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Best of the AICN Newsletter
BY HERMANN AMAYA, CHAIR, IEEE-USA’S ALLIANCE OF IEEE 
CONSULTANTS NET WORKS COORDINATING COMMIT TEE (AICNCC)

The Alliance of IEEE Consultants’ Networks Coordinating Committee (AICNCC) started publishing 
the electronic version of the AICN Newsletter at the start of 2009. In the 6 years of publishing this 
great newsletter the committee believes we’ve shared many great articles that have been a benefit to IEEE consultants. 
The AICNCC has decided to go back and collect a few of those great articles to share with you again. We believe these 
articles are very informative, relevant and useful.  IEEE Consultants and would be consultants will enjoy this great issue 
of the AICN Newsletter.  

Hermann Amaya is chair of the Alliance of IEEE Consultants Networks Coordinating Committee (AICNCC). He is director 
of engineering at AMHER Corp. in Tampa, Fla. He is also the chair and founder of the IEEE Florida West Coast Consultants 
Network Affinity Group.

4TH QUARTER 2014

Chair’s Corner by Dr. Gary Blank

The 2009 Return of our Newsletter: I was the AICN Chair from 
1999 to 2002. I have been recycled. Now that I am back as 
AICN Chair, I am re-awakening our AICN newsletter. Our en-
thusiastic 2009 Committee has some exciting plans and inno-
vative ideas, which will be helpful to all IEEE members in these 
challenging times. I asked each of the members of the Com-

mittee (all practicing consultants) to write an article for this kick-off version 
of the new Newsletter. Here is my contribution. It is similar to an article that 
I wrote in an old AICN newsletter almost eight years ago. The information is 
still timely.

How to Find Clients:  Finding clients is the most crucial aspect of being a con-
sultant. When I decided to launch my consulting career, my mentor advised 
me to try a variety of methods for finding clients. I have been taught, and I 
have used, more than twenty methods — all of which I discuss in detail in my 
seminar on consulting. It is easy, comfortable, and it gets results.

Here is one of my favorite methods for finding clients: 

I visit the universities and colleges in my area. The two people I seek on each 
campus are the Chair of the Electrical Engineering Department (or related 
area) and the IEEE Student Branch Faculty Advisor. I introduce myself as a 
consultant, and make two offers.  I offer the Department Chair my availabil-
ity as a speaker to talk to the students about industry, and what it is like to be 
an engineer. This offer is very valuable to the Chair, and I am often referred 
to another faculty member to implement it. It is important to make a good 
impression, to be sincere, to be generous with your time and offer, and to 
leave your business cards with everyone you talk to.

I also offer the Student Branch Advisor my availability as a speaker about 
many aspects of the engineering profession. IEEE’s Student Branches are 
anxious to get speakers for their meetings.

How does speaking to students and student groups enhance your consulting 
business?  Indirectly, the students may be helpful later — but they are not 
the principal target. The key person in this scenario is the Department Chair. 
When there is an engineering problem in industry, managers often call the 
nearby university to seek help. Most of the faculty members do not have 
the time or desire to accept consulting assignments. But the Department 
Chair who gets the call remembers the consultant who introduced himself 
and offered to speak to the students. This method has worked for me. It has 
resulted in many consulting assignments. It will work for you too. Try it.

How To Get Started In 
Consulting by C.B. Johnson

The first step is to gain skills that you can 
market. You accomplish this goal through 
education, experience and using your 
natural talents. Then, you either work for 
another company as an employee (think 
of yourself as an “in-house consultant”), 
or you establish your own company and 
work as a consultant (independent con-
tractor). 

For many reasons, taking the first big 
step to work on your own as a consul-
tant is not easy. However, this first step 
is often made easier (in practice), if you 
are laid off. If you are laid off, instead of 
again looking for someone to hire you as 
an employee, why not market yourself as 
a consultant? 

Lots of good references and information 
are available to help you successfully es-
tablish your consulting practice. You can 

find a wealth of material on the IEEE-USA 
Web site. As bad as the general economy 
is at this time, it is actually a very good 
time to be a consultant. 

Review some of the available information 
at www.ieeeusa.org/business/. Contact 
other IEEE consultants for free advice. In 
general, they will be very helpful. And 
attend a local IEEE Consultants Network 
meeting.
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Clients and the Power of 
Sharing Contacts by Paul Kostek

For anyone starting out as a consultant, the 
first challenge can be finding clients.  And 
even if you get your first assignment, how do 
you find the second, third and other future as-
signments?  Being a part of an IEEE Consultant 
Network provides two great advantages.  First 
is the opportunity to meet with other consul-
tants and second repeated exposure provides 
opportunities to develop those contacts to as-
sist in helping you find clients. Look for con-
sultants with similar backgrounds. See if you 
can assist them on projects. You may get the 
chance to take on assignments they are un-
able to.  
Make sure you’re in the Consultants Database 
[www.ieeeusa.org/consultants]. The data-
base provides another opportunity to share 
work with others.  You may see a project or 
assignment that interests you, but you can’t 
do all of the work. Search the database to find 
others to partner with. 
If you already have an on-going business, why 
would you want to share your clients or con-
tracts with another consultant?  Well, if you 
can’t take on an assignment, but you find your 
client a person who can, they’ll remember you 
for helping them out.  The other consultant 
will appreciate the opportunity. And at some 
point, going the extra mile will bring you work 
from that client, or the other consultant.    
The Consultants Network offers the power of 
a network, if you’re willing to use it. 

www.ieeeusa.org/business

For questions, comments or submissions
please contact Daryll Griffin at (202) 530-8337 
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The unemployment rate for U.S. electrical and electronics 
engineers (EEs), which had jumped to a record high in the 
second quarter, has eased, according to third quarter data 
just released by the Department of Labor’s Bureau of Labor 
Statistics. For the engineering profession as a whole, the 
rate continued to climb, but more slowly.

The jobless rate for EEs dropped from 8.6 percent 
in the second quarter to 7.3 percent in the third. 
Quarter to quarter, the EE work force grew by 26,000.  
For civil engineers, the unemployment rate dropped from 
4.7 percent to 3.6 percent, but for mechanical engineers, it 
rose from 5.6 percent to 9.5 percent. Overall, engineering 
joblessness rose to 5.9 percent, a 0.4 percentage point 
increase compared to a 1.6 percentage point increase in the 
second quarter.

The unemployment rate for computer professionals went 
from 5.4 percent in the second quarter to 6 percent in the 
third quarter. Software engineers showed a slight decline (4.7 
percent vs. 5 percent), while computer scientists and systems 
analysts experienced an increase (7.3 percent vs. 6.4 percent).  

“These mixed data suggest that the worst may be passing, 
but we are still a long way from the levels of engineering 
unemployment we would expect to see in a strong 
economy,” IEEE-USA President Gordon Day said. “We are 
also encouraged that announcements of layoffs in the high-
tech sector appear to have subsided, after peaking early in 
the year. A clear turnaround in engineering unemployment 
would be a very positive sign for the general work force, 
since engineers create new jobs in many categories.” 

Career enhancement resources are available for IEEE 
members at www.ieeeusa.org/careers/. Help is available 
for unemployed and at-risk members at www.ieeeusa.org/
careers/help/. 

IEEE-USA advances the public good and promotes the careers 
and public policy interests of more than 210,000 engineers, 
scientists and allied professionals who are U.S. members of 
IEEE. IEEE-USA is part of IEEE, the world’s largest technical 
professional society with 375,000 members in 160 countries. 
See www.ieeeusa.org.   �

Updating You on AICN Activities & Networking
The AICN is planning a face-to-face meeting on Saturday, 21 November, in New 
Brunswick, N.J., on the heels of the IEEE Organization Units Meetings. We will be 
working on some exciting plans for 2010 which will include debating story ideas for 
future newsletter pieces and finalizing details for a “Consulting 102” webinar.  

Keeping In Touch & Networking 

Keeping in touch: To keep in touch we are reaching out again this month to every 
Network to see how each one is doing and asking if there is anything we can do to 
help the Network. If we do not have the answers we will try to find them. If we do not 
contact your Network it is possible that you are not on our list and not on our website 
www.ieeeusa.org/business/localnetwork.asp. Also a reminder that if your Network has 
active affinity group status (which is true of most networks, regardless of size) there is 
an annual rebate to your Section. Sections love to have Networks.

Networking: We are experiencing how valuable it is to network beyond our local 
Networks. There are times in the consulting arena when geographical considerations 
require us to reach out to fellow consultants in other IEEE Consultants Networks. 
Sometimes it is necessary to help a client to find a consultant close to the client’s 
facility. We are going to be seeing more of this inter-network activity. Participation in 
our Alliance of IEEE Consultants Networks will be beneficial for all of us.

I will report to you the results of our meeting in New Brunswick in the next newsletter.   �
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Chair’s Corner by Dr. Gary Blank

Third Quarter Engineering Unemployment Data Show Mixed Trends

Consultants Fee 
Survey Underway
Check your e-mail in-box for 
your invitation to the 2009 
IEEE-USA Salary and Fee 
Survey. For the first time, the 
Salary and Fringe Benefits 
Survey and the Consultants Fee 
Survey have been combined 
into one questionnaire. All 
respondents will get five 
free uses of the IEEE-USA 
Salary Calculator; in addition, 
those respondents primarily 
practicing as consultants will 
be eligible to get a free copy 
of the Consultants Fee Survey 
report.
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AICN Welcomes a New Network in New Hampshire
The Alliance of IEEE Consultants Networks Coordinating Committee (AICNCC) wants to congratulate 
Madeleine Lowe and the IEEE New Hampshire Section Consultants Network on the formation of an Affinity 
Group.

This newest Consultants Network became official on 10 December 2009. If you want to wish them well, check 
the IEEE-USA Web site for contact information for the New Hampshire Section Consultants’ Network. If other 
groups want to form a consultants network, the IEEE-USA Web site also contains step-by-step instructions 
about how to become a formal network. We encourage new consultants networks to register as “Affinity 
Groups.” After groups form a network, they can take advantage of IEEE’s branding and resources, and also qualify for funding 
through IEEE Section rebates.

If IEEE members belong to Consultants Networks, but you don’t see their network’s contact information on our Web site, 
please contact Daryll Griffin at d.r.griffin@ieee.org.

Reenergizing Your Local Network
From time to time, the Alliance 
of IEEE Consultants’ Networks 
Coordinating Committee (AICN) 
receives requests for assistance 
from a new network, or a network 
wanting to become more active 
again. On occasion, Gary Blank, 
immediate past AICN Chair and 
current Vice President of IEEE-
USA’s Career & Member Services,  
travels to meetings to hold day-
long sessions on establishing 
or reenergizing your network. 
Following are some helpful hints 
to get your own network started or reenergized.Attend 
Monthly Section Meetings

First, network chairs need to know that they can’t do it alone. 
Chairs need a core group of three to four people Who want 
to network with other consultants in their geographic area. 
If you don’t know other consultants with those interests, you 
need to go find those people. How do you find them? Attend 
your monthly IEEE Section and Chapter meetings, and start 
networking. You may want to develop a brief presentation 
at the meeting to solicit participation. You can also contact 
an AICN Committee member, who may know of someone in 
your community who might be a good fit.

Start With Something Social 

Second, once you have your core group established, start 
with something social.  Have fun before you start working!

Make your first meeting strictly social, and practice your 
networking skills — always valuable for consulting.  Don’t 
schedule any presentations or long speeches — just a heavy 
dose of networking to find out what topics interest people. 
You may also meet a few more people to add to your 
core group. Also, remember the golden rule for having a 
successful meeting: “Provide free food and they will come.” 
Most networks have registered as Affinity Groups and 
qualify for funding through IEEE Section rebates. Dormant 
networks may want to explore this benefit, to offset some 
of the meeting costs. 

