauwo geduHupaHa oT cobCcTBeHUKa-MeHu-
okbp. CnyyBa ce HernpaBWIHO onpeaene-
HUSA KaTo npobsieM Aa e NpoCcTO CUMMTOM
3a npobnema (Kostadinov & Baltov, 2007).
YecTo, pasrnexgaHute TpyAHOCTM B efHa
4yacT oT pupMeHaTa AeNHOCT ca nocneauua
oT npobnem B Apyra, KOeTo € TUMNUYHO 3a
MankmTe busHecun. Taka, NoAXoA4bT Ha re-
Hepanucrta ce okasBa Mo-HeobxoauM, ako
ce Tbpcu m3bArsaHe Ha BPEMEEMKO pas-
paboTBaHe Ha pelleHne B TECEH KOHTEKCT
(Nahavandi & Chesteen, 1988).

Opyrn cneunduyHn XapakTepUCTUKK Ha
ynpaB/ieHCKOTO KOHcynTmupaHe 3a MCI,
KOMUTO Beye ce nocoymxa, ca orpaHuyeHu-
Te (PMHAHCOBWM pecypcu Ha Te3u npeanpwu-
ATUS, @ ycnopegHO C TOBa M NpakTukaTa
KOHCYNTaHTbT Aa 6bae HaeMaH efBa Kora-
TO KpU3NCHUTE MOMEHTU HacTbneaT (Lie &
Taussig, 1974). Te3n dakTn nogdyepraBaTt
CNewHoCTTa Ha npeanpveMaHuTe LENCT-
BUS, HE3aBUCKMMO OT 6e3cnopHus dakT, ye
no-gobpu peweHns mMoraT ga ce HaMmupar,
aKo ce pasnonara C AOCTaTb4yHO BpeMe.
®OuHaHcoBaTa HeAoCTaTbYHOCT OrpaHu-
yaBa anTepHaTMBUTE, KOMUTO MoraTt ga ce
npenopbyaTt. HegoctaTbyHOTO HMBO Ha 06-
pa3oBaHOCT M Ha YMEHUS 3a NpuiaraHe Ha
yacT OT pelleHnaTa, KouTo MoraTt ga 6baaT
NoAXoAsilN 3a rosisMaTa KoMnaHus, Tpsib-
Ba CblLO Aa ce B3eMe rnpensua.

BaxHo € Aa ce 3Hae, ye COBCTBEHUKBLT-
MEHUAKBP Ha MankaTta dupMa e CK/IOHEH
Aa MNOo4YyBCTBa aKkTa Ha obpblUuaHe 3a Cb-
BET KbM KOHCYNTaHT, KaTo pasKpuBaHe
Ha NpeueHKaTa 3a CO6CTBEHUTE MYy ynpa-
BNEHCKM KayecTBa. lMopaaun ToBa, KoraTto
KOHCYNTaHTMTe 6uBaT HaemaHu oT MCII,
Te TpsAbBa Aa ce cbobpaszsaABaT, Ye HaBIU-
3aT B pellaBaHeTo Ha KPU3UCHU cUTyaLnn.
Mopaan TOBa, KOHCYNTaHTBLT paboTel) C
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tasks of the consultant is the “repairing” of
the owner-manager’s ego.

Usually, it is difficult for the consultant to
get information about the small firm be-
cause the owner-manager would not spare
enough time to present the needed data.
It is necessary to convince the owner-
manager in the need of sharing time. At
the same time the consultant should be
flexible in preparing and changing his
work plans when engaging with the small
business.

Another point is connected with the prob-
lem of the capacity in which the consultant
is hired — whether it is as an internal or ex-
ternal consultant. The opinion that for the
small firms hiring an internal consultant
is economically unjustified prevails (Hiron
Management Consulting, 2008).

apebHusa busHec ce cbnbCKkBa M CbC cne-
undundHmns npobnem ga msberHe ypoka C
HapaHeHaTa ropAocCT Ha cobCTBeHMKa-Me-
HUAXBbP. Ha npakTuka, egHa oT 3ajauunte
Ha KOHCy/NTaHTa € Aa ,peMoHTUpa” eroto
Ha npeanpueMava.

