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1.0      CTPD MANAGEMENT CONSULTANTS DIVISION 

 

1.1 Overview 

CTPD Management Consultants is a SADC organization that specializes in economic/commercial and 
social development. We work with clients in the public, private and not-for-profit sectors and apply our 

expertise to improve the economic and social conditions of the countries in 
which we operate, the Southern Some parts of Africa Development 
Community member states with a closer focus on those with poverty 
alleviation focused countries within SADC. 

We aim to deliver real service benefit to clients and the society 
through the work we do. Our concept is that to develop good 
policy it is important to understand how to deliver it; and in order 
to deliver well you must understand the policy you serve. In view 
of this philosophy, we offer a full range of services: institutional 

and capacity development, research and policy advice, strategy formulation, implementation and 
evaluation, financing, programme management and realization, and monitoring and evaluation. We work at 
national, regional and local levels. Our work for regional, national and local clients has always been above 
clients expectations because we first comprehend various macro and micro environmental factors related 
to clientsô situations. CTPD Management Consultants team members are dedicated experts from 
academia, profession (practice) and consultancy. We draw upon and share the best practice both 
within CTPD Management Consultants and with academic and other partners internationally to deliver work 
of the highest quality. 

1.1.1 Staff: highly qualifiedðfamiliar with clientsô needs 

The CTPD Management Consultants has over 20 staff to serve the interests of our clients. We put great 
emphasis on attracting, motivating and keeping the most performing, talented and loyal staff members that 
we offer ample scope to develop their talents in a stimulating regional, national and local working 
environment. This has enabled us to always have access to specialists of the highest calibre. They are 
familiar with the need for adjustment to the environment in which the client, beneficiary or counterpart 
operates. They are quick to understand the challenges and problems that face the various stakeholders. 
They are familiar with working in multidisciplinary teams and co-operating with partners from different 
cultural and educational backgrounds. 

1.1.2 Expertise 

The CTPD Management Consultants division has developed over the past five years in specializing in a 
range of consultancy areas with a clear focus on business, economic, social, spatial and environmental 
issues. We draw on this expertise base in an integrated way. Our practice is to establish a team of experts 
that brings complementary perspectives from a number of professional and disciplinary backgrounds 
depending upon the nature of the project or assignment. Where the nature of the task requires additional 
expertise not available óin houseô we work with organizations of the highest repute and competences. We 
pride ourselves in producing solutions which are 'customized' and robust. Our staff members are 
committed to delivering a service which leads to measurable results. 

 

 

http://www.ecorys.com/index.php?option=com_content&task=category&sectionid=5&id=79&Itemid=174
http://www.ecorys.com/index.php?option=com_content&task=category&sectionid=5&id=79&Itemid=174
http://www.ecorys.com/index.php?option=com_content&task=category&sectionid=5&id=79&Itemid=174
http://www.ecorys.com/index.php?option=com_content&task=category&sectionid=5&id=80&Itemid=174
http://www.ecorys.com/index.php?option=com_content&task=category&sectionid=5&id=98&Itemid=174
http://www.ecorys.com/index.php?option=com_content&task=category&sectionid=5&id=78&Itemid=174
http://www.ecorys.com/index.php?option=com_content&task=category&sectionid=5&id=75&Itemid=174
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2.0 SERVICES OFFERED BY CTPD MANAGEMENT CONSULTANTS 

The CTPD Management Consultants provide expertise and services in the following key areas: 

a)    Advisory Consultancy Practice 
b)    Business Plan Formulation Practice 
c)    Change Management Practice 
d)    Distribution and Logistics Practice  
e)    Environment Management Practice 
f)    Feasibility Studies Practice 
g)    Finance and Accounting Practice  
h)    Information and Communication Technologies Practice 
i)    Marketing Research Practice 
j)    Merger and Acquisitions (M&A) Practice 
k) Monitoring and Evaluation Practice 
l) Planning and Budgeting Practice 
m) Policy Formulation and Governance Practice  
n) Process Transformation Practice 
o) Project Development and Implementation Practice  
p) Projects and Business Financing Practice  
q) Research and Analysis Practice  
r) Strategy Consulting Practice  
s) System Implementing Practice  
t) Training Needs Analysis Practice 
u) Turnover Strategy Practice 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.astutediligence.com/Diligence_Practice_Logistics.htm
http://www.astutediligence.com/Diligence_Practice_Finance.htm
http://www.astutediligence.com/Diligence_Practice_Technology.htm
http://www.astutediligence.com/Diligence_Practice_Merger.htm
http://www.astutediligence.com/Diligence_Practice_Strategy.htm
http://www.astutediligence.com/Diligence_Practice_Strategy.htm
http://www.astutediligence.com/Diligence_Practice_Strategy.htm
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2.1  ADVISORY CONSULTANCY PRACTICE 

CTPD Management Consultants provides customized advisory services to emerging and middle market 
businesses with values between $2m and $30m.  

We leverage the strength of our combined research, strategy, and investment banking capabilities to 
provide accurate business valuation and fairness opinions.  

We also maintain a specialty practice consulting to private equity and venture capital groups to enhance 
the performance of portfolio companies and maximize the value of investments.  

CTPD Management Consultants provides the following customized advisory services:  

Á Business Valuation  

CTPD Management Consultants provides value added advisory and consulting services to maximize 
the profit from the sale of a business. Our business valuation services include: discounted cash flow 
analysis, net present value (NPV), internal rate of return (IRR) analysis, and synergy valuation.  

Á Fairness Opinions  

CTPD Management Consultants offers professional evaluations of a company to determine whether a 
merger, acquisition, buyback, spin-off, or buyout is a fair and viable option for that company. These 
services include valuation analysis of a target company, evaluation of business rationale of a 
transaction, and opinion as to the legal fairness of the proposed transaction.  

Á Private Equity and Venture Capital Consulting 

CTPD Management Consultants provides consulting services to private equity and venture capital firms 
who are planning investments or are seeking to improve the performance of portfolio companies. Our 
consulting services include business plan development, strategic planning, marketing planning, 
strategic market research, financial modeling, marketing services and exit planning. 

Business Valuation Services 

CTPD Management Consultants provides comprehensive business valuation services for the mergers, 
acquisitions, and investments.  

Our business valuation practice leverages the firmôs strategy, market research, and financial analysis 
capabilities to maximize profit from the sale or acquisition businesses.  

Through our unique approach to business valuation, we first assess the reason for and the circumstances 
surrounding the business valuation also known as premise of value.  

We consider the national, regional and local economic conditions existing as of the business valuation 
date, as well as the trends and conditions occurring within the industry in which the company operates.  

