THE CU RGIQ()U S CASE OF
VANISHING CLIENTS

We are in the business of adding value to consultants; hence we strive to understand their pain

points.

Losing a client or account is one of the most painful things that can happen to any

consultant, from an associate consultant to a managing partner. However, since we repeatedly hear
from our customers and consulting industry connections about the factors contributing to client
loss, we believe that the curious case of vanishing clients is one that can be solved. Here’s a
roundup of the top 10 reasons why clients stop working with a consulting firm.
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'1. Breakdown 1in relationships

Relationships came up as the top reason why clients walk away from a consultancy.

Q Interpersonal challenges within consulting teams, client teams,
client and consultants can sabotage an account. Consciously working on improving one’s
intelligence quotient and breaking down communication silos 1s crucial 1n

the consulting industry since it 1s heavily driven by relationships.
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5. Underwhelming delivery

Doing an underwhelming job is never good, but in the consulting
industry, it is the kiss of death. According to more recent statistics,
consultants need to navigate 400,000 potential competitors. Don’t
create valid reasons for your clients to abandon you.
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