Have a Strong Organization

Third, create a strong program activities committee.  Strong 
programs will bring network members out to your meetings. 
Maybe not to every meeting, but if a network has an 
interesting program that strikes a chord, members will take 
time out to attend meetings. Once again, be sure to build in 
time for networking at all meetings.

Be Innovative

Fourth, be as innovative as possible when it comes to 
planning your meetings. If you are creative,  you can give 
your members what they want, but also broaden your topics 
to include: legislative updates’ how to work with the U.S. 
Small Business Administration; or moving from consulting to 
entrepreneurship, for example.  

Additionally, incorporate social networking websites into 
your network activities. Many businesses  have set-up 
Facebook and LinkedIn groups to augment communications 
and the services they provide. Twitter is also an excellent 
way to notify members quickly about a hot lead on a new 

(continued on page 6)
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“This session was very informative! I would attend future sessions,” 
wrote Nawaz Hosein, after participating in IEEE-USA’s Consulting 101 
webinar. With more than 110 participants from across the country 
listening and watching, Dr. Gary Blank, chair of the Alliance of IEEE 
Consultants’ Networks Coordinating Committee (AICNCC), gave detailed 
advice in his hour-long presentation about what people should consider 
when they make the decision to become a consultant.

Dr. Blank describes this webinar as a basic primer on engineering 
consulting. He covers why people generally go into consulting; basic 
tools people need to get their practice off the ground; and challenges 
people may face when just starting out. He also addresses such issues 
as insurance coverage, and tax and record-keeping. Dr. Blank also 
kept attendees attention by injecting a little personal history into the 

discussion, sharing his own compelling story about embarking on the 
journey into consulting. 

Dr. Blank ended the session with a quick question and answer period. 
He also promoted the Consultants Database, taking the Consultants’ 
Fee Survey, or being a part of a Consultants Network for those attendees 
not involved in any of the IEEE-USA consultant services.

The AICN Steering Committee plans on doing a follow-up to this webinar, 
to the delight of many, including Ahmad Haque, who wrote. “Please do 
more sessions, ASAP.”

For those of you who missed this webinar you can view it and previous 
webinars at www.ieeeusa.org/careers/webinars/default.asp.     �

Simple Things You Can Do to Find Clients
The recent free webinar, Consulting 101, was very successful, with more than 100 participants. I really enjoyed doing it. Many 
participants contacted me afterward, and asked if we can proceed with Consulting 102. It is in the works.

Various Sections and Networks frequently invite me to come and help with the start-up of a new Consultants Network; to train new consultants; 
and to help working consultants expand their practices. I do a live six-hour seminar on How to Start a Successful Consulting Practice or How to 
Expand an Existing One. 

One of the subjects I spend a lot of time on is teaching seminar attendees how to find clients. An expert in the field taught me, so I teach his 
subject matter, and what has worked for me. He taught me that mass or blind resume mailing is a waste of time and money, and emphasized that 
one should do the unusual — things that others do not do. In the seminar, I teach more than twenty different effective methods of finding clients. 
Here is one that I would like to share with you:

Having attended and graduated from three different universities, I receive a lot of alumni mail, including solicitations, announcements and 
newsletters. I used to throw most of them away, until I realized what a powerful resource the alumni newsletters were for finding consulting 
business. And now that I have used this method successfully many times, I can share it with you. 

When I receive a newsletter, I quickly turn to the page where promotions and accomplishments are announced. These announcements are usually 
grouped by years of graduation, in chronological order. I look for the years close to my years of attendance at the university. 

Usually, I do not recognize the names or the pictures of the people there. However, I intensely read about all the promotions and advancements. I 
circle the ones where the alumnus is possibly in a position to deal with or hire consultants. Then, I prepare a short and simple, hand-written note 
that reads something like this: 

Hi X, 

Congratulations on your promotion to the position of Vice-President of Engineering. You are a credit to the university and your 
promotion is evidence of the high caliber of students from our Alma Mater. We probably took a few classes together and possibly 
played on the same intramural teams. It would be enjoyable to get together and reminisce about those glorious days. 

I have held several challenging positions since graduation, and my career has benefited from all of these experiences. I am currently 
a full-time consultant. I help companies solve difficult engineering problems, and I really enjoy what I do. 

Perhaps our paths will cross before the next class reunion. Contact me, if I can be of service to your company. My card is enclosed. 

 — Signed

How many similar notes do you think this person will receive? Probably only one — yours. If that company has a need for a consultant, chances 
are excellent that you will be remembered? It is simple and it works.                      �
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Chair’s Corner by Dr. Gary Blank

IEEE-USA Hosts Consulting 101 WebinarAICN at the Annual Meeting
Your AICN was on display at the IEEE-USA Annual Meeting from 26 February to 1 March in Salt Lake City, Utah. We had a prime location for our 

booth, and a full set of flyers and handouts detailing our current services. We also had copies of How to Start a Local Consultants Network on display. 
To top it all off, we had an internet connection for live demonstrations on how to navigate through our IEEE-USA Consultants Directory, and other AICN 
Internet resources. The booth was staffed during all the breaks, giving us a chance to learn more about IEEE consultants’ needs.  

We realize that with the present economy, more U.S. IEEE members will be considering consulting.  Our display was aimed at helping all consultants, 
as well as Section and PACE Chairs, organize local consultants networks, and to assist them in offering help to their local members. If you were not 
fortunate enough to get to Salt Lake City, you can see a listing of all the Consultants Networks, IEEE-USA E-Books and the Consultants’ Database at 
http://www.ieeeusa.org/business/. Remember: Annual Meetings are a great place to network, so come see us next year from 4-7 March 2010 in 
Nashville, Tenn.
Award

Also, congratulations go to Martin Izaak, a 2008 recipient of the IEEE-USA Professional Achievement Award. At the 2009 IEEE-USA Annual Meeting 
in Salt Lake City, Mr. Izaak was honored for his efforts in establishing and chairing the Consultants Network in the IEEE New York Section. The Profes-
sional Achievement Award for Individuals goes to recognize significant specific contributions, achievements and individual efforts in the development 
and implementation of professional activities in the United States.

Chair’s Corner
Welcoming New Local Networks

We have new Networks joining us!  In February, I was invited to talk to 
the Florida West Coast Section (Tampa/St. Petersburg). My talk focused 
on why the Section needed a Consultants Network. Two days later, I did an additional 
6-hour, how-to seminar for Section members on consulting and its benefits. This seminar 
was well attended. At the end of this seminar, I issued my call — calling the attendees and 
the Section leaders to work with me to launch the Florida West Coast IEEE Consultants 
Network — right there on the spot, before everyone left the seminar. We had some very 
enthusiastic participants and the rest is history. On 17 March, the Florida West Coast 
Consultants Network was approved as a new IEEE Affinity Group. This method of doing the 
Section meeting, followed by the “how to do it consulting seminar” has been working very 
well for re-invigorating existing networks — and especially well for starting new ones.

I have been invited, and I will soon be going, to Charleston, W. Va., to participate in the 
same activity. Then, I’m on to Lincoln, Neb., to start a new network there. I have also been 
invited to go to Kansas City, Mo., in July to re-invigorate their network. We are going to use 
the same method — as if we are starting from scratch — in Kansas City. I will be speaking at 
a Section meeting, and then also doing my 6-hour, how-to seminar two days later. 

There is more good news! I did not go to Houston in person, but I have been communicating 
with them and working with their leaders to start a Consultants Network. I am pleased 
to announce that on 27 April 2009, IEEE received application materials from the Houston 
Section to establish a new network and Affinity Group. 

Networks outside the United States

There is also a new network in Colombia, South America. If you want to see a full list of 
networks inside and outside the United States, please check out our local networks page at 
the IEEE-USA Web site. 

Upcoming Webinar

 I will be doing an IEEE-USA webinar on 9 June, entitled “Consulting 101.” For details, 
please see the “Webinar: Consultants 101” in this newsletter. Also, keep a look-out for 
future webinars in the fall by checking http://www.ieeeusa.org/careers/webinars/.

Please remember: our theme and mission this year is to keep asking and answering the 
question: What can we (AICN) do to help our fellow IEEE members in these challenging 
times? So, if you need us, please don’t hesitate to call.
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Chair’s Corner by Dr. Gary Blank
Webinar: Consulting 101

The Alliance of IEEE Consultants’ Networks 
Coordinating Committee (AICNCC) is holding the 
first in a series of webinars on 9 June 2009 at 2:00 
pm EDT. This webinar will be most informative, 
addressing issues consultants deal with every 
day. In addition, if you sign up and participate in 
this webinar, you’ll receive free access to IEEE-
USA E-Book: The Best of Today’s Engineer: On 
Consulting.

Consulting 101 

If you are concerned about losing your job in this 
slowing economic climate, and are considering 
making the transition from a full-time corporate 
position to a full-time independent consultant, 
then this webinar is for you. Additionally, if you 
are already consulting and looking for ways to 
increase your assignments and client base, you 
will find this webinar very informative and helpful. 
Issues explored will include:

Introduction to modern consulting and the • 
consulting marketplace 
Myths about consulting — some are true, some • 
are false
Reasons to become a consultant — How do • 
these reasons influence your success as a con-
sultant?
Critical details and important concerns about • 
Getting Started — What are the steps?
Simple Record Keeping procedures that many • 
consultants use
This webinar is a free presentation. You can reg-

ister for this event at http://www.ieeeusa.org/
careers/webinars/. Access to the free E-Book 
only goes to actual webinar participants. We look 
forward to seeing you — log on!
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Webinar: Consulting 102
The Alliance of IEEE 
Consultants’ Networks 
Coordinating Committee 
(AICNCC) is holding the 
second in a series of 
webinars on 17 June 2010 at 
2:00 pm EDT. This webinar 
will be most informative, 
addressing issues consultants deal with every day.

Consulting 102

This webinar will address the most important 
challenge facing consultants  “How To Find Clients.” 
As a continuation of the Consulting 101 Webinar 
(introduction and how to get started) this webinar 
will present several proven methods for finding clients 
for consulting services and also how clients find 
consultants. 

This webinar is a free presentation. You can reg ister for 
this event and also view the Consulting 101 webinar at 
http://www.ieeeusa.org/careers/webinars/.
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In Memory of AICN Co-Chair Bob Adams… 
In early May, AICN Co-Chair Bob Adams, P.E., passed away after a lengthy illness. Bob graduated from the 
University of Kentucky, with a degree in Electrical Engineering.  Over the years, Bob served IEEE in many 
different ways. 

In January 2010, William Kassebaum and Robert Adams had taken the positions of AICN Co-Chairs.  Long-
time AICN Chair Gary Blank (1999-2002 and 2008-2009) paid the following tribute:  “Bob introduced me to 
IEEE-USA. I was his AICN Chair in 2002. He nominated me to replace him as the IEEE-USA VP of Member 
Activities in 2002, campaigned for me, and also got me elected to the IEEE-USA Board in 2002.”

“Many years ago, when I was a candidate for Region 4 Director-Elect (before he became Director Region 4), 
Bob was my campaign manager. His passing is a significant loss for all of us,” Blank said.

Will Kassebaum said Bob was a tremendous asset to the Central Indiana Section, Region 4, IEEE USA and IEEE.  Further, 
Kassebaum said: “Bob encouraged many in their IEEE careers. He certainly was a mentor to me, and I was greatly looking 
forward to working more closely with him. He will be missed.”

IEEE-USA President-Elect Ron Jensen commented that Bob was a mentor to him, and encouraged him in his volunteer 
career with the IEEE. “Our prayers are with Chloe Ann and the family,” Jensen said. 

If you would like to read more about Bob Adams, his obituary is included in The Indianapolis Star. 

AICN Newsletter

How Much Should You 
Charge? Find Out in the 2009 
Profile of IEEE Consultants
The results of the 2009 Consultants 
Fee Survey are in!