Lastly, there is an analysis of financial statements focusing on all financial trends such as growth or decline 
in revenues or expenses, liquidity, turnover rate and overall profitability of the company. This process 
estimates the economic value of a business and determines the price or multiple that a company is willing 
to pay to acquire the business.  

http://www.growthink.com/investment-banking/services/company-valuation
http://www.growthink.com/investment-banking/services/fairness-opinions
http://www.growthink.com/investment-banking/services/private-equity-venture-capital-consulting
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CTPD Management Consultants uses a variety of valuation techniques to accurately measure the value of 
a business, including:  

Á Discounted Cash Flow Analysis  
Á Net Present Value and Internal Rate of Return Analysis  
Á Free Cash Flow to Equity Valuation  
Á Free Cash Flow to Firm Valuation  
Á Leveraged Buyout Valuation  
Á Synergy Valuation  
Á Weighted Average Cost of Capital Valuation  
Á Cash Flow Valuation  

Fairness Opinions 

CTPD Management Consultants provides business advisory services to ensure that companies are acting 
in fair manner and using sound business judgment. 

In developing fairness opinion offerings, we determine whether a merger, acquisition, buyback, spin-off, or 
buyout is a fair and viable option for that company.  

This process involves interviewing key management and key company advisors, visiting the companyôs 
facilities, analyzing financial statements, reviewing transaction documents, and researching and 
understanding trends within the industry to properly evaluate the company.  

Our fairness opinion service offering assists directors, investors, trustees and board members of a 
company in gaining clarity into the soundness of a deal. We make transparent the level of care and value a 
third party has provided to shareholders about the financial fairness of a pending transaction.  

Our fairness opinion process includes the following components:  

Á Valuation analysis of a target company as well as alternative companies  
Á Evaluation of the business rationale to proceed with the proposed transaction  
Á Opinion as to the legal fairness of the proposed transaction  

We present the fairness opinion as a professionally formatted research report that a board of directors or 
controlling shareholder of a target company can use to approve the proposed transaction.  

Private Equity and Venture Capital Consulting 

CTPD Management Consultants is committed to helping emerging companies develop and implement 
successful business strategies.  

Since 1999, we have worked closely with 2,000 start-ups and emerging companies on many different 
aspects of their business, from business planning and capital raising to financial modeling and market 
research.  

We leverage our deep entrepreneurial consulting experience to advise private equity and venture capital 
firms on potential investments and acquisitions.  
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We help private equity and venture capital investors identify, assess and screen potential investments into 
innovative and high growth companies. Additionally, we provide valuable strategic consulting services to 
portfolio companies in order to accelerate growth and maximize investorsô return on investment.  

 

 

Our consulting services include:  

Á Due Diligence: We perform comprehensive due diligence services for the purpose of reviewing and 
investigating investment opportunities.  

Á Business Planning: We work closely with company management to develop actionable strategic 
business plans.  

Á Financial Modeling: We provide develop full financial projections for emerging businesses, including 
income statements, balance sheets, and cash flow statements.  

Á Market Research: We perform strategic market research to assess and validate market opportunities.  

Á Marketing Services: We create marketing plans, branding strategies, customer acquisition strategies, 
and implement integrated internet marketing consulting services to accelerate business growth.  

Á Exit Planning: We assist portfolio companies with the development of realistic paths to liquidity events 
for company management and investors.  
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2.2  BUSINESS PLANS FORMULATION PRACTICE 

One thing bank managers and investors or venture capitalists have in common is the question "Do 
you have a Business Plan?"  

Did you know that banks, loan officers, investors, venture capitalists and even angel investors have a very 
specific way they want and expect a business plan to look?  

If any part of your plan doesnôt match what they want and are used to, thatôs it. Theyôll never look again, 
and they certainly wonôt invest.  

Did you also know that most business plans never receive a single dollar of funding?  

And do you know how to avoid the critical flaws that practically guarantee that any potential investor looking 
at your plan will lose interest within the first few pages and get scared off from your idea, even if they had 
interest before? 

And finallyédo you know that even when they raise capital, most businesses fail? If youôre here because 
you need a great business plan to get your company off the ground or to the next level, youôve come to the 
right place. 

Why? Because CTPD Management Consultants' consulting team has a track record of developing 
business plans that raise money and transform entrepreneurs' visions into successful businesses. In fact, 
over the past years, CTPD Management Consultants has developed successful business plans for over 
500 entrepreneurs and businesses like yours. Our clients have raised over millions in funding and, more 
importantly, theyôve gone on to build numerous multi-million dollar empires.  

Reasons why you need a Business Plan (Purpose of a Business Plan) 

A Business Plan is the keystone around which business opportunities are assessed, articulated and 
resources dedicated. The necessity for a powerful business plan cannot be underestimated. It is the key to 
securing funding. The Business Plan and management's ability to communicate it put management and 
investors on the same page and ready for action. A business plan is a planning tool for management and 
potential investors. It defines the mission of the company and the goals and the strategies for achieving this 
mission. 

Your reason for having a plan will be different for each situation:  

Á If you are starting a new business you will require a plan to clearly assess every aspect of the business 
and show how it will succeed.  

Á If you are buying an already established business you will need to identify the strengths and 
weaknesses of the business to decide if you will be able to make it a success.  

Á If you are already up and running and in need of extra finance you will need a plan to convince those 
putting capital into your business that you can and will succeed.  

Á If you are applying for one of the many grants available.  

A Business Plan is more than a document 

The Plan is the most important communication tool an entrepreneurial team has to secure resources. 
Whether it's funding, key personnel or partners, the Business Plan is often the best way to communicate 
the totality of the opportunity and the reward of participation. It aligns priorities and resources such as new 
employees, vendors, board members and investors. This is critical in the rapidly evolving environment of a 
start-up. 
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A Business Plan moves everyone in the same direction 

The Business Plan is more than a document. First and foremost, it is a process; a process that enables an 
individual, and more importantly a team, to come together and commit to a business adventure of 
significant personal and professional risk. The Business Plan is a process that evaluates the opportunity, 
quantifies the resources required and lays out a road map for implementation. The Business Plan 
integrates all the functional elements such as Marketing and Sales, Operations/Production, IT, Human 
Resources, Administration, Finance and Accounts etc into a single cohesive force. 

Who will read your plan?  

When you begin to compile a business plan you must always remember who the plan is for. Just as an 
author must always remember who will read his books so you must remember who will read your business 
plan. With this in mind you must present your plan in a clear and logical format. This will enable the 
recipient to achieve a clear understanding of your business and make a decision based on the information 
you have supplied. Your business plan will benefit the various types of people who will all be using your 
plan as a basis for making decisions:  

Á Your bank manager  
Á Alternative providers of finance  
Á Business advisory organisations  
Á Friends and colleagues who will invest in your business  
Á Yourself and your work colleagues who will be running the business and using the plan on a daily 

basis.  

Our Reputation for formulating Quality Business Plans 

The CTPD Management Consultants Division has a reputation for producing quality Business Plans that 
gain significant investment.  We have a team that works diligently to document your business vision in a 
manner that puts you in an advantageous position when dealing with potential investors.   The value added 
benefit of using the services of a business planning professional is that they should bring an extensive 
background in a variety of business disciplines. The CTPD Management Consultants Division has prepared 
over 500 fund raising documents in many industry sectors. This real world and hands on experience adds 
depth, credibility and reality to the business plan. We can save you both time and money with our proven 
business development methodology. The CTPD Management Consultants Division focuses on your 
business plan while you focus on your business.  