O6WKHOBEHO e TPYAHO 3a KOHCyNTaHTa Aa
npunaobue nHdopmaumsa 3a mankata dup-
Ma c KosTo paboTtun, AoHsKkbAe nopaau da-
KTa, 4e COb6CTBEHUKBLT-MEHUAXbP He 6u
oTAenun AOCTaTbYHO BpeMe 3a npegocra-
BSHe Ha HeobxoammMuTe AaHHKW. Heobxoau-
MO e ga ce ybeam cobcTBeHUKa-MEHUAXbP
B Hy)XJaTa Aa OLeHsBa BPEMETO, KOETOo
TpsbBa na ce otaage. CblleBpeMeHHOo,
KOHCYNTaHTbT Tpsabea na 6bae r-BkaB B
nogrotoBkata M npomsiHata Ha paboTHuTe
CW NNaHoBe, KOraTo Ce aHraxwupa c npea-
cTaBuTenu Ha aApebHus 6usHec.

OT eauH Apyr brbn MoXe na ce pasrne-
Aa npobnema 3a ToBa B KaKBO Ka4yeCcTBO ce
HaeMa KOHCy/ITaHTa — KaTo BbTpeleH nnu
KaTO BbHLUEH KOHCYNITaHT. JoOMUHMpa MHe-
HueTo, 4Ye 3a MCI1 HaeMaHeTo Ha BbTpeLl-
HW KOHCYNTaHTW HEe € WKOHOMMYECKW on-
paBaaHo (Hiron Management Consulting,
2008).

Table 1. Form for prompt estimation and recommendations
Ta6numua 1. ®opma 3a 6bp3a oueHKa 1 NMPenopbKHK

Question
Bbnpoc

Having negative answer
Mpu3Hak 3a oTpuuaTeneH
oTrosop

Recommendation
Mpenopbku

Ha kakBo e 6a3upaH 6usHeca?

What is the basis of the business? | Proofs for presenting a market or for | Implementing market research and
understanding of such a market are | establishing a basis for developing
completely or almost missing
M3usno vav noyTu nuncealiM aoka- | MpunaraHeTo Ha nasapHo NpoyyBsa-
3aTefncTBa 3a NpeAcCTaBsHETO Ha na- | He n ycTaHoBsiBaHe Ha 6a3a 3a pas-
3ap unm 3a pasbupaHeTo Ha TaKbB.

the business.

BUTME Ha busHeca.

Aewm oemHocTn?
ua.

Are there any proofs for financial | Lack of proof for financial planning or | Bringing in financial planning and
planning for the future activities? | similar to it for more than 3 months. | connecting it with the known mar-
MMa nu HAkakBM AokasaTencrtsa | Jiuncata Ha pokasaTtencrBa 3a ¢u- | ket.

3a GUHAHCOBO NaHMpaHe 3a 6b- | HAHCOBO NaHWpaHe unu nNoaobHo Ha | BkapeaHe Ha PMHAHCOBOTO MfaHW-
Hero 3a nepuoj no-AbAbr oT 3 Mece- | paHe U CBbP3BaHETO My C MO3HaTUSA

nasap.

counting documentation? badly.

coBaTa ﬂOKyMEHTaLWIF-I? APbXKa.

What is the situation of the ac- [ Lack of estimation or maintained | Bringing in an accurate system for

KakBo e cbCTOAAHMETO Ha duHaH- | JlIunca Ha nporHo3um unu nowa noj- | understand and maintain.

estimation which the owner should

BkapBaHe Ha npeuusHa cuctema 3a
NPOrHo3MpaHe, KOATo CO6CTBEHUKBLT
6u pasbupan n nogabpxarn.
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business declared? most missing.

ObJKEHUATA Ha 6usHeca?

In what way are the debts of the | Proof for planning is completely or al- [ With the help of marketing informa-

Mo kakbB HauMH ce obsABsABaT 3a- | [lokasaTtencrea 3a nnaHuvpaHeTo ca | casts for the cash flows will indicate
HanbJIHO WX NOYTU NUMNCBALUM.

tion and financial plans, the fore-

the levels of the capital that needs
to be borrowed.

C nomowTa Ha MapKeTuHrosarta
nHdopMaunsa n puHaHcoBUTE nna-
HOBE, MpPOrHo3WTe 3a NapuyHuTe
noTouu LWe WHAMKMpAT HMBaTa Ha
HeobxoAnMMS 3a 3aeMaHe KanuTan.

of the sold products formed?

3a ycnyrute/ Kak ca dopMupaHu | HuTe.
LLeHUTEe Ha NpojafeHuTe npoay-
KTn?

How are the costs for services | Lack of methodological approach in | With implementing the above-men-
determined / How are the prices | defining the costs and the prices.
Nlunca Ha MeToposiorMyeckn nopaxog | price policy is formed.