As a consultant is preparing a proposal 
or negotiating a contract, one of the 
primary concerns is deciding how 
much to charge. To establish a fixed 
price, or a fee that is both competitive 
and fair, the consultant needs to 
know what other consultants working in similar fields 
are charging. In response to this need, the Alliance of 
IEEE Consultants Networks (AICN) conducts national 
fee surveys of its members. This 2009 Profile of IEEE 
Consultants provides the profile of typical self-employed 
and independent technical consultants, including their 
education, experience, business practices, median 
earnings and hourly fee. 

To review the results, purchase your copy of this 
new IEEE-USA E-Book at http://www.ieeeusa.org/
communications/ebooks/.

Member Price: $9.95; Non-member Price: $19.95

The Alliance of IEEE Consultants Networks Newsletter is published by IEEE-USA.  
Copyright 2010 IEEE. IEEE-USA | 2001 L Street, NW Suite 700 | Washington, DC 20036www.ieeeusa.org/business

For questions, comments or submissions
please contact Daryll Griffin at +1 202 530 8337  
or d.r.griffin@ieee.org.

The quarterly publication of the Alliance of IEEE Consultants Networks Summer 2010

AICN Newsletter

Also in this issue:
Contract Engineering: A Viable Career Alternative..... 2
Legislative Update (cont’d) ......................................... 3
Help Safeguard Your Income and Business with 
Disability Insurance (cont’d) ....................................... 4
Get Interactive: New Issue of IEEE-USA in ACTION .... 6
New IEEE-USA E-Books ............................................... 6
A New Network in the Making ................................... 6

AICN Welcomes a New Network in Baltimore
The Alliance of IEEE Consultants Networks Coordinating Committee (AICNCC) 
congratulates Dr. Wole Akpose and the IEEE Baltimore Section Consultants Network 
on the formation of an Affinity Group.

This newest Consultants Network became official on 22 April 2010. If you want 
to welcome them, check the IEEE-USA Web site for contact information for the 
IEEE Baltimore Section Consultants Network. If other groups want to form a consultants network, the IEEE-USA 
Web site also contains step-by-step instructions about how to become a formal network. We encourage new 
consultants networks to register as Affinity Groups. After groups form a network, they can take advantage of 
IEEE’s branding and resources, and also qualify for funding through IEEE Section rebates. 

If you don’t see your consultants network’s contact information listed on our Web site, please contact Daryll 
Griffin at d.r.griffin@ieee.org.

Help Safeguard Your Income 
and Business With Disability 
Insurance               By Terence B. Bernier
As a self-employed consultant or technology 
professional or small business owner, your business 
depends on you. So if you become injured or ill and 
can’t work, how will you continue to pay your personal 
and business expenses?

Your safety net of savings and other assets may not 
stretch as far as you believe, particularly if a disability 
keeps you from working six months or longer. In fact, 
the average length of a disability lasting at least 90 
days, for Americans between the age of 25 and 55, is 
3.8 years.1

If your business is comprised of several employees, 
you may have access to group disability insurance and 
workers’ compensation plans that can help you. But 
workers’ compensation will only pay if you’re injured 
on the job.                                            (cont’d. on page 4)

Legislative Update

Congress Still Has Time 
to Pass Legislation that 
Could Positively Affect Your 
Consultant Practice
In late March 2010, President Barack Obama signed into 
law legislation that will, in time, overhaul the U.S. health 
care system. As a service to the many independent 
consultants who have one-person shops or businesses 
across the country, AICN inquired as to whether this 
health care overhaul would have any immediate 
effects on independent consultants. After speaking 
with an insurance executive, and IEEE-USA government 
relations staff, we believe that we can safely say that for 
now, it appears that independent     (cont’d. on page 3)
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The AICN is now on Facebook. Check us out 
at: http://www.facebook.com/pages/IEEE-
Consultants-Network/116356868419773

AICN Welcomes the Southern Minnesota and Cedar Rapids Consultants 
Networks
The Alliance of IEEE Consultants Networks Coordinating Committee congratulates Steve Kerchberger, and 
the IEEE Southern Minnesota Consultants Network, on forming an Affinity Group. The AICNCC would also 
like to congratulate Raman Aravamudhan, and the IEEE Cedar Rapids Consultants Network, on forming an 
Affinity Group. These newest Consultants Networks were approved at the 19 February, MGA Board meeting. 
If you want to welcome our newest networks, check IEEE-USA’s Web site for contact information for both the 
Southern Minnesota Consultants Network and the Cedar Rapids Consultants Networks. 
If other groups want to form a consultant’s network, IEEE-USA’s Web site also contains step-by-step 
instructions on how to become a formal network. We encourage new consultants networks to register as 
Affinity Groups. After groups form a network, they can take advantage of IEEE’s branding and resources, and 
also qualify for funding through IEEE Section rebates. 
If you don’t see contact information listed on our Web site for your Consultants Network, contact Daryll Griffin at d.r.griffin@
ieee.org.

IEEE vTools Can Help You!
What is vTools and how can it help an IEEE-USA Consultants Network?  vTools is sponsored by IEEE 
Membership and Geographic Activities (MGA), and  MGCA developed it to simplify the administration 
of posting meetings, maintaining local websites, managing local activities, and assisting in member 
development.  
The vision for vTools – Meetings is to a build a meeting tool to assist local IEEE units in organizing their 
meeting schedule, while at the same time providing data to IEEE so that all synergies can be taken 
advantage of. vTools – Meetings allows officers to create meeting announcements with no dependence 
on webmaster availability.  IEEE members and the public can see and register for the upcoming IEEE 
meetings.  Please visit the project WIKI page for more information.
The vTools – WebInABox application is aimed toward sections, sub-sections, chapters, and affinity groups that do not 
have a webmaster to create and maintain an up-to-date website, but just need a very simple wizard to publish a site. We 
encourage organizational units that only need a simple website with automatically updated information to take advantage 
of the vTools – WebInABox.  Again, visit the project WIKI page for more information.
Other vTools application include vTools – Voting, DimDim (a web conferencing service) and vTools – Student Branch 
Reporting. IEEE is planning to introduce more tools in the next few years.  Among the tools we will have:  Awards, Section 
Dashboard, Communicate, Prospective Members, Membership Development, Off-Line Join, Agendas, and more. 
MGA, responsible for IEEE membership and membership development, believes vTools will help serve the needs of IEEE 
members by supporting IEEE Sections, Chapters and Branches.
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Summer 2011

tips for consultants
IEEE-USA is always looking for information to pass along to other consultants 
like yourself that will help them have a successful practice.  We came across a 
story that may help those starting out as consultants, and those who may need 
a quick refresher about how to be a successful consultant. Visit TechRepublic, 
and read Chip Camden’s blog post “10 Personality Traits of a Highly Effective 
Independent Consultant.” This blog post provides different perspectives from 
the 10 tips we received in our AICN 2011 Winter issue, “Finding Success in 
Consulting: Niche and Reputation Are Both Key.”

10

network news

NEW LIFE FOR LOS ANGELES 
AREA CONSULTANTS
By Ralph Hileman & Bob Gauger
The Los Angeles Area Consultants 
Network (LAACN) was founded in 
1992, and quickly became one of IEEE’s 
most active consultants networks. 
At that time, there was strong local 
interest in consulting, and the LAACN 
helped support the growing number 
of consultants by hosting monthly 
meetings, co-sponsoring workshops, 
and providing assistance in founding a 
neighboring network in Orange County 
(OCCN).
More recently, the LAACN struggled 
to cope with the retirement of key 
personnel, diverse interests, and 
significant travel distances, which 
doubled or tripled the cost of driving 
to meetings.
The LAACN met with the neighboring 
OCCN for months at locations on the 

border of the two areas, but finally 
went dark due to low attendance.
But times have changed. Sparked 
by new leadership under Eremita 
Miranda, LAACN held two luncheon 
kick-off meetings in Pasadena in June 
and July. The second meeting handled 
the overflow from the first meeting. 
Though practicing consultants were 
also invited, the meetings were 
primarily for those who want to 
become consultants. Bob Gauger 
provided an interactive workshop on 
how to become a consultant, covering 
some of the pros and cons of consulting, 
and then called on consultants in the 
audience to share their experiences.
It looks as though the LAACN and 
OCCN are enjoying a new lease on 
life, and soon they will again be active 
participants in the AICN. Special 
thanks to Emerita, who, though not 

a consultant, is dedicated to keeping 
IEEE members gainfully employed.
Ralph Hileman is organizing planning 
meetings for former key leaders of the 
LAACN and OCCN, to review key issues 
for the Fall. Ralph has been chair of 
each of these groups over the past few 
years (and before that, AICN Chair). 
The issues that this small group of 
leaders will address include monthly or 
quarterly breakfast or lunch meetings, 
availability of nearby college space to 
reduce the costs of meals, and use of 
webinars. California has the second-
highest unemployment rate in the 
United States, so job search strategies 
will continue to be a major discussion 
topic at these meetings.
The LAACN and OCCN would like to 
hear from other groups who have 
conducted successful  web meetings. 
LAACN and OCCN contact information 
can be found in the consultants services 
section of the IEEE-USA website.
DON’T RETIRE — CONSULT!
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AICN Chair Report: Improving Service to Local Networks and 
Independent Consultants

By William Kassebaum, Chair, Alliance of IEEE Consultants Networks Coordinating Committee
Your Alliance of IEEE Consultants Networks Coordinating Committee (AICNCC/AICN) is always looking 
for ways to assist local IEEE Consultants Networks in serving their membership. As you know, the AICN 
has been meeting twice a year for the past few years. Committee members come together to map out 
ways to serve local networks, thereby improving service to the consultant community at large. For a 
listing of the AICN committee, please go to the consultant services webpage at the IEEE-USA website.
We held the most recent AICN meeting during the IEEE Board Series in November 2010. The primary purpose of this AICN 
meeting was for the committee to set priorities for the upcoming year. The outcome of that meeting was a framework 
for several initiatives the committee believes will help local networks and individual consultants to be successful in 2011.
The first of these initiatives is to update the Best of TE: On Consultants E-Book. This great E-Book was first published in 
2005, and now it’s time to refresh this publication. Today’s Engineer has published some great pieces on consulting lately, 
and we expect the updated E-Book will be a great one-stop resource for many independent consultants. 
The AICN would also like to increase its direct contact with local network members. This idea dominated a large part of 
the fall meeting. The committee really respects the work that local networks are doing to provide services to independent 
engineering consultants. In fact, local networks are really the life blood of IEEE services to independent consultants. 
However, our current set-up does not allow for AICN’s direct access to local network members, and we would really like 
some direct access, so we can provide local network members with a double-dose of service. 
We discussed many ideas, and some long-term plans are in genesis to increase our contact with local network members 
and consultants who have no local networks. In the short-term, the committee has settled on developing a listserv, so the 
AICN can send consultants this newsletter, promotion about webinars, and other newsworthy announcements.
The Committee would also like to solicit ideas for webinars from consultants. We would like to put on two or three 
informational webinars, but we would like to know what topics consultants would like to hear about. Send recommendations 
to d.r.griffin@ieee.org.
The Committee would again like to encourage local networks to recognize achievements of their local network members 
by having them submit applications for IEEE-USA Awards. We hope local networks really take advantage of these awards 
to honor the hard work of some of their members.
Other issues discussed at the meeting ranged wildly. The Committee will look into the possibility of increasing its committee 
membership by pursuing one or two new members from non-represented regions. The committee also discussed the 
upcoming 2011 Salary and Consultants Fee Survey, and what we can do to increase consultants’ participation in the survey. 
Increased participation will lead to a better sample size for information that will go into the follow-up publication Profiles 
of IEEE Consultants. The committee discussed ways to improve marketing of the Consultants Database to consultants and 
businesses that need consultants. The committee also discussed ways to bring together independent consultants for a 
one- or two-day conference. The Committee outlined its major goals for 2011. We believe following up with these issues 
will lead to better service overall that we can provide to local networks and independent IEEE consultants.
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IEEE-USA Consultants Database Gets Major Upgrade
IEEE-USA has completed major upgrades to its Consultants 
Database! These upgrades are based on database members’ 
input. And we believe the upgrade will improve the 
usefulness of the service and the user’s experience. 
The major new feature of this upgrade is making the 
member database profiles accessible to web crawlers like 
Google, and other search engines. The updated software 
will also now perform the following tasks:

• Update a consultant’s web listing, when changes are 
made to the listing

• Make the e-mail links on the web-path page call a 
form that sends emails to the consultant, keeping the 
e-mails from being harvested for spam

Another upgrade is a feature that includes statistical 
collection of database member hits, per consultant. This 
feature will:

• record the number of times a consultant’s listing is 
displayed as a table of contents link

• record the number of times a consultant’s listing is 
displayed in full

• record the number of times the system runs a search
• collect monthly stats and save them, per consultant
• display the stats for a consultant in tabular form

Other upgraded features include adding the reCAPTCHA 
feature that will require a human being to submit all 
searches once the search criterion has been set. This 
feature will protect against data harvesting. And we’ve also 
improved some features on the “Assignment Posting” page 
that will give us greater control, to make sure only legitimate 
assignments are posted on the assignment page.
We believe these enhancements will increase the usage of 
this database by those seeking services from independent 
engineering consultants. We’re hoping these new upgrades 
entice those consultants who’ve yet to become a member 
of our Consultants’ Database to join. We’re also hoping 
that members review their profile and make any necessary 
changes, so they can take advantage of these upgrades. 
The best news is that we have upgraded and increased 
functionality of the Consultants Database, but we are not 
increasing the annual subscription fee of $79. To subscribe 
go to the IEEE-USA website and click Consultant Services.
Tips To Optimize Your Profile
In addition to the upgrade, we’ve put together a list of tips 
to help Consultants Database members get better results 
from their database listing.

Tips to Optimize Your IEEE-USA 
Consultants Database Profile:
1. The effectiveness of your profile 

is closely linked to how well 
it performs on the Database’s 
search engines. Using the 
best key words and phrases 
to describe your expertise is 
essential.  Make sure those terms 
are the ones that prospective 
clients might use to find you 
(even if they’re not the ones 
you’d deem most precisely 
descriptive of your technical 
practice).

2. It’s useful to use the key terms more than once —  and 
in more than one field —  in your listing.  For example, 
you can use the slogan field to repeat a key phrase. You 
might even give your consulting practice a name that 
would contain a key term or phrase. 

3. Searches are case sensitive, so you might also want to 
use your key terms more than once in a field —  once 
with initial caps, and once with all lower-case.

4. Make sure spelling and punctuation are correct and 
consistent with standard practice, and that there are 
no typos (for example, a missing space that would 
cause the search engine to run two words together).

5. Make sure to list your e-mail address.  Many clients 
prefer to have initial contact via e-mail.  If you’re 
reluctant to publish your main e-mail address, consider 
setting up a Google gmail, or other free e-mail account, 
and use that for your Consultants Database e-mail 
address (but be sure to check it regularly, if you do).

Consider listing a website, and establishing one for your 
consulting practice, if you don’t have one already.  Doing 
so will allow potential clients to see more relevant 
information about you, and influence their decision to 
make an initial contact.  If you do link to a Web site, 
be sure it is one used exclusively for your professional 
practice, and it doesn’t contain non-professional content.  
If your listing has not been generating sufficient leads thus 
far, trying these tips, along with the new database upgrades, 
should provide an opportunity for you to increase your 
chances to land new business leads.  
If anyone has questions about IEEE-USA’s Consultants 
Database, or further questions regarding the new features, 
please send an email to d.r.griffin@ieee.org.   
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What’s Trending on the Web
Are you really a consultant?
Facing a stagnate economy and an 
unemployment rate that has hovered 
around nine percent all year, many 
people are turning to consulting 
to provide for their households. 
Not suprisingly, this trend has also 
prompted some to question just who 
is and who is not a consultant?
In the Institute of Management 
Consultants USA (IMC-USA) “Daily 
Tips” column, the following question 
was posed: “As the economy worsens 
and people are laid off, won’t that 
increase the number of people who 
call themselves consultants?” The 
Institute responded: “Yes, it is easy 
for someone who has been laid off 
to put up a shingle and call himself a 
consultant.” 
Additionally, in a Staffing and Recruiting 
Linkedin Discussion, a conversation 
started with the statement “Few 
people view consulting as a permanent 
career choice… In the U.S., consulting 
is increasingly being used solely as a 
means to provide income to those who 
are transitioning between employers.” 
Also, the lead story in the 18 September 
Arizona Republic newspaper’s business 

section was entitled “More Jobless 
Aim to Consult.”
For long-time consultants, this 
phenomenon is nothing new. 
However, in reading through some 
of the web comments/responses to 
these statements, it is clear that IEEE 
consultant members can glean some 
useful information from the comments 
made and advice offered.
IMC-USA’s Mark Haas, President, 
Research and Organization 
Management, states that “rather 
than fear or resent new consultants, 
welcome new consultants into your 
network and professional associations 
to evaluate where their knowledge 
and skills might be useful to you and 
your clients.”
The Arizona Republic provides a tips 
column for consultants which tells 
new consultants who are  committed 
to becoming full-time consultants to 
“create a strong website, blog and 
social-media presence with content 
that you have written about your 
business and your target industry.”
In responding to the LinkedIn posting, 

Eric Saint-Guillain, Independent 
Financial Consultant, Interim 
Manager & Entrepreneur, offered 
some sage advice for all consultants: 
“Following Lynda Gratton, professor of 
management practice at the London 
Business School, and author of “The 
Shift,” about the business and career 
evolution, some companies will 
become larger, but a lot of people will 
not want to work as employees for 
these companies. There will be more 
and more micro-entrepreneurs with 
specific expertise who will work for 
these companies on specific projects 
and assignments. I have been working 
as a financial contractor and interim 
manager since 2007, and I think that 
this work matches the needs of the 
market: flexibility and expertise. 
During crisis time, business is much 
more difficult, but with the flexibility 
that contracting offers, you can always 
find more opportunities.”
We at IEEE-USA encourage our local 
networks to recruit new and practicing 
consultants to their networks to build 
their network and also to build IEEE.

Feeling exposed? 
IEEE members deal 
with the concept 
of risk in every 
project. A new 
Web page provides 
IEEE members with links to some 
risk management resources, ranging 
from an integrated risk management 
process used at NASA to IEEE-USA’s 
webinar series on risk management. 
The page links to the ISO 31000 
standard for risk management, and 
free online training such as an IEEE 
course on risk management. The list 

of resources provided is culled from a 
variety of IEEE publications, products 
and activities.
In today’s business environment, we 
are all affected by the consequences 
of risks that were not properly 
identified and mitigated, be they 
financial, environmental or criminal. 
Whether you work for a research 
center, a manufacturer or run your 
own design business from home, you 
need to know how to identify, assess, 
document, manage and mitigate 
your risks. Businesses and individuals 
can be sued for negligence, and risk 

management procedures can certainly 
help minimize those exposures. 
Consultants and small business owners 
will find the page contains examples of 
contracts, a primer on how to protect 
one’s intellectual property rights, and 
links to apply for liability insurance in 
the U.S. and Canada. 
No doubt, many members will want 
to share other examples of risk 
management resources to add to 
this body of knowledge, and they are 
encouraged to suggest additional links 
to the page or make use of virtual 
communities for further discussion.

IEEE Creates Risk Management Webpage
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Alliance of IEEE Consultants Membership
IEEE-USA is excited to announce a 
new service for consultants! We are 
changing the membership structure 
for IEEE-USA consultant members. 
Consultants can now join the AICN 
(the Alliance of IEEE Consultants 
Networks) as individual members 
through the IEEE-USA Consultants 
Database. We are adding valuable 
services to go along with your 
consultants database listing, such as 
a free exclusive webinar, and further 
improvements to enhance the 
visibility of our consultant members 
to companies around the world. The 
Consultants Database homepage had 
more than 3,500 unique visitors last 
month and with other enhancements 
we believe we can increase the 
number of potential client searches of 
the Consultants Database. This latest 
step is part of IEEE-USA’s continuing 
effort to improve its services for IEEE 
members who are consultants, or are 
considering becoming consultants. 

How much does AICN 
membership cost — and what 
can I do with it?
For $99 a year, you will be able to post 
your professional consulting profile on 
the IEEE-USA Consultants Database; 
get access to a free annual IEEE-USA 
e-book on consulting issues; and 
an annual invitation to an exclusive 
consultant webinar (or access to the 
webinar recording). As a bonus, we’ll 
send you our free, quarterly AICN 
Newsletter that reports on timely 
consultant topics. And you will be 
listed as an IEEE Consultant--showing 
your customers that you are affiliated 
with the world’s premiere technical 
organization. 

We believe this offer is a great 
value for IEEE members, and we are 
committed to continuing to improve 
and market the database to make 
it even more valuable as a business 
development tool. As many of you 
know, last year we completed a major 
upgrade to your online listing. A 
highlight of this upgrade was making 
your online listing reachable by 
search engines, such as Google and 
Yahoo. In addition, we’ve added to 
your profile links, so you can review 
how many times people have been to 
your profile page.

Why become an AICN Member? 
There are many other business-oriented 
networks, so why join AICN under IEEE-
USA? Project managers have told us 
that they are more likely to engage 
IEEE member consultants over other 
engineers. For more than 20 years, 
members have asked to have their 
names listed in the consultants 
directory. Today, that listing is online 
and searchable, via our database. IEEE 
members have reported to us that 
membership in an IEEE-sponsored 
directory provides additional 
credibility to their skills, experience 
and background—while enhancing 
their business development efforts. 

What a great deal!  
If your AICN membership and 
consultants database listing gets 
you even one engagement in the 
next 10 years, it will have paid for 
itself many times over! Members 
have told us “How could you not 
keep your listing?” For $99 a year, 
you give yourself the opportunity for 
potential employers and clients to 

find you. Just one job engagement 
will more than cover the annual 
membership fee,while increasing your 
marketability, reputation, networking 
and continuing education. You can’t 
afford not to be an AICN member.

How do I sign up?
Go to http://www.ieeeusa.org/
business/consultants/ and sign up 
today.

What if I am only interested in 
receiving the quarterly IEEE-
USA Consultants Newsletter?
Express your interest in consulting 
to us, and keep your finger on the pulse 
of new services and opportunities 
in IEEE-USA for consultants. If you 
register, we will send you our IEEE-
USA quarterly AICN Newsletter via 
email for free. To register please visit: 
http://www.ieeeusa.org/business/
consultants_email.asp
I have more questions, who can I 
contact?
Email Daryll Griffin at d.r.griffin@ieee.
org, or call him at +1 202 530-8337.
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AICNCC Committee News

Hermann Amaya: New Chair of the Alliance of IEEE 
Consultants’ Networks Coordinating Committee
The new chair of the Alliance of IEEE Consultants Networks 
Coordinating Committee (AICNCC) is Hermann Amaya. 
Hermann is an IEEE senior member, and also chair and 
founder of the IEEE Florida West Coast Section Consultants’ 
Network Affinity Group since its inception on 31 March 
2009.  Amaya was appointed to AICNCC in October 2012. 
His dedication to the local chapter has been focused on 
developing the members’ consultants businesses, by 
providing them with a series of conferences and chats 
by subject matter experts in consulting law, setting up a 
corporation, Working with the federal government, and 
professional licensure, among many other topics geared 
toward assisting consultants in successfully setting up and 
maintaining their practices. 