Á We will formulate a profile for your business concept and quantify the results.  
Á The resulting publication will give your investors a comprehensive, positive impression of your funding 

proposal.  
Á The quality of Due Diligence and Market Analysis that we do increases investor confidence and 

shortens the financing cycle.  
Á You will be pleased with the quality of documents prepared by The CTPD Management Consultants 

Division. We have raised the bar in terms of quality. The results are sophisticated business plans that 
impress your investors and help them to see the value of placing capital in your project. We write your 
strategic plans, with your input, while you concentrate on doing what you do best, building your 
business.  

 
Writing a Business Plan 

With business failing at an alarming rate the need has never been greater to start off on the right foot with a 
clear understanding of exactly what you hope to achieve and how you will do it. A well thought out and 
carefully structured business plan is the key to the long-term success of any business. Whether you are 
running an existing business, just starting a new business, buying one already established or perhaps in 
need of extra finance for expansion, you will need a business plan 
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Our Business Plan Methodology 

The CTPD Management Consultants Division's services are based on a partnership relationship with our 
clients, combining your business vision and experience with our planning expertise and insight to produce 
a truly outstanding and successful document.  

Over the past years, CTPD Management Consultants has developed more than 1,500 business plans for 
clients in a wide variety of industries. From this vast experience, we have developed a proprietary 
engagement methodology that ensures high-quality, fully customized business plans for every client. 

Our process consists of seven distinct phases, designed to maximize quality and client satisfaction.  

1. Management Interviews: Here, we collect and document your "verbal" growth plan, including your 
vision, key accomplishments to date, mission-critical challenges and opportunities, key objectives and 
goals, and growth strategies. In this phase, we also identify and refine key research questions, and 
work to define and communicate an effective "story" for the business plan.  

2. Strategic Market Research: In this phase, we size the relevant market place, analyze competitors, 
profile existing and prospective customer groups, and assess the business opportunity. CTPD 
Management Consultants also conducts "benchmarking research" during this phase of its engagement 
process. This involves identifying other companies that have succeeded and/or failed with similar 
businesses and/or initiatives.  

3. Checkpoint Document: At this stage, we deliver a "checkpoint" document to confirm that we are in 
agreement with you regarding the strategic direction of the plan, the business plan's focus, and the tone 
and language of the plan. (The checkpoint document is delivered either as a business plan outline or a 
draft of an executive summary).  

4. Additional Research and Strategy Work: After incorporating your feedback from the "checkpoint" 
document, we begin additional research regarding your business strategy (roll-out, financials, 
marketing, operations, etc.) and communication strategy (how best to articulate your unique 
opportunity to existing and potential stakeholders and investors).  

5. Draft Plan: Next, we provide a draft of the deliverables, which typically include an Executive 
Summary, Integrated Financials (historical and projected), and a complete business plan (company 
analysis; customer and market analyses; industry and competitive analyses; marketing, operations, 
and development plans; management team; appendices).  

6. Review and Revise: In this phase, we review the draft plan with you and and discuss the focus, 
wording, and flow of the document. We incorporate any necessary revisions and refinements, and 
prepare the revised plan.  

7. Package and Finalize: The final stage involves creating a clean, professional document, with 
graphical enhancements, that is copy-edited, formatted, and ready to be presented to stakeholders 
and investors.  

 

 

 

 

 

 

 



 

           Divisions:  Management Consultants  Centre for Professional Studies   Corporate Training & Events Management    

 

10 

We organize our team by two distinct functions as follows: 

Consultants - The CTPD Management Consultants Divisionôs team of consultants will conduct an 
extensive interview session in order to understand your history, current position and objectives for the 
future. This communication can be done in our offices or facilitated by phone, email or fax.  

Our consultants will then undertake the research and prepare the text sections of each business plan. 
We are in communication with the client during the planning process and use advanced resources to 
undertake a thorough industry analysis that includes conducting extensive research into your industry's 
market. We will document the size of the market, current trends, demographics and competition. Our 
industry analysis will naturally lead to the plan for growing your company. The research, product and 
corporate information are included in the text along with a marketing plan. 

Financial Analysts - Cutting-edge business modeling is our specialty. The CTPD Management 
Consultants Division's financial analysts have identified and tracked emerging business models in the 
traditional and new economy and incorporate this knowledge into the development of projections. As a 
result of our experience, we may determine additional revenue streams that complement your existing 
business model.  

Our Proforma spreadsheets are exemplary in the industry and clients can quote with confidence from 
our projections. Your ability to support and defend the information in the business plan is just as 
important as the plan itself. 

Our experienced and professional business planning team can assist your company, regardless of the 
stage of your company's development or the amount of capital you may be seeking.  

The CTPD Management Consultants Division builds quality business plans that portray your project as 
an appropriate choice for investment. A good business plan enhances the profile of your company and 
imparts credibility to your venture. Your business plan will answer investors' questions, and map out a 
strong strategy for your venture's success.  
 
Our Business Plan Consulting includes:  

Á Development of vision statement  
Á Complete business plan writing  
Á Market research and forecasting  
Á Business model assessment  
Á Revenue and Financial projection  

 

Our Market Research includes:  

Á Define target market  
Á Identify customers  
Á Market projections and research  
Á Competitive analysis  
Á International market research  
Á Execution strategy  

 
Format of our Business Plans  

The CTPD Management Consultants Divisionôs business plans are prepared using classical business 
planning structure. We do not use templates and customize every business plan according to the needs 
of the individual model. CTPD Management Consultants has an organized approach that employs 
proven methodologies. Our work has benefited a significant list of clients by developing new strategies 
and implementation plans that give them a considerable competitive advantage.  



 

           Divisions:  Management Consultants  Centre for Professional Studies   Corporate Training & Events Management    

 

11 

Table of Contents of CTPD Management Consultants Divisionôs Business Plans 

1.0  Executive Summary 
 1.1 Objectives  
 1.2 Mission  
 1.3 Keys to Success  

 
2.0   Company Summary 
   2.1 Start-up Summary  

2.2 Company Ownership  
2.3 Company Locations and Facilities  

3.0 Services 
       3.1 Competitive Comparison  
       3.2 Sales Literature  
       3.3 Fulfillment  
       3.4 Technology  
       3.5 Future Services  

4.0 Market Analysis Summary 
           4.1 Market Segmentation  
           4.2 Target Market Segment Strategy  

      4.2.1 Market Trends 
      4.2.2 Market Growth 
      4.2.3 Market Needs 

5.0 Strategy and Implementation Summary 
      5.1 Competitive Edge  
      5.2 Marketing Strategy  
           5.2.1 Distribution Strategy 
           5.2.2 Marketing Programs 
           5.2.3 Positioning Statement 
           5.2.4 Pricing Strategy 
           5.2.5 Promotion Strategy 
      5.3 Sales Strategy  
            5.3.1 Sales Forecast 
            5.3.2 Sales Programs 
      5.4 Strategic Alliances  
      5.5 Milestones  

6.0 Management Summary 
      6.1 Organizational Structure   
      6.2 Management Team   
      6.3 Management Team Gaps  
      6.4 Personnel Plan  