Kak ca onpeaeneHn pasxoauTe | B onpeAensiHeTO Ha pas3xoaumTe u Le- | B BHeapsiBaHETO Ha MNO-ropHuTe

tioned recommendations a cost and

npenopbku e popMmpaHa eaHa pas-
X04Ha M LeHoBa NonuTrKa.

pUYHUTE NoTOUN?
CTBEHMKA.

Does the owner understand and | Lack of reports for the movement of | Beginning of understandable ac-
use the movement of the cash | the cash flows or if there are any, | counting system which maintains
flows? they are not significant for the owner. | correct balance sheets for cash
Cob6cTBEHUKBT pasbupa nM u us- | Jiunca Ha otyeTn 3a ABMxkeHWeTo Ha | flows.

nosisaBa /i1 ABWMXKEHMETO Ha na- | mapuMyHMTE MOTOUM MM ako cbluecT- | Hayano Ha pasbupaema cuyeToBOA-
ByBaT He Ca OT 3HA4YMMOCT 3a C06- [ Ha cucTeMa, KOATO Aa noaabpxa

KOPEKTHU OTYHETU 3a NAapUYHUTE NO-
Touw.

dupmaTa cuctema 3a ynpasneHue
Ha 3agb/keHusaTa?

Does the firm use and maintain | Lack of such a system for the mo- | Bringing in a correct system for
a system for management of the | ment or it is difficult for using.
debts? Nlunca Ha nopgobHa cuctema kbM Mo- | tablishing a realistic policy concern-
M3nonssa nvM 1 noaabpxa M | MEHTa unu e TpyaHa 3a nsnonseaHe. | ing the management of the debts.

management of the debts and es-

BkapBaHe Ha KOpekTHa cucTema 3a
ynpaBJsieHWE Ha 3aAb/DKEHUATa WU
YCTaHOBABaHE Ha peannctnuyHa no-
TMTUKa NO OTHOWIEHWE Ha ynpasJyie-
HWE Ha 3a4b/DKEHUATA.

obopyaBaHeTo?

Kpaxow.

How is the equipment planned, | The equipment is too big or arrives | A start of an accurate and easy to
ordered, stored and maintained? | too late. It is badly stored and is not | use system for planning, ordering,
Kak e nnaHupaHo, nopb4BaHo, | insured against robberies.
CbXpaHsiBaHO W noaabpxaHo | O6opyaBaHe e B ronemu pasmepu unum | ment.

npucTura cbC 3akbCHeHuWe. Jlowo ce [ Hayano Ha TOYHa M necHa 3a u3-
CbXpaHsiBa U HE e OCUIYpeHO Cpelly | mon3BaHe cucTeMa 3a MNaHupaHe,

storing and controlling of the equip-

CbXpaHsBaHe W KOHTpon Ha 060-
pyaBaHeTo.

It is so because the costs for hiring one
consultant are constant and at compara-
tively low sales they become a significant
percentage of the prime cost of the prod-
uct. Many of the consultant companies
develop their separate offices and offer a
“permanent management”. The phenom-
enon is extremely interesting but among
the clients are still just big companies -
venture companies and banks for EIM in
Holland, or state companies for Stream
Resources in the UK, for example (Baltov,
2006).

MonyyaBa ce Taka, nopaan @akrta, uye
pasxoauTe 3a noaabpXaHe Ha eAWMH KOH-
CynTaHT (ako e BbTpEeleH) ca KOHCTaHT-
HW M MPU CPABHUTENIHO HUCKMUTE 06eMU Ha
npogaxbuTte, Te ce NpeBpbLUAT B 3HAUUM
Aan oT cebecToMHOCTTa Ha npoaykTa/yc-
nyrata. MHOro OT KOHCY/NT@HTCKUTE KOM-
naHuWM pasKkpuBaT CBOW OTAEHWU oducK
W npegnarat ,MOCTOSSHEH MEHUAXKMBHT”.
ToBa siBNeHMe ce KOTMpa C BUCOK MHTEpEC,
HO Ccpef KJIMEHTUTE ca NpakTU4eckn camo
roJleMn KOMMaHuM — BEHYBPHWU (OHAOBE
n 6aHkn 3a EMM B XonaHgus, Hanpumep
nnm ny6nm4yHm (C AbpxaBHa COH6CTBEHOCT)
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In spite of this, for some consulting ser-
vices, for example accounting, the “sub-
scription management” principle is possi-
ble and is applied. Here the hourly base
for engagement is not so widely used (re-
spectively the needed finances), but is dis-
tributed optimally in time. It is also pos-
sible the contracts for consultant’s aid to
have annexes about follow-up help, allow-
ing the provision of the periodical checks
for revealing hidden “traps” that have
been mentioned. Thus, some confidence
is achieved, which is really important for
both parties.

