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There’s a story from the West of Ireland 

about a farmer rounding up sheep on the 

Mweelrea Mountains in Mayo. A big 
Mercedes stops on a lonely stretch of 

winding road, the rear window rolls 

down, and a stylish gentleman inside says 

to the farmer, 'If I can tell you how many 

sheep you have there, will you give me one?' 
  

The farmer hesitates at this rather 

strange request, but eventually nods 

his assent. The gentleman in the car 

takes out a handheld device, and using 

the finest in GPS technology, comes 

up with a precise number within 

seconds. 'Correct,' says the farmer 

and, being an honest man, he motions 

the stylish gentleman to choose a 

sheep and help himself. 

  

Watching his animal being bundled 

into the boot, the farmer interrupts 

'Before you go, if I can tell you what you 

do for a living, can I have that animal 

back?' The gentleman hesitates for a 

moment, then agrees. 

  

'You're a consultant,' says the farmer. 

'How did you know?' says the 

gentlemen. 'Well,' says the farmer, 

'you offered to solve a problem that I 

didn't have. You told me something 

that I already knew. And you charged 

me for all that...  Now, can I have my 

animal back? 

 

If you've ever hired an advisor or 

service-provider, you will probably  

 

remember how you felt when told you 

first needed to commit to doing some 

strategy up-front. When a buyer is 

hungry for operational on-the-ground 

results, it raises hackles of wariness 

when informed that s/he needs to first 

do some "strategy". Many of us have 

seen consultants exploit scope-creep 

to their advantage; so it's hardly 

surprising that we might be even more 

wary than the farmer above. 

 

Yet, there is a real dilemma here. The 

consultant - a veteran of foreign wars 

- often knows all too well the risks 

and pitfalls of doing an isolated 

"deliverable" of training or design 

work. So how do you communicate 

that, without triggering the client's 

allergic reaction? Particularly when the 

client has been the victim of previous 

exploitative engagements. 

 

Some years ago, together with two of 

my clients, we developed a "spiral" 

approach to account management. 

Instead of the the traditional, top-

down, strategic approach, we drew a 

small box in the centre for initial 

engagement, with spirals out from 

there representing context-

questioning, relationship-building and, 

most importantly, trust-building via 

concrete results.  Instead of starting 

with the strategy, you earn the right 

to be strategic via your effectiveness in 

initial delivery.  

 

So what's the difference, you might 

well ask. Surely, it's just a different way  

 

of engineering scope-creep? For some, 

alas, this is probably true. But for 

genuine contributors, it's a way of first 

making a contribution and adding 

value. It demonstrates that your 

intention is primarily focused on client 

results, rather than your teaching or 

methodology. 

It also reassures the farmer that you 

can tell the difference between a 

sheep and a dog. 
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Important Notice 
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Rights Reserved 
 

This article appeared in Better 

Business Focus, published by Bizezia 

Limited ("the publisher"). It is 

protected by copyright law and 

reproduction in whole or in part 

without the publisher’s written 

permission is strictly prohibited. The 

publisher may be contacted at 

info@bizezia.com (+44 (0)1444 

884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss 

howsoever occurring as a 
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to take, as a result of this article or any 

view expressed herein.  

 

Whilst it is believed that the 

information contained in this 

publication is correct at the time of 

publication, it is not a substitute for 
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and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any 

hyperlinks in the article were correct 

at the time this article was published 
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the article. 
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