7.0 Financial Plan 
      7.1 Important Assumptions  
      7.2 Key Financial Indicators  
      7.3 Break-even Analysis  
      7.4 Projected Profit and Loss  
      7.5 Projected Cash Flow  
      7.6 Projected Balance Sheet  
      7.7 Business Ratios  

 
 
 
 

http://www.bplans.com/real_estate_management_business_plan/executive_summary_fc.cfm
http://www.bplans.com/real_estate_management_business_plan/executive_summary_fc.cfm#1.1_Objectives
http://www.bplans.com/real_estate_management_business_plan/executive_summary_fc.cfm#1.2_Mission
http://www.bplans.com/real_estate_management_business_plan/executive_summary_fc.cfm#1.3_Keys_to_Success
http://www.bplans.com/real_estate_management_business_plan/company_summary_fc.cfm
http://www.bplans.com/real_estate_management_business_plan/company_summary_fc.cfm#2.1_Start-up_Summary
http://www.bplans.com/real_estate_management_business_plan/company_summary_fc.cfm#2.2_Company_Ownership
http://www.bplans.com/real_estate_management_business_plan/company_summary_fc.cfm#2.3_Company_Locations_and_Facilities
http://www.bplans.com/real_estate_management_business_plan/services_fc.cfm
http://www.bplans.com/real_estate_management_business_plan/services_fc.cfm#3.2_Competitive_Comparison
http://www.bplans.com/real_estate_management_business_plan/services_fc.cfm#3.3_Sales_Literature
http://www.bplans.com/real_estate_management_business_plan/services_fc.cfm#3.4_Fulfillment
http://www.bplans.com/real_estate_management_business_plan/services_fc.cfm#3.5_Technology
http://www.bplans.com/real_estate_management_business_plan/services_fc.cfm#3.6_Future_Services
http://www.bplans.com/real_estate_management_business_plan/market_analysis_summary_fc.cfm
http://www.bplans.com/real_estate_management_business_plan/market_analysis_summary_fc.cfm#4.1_Market_Segmentation
http://www.bplans.com/real_estate_management_business_plan/market_analysis_summary_fc.cfm#4.2_Target_Market_Segment_Strategy
http://www.bplans.com/real_estate_management_business_plan/market_analysis_summary_fc.cfm#4.2.1_Market_Trends
http://www.bplans.com/real_estate_management_business_plan/market_analysis_summary_fc.cfm#4.2.2_Market_Growth
http://www.bplans.com/real_estate_management_business_plan/market_analysis_summary_fc.cfm#4.2.3_Market_Needs
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.1_Competitive_Edge
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.2_Marketing_Strategy
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.2.1_Distribution_Strategy
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.2.2_Marketing_Programs
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.2.3_Positioning_Statement
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.2.4_Pricing_Strategy
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.2.5_Promotion_Strategy
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.3_Sales_Strategy
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.3.1_Sales_Forecast
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.3.2_Sales_Programs
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.4_Strategic_Alliances
http://www.bplans.com/real_estate_management_business_plan/strategy_and_implementation_summary_fc.cfm#5.5_Milestones
http://www.bplans.com/real_estate_management_business_plan/management_summary_fc.cfm
http://www.bplans.com/real_estate_management_business_plan/management_summary_fc.cfm#6.1_Organizational_Structure
http://www.bplans.com/real_estate_management_business_plan/management_summary_fc.cfm#6.2_Management_Team
http://www.bplans.com/real_estate_management_business_plan/management_summary_fc.cfm#6.3_Management_Team_Gaps
http://www.bplans.com/real_estate_management_business_plan/management_summary_fc.cfm#6.4_Personnel_Plan
http://www.bplans.com/real_estate_management_business_plan/financial_plan_fc.cfm
http://www.bplans.com/real_estate_management_business_plan/financial_plan_fc.cfm#7.2_Important_Assumptions
http://www.bplans.com/real_estate_management_business_plan/financial_plan_fc.cfm#7.3_Key_Financial_Indicators
http://www.bplans.com/real_estate_management_business_plan/financial_plan_fc.cfm#7.4_Break-even_Analysis
http://www.bplans.com/real_estate_management_business_plan/financial_plan_fc.cfm#7.5_Projected_Profit_and_Loss
http://www.bplans.com/real_estate_management_business_plan/financial_plan_fc.cfm#7.6_Projected_Cash_Flow
http://www.bplans.com/real_estate_management_business_plan/financial_plan_fc.cfm#7.7_Projected_Balance_Sheet
http://www.bplans.com/real_estate_management_business_plan/financial_plan_fc.cfm#7.8_Business_Ratios
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2.3 CHANGE MANAGEMENT PRACTICE 

Introduction 
 
Change is inevitable and managing change is one of the most challenging tasks for an enterprise. Change 
management entails thoughtful planning and sensitive implementation, and above all, consultation with, 
and involvement of, the people affected by the changes. If you force change on people normally problems 
arise. Change must be realistic, achievable and measurable. These aspects are especially relevant to 
managing personal change. 
 
Responsibility of Managing Change 
 
Responsibility for managing change is with management and executives of the organization they must 
manage the change in a way that employees can cope with it. The manager has a responsibility to facilitate 

and enable change, and all that is implied within that statement, especially to 
understand the situation from an objective standpoint (to 'step back', and be 
non-Judgmental), and then to help people understand reasons, aims, and 
ways of responding positively according to employees' own situations and 
capabilities. Increasingly the manager's role is to interpret, communicate and 

enable - not to instruct and impose, which nobody really responds to well.  

In most of such cases, companies involve an outsider or consultant to get this done. CTPD Management 
Consultants is proved itself as a leading change agent for large firms in this region. 

Process of Change Management 
CTPD Management Consultants suggests three broad phases for Change Management:  

Phase 1: Pre-Change Planning  

¶ Define all changes need to be done  

¶ Prepare Change Management Team  

¶ Assess the effect of Change on Department and funnel down to people  

¶ Develop blueprint of Change Management Plan  

¶ Brainstorm all possible resistance that unearthed  

¶ Resistance Management Plan  

Phase 2: Change Implementation  

¶ Positive communication of change to people  

¶ Collect and analyze feedback  

¶ Diagnose gaps and change it  

¶ Implement corrective actions  

Phase 3: Post-Change Assessment  

¶ Audit the repercussion of changes on organization, customers and people  

¶ Corrective Action Plan  
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2.4  DISTRIBUTION AND LOGISTICS PRACTICE 

Managing the flow of material and information between consumers and suppliers is a key success factor 
for many businesses. Prior to investing in or acquiring a company that has distribution and logistics 
operations, it's extremely important to conduct a thorough due diligence evaluation. Fortunately, the 
professionals in our Distribution and Logistics Practice have operations due diligence "down to an art form" 
and we can help you avoid any unpleasant surprises. We can assist you in evaluating all of the core 
processes at the target company, including customer service and order processing, inventory planning and 
management, supply, transportation and distribution, and warehousing. During the project, we evaluate 
performance measures and goals, process design, information systems and infrastructure, and 
organizational design, always keeping our eyes open for important issues that need to be brought to your 
attention.  