The underestimation of the small busi-
nesses as a market for these services is
still valid but a tendency for reorientation
of a part of the operations and resources is
also observed the serious firms. The leader
in this field, George S. May Co., offers ser-
vices to SMEs mainly concerned with the
production control, industrial engineering,
profitability improvement and organisa-
tional development. Their policy is not to
engage themselves "if they do not save to
the client at least twice as big an amount
as the fees they have received”.

Kurt Selman Associates offer general
management, production and informa-
tion technologies, management of the hu-
man resources, marketing. The method of
Philip Crosby Association which demon-
strates the introduction of services to an
enormous number of small markets and
how to provide it at a competitive price
is interesting (Baltov, 2005-a). The fact
that Ernst and Young sponsors one of its
competitors Moot Corp. inviting teams of
graduate students to develop plans for the
growth of new firms is very encouraging
(Consultants News, 2008).

As far as some of the actions of the con-
sultant when problems appear are con-
cerned, the already quoted New Zealand
authors give systematic idea through the
form for prompt estimation and recom-
mendations (Pech & Mathew, 1993). This
form for prompt estimation and recom-
mendations (see Table 1 above) is really
useful for a systematic first study of the
client.

KoMnaHun 3a CTpuiiM pucopcuc BbB Benu-
kobputaHusa (Baltov, 2006).

Bbnpekn ToBa, 3@ HSAKOW KOHCYNTAHTCKMU
yCcnyru, Hanpmmep 3a CY4eTOBOAHOTO OTYM-
TaHe, NPUHUMNBT Ha ,aboHaMEeHTHUAT Me-
HUOXXMBHT” € Bb3MOXEH M ce npunara. Tyk
rmoyacoBaTa OCHOBa 3a OTYMTaHe Ha aH-
raXXnMMeHTUTEe He e TOJIKOBa pas3npocTpa-
HeHa (kaTo ce oT4yeTaT M HeobxoammuTe
(d1HaHCOBM CpeacTBa), a 3ansallaHeTo ce
pasnpenens rno-paBHOMEpPHO BbB BpeMe-
TO. Bb3MOXHO € CbL0 KbM AOroBopuTe 3a
KOHCYNTAHTCKM yCnyru na ce npeaBnasTt
aHeKkcu, 3a nocneapalla nomoll, MNo3BO-
NsiBaWM NpefoCTaBsiHETO Ha CrioMeHaTuTe
BeYye NepmoanyHu NpoBEPKM 3a pasKkpuBa-
He Ha CcKpuTu ,kKanaHun”. Taka, we ce no-
CTUra TOJIKOBa Ba)XXHOTO 3a ABeTe CTpaHu
aosepue.

MogoueHsBaHeTOo Ha ApebHus 6uU3Hec KaTo
nasap 3a Te3u yCcnyru Bce olle e pakT, HO B
cBeToBeH Mawab ce 3abenssBa TeHAEHUMS
Ha nMpeopuMeHTaumsa Ha 4YacT OT AeNHOCTU-
Te MU pecypcuTe M Ha 3Ha4YMMuTe uUrpaudu B
KOHCynTMpaHeTo. EanH oT nuaepute B 06-
nactra, Oxopax C. Men Ko., npenocrtass
MHOXeCTBO ycnyru u 3a MCI1 cBbp3aHu C
KOHTpOJia B NpON3BOACTBOTO, MHAYCTpMan-
HOTO MHXXeHepCcTBO, NoaobpsiBaHe Ha Npo-
N3BOAUTENHOCTTa W OpraHU3auMoOHHOTO
paszButme. KomnaHuaTa MMa noavtmka Aa
He Ce aHraxwupa, ,ako He CNecTsaT Ha Kan-
€HTa CM MNoHe ABOWHO Mo-rosisiMa cyma oT
Tasun, KoATo 6Mxa NoAyumamn oT nnaTeHuTe
OT HEro xoHopapu”.