Amaya has been an independent consultant for more 
than 13 years, and he is currently directing Amher 
Corporation, a firm delving into systems tests, automatic 
test equipment, power, purchasing for Latin America, 
and bids and proposals for the federal government.  The 
U.S. Army Corps of Engineers, the U.S. Air Force, the U.S. 
Navy and the State of Florida are among the corporations 
customers.

In his personal time, Amaya 
volunteers with Pinellas County 
Schools, as a trilingual (English, 
Spanish and French) tutor, 
having been honored with the 
2012 Friend of World Languages 
Award.  Most recently, he was 
selected as one of five finalists 
for the Superintendent’s Unsung 
Hero Awards, for dedicated 
service in support of his wife’s teaching career.

Amaya succeeds William R. Kassebaum as AICNCC chair. 
Kassebaum served three years as chair, and will remain on 
the committee as past chair. Remaining members of AICNCC 
are Larry Nelson of the Boston Section IEEE Consultants 
Network; Bill Grist, chair of the Computer Society for the 
Foothill Section, co-chair of the Employment Network, 
and a member of the Orange County (Calif.) Consultants 
Network and Los Angeles Consultant Network; and Gary 
Blank, past AICNCC chair and IEEE-USA president-elect.

The Quarterly Publication of the Alliance of IEEE Consultants Networks

National Consultants Network

IEEE Consultant Members Can Now Join a National 
Consultants Network
IEEE-USA has long encouraged IEEE members who are 
consultants to join their local consultants networks. Local 
consultants networks in Los Angeles, Philadelphia, Texas, 
and many other places have been providing consultants 
with monthly networking meetings, presentations for 

experts from various fields and information on trends in 
engineering consulting. Now there is another option open 
to all IEEE consultants to provide additional information 
and networking, the IEEE Consultants Network. 

continued on page 6
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Report from AICNCC Chairman Hermann Amaya

AICN Meeting To Address a Number of Issues 
Confronting IEEE Consultants 
The Alliance of IEEE Consultants Networks Coordinating 
Committee (AICNCC) has been meeting regularly over the 
past few months, and had an in-person meeting on 18 May 
in St. Petersburg, Fla. At this meeting, AICNCC addressed 
several topics, but most importantly, they discussed 
the state of the IEEE-USA Consultants Database. The 
Committee believes this Database provides businesses 
the ability to do nationwide searches for consultants, to 
assist them in completing their projects. The Committee 
is looking at ways to improve the service focusing on 
enhancing the database’s capabilities so businesses can 
find IEEE Consultants more easily.

Specifically, the Committee brainstormed ideas on 

ways to increase exposure of this service to businesses, 
as well as increase the IEEE-USA Consultants Database 
subscribership. AICNCC members now have several ideas 
on how to achieve these goals, and will be looking to 
implement them in the upcoming months. The Committee 
also welcomes suggestions from IEEE members. AICNCC 
will report on the progress in future issues of the AICN 
newsletter.

AICNCC’s goal is to facilitate networking capabilities 
and provide professional assistance and resources to 
self-employed U.S. IEEE members, who are technical 
consultants practicing their professions independently.

Consultants Network News

AICN Welcomes a New 
Network in Michigan
The Alliance of IEEE Consultants Networks Coordinating Committee 
(AICNCC) congratulates and welcomes Sharan Kalwani, and the IEEE 
Southeastern Michigan Section Consultants Network, on forming an 
Affinity Group.

This newest Consultants Network became official on 10 April. If 
you want to wish them well, check IEEE-USA’s Web site for contact 
information for the Southeastern Michigan Section Consultants 
Network. If other groups want to form a Consultants Network, IEEE-
USA’s Web site also contains step-by-step instructions about how to 
become a formal network. We encourage all Consultants Networks 
to register as Affinity Groups. After a group forms a network, they can 
take advantage of IEEE’s branding and resources, and also qualify for 
funding through IEEE Section rebates.

If IEEE members belong to a Consultants Network, but don’t see their 
Network’s contact information on our IEEE-USA Consultants Network 
listing, please contact Daryll Griffin at d.r.griffin@ieee.org.
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IEEE-USA Partners 
with Smart Brief for 
Weekly Newsletter 
IEEE-USA has formed a new 
partnership with Smart Brief. This 
company specializes in hand-
picking the most relevant and important news items of 
interest to IEEE’s U.S. members, and summarizing them 
with links to the original sources.
IEEE-USA SmartBrief is replacing IEEE-USA’s Eye on 
Washington publication, which focused on political 
activities affecting engineers. Since SmartBrief has such 
a vast network of publications partners, the AICN has 
requested that Smart Brief include news on consulting 
from time to time. The 23 August issue included the 
following brief:
Some tech leaders set to increase contracting for 
needed skills
Companies are expected to tap more contractors 
and consultants in the next year and a half to help 
with cloud, Big Data and mobile efforts, because of 
the shortage of sufficiently skilled workers, but that 
doesn’t necessarily mean more will be sending IT 
jobs overseas, as the cloud becomes an increasingly 
important labor source, according to a Bluewolf report. 
About one in three companies polled said they plan 
to increase outsourcing during the coming 18 months, 
with application development the top in-demand skill. 
InfoWorld/InfoWorld Tech Watch blog (8/21), ZDNet 
(8/22) 
Sign-up today for this new and exciting publication.
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2012 IEEE-USA Consultants Fee 
Survey Report: Released! 
In the spring of 2012, IEEE-USA 
conducted its annual survey 
focusing on the compensation 
of independent engineering 
consultants. Results from that survey 
are now published in the highly 
anticipated annual E-Book: IEEE-
USA Consultants Fee Survey Report. 
The findings in this 2012 edition 
show median hourly rate charged by consultants have 
increased from 2011. The report also provides insight 
into what business sectors are hiring consultants. To 
get the full story, purchase this exciting publication 
today at the IEEE-USA website. The report represents 
only those who were identified as self-employed 
consultants; defined as the 1,275 individuals who 
indicated that 50% or more of their consulting hours 
came from working independently, with partners, or 
incorporated (from herein referred to as consultants).

IEEE Career Alert: Build Your 
Personal Brand on LinkedIn
The 5 September issue of the IEEE Job 
Site Career Alert newsletter contains 
an interesting piece about personal 
branding using Linkedin. Click here 
to learn about crafting your personal 
headline, making sure that statement 
is consistent with what follows, associating with other 
trusted brands, and demonstrating your value (which 
will also improve your visibility) by providing helpful 
answers to other users’ questions. 

Contract Engineering Jobs
“Career contractors.” That’s what Joseph Salvucci, owner 
and CEO of Peak Technical Staffing USA, calls many of the 
engineers who find work through his firm. These highly 
trained professionals aren’t looking for full-time jobs that will 
last them 20 or 30 years. Instead, they’re looking for contract 
work: short-term jobs — anywhere from a few months to 
a couple of years — that pay well, offer certain degrees of 
flexibility and give them a chance to practice their craft at a 

very high technical level.

“These career contractors move from one very interesting 
and amazing job to another interesting and amazing job,” 
Salvucci says. “It’s always a situation where things need to get 
done and they need to get done now.” In the process, contract 
engineers can often be earning a premium of 10 to 15 percent 
above the market rate for permanent employees...

Read the full article in the September 2012 Today’s Engineer: 
http://www.todaysengineer.org/2012/Sep/career-focus.asp

from today’s engineer
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A Tribute to Irwin Weitman (1932-2012)
By Gary Blank and Bob Gauger
On 12 May 2012, Irwin Weitman 
passed away. Irwin was the founding 
father of IEEE Consultants Networks.
In July 1996, I (Gary) received a call 
from a gentleman I did not know. He 
introduced himself as Irwin Weitman, 
and explained that he was given my 
name and phone number by a mutual 
acquaintance.  He wanted to know if I 
would be interested in starting an IEEE 
consultants network in the Northern 
Illinois area similar to the first IEEE 
Network he had started for the Long 
Island Section.  I replied that I was not 
familiar with the concept. Irwin went 
on to explain how the network would 
provide an invaluable service to our 
members, and how it would function. 
With his guidance, I agreed to try it.

Our network was so successful that 
Irwin invited me to be a member of the 
Alliance of IEEE Consultants Networks 
(AICN) Coordinating Committee. I was 
privileged to serve on the committee, 
and Bob Gauger became the chair in 
1997 and 1998. In 1999, I succeeded 
Bob, and I was appointed to chair the 
committee. Irwin volunteered to be a 
member of the committee. 
Conducting meetings with Irwin 
Weitman present were delightful 
experiences. He always had many 
good suggestions.  Although he was 
passionate and serious about the 
success of the program, he found 
ways to add humor.
I asked Bob Gauger for some of his 
thoughts and memories about our 
good friend and colleague. He replied 
with the following:  

“Gary, as promised, I pulled my AICN 
history file when I reached home, and 
took a look at the many things that 
Irwin accomplished...
“My first notes about Irwin Weitman 
go back to 1990.  As you can see, Irwin 
was a speaker at an IEEE seminar on 
Benefits & Pitfalls of Using Consulting 
Engineers.  At that time, the Long 
Island Section was already publishing 
an IEEE Consultants Network 
newsletter, and I think that they and 
the New Jersey network had been in 
operation for several years.
When I first met Irwin in early 1992, 
he was at a PACE conference, trying 
hard to get PACE chairs to sponsor 
a consultants’ network in their own 
sections. I was a PACE chair, and he 
convinced me — he was good at that.  
He was also very active in trying to 

AICN Committee Chair’s Report

Expanding the AICN’s Reach 
By William R. Kassebaum 
Earlier this year the Alliance of IEEE Consultants Networks 
Coordinating Committee (AICNCC) was excited to 
announce a new effort asking IEEE Consultant members 
to become “A part of the AICN.” This new effort involves 
combining our IEEE Consultants Database, eBooks and 
webinars into a unique program where IEEE members can 
sign-up for our Consultants Database and with that annual 
listing receive a free eBook and invitation to an exclusive 
consultant webinar.  IEEE consultant members who sign 
up for this program along with having membership in a 
local consultants network will be able to remain current on 
all the matters that affect consultants.

We believe this effort is both for new and experienced 
consultants. This service gives engineering consultants a 
leg up in staying informed about new consulting trends 
and provides enhanced marketing of their services. In 
addition, it provides a great balance to the face to face 
networking and training consultants receive at their local 
consultants network meetings. This service is a win win 
for all of us. For a listing of the local consultants networks 
please go to the Consultant Services page on the IEEE-USA 
website.
In addition, we are trying to do some direct outreach to 
those IEEE consultant members who have an interest in 
consulting and want to stay abreast and informed, but 
are still holding onto their full-time jobs. We have added a 

Continued on page 3
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Joining the IEEE-USA Consultants Database Just Became Easier
The IEEE-USA Consultants Database is 
a central location where consultants 
from across the country can place 
profiles containing their expertise 
and contact information and where 
business employers can come to 
find independent electrotechnology 
consultants.

In September, teams from IEEE and 
IEEE-USA made it easier for IEEE 
consultants to subscribe to this great 
service. Now, when IEEE members 
renew their IEEE membership, they 
have the ability to join, or renew 
their subscription to, the IEEE-USA 
Consultants Database.

When joining or renewing your IEEE 
Membership, go to the Special Interest 
Groups section of the Memberships 
and Subscriptions Catalog, and 

select IEEE Consultants Network 
Membership Premium. This step will 
allow you to enroll in the database, as 
well as pay the $99 subscription fee, 
at the same time you pay for your IEEE 
membership. 

After you subscribe there is no 
longer a need to create an additional 
username and password. You can 
use your IEEE Account username and 
password to log-in to the database 
and view your profile. Please note you 
have the ability to make your profile 
stand out by adding your specialties 
and keywords, so clients searching 
the database can find you.