Our Credentials 

Our Distribution and Logistics Practice consultants have dedicated their professional lives to the pursuit of 
excellence in operations consulting, education, and research. They have extensive "hands on" experience 
establishing, growing and improving logistics operations in a variety of industries. They have functional 
expertise in a broad array of operational areas, including but not limited to; Logistics Procedures and 
Policies, Transportation Planning and Tracking Performance Measures, Cross Docking Benchmarking, 
Receiving and marshalling  of goods, Customer Service, Storage and Handling Systems, Order 
Processing, Shipping, Order Picking, Facilities Design, Inventory Planning and Management, Lead Time 
Reduction Initiatives, Invoicing, Continuous Improvement Programs, Forecasting, Quality Assurance, 
Replenishment, Design Logistics Information Systems, Supply Chain Integration, Organizational Design, 
Procurement, Logistics Mergers and Acquisitions, Manufacturing Engineering, Operations Due Diligence 
etc. 

What We Can Do For You 

Our Distributions and Logistics Practice team can help you to: 

¶ Fully understand the logistical infrastructure and capabilities of the target company;  
¶ Look "behind the curtain" within the warehouse and find any hidden surprises that may affect your 

decision-making or negotiations; and  
¶ Identify discussion points and recommendations for the go-forward plans for distribution and 

logistics within the target company. 

Questions We Will Answer On Your Behalf 

Á We will provide answers to important questions, such as: 
Á Is the labor force sufficiently staffed to meet current and future order volumes?  
Á Are the facilities well-designed? Is the level of automation appropriate? Are projected fixed asset 

expenditures for logistics on target or are they potentially understated?  
Á If orders suddenly skyrocket, will we be able to handle them or will we disappoint our customers and miss 

out on revenue and profit opportunities?  
Á Are the systems that support logistics state-of-the-art or are they based on patch-worked spaghetti code? 

What enhancements will be needed in the future?  
Á Is the warehouse operation well run? Does the logistics management know what they are doing and will 

they be the right people to handle operations in the future?  
Á Are there substantial cost savings or revenue enhancing opportunities that have not previously been 

identified? 
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2.5 ENVIRONMENT MANAGEMENT PRACTICE 

Energy and environment 

Economic growth is driving an increase in energy demand and greater pressure on natural resources and 
the quality of the environment. That economic development should follow the principles of sustainability is 
widely accepted; but how can we translate this concept into concrete solutions?  
An integrated approach comprising economic, institutional and technical perspectives is vital. We have a 
broad but integrated set of skills which include the capacity to provide: 

a) Research, advice, training and technical assistance related to all phases of the policy or project cycles, 
such as feasibility analysis, policy or project design, implementation, institution building, evaluation 
and impact assessment   

b) Financial and economic cost-benefit analysis of energy and environmental investments, and of policy 
measures (such as costs and benefits of the harmonisation of environmental standards in pre-
accession countries)   

c) Energy supply and demand forecasting, energy pricing and economic scenario development   
d) Methods to include environmental effects in economic decision-making, such as economic valuation 

methods, multi-criteria analysis and environmental accounting   
e) Integration of the environmental and energy sectors into their broader economic and social context   
f) Business support to exploit the opportunities arising from the opening up of global markets for energy 

and environment-related goods and services   
g) Compilation and presentation of energy and environmental statistics 

Water and environment 

Sustainable use of water resources and preserving the quality of the environment has become central to the 
debate on economic growth, worldwide. This requires policy makers and specialists to take an integrated 
approach to economic and social development with the aim to combine environmental and technical 
aspects, and institutional, legal, financial, spatial economic and communication components. They also face 
the major challenge of growing competition for water as the population increases, and the ever shrinking 
access to useable water due to climate changes and contamination. In regions where surface water and 
ground water are shared between countries, another major challenge is dealing with trans-boundary issues 
on water supply and maintaining water quality.  CTPDô services in water and environment give clients an 
economic and social perspective on integrated water resources management (IWRM) and related 
environmental policies. We help our clients to bridge the gap between environmental engineering solutions 
for spatial and water issues, and the financial/economic feasibility and social desirability of those solutions.  

For many clients in the public and private sector we have offered a broad range of services. This includes 
research; advice; training and technical assistance; financial and economic cost-benefit analysis; water 
supply and demand forecasting; water pricing and economic scenario development.  

 
 
 
 
 
 
 
 
 
 
 



 

           Divisions:  Management Consultants  Centre for Professional Studies   Corporate Training & Events Management    

 

15 

2.6 FEASIBILITY STUDY CONSULTANCY PRACTICE 

What is Feasibility Study? 

A feasibility study is the analysis of the practicability of a proposed idea. It evaluates the economic, 
environmental, technical and quality of life aspects of proposed business 
ideas. Coupled with the project's compatibility with the local community, this 
information allows decision makers to have the accurate and relevant 
information needed to make informed choices. 

Who uses it? 

Project Leader, Business Analyst, Configuration Manager, Development 
Manager, Project Manager, Technical Architect, IT Manager, System 
Administrator, Test Manager, Documentation Manager, Technical Writers, 
System Administrator. 

 

What is the purpose of a Feasibility Study? 

The Feasibility Study analyses potential solutions against a set of requirements, evaluates their ability to 
meet these objectives, describe a recommended solution, and offer a justification for this selection. It 
should address issues that could influence the success of a potential project and assess the advantages 
and disadvantages of each option so they can be ranked. 

Scope of Feasibility Analysis 

In general terms, the elements of a feasibility analysis for a project should cover the following:  

Need Analysis: Pertinent questions that should be asked include: 
Á Is the need significant enough to justify the proposed project?  
Á Will the need still exist by the time the project is completed?  
Á What are the alternate means of satisfying the need?  
Á What are the economic, social, environmental, and political impacts of the need?  

Process Work: What will be required to satisfy the need? 

Cost Estimate: Estimating project cost to an acceptable level of accuracy. 

Financial Analysis: An analysis of the cash flow profile of the project. 

Project Impacts: Environmental, social, cultural, political, and economic impacts may be some of the 
factors that will determine how a project is perceived by the public. 

Conclusions and Recommendations: Overall outcome of the project analysis. 

How do we conduct a Feasibility Study 

CTPD Management Consultants' conducts feasibility studies on project plans for its clients. We 
recommend the steps and various aspects of the feasibility study and work very closely with our clients to 
achieve the mutually agreed objective within an estimated time frame. 
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If you want your business to succeed, or if you need to convince investors or management to fund your 
initiatives, it is critical that you are equipped with a feasibility study that proves that your ideas are sound 
and that you have an execution plan that is practical. 

CTPD Management Consultants' feasibility study consultants conduct comprehensive industry, 
customer and competitor analyses in order to determine market opportunities. Our consultants then assess 

each of the opportunities, determine the optimal ones, and create action 
plans for effective market penetration.  

Our feasibility study consultants have conducted studies for hundreds of 
organizations ranging from startups and large companies to non-profit 
organizations and governments. We have conducted studies in numerous 
industries, including real estate & construction, hospitality & hotels, sports & 

recreation, renewable & alternative energy (biodiesel, wind, solar), health care, government, and non-profit, 
among others.  