KbpT CenMbH AcowMenTC npegnaraTt yc-
Yr1 NO OTHOLWEeHMe Ha o6 oynpaBieHCKH
npobnemn, NponsBoACTBO, MHPOPMALIMOH-
HW TEXHONOrnu, yrnpasJjieHMe Ha 4oBeLl-
KuUTe pecypcm wu MapkeTuHr. OcobeHo
MHTepeceH e MeToabT Ha duann Kpocbu
ACOWNENLbH, KOWTO [AEeMOHCTpMpa Bb-
BEXAAHETO Ha YyC/yrnm 3a orpomeH 6poi,
HO MaJsikm Mo pa3Mep nasapu U Aa Kak aa
Ce NOCTaBAT Te3M YC/yrm Ha KOHKYpPeHTHa
ueHa (Baltov, 2005-a). ®akTbT, Ye bpHCT
& SAHr cnoHcopupa eAuH OT KOHKYpeHTU-
Te cn — MyyT Kopn., KOWTO KaHuW eKunwu
OT CTYAEHTU B MarucTbpCKM nporpamu aa
pa3paboTBaT NJaHOBE 3a pacTeXx Ha Ho-
BOCTapTupanun ¢pupmm € ocobeHO oKypa-
»xunteneH (Consultants News, 2008).

Mpun ycnoBue, Ye e CBbp3aHa C HAKOM OT
AeNCcTBUATa Ha KOHCYJITaHTa, KoraTo npo-
61eMuTe Beve ca ce NosiBUNU, LMTUPaHUTE
Beye HOBO3eSlaHACKW aBTOpW AaBaT edHo
CUCTEMATM3NPAHO MpeasioxeHne, 4pes
dopmMaTta cm 3a 6bp3a oueHKa U Nnpenopb-
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In a similar way, the author had tried a
version of it, when being a key expert in
the first (for Bulgaria) technological and
consulting grants scheme for SMEs in the
year 2004 (EU Phare 0102.01). It proved
that implementing the recommendation
for simplified actions in working with small
firms requires taking into consideration a
whole complex of factors such as financial
limit, lack of management education and
experience, emotional colour, difficulties in
implementing the recommendations. The
generalist approach and the complexity in
the services are imposed.

IV. Viability of the developed strate-
gies and “techniques” when applied
to the small business problems

To identify the crucial points of applying
MC to the problems of the SMEs, the role
of the small business consultant should be
determined. One of the methods is to de-
fine the engagements as steps at the par-
ticular stages of the consulting process,
such as inquiry, analysis, decision and im-
plementation (ACME, 2008, p. 18). On the
other hand, the professional profile can be
considered as a structure with its sepa-
rate dimensions: generalist skills, person-
al contribution, special expertise (Foster,
2013, p. 40).

In order to clear up the model, it is more
important to pay attention to the differ-
ent aspects of the role and the profile of
the management consultant for SMEs. The
major discussion among the consulting
researchers - generalist versa specialist,
is true for this sector too (Baltov, 1996).
Wilson Seney favors the view that the spe-
cialised skills and know-how of the con-
sultant are much more of help to the small
entrepreneur than to the big client who
has his own sources of skills and know-
how (Seney, 1963, p. 107).

Practically, “the other side” turned to be
more convincing (Chrisman & McMullan,
1996). Consultants, dealing with the small
businesses should cover the whole sector
of problems, related to management.

kn (Pech & Mathew, 1993). Tasu dopma
(Bx. Tabn. 1, no-Harope B TEKCTA) € Hauc-
TWUHa MOJIe3Ha 3a €AHO CUCTEMaTU3MPaHO
NMbpBOHAYa/IHO MPOYyYBaHE Ha KJIMEHTa.

Mo nopobeH HaunH, aBTOpPbT M3NpobBa No-
nobHa Bepcus, B KAYeCTBOTO CU Ha KJ1t04OB
ekcnepT B NbpeaTa (3a bbarapusa) TexHo-
JIOTMYHA N KOHCY/ITAaHTCKa rpaHTOBa CxXxeMa
3a MCI1 npe3 2004 r. (EU Phare 0102.01).
[JencTBnTenHO ce okasa, ye npunaraHeTo
Ha NpenopbKkKM 3a NO-0NPOCTEHN AENCTBUS,
npu paboTtarta ¢ Mankm GUpMN N3NCKBA OT-
YMTAHETO Ha USA KOMMJEKC oT daKTopw,
KaTo (PMHAHCOBM OrpaHWYEHUs, fnnca Ha
obyyeHne n onuT No ynpaBJieHMe, eMo-
umoHaneH ¢oH, TPyAHOCTU B npuiaraHe-
TO Ha npenopbkuTe. Hanarat ce no-ckopo
noaxoAbT Ha reHepannCTa-KOHCYNTaHT U
Ha npeanaraHeTo Ha YC/Ayrute KaTo edHo
uso.