Business employers searching for 
electrotechnology consultants will 
easily be able to find the consultants 
they need in the database due to 

many unique features. Having a 
profile in the IEEE-USA Consultants 
Database allows national companies 
to find consultants wherever they are; 
and with an annual listing fee of only 
$99, just one referral will pay for the 
listing.

3RD QUARTER 2013

AICNCC and the IEEE Consultants Network of Chicago/Rockford To 
Collaborate on an All-Day Workshop
On 26 October, members of the 
Alliance of IEEE Consultants’ 
Networks Coordinating Committee 
(AICNCC), and members of the local 
consultants network in Chicago, will 
come together to conduct an all-day 
workshop on different aspects of 
consulting.   

Starting off the day, AICNCC member, 
Bob Krause, will conduct an interactive 
workshop on improving consultants ‘ 

networking skills. 

Chair of the IEEE Consultants Network 
of Chicago/Rockford, Ben Miller, will 
address the need for licensure in the 
consultant community. 

William R. Kassebaum, consultant-
turned-entrepreneur, will share his 
experiences about  going through 
this process. 

These topics are just a few of those 

to be addressed 
in the day-long 
workshop. 
Register Today! 

If you have 
questions, please 
contact Daryll 
Griffin at d.r.griffin@ieee.org. There 
is a $40 registration fee for IEEE 
members.

26
October

26

October
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AICN & Chicago/Rockford Consultants Network Workshop 
BY RICH FEDRIGON, IEEE CHICAGO SECTION

The AICN (Alliance of IEEE Consultants 
Network) and the IEEE Chicago/
Rockford Consultants affinity group 
held a day-long consultants network 
workshop on 26 October.  If you are 
interested in consulting, starting a 
business or just maximizing your 
career success, this group has a wealth 
of expertise, knowledge and available 
support regarding developing 
and promoting your engineering 
problem-solving talents.

At the workshop, 2014 IEEE-USA 
President, Dr. Gary Blank, highlighted 
the benefits of belonging to the AICN.   
In a very entertaining presentation,  
he gave some great reasons why 
IEEE membership is so important 
for networking and employment. 
For example, did you know that IEEE 
members live longer and drive better? 
That explains why IEEE members get 

such great prices on life and auto 
insurance, as a result of belonging 
to our preferred risk pool. In a similar 
way, both the IEEE & AICN reputations 
provide additional credibility to 
potential employers regarding our 
job worthiness! 

Blank’s two specific recommendations 
were volunteering and using the AICN 
consultants’ database.  He contends 
that employers view the IEEE 
consultants’ database as a premium 
resource for finding engineering talent. 
Several attendees backed up this 
assertion from their own experiences.  
Just as insurance underwriters have a 
favorable view of IEEE membership; 
many employers are confident that 
the AICN consultants’ pool provides 
great engineering talent. Blank, 
with Bill Grist’s assistance, provided 
a demonstration of how to use the 

AICN database. The AICN database 
costs members only $99 to join.

The workshop also covered an 
ambitious agenda of networking, 
consultant best practices, professional 
licensing, job hunting and start-up 
company information. Bob Krause 
came up with three fun exercises to 
start the workshop, breaking the ice 
and demonstrating some essential 
lessons. First, he highlighted the 
importance of being able to describe 
in 60 seconds exactly what we do— 
in such a way that distinguishes our 
value to potential clients. I especially 
liked the scavenger hunt for finding 
personal attributes within the 
workshop group.  This activity nicely 
highlighted how our problem-solving 
methods change, as we adapt and 
learn to better collaborate. 

4TH QUARTER 2013
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Workshop Review: Austin, Texas
BY HERMANN AMAYA, CHAIR, IEEE-USA’S ALLIANCE OF IEEE 
CONSULTANTS NET WORKS COORDINATING COMMIT TEE (AICNCC)

The Alliance of IEEE Consultants’ Networks Coordinating 
Committee has provided excellent quality consultants 
workshops to local consultants networks over the past 
year. Bill Martino, IEEE Central Texas Section Consultants 
Network (CTCN) Chair, recently invited the AICNCC to 
partner with CTCN in Austin, Texas, the weekend of 13 
September 2014, to hold another consultants workshop.

The Central Texas Consultants Network did an excellent 
job of organizing this workshop. Organizers obtained 
these additional sponsors for the workshop: 

• IEEE Central Texas Circuits & Systems/Solid State 
Circuits Chapter 

• IEEE Central Texas Council on Electronic Design 
Automation 

• IEEE Central Texas Communications Society/Signal 
Processing Society 

• IEEE Central Texas Education Society (EDSOC) 
• IEEE Central Texas Women in Engineering (WIE) 

The speakers presenting at this full-day workshop 
have extensive experience in their subject areas. Both 
organizations thank Dr. Gary Blank, IEEE-USA President, 
who was able to break away from the multiple duties 
of his office, to present a very thorough and instructive 
topic: From Employee to Consultant, How Can I Do It?

The morning’s first presenter, Bob Krause, an AICNCC 
member, broke the ice with:  How to Stimulate and Hone 
Your Networking Skills. This presentation was a very 
comprehensive and hands-on activity that illustrates, in 
a very practical way, the concept of networking. The end 
result demonstrated to attendees how they can effectively 
network.

The next presenter, former engineer turned entrepreneur 
William R. Kassebaum, P.E., and vice president, IEEE-USA 

Career and Member Services, has 
extensive experience with start-ups. 
In his presentation, Start-up Tactics, he shared his views 
about the growing pains of a start-up, along with sound 
advice to all consultants on the do’s and don’ts of starting 
a business.

Strategic Pathways CEO David Smith,   also president of 
Social Care, offered attendees A Sea of Changing Waters-
-HealthCare Technology--The Perfect Storm, a presentation 
discussing the current state of healthcare, and how it 
could become more efficient to improve Americans’ 
quality of life. 

Sharon Drew Morgen, author of Dirty Little Secrets: Why 
Buyer Can’t Buy and Sellers Can’t Sell, and What You Can 
Do about It!, spoke on Selling Doesn’t Cause Buying, 
introducing her concept of the Buying Facilitation Model 
to workshop participants. 

And Leslie Martinich, founder and principal consultant at 
Competitive Focus, gave a presentation titled: Focus Your 
Career. Martinich offered several ways for consultants to 
be more aware of their surroundings, and concentrated 
on the actual requirements needed to have a career as an 
independent consultant.

The Alliance of IEEE-USA Consultants Networks 
Coordinating Committee members extend their 
appreciation to the Central Texas Section Consultants 
Network members for their invitation, and for their 
kindness while we were in Austin. 

Hermann Amaya is chair of the Alliance of IEEE Consultants 
Networks Coordinating Committee (AICNCC). He is director 
of engineering at AMHER Corp. in Tampa, Fla. He is also 
the chair and founder of the IEEE Florida West Coast 
Consultants Network Affinity Group.
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AICNCC Committee Chair Report:

2014 IEEE-USA Annual Meeting & InnoTek 
Conference Review
BY HERMANN AMAYA

IEEE-USA’s Annual Meeting & Innovations in Technology 
(InnoTek 2014) Conference in Warwick, R.I. was a time 
for all members to come together, review 2014 IEEE-
USA activities, and plan for the upcoming 2015 session. 
Everyone had an opportunity to acquire new information, 
share new activities and developments in their chapters, 
reconnect with old friends, meet new ones, and 
contribute to our organization’s success— by supporting 
all IEEE Section activities. For my part, I was elated to run 
into Dr. Charles P. Rubenstein, an old professor of mine 
when I was IEEE Chapter Chair at Polytechnic Institute of 
Brooklyn. I had not seen him seen since the last century—
what a treat!

Held at the Crowne Royal Hotel in Warwick (near the 
airport), where a large, beautiful, fair-like tent was 
installed as the Garden Pavilion. Participants had a chance 
to gather here, and to see and talk to IEEE-USA volunteer 
leaders. Dr. Gary Blank, the 2014 IEEE-USA President, spoke 
passionately during his opening remarks, about what 
it means to be part of IEEE-USA, how this organization 
has contributed in shaping the professional lives of its 
members, and about the importance of membership 
growth. We also listened to speeches by the 2015 IEEE and 
IEEE-USA presidential candidates: IEEE-USA President-
Elect candidates Pete Eckstein and Keith Grzelak; and IEEE 
President-Elect candidates F. Mintzer and B. Shoop—all 
with very impressive credentials. Each candidate told 
us why their position will be the best for IEEE, and I am 
sure that our members will know the right person for the 

job. So, when the time comes, I urge you to vote for the 
candidate of your choosing.

Organizers set the conference up into three tracks. Ed 
Perkins chaired Track 1; Will Kassebaum, Track 2; and 
Keith Grzelak, Track 3. Each track had many interesting 
topics and themes. I participated in a Panel with some of 
the Alliance of IEEE Consultants Networks Coordinating 
Committee (AICNCC) members. The panel topics was 
Using Consultant Networks, Employment Networks 
and Entrepreneurs to Engage Members in Your Section. 
Will Kassebaum moderated the panel, and it was well 
attended and well received. Annual Meeting participants 
were very interested in this topic, because opportunities 
for competent engineers, in diverse areas of expertise are 
out there! 

Larry Nelson, an AICNCC member, gave a great 
presentation on Consulting: Networks and Services 
Available to Support the Professional Consultant. He 
educated attendees about the value of networking, and 
how joining a local consultants’ network can help keep 
your consulting practice growing. For those without 
a local network, the AICN can help get one started in 
your area. For national exposure, subscribing to the IEEE 
Consultants Network Membership Premium gets you 
a listing in the IEEE-USA Consultants Database. If you 
are not ready for that level, as an IEEE member, you can 
subscribe to the IEEE Consultants Network for free—just 
as you would subscriber to any other IEEE publication.

2ND QUARTER 2014
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2013 AICNCC Committee Chair Report 
BY HERMANN AMAYA

In a review of 2013, I can say the Alliance of IEEE 
Consultants Networks Coordinating Committee 
(AICNCC) had a very successful year — all due to 
international and U.S. IEEE members’ great interest in 
engineering consulting.  

We launched the IEEE Consultants Network; open 
to all IEEE members, so they can stay on top of 
consulting trainings, news and information. In 
addition, we offered our first in-person workshop, 
in October 2013, in Chicago, in conjunction with the 
IEEE Consultants Network of Chicago/Rockford.  This 
day-long workshop brought in numerous attendees 
from the Chicago consultants community. All 
attendees were eager to hear presentations by Dr. 
Gary Blank on How to Start and Expand a Successful 
Consulting Practice; Benjamin Miller, on Licensure for 
Consultants; Larry Nelson, on The Life of a Consultant; 
Bob Krause, who gave a very informational and 
proactive presentation on Networking; and last but 
not least, William Kassebaum, who taught the group 
based on his own experience:  How To Build A Start-
Up Company. 

We can also look back to our meetings in May 2013, 
in St. Petersburg Fla. — where we hammered out 
the details required to consolidate the Consultants’ 
Database requirements — with excellent results, 
since this Database is now operational and available 
to all IEEE members. 

The Committee has a warm feeling of accomplishment 
at our successes in 2013. I want to thank each AICNCC 
member for their efforts and cooperation in 2013. We 
couldn’t have done it without you…  And we believe 
2014 has more great things in store for the IEEE 
consulting community.  

For 2014, the AICNCC is 
currently planning to hold 
a similar workshop to the 
one we held in Chicago in 
2013.  This 2014 workshop 
will be held in Southern 
California on 12 April, in 
conjunctions with the Los 
Angeles Area Consultants’ 
Network/Orange County Consultants’ Network. In 
addition, the AICNCC will hold a Sunday committee 
meeting to finalize its 2014 agenda.  We also hope to 
hold another such workshop, this fall, at a location 
yet to be determined.  We anticipate this series 
of workshops will enlighten and facilitate IEEE 
members to form even more consulting businesses. 
By educating our members about how to become a 
consultant and run their own business, it will eliminate 
the fear of taking that leap into the consulting world.