CTPD Management Consultants' unique feasibility study methodology is ideal for judging a new venture's 
prospects for success.  

Feasibility Study Methodology 

CTPD Management Consultants' comprehensive feasibility study development process includes each of 
the following five distinct services. 

Market Sizing & Trends 

The first step in conducting a feasibility study is to understand the market size and trends that are affecting 
the market. To start, CTPD Management Consultants identifies all markets in which the client competes or 
plans to compete. Next, we determine the relevant size of these markets. The relevant market size equals 
a companyôs sales if it were to capture 100% of its specific niche of the market. CTPD Management 
Consultants determines this size using both a top-down (what percent of the market can we reasonably 
expect to penetrate) and bottom-up (e.g., how many units can we expect to sell at what price) 
methodology.  

As many assumptions are required when sizing a new or emerging market, CTPD Management 
Consultants relies heavily on case studies of thousands of other companies and clients who have 
penetrated new markets. In assessing markets, CTPD Management Consultants looks at the current 
market size and what the market size might be in the short, mid and long-term. Specifically, we answer key 
questions such as the following: 

Á How has the relevant market size changed over the past one to five years?  
Á What is the projected growth of the relevant market?  
Á What factors will affect this growth? General economic factors? Changing regulatory conditions? 

Changing consumer needs? Etc.  
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Customer Needs Assessment 

In order to successfully serve customers, businesses must have an acute understanding of customersô 
needs. Through primary and/or secondary research, CTPD Management 
Consultants uncovers the precise needs of customers, how these needs 
are currently being fulfilled, and what is required to better satisfy these 
customers. We begin by defining exactly which customers the company is 
serving. This requires specificity. For instance, rather than saying that a 
company serves small businesses, it may be more appropriate to identify 
and assess its more precise market, perhaps, small businesses with 5-25 
employees in large metropolitan areas. 

 

CTPD Management Consultants then details the demographic profiles of and assesses the needs of these 
customers. We answer questions such as: 

Á What is the average revenues/income of these customers?  
Á Where are these customers geographically based?  
Á What products or services are these customers currently purchasing to fulfill their needs?  
Á What factors drive the decision-making of these customers (e.g., price, service, reliability)?  
Á How do these customers make buying decisions (e.g., multiple decision makers, multiple bids)?  

By truly understanding customers, CTPD Management Consultants is able to assess the feasibility of an 
idea, modify it as needed, and create action plans that maximize the probability of market success. 

Competitive Analysis 

In todayôs global marketplace, conducting detailed competitive intelligence is critical. By uncovering the 
strategies of large, small and emerging competitors, critical lessons are learned. Armed with this 
knowledge, CTPD Management Consultants is able to develop strategies for clients that avoid potential 
dangers and capitalize on emerging opportunities. 

The first step of competitive analysis is for CTPD Management Consultants to distinctly define our clientôs 
competitors as any service, product or company that a customer can use to fulfill the same need(s) as the 
client fulfills. This definition includes firms that offer similar products, substitute products and other 
customer options (such as performing the service or building the product themselves). While using this 
broad definition results in more competitors to analyze, it results in improved strategies and decreased 
chances of being blindsided by competitive actions in the future. 

Once the competitors are defined, CTPD Management Consultants provides detailed analyses of them, 
including: 

Á What products and services they offer and what products and services are in their pipelines  
Á The infrastructure and operational processes used by these firms and how this impacts their ability to 

succeed in the future  
Á Their pricing structures  
Á What proprietary technology (patents held or filed) the firms maintain  
Á Where we can expect these competitors to be in the short, mid and long-term  

The result of this assessment is a comprehensive list of competitors that also includes each competitorôs 
strengths and weaknesses and prospects for the future. CTPD Management Consultants then uses this 
information to identify opportunities and create strategies that will result in sustainable competitive 
advantage. 
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Idea Assessment & Development 

The process of conducting in-depth market sizing and trend analysis, customer needs research, and 
competitive intelligence results in vast amounts of data and information. 

CTPD Management Consultants works with our clients to expertly access this information. Specifically, we 
answer questions such as: 

Á Based on this market research, how sound are the current business ideas?  
Á What refinements can make these ideas even stronger?  
Á What new ideas does the research suggest?  

Format of our Feasibility Studies  

The CTPD Management Consultants feasibility studies are executed using classical feasibility analysis 
structure. We do not use templates but do customize every feasibility studies according to the specific 
project type and objectives. CTPD Management Consultants has an organized approach that employs 
proven methodologies. Our work has benefited a significant list of clients by carrying out feasibility studies 
and developing action plans that give them a considerable competitive advantage.  

MAJOR COMPONENTS COVERED BY OUR FEASIBILITY STUDIES  
 
The feasibility of a project can be ascertained generally on the basis of the following assessments:  

1. Market Feasibility (Analysis) 
Á Supply analysis: current sources, trends and supply projections 
Á Demand analysis: Local and external 
Á Market supply gap analysis: past, present and projected demand analysis 
Á Competitiveness of products with respect to quality and prices 

2. Technical Feasibility (Analysis) 
Á Technologies evaluation 
Á Alternative technologies investigations 
Á Facilities production capacities analysis 
Á Production minimum economic size 
Á Major cost items  
Á Plant lay out design 
Á Plant location analysis 
Á Inputs resources requirements and availability 

3. Operational Feasibility (Analysis) 
Á Legal requirements for project operations 
Á Organizational form and management of the project 
Á Stakeholders and beneficiaries analysis 
Á Resource requirement and availability including human resources, materials and equipment 
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4. Environmental Feasibility (Analysis) 
Á Temperature relevant to intended project 
Á Land surface 
Á Underground resources 
Á Water resources 
Á Air 
Á Safety factors 
Á Plant and process design 
Á Storage system and safety 
Á Effective Treatment plan 
Á Financial Feasibility (Analysis)Assessment of plantôs commercial profitability 
Á Projected financial information 
Á Profit and loss statement 
Á Balance sheet 
Á Cash flow projections 
Á Capital expenditure forecasts for equipment, manpower, raw materials etc 
Á Sensitivity analysis 
Á Profitability measurement 
V IRR 
V NPV 
V ROI 
V ROE 
V ARR 

5. Economic Feasibility (Analysis) 
Á Objectives against which project feasibility is to be assessed 
Á Identification and evaluation of project costs 
Á Identification and valuation of project benefits 
Á Benefit-cost analysis 

6. Other Factor Feasibility (Analysis) 

Our feasibility studies also include other factor analysis such as the following; 
Á Managerial Feasibility  
Á Financial Feasibility  
Á Social and Cultural Feasibility  
Á Safety Feasibility  
Á Political Feasibility  

Specifically, CTPD Management Consultants has a vast working knowledge of firms in multiple industries 
that have tried and succeeded and/or failed with specific business ideas and strategies. CTPD 
Management Consultants applies this knowledge to our clients so they repeat successes and avoid 
strategies that have proven to be flawed. 

Action Planning 

Once the best ideas rise to the top, CTPD Management Consultants works with clients to create action 
plans for executing upon them. From developing realistic operational timelines to detailed human resource 
plans, CTPD Management Consultants creates a comprehensive roadmap for clients to follow in order to 
be successful. 