IV. BanunpgHocTt Ha paspaborBaHuTe
cTpaTervm m ,TeXHUKu” npu npunara-
HeTo UM 3a pelwiaBaHe Ha npob6iemurte
Ha apebHuna 6usHec

3a uMAEHTUDUUMPAHETO Ha KPUTUYHUTE
MecCTa 3a MpuilaraHeTo Ha yrnpaB/EeHCKOTO
KOHCyNnTMpaHe 3a pellaBaHe Ha npobne-
MmmTe Ha MCI1, OT HaW-ronsiMa BaXHOCT €
npeueHKaTa 3a ponsTa Ha KOHCy/TaHTa B
Mankus 6usHec.

EAMH OT HauMHUTE € Aa ce onpefensT aH-
raXMMeHTUTEe KaTo OTAE/HU CTbMKWU OT
dasuTe Ha KOHCYNTaHTCKMUSA npoLlec, KaTo
npoy4yBaHe, aHanM3, B3EMaHe Ha peLleHuns
W npunaraHe Ha peweHundata (ACME, 2008,
p. 18). OT apyra cTpaHa, npodecmnoHan-
HUAT Npodun MoXe Aa ce pasrnefa KaTto
elHa KOHCTPYKUWSA C pas3/inyHKU usMmepe-
HUA: YMEHUsSTa Ha reHepanucra, JUUYHUAT
NpUMHOC, creuvanuivpaHaTa ekcrnepTusa
(Foster, 2013, p. 40).

3a Ja ce u3siCHKU Moaena, no-BaxKHo e aa ce
06bpHE BHMMaHMe Ha pas/IMyHUTE acnekTn
Ha ponsTa v npodwuia Ha ynpaBleHCKUS
KOHCynTaHT pabotew, 3a MCI. lNonsmaTta
OVWCKYCMOHHa TeMa MexAay wulcnegosaTte-
INTe Ha KOHCYNITUPAHETO — reHepanucra
cpelwy TecHWs crneumanuct, MoXxe ga ce
npeHece m 3a cektopa Ha MCN (Baltoy,
1996). Npean nonoBuH BekK, YuUncobH CeHun
3aemMa HanpuMmep nosuuusaTta, ye crneuyma-
NIN3NPaHNTE YMEHUS N HOY-Xay Ha KOH-
CynTaHTa ca MHOro MO-nofie3HM 3a npea-
npuemava B ManbkK Mawab, OTKOAKOTO 3a
ronemmTe KAMeHTU, KOMTO pasnonaraT CbC
cobcTBeHM pecypcm m Hoy-xay (Seney,
1963, p. 107).
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The requirement for professional educa-
tion and essential experience in the imple-
mentation of the management principles
in the development of the small enterprise
could be taken as indisputable.

Of prime importance is knowledge of the
interaction of functions of the small en-
terprise since change in one function usu-
ally has immediate repercussions in others
(Kubr, 1993).

Patience and dogged perseverance are
required in encouraging the manager to
complete managerial chores ranging from
accounting to staff training while pre-
venting him from concentrating solely on
preferred technical activities such as the
actual production of goods and services.
More than that, the owner may suffer from
a failure, followed by the need to seek ad-
vice (Chrisman & McMullan, 1996).

Because of that the consultant should be
on the alert concerning the possible ne-
cessity for restructuring the client’s confi-
dence. Instead of adopting a professional
air and emphasizing his expertise to influ-
ence his clients, the consultant should use
a simpler style (Baltov, 2005-b).

It is worth for management consultants to
perform more like counselors while work-
ing for the small businesses. As explained
by Brian L. Dunsby, chief executive of the
Institute of Business Counsellors, this is a
process by which business problems are
diagnosed and resolved in such a way that
the client learns not only how to overcome
their current difficulty, or exploit their op-
portunities, but also how to tackle similar
situations in the future (Dunsby, 2009). It
is a process in which a business counsel-
lor works “through and with”, rather than
“for” a client. As a result, clients come
to “own” both problem and solution, and
they are motivated to set objectives and
take action.

V. Conclusions

Regardless the fact that the among the
sub-groups inside the whole range of SMEs

B npakTtnyeckn niaH obade, no-ybeaurten-
Ha ce okasBa ,ApyraTta ctpaHa” (Chrisman
& McMullan, 1996). KoHcynTaHTuTe pabo-
TelWwmn C ManknTe BUsHecH NOKpmMBaT Lenus
CeKkTop OT mpobnemu, CBbp3aHU C ynpa-
BJIEHMETO.