In 2014, I would recommend that IEEE members 
interested in consulting look into the availability of a 
Consultant Network Affinity Group in your local area.  
Get involved with that organization — participate 
and contribute to the success of that group — 
because you’ll discover invaluable resources that will 
benefit and contribute to your long-term success as 
an independent consultant.

Hermann Amaya is chair of the Alliance of IEEE 
Consultants Networks Coordinating Committee 
(AICNCC). He is director of engineering at AMHER 
Corp. in Tampa, Fla. He is also the chair and founder of 
the the IEEE Florida West Coast Consultants Network 
Affinity Group.
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How to Get Started as an Engineering Consultant
BY WILLIAM R. KASSEBAUM, P.E. 

I started my small consulting business more than 10 years 
ago with a small group of skilled engineers. At the time, we 
had only limited experience with how to run a company or 
market ourselves to potential customers. Over time, I have 
learned a number of secrets key to starting or growing 
a consulting practice. Succinctly put: you must identify 
your strengths; improve your credentials; and farm your 
professional network. These strategies are powerful, yet 
simple concepts that should guide you and foster your 
practice as you grow.   

First of all, you need to know yourself, and identify your 
strengths and weaknesses. What skills do you have that 
set you apart from other consultants? In what areas do 
you perform the best? Make sure you highlight these skills 
and communicate these abilities to your potential clients.  

Second, do you have good credentials? You can always 
improve your credentials, even if you have a Master’s or 
Ph.D. You can get your Professional Engineering License 
(PE). And you can get other credentials in your field that 
may help you identify yourself as an expert in your chosen 
industry. Also, consider writing articles or publishing white 
papers on topics of interest to you. Such publications 
become credentials you can refer to.  

Third, grow your professional network! It just doesn’t 
matter how awesome you are if no one knows you. In 
consulting, people work with those they know and like. 
Consider volunteering with the IEEE to meet others in 
your field. Find and attend meetings associated with your 
industry and with executives and directors who may be 
potential customers. Introduce yourself confidently and 
repeatedly. Take time to grow a relationship over months 
and years. A carefully cultivated relationship can lead to 
other contracts and referrals! Also, the old adage holds 
that you get more work while you are working than when 
you are not working. That is because you are meeting 
people in the industry that you are working in. Those 
meetings and referrals are powerful. So, get out there and 
socialize!  

In summary, you need to learn many aspects of business 
to help you succeed. But, the keys to getting started as 

an engineering consultant by getting and growing your 
workload is simple:

•	 Identify your strengths and key service offerings; 
highlight them when you introduce yourself

•	 Improve your credentials by getting your P.E. or other 
certifications; write articles on topics of interest to you

•	 Get out and meet people to grow your network; 
volunteer in the IEEE; become acquainted with those 
in your target industry

•	 Take time to farm — plant seeds of relationships with 
your professional network; water those seeds; ask for 
referrals

http://www.ieeeusa.org/business
http://www.ieeeusa.org/business/consultants/


AICN Newsletter
The Quarterly Publication of the Alliance of IEEE Consultants Networks

3
www.ieeeusa.org/business

Land Your First Client
BY MICHAEL W. MCLAUGHLIN

Consulting is a big — and growing — business.

The market for consulting services is estimated to be between $130 billion and $150 billion annually. Professional 
consultants are among the highest paid workers, earning more than many doctors, lawyers, and other professionals.

It’s not surprising that consulting is attractive to many people who want to launch a business. After all, if you have a 
saleable skill, it’s an easy business to enter.On the flip side of the coin, consulting is fiercely competitive. Just ten firms 
own almost 40% of the consulting market share in North America alone, and they fight for every opportunity to grow.

Today, clients have instant access to legions of experts at the click of a mouse, and they have found low-cost, offshore 
alternatives for many consulting projects.

But the beauty is that many of the large, lumbering consulting firms focus on thin slices of the market. That creates an 
opportunity for smaller firms and individual consultants familiar with guerrilla methods to snag their share of profitable 
business.

So, how do you break into consulting?

Think about Your Fourth Client First

As a new consultant, you should be able to generate a project — or maybe several — through your networks of friends, 
past employers and colleagues. After all, research shows that clients use their networks to select consultants more than 
any other method, and no doubt, they know someone who knows you.

Unfortunately, your address book alone won’t sustain your consulting business long-term. If your goal is to build a 
sustainable consulting practice, the real question isn’t how to get your first client, but how to create a business that will 
attract the second, third and fourth clients to your practice.

Before you ask your contacts — or anyone else — to hire you as a consultant for that first project, ensure your success 
by taking a longer view of your business. Work hard to land that first client, but also put the marketing and consulting 
fundamentals in place that will secure your future as a consultant.

Start with these four simple tips:

•	 Know exactly what to say — in one minute or less — to prove you are the best consultant a client can find.
•	 Create a marketing strategy that emphasizes action over planning.
•	 Become a master of the consulting process, not just a subject-matter expert.
•	 Win with value and results, not price. 

http://www.ieeeusa.org/business
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Have Something to Say…

Prospective clients rarely look for consultants until they have a pressing need. In other words, “we just can’t do it 
ourselves; let’s get outside help fast.” A recent client admitted that his team had been spinning its wheels trying to 
resolve a complex transportation problem for three years before they hired consultants and gave them four weeks to 
come up with a solution. They did.  The point is, that when most clients are in the market for help, they want it yesterday. 
And they want the best consultants they can find, at an affordable price. So, take the time to define what makes you the 
best consultant a client can find.

Many consultants mistakenly believe that by defining their expertise broadly, they’ll appeal to a wider audience and 
land more clients. The less specific you are, the less likely it is clients will think of you when they need help.

Why would clients turn to you for their most important projects? Be prepared to answer these questions during your 
first conversation with them:

•	 What, exactly, are you offering? Is it strategy development, financial management, operations improvement, sales 
and marketing advice, technology development, change management assistance, or something else?

•	 Why is it needed? What specific business problem or opportunity will your services address?
•	 How will the client be better off after having worked with you?
•	 What’s really different about your firm, its services, results, or approach?
•	 What quantifiable benefits and results can your client expect?

If you can’t articulate the answers in a minute or less, keep working. You may only have that one minute to make a first 
impression on a client, so make it count.

And Someone to Say It To

The market has no shortage of prospective clients, but truly profitable projects can be few and far between. If you want 
to work for the most profitable clients, you’ll have to compete for and grab their attention. And for that you must have 
a plan — a real one.

Many veteran consultants haven’t looked at their marketing plans since first creating them. As a result, they drift from 
project to project, getting by on meager profit margins. Guerrilla consultants, however, leave the low-profit projects   for 
others. They focus on attracting and keeping the clients that give them the opportunity for financial and professional 
growth.  Guerrillas begin that process by creating a one-page marketing plan that lays out how to get and hold onto 
profitable clients.

Forget the reams of fancy charts, detailed analyses and bullet-proof competitive intelligence. You can draft your first 
marketing plan in seven sentences:

•	 Sentence one explains the purpose of your marketing.
•	 Sentence two explains how you achieve that purpose by describing the substantive benefits you provide to clients.
•	 Sentence three describes your target market(s).
•	 Sentence four describes your niche.
•	 Sentence five outlines the marketing weapons you will use.
•	 Sentence six reveals the identity of your business.
•	 Sentence seven provides your marketing budget. 

http://www.ieeeusa.org/business
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As you create your marketing plan, remember: you are building a platform from which to consistently communicate 
your ideas to prospective clients. That’s the fastest way to launch a new practice, because prospective clients equate 
the success of a firm with consistent visibility.  So, create a marketing plan that maximizes your visibility in the market. 
Over time, keep your business networks healthy with constant attention; establish a credible Web presence; speak for 
industry and trade groups; participate in studies and surveys; publish articles; and make contributions to your targeted 
industry association and local business community.

And, most importantly, once you begin your marketing program, never stop. You’ll reap the benefits for the long haul, if 
you stick to your marketing guns.

When a Client Asks What Time It Is, Don’t Take His Watch

Perhaps the most serious challenge facing consultants is client skepticism. In a study by business analysis firm Ross 
McManus, only 35% of clients are satisfied with their consultants. 

Part of the problem is that many consultants are deep subject-matter experts, but less familiar with the consulting 
process. Before you get too far into the business, get a firm grasp of the fundamentals of consulting, including how to:

•	 Qualify each project to determine your ability to win the work and earn a profit. These two factors don’t always go 
hand-in-hand.

•	 Scope projects, so you and the client know what work will be done and the anticipated results. Your profit can 
evaporate, if you have an ambiguous statement of the project scope.

•	 Find the pricing strategy that’s fair to clients and protects your bottom line. Pricing services is as much an art as a 
science, and there are at least fifteen different pricing strategies you can use.

•	 Prepare proposals that make the most of this time-consuming activity. Make sure you’re talking to the decision-
maker, and that the project has funding.

•	 Deliver flawless work and communicate effectively with your client.
Do those five things well, and you’ll have more client work than you can handle. If you’re new to the business, interview 
consultants about how they handle different aspects of the business.  Read books, articles and reports by leading 
thinkers in the field. Consider joining one of the many professional associations for consultants. You can save years of 
learning things the hard way.

The End is the Beginning

Your clearest path to a new client is your network of former employers, and others who can make introductions to get 
that first project kicked off. Keep in mind, though, that consulting begins and ends with results.

To succeed, you must offer and deliver undisputed value to your clients and everyone else in your network. Value is 
also the foundation on which you must build your marketing. Your network of colleagues won’t support you or your 
business, if your value is questioned anywhere along the way.

So, before you launch your practice, give these ideas some thought. They’ll help put you on the road to long-term 
success.

This article is reprinted here with permission from the author.  Michael W. McLaughlin is the co-author, with Jay Conrad 
Levinson, of Guerrilla Marketing for Consultants. Michael is a principal with Deloitte Consulting LLP, and has over twenty 
years of consulting experience with clients in businesses of every size, from small start-ups to some of the world’s highest-
profile companies. He is also the publisher of Management Consulting News. For more information, visit GuerrillaConsulting.
com.

http://www.ieeeusa.org/business
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From The Institute: Building a Better Consulting Practice
BY JOHN R. PLAT T

Bruce Katcher [above] is passionate 
about consulting. “I don’t think 
anybody should have to work for an 
employer,” says Katcher, founder and 
executive director of the Center for 
Independent Consulting and author 
of An Insider’s Guide to Building a 
Better Consulting Practice [American 
Management Association, 2010]. “If 
you have skills, you don‘t need any 
boss other than yourself. You can 
own your life.”

Katcher took his message to a recent 
meeting of the IEEE Boston Section’s 
Consultants’ Network, whose 
engineers and computer scientists 
had gathered to learn about the 
best business models and marketing 
methods for a consulting practice. 
The Consultants’ Network helps IEEE 
members establish themselves as 
independent contractors.

Katcher opened his presentation 
with an anecdote from the movie 
Gone With the Wind after first 
describing his feelings following 
his last days two decades ago as a 
full-time employee. It was 1993 and 
Katcher had been laid off, ironically 
enough, by a consulting firm. The 
experience left him scared and 
feeling powerless, and he quickly 
decided that he would no longer 
let someone else control his family‘s 
financial destiny. “As God is my 
witness, I‘ll never be hungry again,” 
Katcher said, quoting Scarlett O’Hara 
at the end of the movie. He wanted 
to direct his own destiny, and he 
decided he could do it by becoming 
a full-time consultant.

WHAT’S YOUR MODEL?

The first chore for Katcher was to 
come up with a business model for 
his new consulting business. “Every 
company needs a strategic business 
model,” he says, “even an individual 
consultant.”