In developing action plans, CTPD Management Consultants often prepares comprehensive financial 
models so that clients understand the exact capital requirements needed to succeed. Likewise, we create 
realistic assumptions regarding product/service sales and costs so that results can be more accurately 
projected. 
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The financial model and action plan that CTPD Management Consultants develops not only positions 
clients for success from the start, but they provide an ongoing checkpoint against which the company can 
gauge its progress. 

As needed, CTPD Management Consultants provides ongoing support to modify our clientsô action plans 
as market conditions change and/or if existing strategies need to be optimized. 
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2.7 FINANCE AND ACCOUNTING PRACTICE 

Our Finance and Accounting Practice conducts financial and accounting reviews that serve as your 
objective, invaluable "second opinion" on the target company's financial and accounting health. We review 
and summarize complex financial information and highlight issues that should be top of mind in your 
thinking. Our constant goal is to empower you with information that is essential to making the most 
informed investment decisions. 

Read more about our Finance and Accounting Practice below. 

Á Our Credentials  
Á What We Can Do For You  
Á Questions We Will Answer On Your Behalf  

Our Credentials 

Our Finance and Accounting professional team has experience in conducting accounting, financial and 
facility audits of companies in a wide variety of industry sectors. Through a rigorous process of structured 
questionnaires, interviewing, data compilation and analysis, we garner the degree of disclosure required to 
make informed, sound business decisions. 

All of our team members have or are pursuing either ACCA, CIMA, ICSA or CFA certification and have 
served as financial advisors, due diligence specialists, accountants and auditors etc  for many years in 
public firms, private companies such as accounting firms, premier investment banks, or leading private 
equity firms etc. 

What We Can Do For You 

Our Finance and Accounting Practice team members have in-depth knowledge of the "best practices" and 
techniques available for financial and accounting due diligence investigations, allowing them to: 

¶ Undertake a thorough review of the target company's financial statements, key financial ratios, 

accounting records, tax records, operating procedures, and any filings with relevant governmental 

agencies;  

¶ Identify questionable practices, such as early recognition of revenue, recording revenues that are 

not genuine or are reversible, increasing income with a one time gain, shifting expenses to a later 

period, shifting income to a later period, and failing to record and disclose all liabilities;  

¶ Investigate questionable transactions such as complex business arrangements that are not well 

understood or financial results that appear to be "too good to be true"; and  

¶ Assess the overall financial health of the target company and its future financial prospects. 

 

 

 

 

 

http://www.astutediligence.com/Diligence_Practice_Finance.htm#credentials
http://www.astutediligence.com/Diligence_Practice_Finance.htm#do
http://www.astutediligence.com/Diligence_Practice_Finance.htm#questions
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Questions We Will Answer On Your Behalf 

We provide answers to important questions, such as:  

¶ How accurate and reliable are the company's financial statements? Have they engaged in any 

accounting irregularities or use accounting policies aggressively, incorrectly or opportunistically to 

"spin" their financials?  

¶ What is the quality of recurring cash flows? What is the quality of the target company's assets? Are 

there any unknown liabilities that could be dealbreakers? Are there issues that could affect the 

purchase price or contract conditions?  

¶ What is the quality and reliability of future financial projections? What are the revenue 

assumptions? Are gross margin projections likely to be accurate? Are projected expenses 

understated? Overstated? Do cash requirements seem realistic?  

¶ What does the financial picture look like if we conduct some sensitivity analysis and apply various 

downside "what if" scenarios? How should this analysis affect the price? 
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2.8 INFORMATION AND COMMUNICATION TECHNOLOGIES PRACTICE 

Before you acquire or invest in technology companies, you need solid technical information to complement 

the financial picture. Failure to properly assess products, technologies and systems may lead to a 

Technical Due Diligence Horror Story, resulting in business failures, investment write-offs, unsuccessful 

mergers, flawed deliverables, missed deadlines, legal troubles, and/or general frustration. 

Information and communication technology (ICT) is growing at a phenomenal pace. In just a few years the 
Internet has become a household word. Interactive traffic management; electronic payments; video-
conferencing are but a few manifestations of ICT relevant for business, government and households alike. 
A virtual society is coming into being, a society where distance will be less of an issue. E-government; E-
commerce; E-learning E-health and teleworking are developments that have far-reaching consequences 
for all segments of society. 

CTPD has established an ICT Expertise team to guarantee our clients maximum benefit of the combined 
ICT knowledge available in the Group. It is the innovative implementation of ICT that makes it possible for 
experts of all our areas of specialization to work closely together in the frame of our ICT Expertise Centre. 
Our intricate combination of ICT and sector expertise ensures that we use the best practices in one area to 
inspire solutions for another area. Our areas of work include the following: 

a) Websites  
b) System architecture  
c) Market research  
d) Cost-benefit analysis of ICT applications  
e) Impact assessment  
f) Policy development  
g) Financial engineering  
h) Monitoring and evaluation of policy measures  
i) Pilot projects and programmes  
j) Dissemination 

The good news is that these problems can be avoided through proper due diligence. The professionals 

who serve our Information and Communication Technology Practice are adept at this analysis.  

Our Credentials 

Our Information and Communication Technology Practice professionals have in-depth experience in all 
areas of the computer and technology industries, including but not limited to extensive due diligence 
experience with Software Developers Telecommunications Companies Application Service Providers 
Electronic Commerce Companies Computer Manufacturers Biotechnology Firms Medical Device 
Manufacturers Web Development Firms Multimedia Companies Systems Integrators Internet Access 
Providers 

 

 

 

 

 

http://www.astutediligence.com/Diligence_Practice_Technology.htm
http://www.astutediligence.com/Diligence_Horror.htm#technology
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What We Can Do For You 

We bring the skills, experience, and breadth and depth of knowledge necessary to: 

Á Look under the covers and determine the real value of underlying technology assets;  
Á Assess the culture, productivity, management experience and technical depth of target development 

staff who will play a critical role in determining your future success or failure; and  
Á Evaluate development methodologies, coding guidelines, quality, infrastructure, security precautions, 

quality assurance capabilities, and disaster and recovery preparedness. 

We will provide answers to important questions, such as: 

Á Is the product unique in the market or one of many similar products? How easily can the product be 
replicated?  

Á Are competitors working on competitive offerings, and, if so, when are they likely to come to market? 
Are technology trends or developments evolving that may make it extremely difficult for product or 
technology to succeed?  

Á Will the technology scale, or will it stop working, or experience serious problems, when transaction 
levels increase? Have adequate precautions been made concerning security?  

Á Does the technical architecture allow the product to evolve over time based on market needs or will 
the next major revision require a complete re-write starting from scratch?  

Á How much time and money is necessary to meet technical goals?  
Á Does the target company have the personnel, experience, management and technical capabilities to 

meet objectives and targeted milestones? 
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2.9 MARKETING RESEARCH  PRACTICE 

Familiarity breeds confidence. So, when looking for marketing research companies, it's 
natural that the first step for clients is to seek out those that know their industry.  