M3nckBaHUsATa 3a nNpodecroHanHo obpa-
30BaHME W 3HAUYMM ONUT MpWU MNpuiaraHe-
TO Ha NPUHLMNUTE HA MEHUIDKMbHTA C LI
pa3BUTUETO Ha MaJIKOTO NpeanpusaTue ce
npvemar 3a 6e3CrnopHu.

OT nbpBOCTENEHHA BAXHOCT € 3HaHMeTo
3a B3aMMoOBpb3KaTa Mexay (yHKunuTe B
MaskoTO npeanpusTne, nNpu ycnosue, 4e
npomsiHata B e4Ha (pyHKUMS BOAW OO MO-
MeHTanHn edektn B Apyrn (Kubr, 1993).

MN3nckBaT ce TbprneHue n ynopuT TpyaAa,
3a Aa ce Moowpu MeHUaXKbpa Aa HaCTpom
,CTPYHUTE” Ha ynpaBneHueTo, nMpocTmpa-
LN Ce OT CYETOBOACTBOTO A0 0b6yyeHue-
TO Ha MepcoHana, a CbLEBPEMEHHO U Aa
npeanasu TO3M MEHUAXXbP OT KOHUEHTpU-
paHETO My €AMHCTBEHO BbPXY Mpeanoym-
TaHUTE TEXHUYECKM aCneKTU OT AeNHOCT-
Ta, KaTo peasiIHOTO NPOM3BOACTBO Ha CTOKM
wnn ycnyrn. Owe noseye, 4ye cobCcTBEHU-
KbT MEHMOXbP MOXe Aa CTpaga OT 4YyB-
CTBOTO 3@ NpoBsa, c/ies KaTto My ce e Hano-
Xnno ga ce obpbuwa 3a cbeetn (Chrisman
& McMullan, 1996).

Mopaau TOBa, KOHCYNTaHTLT TpsibBa Aa
6bae ,Hawpek” 3a Bb3MOXHa Heobxoan-
MOCT [ia Ce BKJ/104YM BbB Bb3CTaHOBSIBAHETO
Ha [OBEpMETO Ha KMeHTa cu. BmecTo paa
CV cb3faBa aypa Ha NpodecuoHasniHO Cb-
BbPLUEHCTBO M Aa nogdepTaBa onuTa cu, C
KOETO Aa BreyaTnsBa KAMEHTUTE, KOHCY/I-
TaHTbT TpsibBa Aa M3Non3Ba eanH Mo-ceMm-
nbn ctun (Baltov, 2005-b).

CTtpyBa cu, JokaTto paboTaT C Mankute
613HEeCH, ynpaB/iEHCKUTE KOHCY/ITaHTU Aa
ce nposiBsBaT MO-CKOPO KAaTO CbBETHULM U
MeHTOpu. Mo onpeaeneHunsiTa, KOUTO AaBa
ObHcbu (Dunsby, 2009) - m3nbaHUTENEH
AVpekTop Ha NHCTUTYyTa Ha 6U3HeC CbBeT-
HMuUuTe, ToBa (CbBETBAHETO) € npouec, B
KOMTO npobnemmuTte Ha 6usHeca ce awar-
HOCTUUMPAT M pewasBaT Mo TaKbB HauuH,
ye KJIMEHTBLT Ce€ Hay4yaBa He caMo Kak Aa
npeofosisiBa CTosLWMTE Npes Hero noHac-
TOsILLEM TPYAHOCTU MM Aa Ce Bb3MN0o3Ba
OT Bb3MOXHOCTUTE, HO M Kak Aa ce cnpa-
BS C NoAo6HM cuTyaumm B H6baelwte. ToBa
e npouec, Npm KONTO 6M3HEC CbBETHUKBT
pabotn ,4pe3 u cbc”, a He ToskoBa ,3a”
KnveHTa. B pesynTtaT, KNMEHTUTe cTaBaTt
»,cobcTBEHNUM” N Ha NnpobnemnTe N Ha pe-
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there are substantial differences, the man-
agement consulting to be provided to them
might be defined as specifically different
from the consulting to the big companies
and public bodies. Mostly it may be suc-
cessful when a generalist approach is used
and the consulting is applied be means of
tools of coaching and training. Substantial
barriers when applied to the SMEs appear
to be on one hand the limited financial and
managerial resources of the business units
and the entrepreneurs behind them, and
on the other hand, the content of the as-
sistance and the awareness of it.