At the Boston meeting, Katcher 
described 22 business models, 
each with its advantages and 
disadvantages. Unfortunately, most 
consultants first choose a model 
that won’t work, he says: “This model 
has them charging for their time. It’s 
a bad business model because if you 
charge by the hour, you have no 
leverage.” Clients are always looking 
at their watches to see how much 
you’ve worked, he says. An hourly 
rate also leads to a terrible work-
life balance, he adds, noting, “You’re 
always a slave to the clock.”

A better model, he says, is to work 
for a retainer. “You’re charging a 
certain amount of money each 
month for a client to have access 
to you,” he explains. For example, a 
software consultant might charge 
a client a set fee every month to 
be available to answer calls when 
certain predefined situations come 
up. “You don’t say how many hours 
you will work up front, because 
then you’re charging for your time,” 
Katcher explains. The retainer model 
offers a higher income potential, as 
well as a greater work-life balance, 
he says, “because the client might 
not call you for three months, but 
you’re still collecting the money.”

Other business models include 
working on a per-project basis, which 
offers moderate income potential 
but forces consultants to remain on 
the lookout for the next assignment; 
working for a contracting firm, 
which offers a constant flow of work 
but only a fraction of the pay you’d 
get on your own; and the “freemium” 
model which, like Skype and many 
smartphone apps, gives away the 
basic work for free but adds fees for 
additional functions.

MARKETING TIME

Whichever business model you 
choose, make sure to leave enough 
time to market yourself so you can 
find new clients, Katcher advises. “If 
you don’t carve out the time in your 
schedule,” he says, “you’re not going 
to be able to do any marketing.”

Katcher discussed 18 marketing 
methods including cold-calling 
and direct-mailing potential clients, 
speaking at conferences in your 
area of expertise, advertising your 
services, and writing articles for 
trade magazines. Consultants 
should be careful to choose the 
approaches that work best with their 
individual writing, presentation, and 
interpersonal communication skills. 
“For example, I love public speaking 
and writing,” Katcher says, “so they 
are great ways for me to meet 
potential clients. But if you don’t 
enjoy doing those things, you’ll 
always put that type of marketing 
on the back burner.”

http://www.ieeeusa.org/business
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One tried-and-true marketing 
method turns out to be the best 
option for all consultants: keeping 
up with personal networking. “The 
people you’re going to get business 
from are the ones who know you, 
respect you, and trust you,” Katcher 
says. For consultants just starting out, 
that personal network will become 
the best and easiest source for getting 
in touch with potential clients.

CHANGE THE RULES

Katcher closes his presentations 
with what he calls “a lesson from the 
future.” At the end of the movie Star 
Trek II: The Wrath of Khan, viewers 
learn the secret of how Admiral Kirk 
became the only person to pass the 
Starfleet Academy’s Kobayashi Maru 
simulation: He changed the rules to 
get the outcome he desired.

“Here‘s the moral: If you keep doing 
the same things the same way all the 
time, you’re not going to get different 
results,” Katcher says. “If you want 
independence, if you want control 
of your own time, if you want control 
of where you work and what you do, 
then change the rules for yourself. 
Consulting is the way to do it.”

This article is reprinted here with 
permission from the 6 May 2013  issue 
of The Institute.

Considering Engineering Consulting as an Option!
BY R.H. GAUGER, P.E.

If you are an IEEE member facing 
a cutback due to tight budgets, 
downsizing, or off-shoring, perhaps 
you should consider consulting as 
one of one your options. To make 
an immediate savings, companies 
frequently lay off specialized, 
experienced (and more highly-paid) 
employees that have skills a company 
continues to need, but only on a 
part-time basis. As an independent 
consultant, engineers can then offer 
their special skills to industry for a 
fee. This type of self-employment 
can be particularly attractive. From 
the company’s viewpoint, it has 
realized an immediate dollar-savings. 
From the consultant’s viewpoint, this 
arrangement allows an opportunity 
to serve more than one client.

To make the most of such 
opportunities, consultants need 
to have up-to-date, salable skills; a 
high-risk tolerance; and a special 
mix of personal characteristics 
needed for self-employment. Often, 
experienced engineers are more 
likely to have acquired such abilities. 

On the other hand, the demand for 
competitive computer skills means 
younger engineers can also do well 
in consulting. 

For the consultant-to-be, the first 
evaluation should be whether 
consulting is the right option. Ask 
yourself:

•	 Are you a risk-taker?
•	 Can you work at home, with its 

many distractions?
•	 Can you solve new problems on 

your own?
•	 Are you organized? Can you 

handle multiple clients and 
multiple deadlines?

•	 Do you work well with people?
•	 Can you continually market your 

services? Some engineers find 
this one difficult. 

•	 Can your finances support you 
during a start-up period of six 
months, or more?

The best time to consider consulting 
is while you are still employed, but 
you can see the handwriting on 
the wall. Join a local consultants 

network, and talk to the members 
about their experiences. Read all 
you can about consulting and the 
fields that you plan to enter. Network 
and meet potential clients. Use your 
vacation or free time to do some 
moonlighting for a short consulting 
assignment. If you like what you are 
doing, you are on track.

Consider your financial resources. 
Consulting requires a much smaller 
cash outlay than other areas of self-
employment, but you will need 
several thousand dollars to equip 
your office — more if you also need 
a lab, or special equipment.

Much more important: planning 
your living and marketing expenses 
for the first six months, or until your 
first contract is completed and paid. 
Today, many companies are not 
paying invoices as promptly as they 
were in the past. Realize that you are 
entering a new field. Be aware that it 
may take several years before your 
new consulting practice is providing 
an income comparable to your 
previous salary.

http://www.ieeeusa.org/business
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Build the Network You Think You Don’t Need
BY MARK HAAS, CMC FIMC

The following story is taken from the 
Institute of Management Consultants’ 
USA Daily Tips (IMC USA) column. For 
six years, the IMC USA provided a daily 
tips guide to its members. This daily tip 
is from 23 December 2012:

I’ve never found networking events 
to be particularly productive in the 
consulting business. I’d rather be 
getting to know potential clients, 
rather than other consultants, or 
professional service providers. If the 
goal is to build our consulting firm, 
shouldn’t we focus on clients?

Networking is taken as an article of 
faith among consultants—as well as 
other professional service providers, 
and business people of all stripes. 
You may be asking the important 
questions in reverse order. The 
third question is: How valuable is 
networking? The second question is: 
What do you mean by networking? 
The first question is: What is the 
objective of networking?

Robert Kiyosaki, author of Rich Dad, 
Poor Dad, says: “The richest people in 
the world look for and build networks, 
everyone else looks for work.” His 
point is that, regardless of the size or 
breadth of your consulting practice, 
the pace, complexity and uncertainty 
of the business environment means 
that you will increasingly need 

fresh relationships, resources and 
information sources to thrive. A few 
colleagues or data sources are no 
longer sufficient to give you what you 
need. This is what networks are all 
about.

The next question about what 
networking is should not focus on 
“networking events.” Regardless of 
how well such events are designed, 
they are largely semi-structured 
aggregations of people who, if you 
are lucky, can connect with each 
other. Networking events may be 
what most people mean when they 
say “networking,” but it is not the same 
as building a network.

Building a network requires defining 
the people, information, skills, 
resources and access necessary to 
keep you current with trends in your 
industry and discipline. A network 
is defined, explicit and intentional. It 
is also continuously redefined. The 
final question about how valuable a 
network is, can be answered in terms 
of how critical network(s) are to your 
professional (and personal) growth. 
How damaging to your business 
is a loss of prospects, partners, or 
revenues when the market changes, 
key staff leave, or technologies or 
competitors devastate your market? 
Your networks are your safety 
valves. We can never have too many 

networks, and few consultants have 
enough.

TIP

Start by defining what you need to be 
agile in your business, to anticipate 
and respond to emerging trends. Like 
making a packing list for a trip, write 
down what you need to have, and be, 
over the next five years. What people 
or skills do you need to achieve these 
goals?

What different networks do you need 
to develop or strengthen? You may 
need 5-10 different networks. What 
is your plan to build, support and 
evaluate the effectiveness of those 
networks? How do you intend to not 
just connect others into your network, 
but to connect to other networks? 
The LinkedIn model of a “network of 
networks” is a good way to look at 
your own networking approach.

Finally, since you don’t know what 
you will need a few years from now, 
how will you build your networks—so 
you have access to information and 
people you may think you don’t need?

Source: Institute of Management 
Consultants USA, 725 Daily Tips, 
12/23/2011. 
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Larry Nelson’s War Stories: Part II
BY LARRY G. NELSON, SR.

Fixed Price Contract vs. Hourly
Many consultants refuse fixed 
price contracts. I thrive on them. 
Consultants, for your clients that want 
fixed price contracts, do you know 
that change orders from original 
specs can net five times the original 
hourly quote? The key to success is 

a solid spec that all parties agree to. 
I have one client that continuously 
wants a fixed price contract, and 
then can’t settle on a spec. The client 
locked-in and paid the retainer, but 
continued to change things monthly. 
I give them the cost to implement the 
change, and they pay. The last two 
projects cost them about five times 
what a straight hourly rate would 
have been, but they are very happy 
with my perceived flexibility.

With the economic climate as it 
is today, companies need tight 
budgets. Clients are afraid of 
anything open- ended. When you 
quote only an hourly rate, they see 
it as a never-ending expense. The 
problem for the consultant comes 
when the specifications are not fully 
developed. Creeping features add 
costs and cause delays. 

If you do not have clear specifications, 
the client will automatically assume 
you will flex to what they need for 
the original price. This assumption 
is especially true on a contract to 
deliver a “Widget” that “does XYZ,” 

but they change the “how it will be 
done” daily. When you have a solid 
specification every time, and clients 
change something—you can simply 
let them know the impact on cost 
and delivery time, then let them 
decide if the change is worth it. If 
their spec is totally inadequate, you 

can often divide the project, and 
quote separately for the specification 
development.

One thing to be very careful of is not 
allowing your customer to pay less 
than the fixed price you quote. You 
are taking the risk, you deserve the 
rewards. You are not giving them the 
fixed price quote as an hourly rate, 
with a not-to-exceed price.  If you 
have done the quote correctly, you 
will not lose money.  If you come in 
under your budgeted time to the 
defined specifications, making the 
client happy, and yourself more 
profit, then congratulations!  On 
the other hand, if you take more 
hours than you budgeted, you are 
stuck with the fixed price. You have 
hopefully still made the client happy 
by an on-time delivery (there are 24 
hours in a day available to work out 
problems), and you learn from your 
mistakes!

When a Client Demands a per 
person fee; consultant can 
make double or triple their 
hourly rate, after expenses

I had a client I offered 
to do some training for back when 
my rate was $60.00 per hour. They 
purposed that I train small groups of 
employees, and they were going to 
print the handouts for distribution 
to their employees. I told them it 
would take a few days to create the 

handouts and the training program, 
and depending on how many people 
were to be instructed, it would take 
two to four hours per group for 
training.  The client then asked for 
a per person fee, which included all 
the handouts. I provided another 
quote (high — to discourage them), 
yet they went with it. I had to cover 
myself with a high quote, assuming 
the client would throw small groups 
at me, as they implied. When the dust 
settled, all the employees came in on 
a Saturday morning. We did a single, 
2.5-hour seminar. The client never 
asked for a revised quote to the new 
terms (one single session), and gladly 
paid me the per person rate.

If you are lucky enough to land 
contracts like these, be grateful and 
save the money for when things do 
not go as well. Consulting can be 
very cyclical, so you need to budget 
— and keep an even keel.

Larry G. Nelson, Sr. can be 
contacted at L.Nelson@ieee.org; or 
at Nelson Research at http://www.
mchipguru.com/.
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