Though the assistance programmes
changed in the transition countries (Bul-
garia also), after the EU accession, the
world of the small business has stayed the
same and the recommendations to have
effective assistance services to them, must
be directed mostly to the management
consultants involved. The standards of the
high level professional services must defi-
nitely be achieved by the consulting socie-
ty in Bulgaria and its ethical code must be
reconsidered seriously. On the other hand,
if in subsectors like auditing, standardisa-
tion has proved to be the only way to fol-
low, when working with the SMEs, the me-
chanical transfer of the foreign managerial
know-how to Bulgaria must be avoided.
Certifying the class of consultants (called
“counsellors” in the UK) specialised in de-
livering services to SMEs might be a posi-
tive step. And lot more is to be done in the
pricing for the value added approach to be
achieved and for the design of adequate
marketing tools for their services to reach
the targeted SMEs.

LeHMsITa U ca MOTMBMpPAHM Aa npeanpue-
MaT AENCTBUS.

V. 3aknroueHue

HesaBucuMMo oT dakTa, ye mexay noarpy-
nuTte B pamMkmTe Ha BCMYkM MCIT nma Cb-
LWeCTBEHM pas/iMKku, YNpaBAEHCKOTO KOH-
CynTupaHe, KOeTO MM Ce npeaocTaBs,
MOXe ga ce geduHupa Kato cneumduyHo
OT KOHCYNTMpaHeTo 3a rosieMuTe Komna-
HUKM N nybnuyHuTe opraHusaumm. Kato
LUs10 MOXe Aa e yCrnewHo npwu npunaraHe
Ha NoAXoAuTe Ha reHepasnucta, a KOHCyn-
TUPAHETO € CbYeTaHO C TEXHUKUTE Ha KO-
yumHra n obydyeHueto. 3HaummuTte 6apue-
pun npea To3m ycnex ¢ MCI ce okasBaTt oOT
e[lHa CTpaHa orpaHuyeHnTe UHAHCOBU U
yrnpaB/eHCKN pecypcu Ha busHec eanHu-
umMTe M CTosIWMTE 3a4 TAX nNpeanpuemMayu,
a oT Apyra, CbAbp>XaHWEToO Ha NOMOLUTa U
CTeneHTa Ha OCb3HaBaHeTo WM.

Makap u nporpamuTe 3a nognoMaraHe B
CTpaHuTe B npexos (B bbnrapus cblwo) aa
Ce npoMeHuxa, crnef KaTo MoYTU BCUYKMK
CTaHaxa uneHoBe Ha EC, cBeTbT Ha Apeb-
HUS 6M3HEeC cu ocCTaBa CbLMAT U Mpeno-
pbKMTE 3@ OKa3BaHeTOo Ha edeKTUBHU
ycnyrn B nomow, Ha MCI, Ttps6bea pa ca
aZlpecMpaHu NpeaMMHO KbM aHraxwupa-
HUTE YMpaBfIEHCKN KOHCynTaHTu. Onpe-
JerfleHo, CTaH4apTuTe 3a BUCOKO HWMBO Ha
npodecmoHanHata ycnyra TpsbeBa pa ce
noaabpXaT cpel KOHCynTaHTCcKaTa obuy-
HOCT B bbnrapus, a €TUYHMAT N KoAekC
na 6bae cvbnopgaBaH cepmosHo. OT apy-
ra CTpaHa, ako B HSIKOM MOACEKTOPU, KaTo
oAuMTa, CTaHpapTm3aumsaTa 6e3cnopHoO e
€AMHCTBEHUAT HauWH 3a TOBa, TO Npwu pa-
6otata c MCI, MexaHUYHUAT TpaHcdep Ha
YyXA0 YMNpaBMEHCKO HOy-xay B CTpaHaTta
HU TpabBa aa ce usbsarea. Ceptuduumpa-
HETO Ha OonpeAeneH Knac OT KOHCY/TaHTu
(BbB BenukobputaHmsa HapuyaHu ,CbBeT-
HUUM"), KOUTO nMpegnarat ycayrmte cm
npeobnagasawo Ha MCI onpeaeneHo Le
6bae cTbnKka B NpaBuaHaTa nocoka. U ouwe
MHOrO criejBa fa ce Hanpasu Nno OoTHoLle-
HMe Ha LeHoobpa3yBaHeTo, 3a Aa ce no-
cTura npuniaraHeTo Ha noaxoza Ha 3ansna-
LaHe 3a ,A06aBeHa CTOMHOCT", KaKTo 1 3a
nponaxba Ha ycnyrute uMm 3a MCI upes
aZleKBaTHN MapKeTUHIOBU MHCTPYMEHT!.
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