Because at the end of the day, the marketing research process is much easier and yields 
much more insightful results when you're working with someone who speaks the language 
of your category and doesn't require an education on the dynamics of your industry.  

CTPD Management Consultants understands that every industry is unique, with its own 
set of opportunities and challenges. It's impossible for any marketing research supplier to 
know everything about every industry, that's why we've chosen to specialize in, and focus 
our resources on, the industries in which we work the most. 

We've built a wealth of knowledge and expertise in these key industries:  

Á Consumer Products  
Á Financial Services  
Á Healthcare  
Á Insurance  
Á Pharmaceutical  
Á Restaurant  
Á Retail  

We use that industry knowledge and understanding as the foundation upon which we 
design insightful marketing research solutions that help you make strategic business 
decisions. 

Sure, clients look for that industry expertise first, but what keeps our clients coming back 
and has 98 percent of them willing to recommend us? It's the fact that we're also 
committed to understanding your specific business challenges, to pushing the thinking to 
develop actionable research and to providing responsiveness that makes the marketing 
research process seamless. 

Since 2003 we've been providing custom marketing research solutions for clients. And as 
our expertise will prove, we know where you're coming from and can p rovide you with the 
strategic direction to help you get to where you need to go.  

Our Approach 

One of the major differences between CTPD Management Consultants and many other 
marketing research firms is the fact that we don't believe in the black box appr oach to 
research. We understand that each client and each business challenge is unique, that's 
why we customize your projects to provide clear direction for your specific questions. In 
essence, we believe the most insightful, effective marketing research b egins with a blank 
sheet of paper. 

 

 

http://www.astutediligence.com/Diligence_Practice_Technology.htm
http://www.mrsi.com/industry-expertise/consumer-products.aspx
http://www.mrsi.com/industry-expertise/financial-services.aspx
http://www.mrsi.com/industry-expertise/healthcare.aspx
http://www.mrsi.com/industry-expertise/insurance.aspx
http://www.mrsi.com/industry-expertise/pharmaceutical.aspx
http://www.mrsi.com/industry-expertise/restaurant.aspx
http://www.mrsi.com/industry-expertise/retail.aspx
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We first assemble a team of research experts whose background best matches the needs 
of your study. We structure the marketing research team to ensure responsiveness, 
f lexibility and speed. Each team is led by your seasoned account executive who remains 
actively involved throughout each phase of your project.  

Our research is designed to gather information that is clearly focused to help you make 
strategic business decisions. That's why we take the time upfront to truly und erstand the 
questions you need to have answered. Then we work with you to identify and outline the 
project objectives, define the size and source of the survey sample and determine the 
most appropriate marketing research methodology.  

The research design then centers on the action to be taken as a result of the study. This 
means that the focus is not on the questions being asked, but on the decisions that have 
to be made. Too often the questions being asked are either not the right questions, or are 
not tied directly to the critical decision issues.  

The study questionnaire is meticulously developed after extensive collaboration with the 
client. Then it is exposed to rigorous testing and is edited and rewritten until CTPD 
Management Consultants can guarantee it is the best instrument to gather information to 
meet the project objectives.  

During the data collection phase, whether the data is collected via phone, in -person or 
online, your studies are continuously monitored by your marketing research team to 
ensure accuracy. CTPD Management Consultants takes great pride in our aggressive 
commitment to quality. In fact, other marketing research suppliers regularly utilize CTPD 
Management Consultants to design and execute data collection for their projects. In an 
industry where the quality of data is paramount, we consider this the ultimate compliment.  

Once collected, we utilize our extensive statistical and analytical expertise to transform 
the data into clear, concise and actionable information. CTPD Management Consultants' 
analysts do more than just report the facts; they put results in perspective and provide 
key marketing insights. 

Since they are involved from the start of each project as an integral part of the marketing 
research team, CTPD Management Consultantsô analysts have a thorough understanding 
of your research objectives and business issues. They use this understanding and the 
broad array of analytical tools and techniques at their disposal to provide clear 
recommendations that help you answer tough business questions. 

At the heart of it all, our approach to research is a commitment to a collaborative, 
seamless process and to building a trusted partnership that delivers more insightful 
research and added value.  

Your marketing research team is also comprised of a seasoned group of project directors, 
specialists in tabulation, coding, programming, technical production, and data collection. 
Each expert averages over a decade of experience meaning you can trust our expertise 
throughout the entire research process. 
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What's also unique about CTPD Management Consultants is the tenure of our staff. Many 
have been at CTPD Management Consultants for close to 5 years. And, in fact, our 
account teams are often the consistent tie to past research for our clients. This not only 
speaks volumes about the culture of our company, but also about the research quality and 
wealth of expertise you can expect from us.  

At our core, CTPD Management Consultants is committed to building a trusted 
partnership that pushes the thinking to develop the most insightful research and to 
removing the research burden from your shoulders by making the process seamless and 
enjoyable. Because when it's all said and done, we want to make you look good and help 
your company succeed. 

Again, we know everyone talks about great client service, but how do you know who 
actually delivers on it? Just ask their clients. Here's what ours have to say.  

Why CTPD MANAGEMENT CONSULTANTS 

Why should you trust CTPD Management Consultants with your marketing research 
needs? It's simple really.  

We know your industry. 

The marketing research process is much easier when you're working with someone who 
speaks the language of your category and doesn't require an education on the dynamics 
of your industry. 

That's why CTPD Management Consultants has built a wealth of knowledge and expertise 
in the consumer products, f inancial services, healthcare, insurance, pharmaceutical, 
restaurant, and retail industries. Our marketing research experts apply decades of 
experience and an understanding of current industry trends and issues to develop 
customized, insightful and actionable research for clients in these key industries.  

We take the time to understand your business challenges. 

We don't believe in the black box approach to research. We understand that each client 
and each business challenge is unique. And because unique needs require a custom 
solution in order for the research to be the most effective, we s tart each marketing 
research project with a blank sheet of paper.  

While we specialize in product development, consumer insights and Hispanic research 
solutions, we focus first on truly understanding the questions you need to have answered 
and from there determine the customized research approach that best f its your needs.  

 

 

 

http://www.mrsi.com/results/testimonials.aspx
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We'll help you push the thinking. 

We're not order takers at CTPD Management Consultants, and our clients don't want us to 
be. We've found that the most creative, insightful research is the  result of a collaborative 
process, where, at times, assumptions may be challenged and suggestions made to 
ensure the most effective research outcome. We strive to be your strategic partner and to 
help you not only answer tough business questions, but to a lso get the most out of your 
marketing research investment.  

We'll build a seamless, enjoyable partnership. 

We take client service to heart. Many of CTPD Management Consultants' researchers 
come from the client-side and understand all too well how it feels to be treated like just 
another number to their research supplier. Things are different at CTPD Management 
Consultants. Sure, we have the resources of a larger company and can handle your 
marketing research projects from start to finish, but we're still small enough to value each 
and every client.  

Our team takes each study very personally and consider themselves part of your 
marketing research team. They are committed to being responsive and flexible to your 
needs and to doing whatever it takes every day to deliver quality research that helps you 
make strategic decisions. 

Not only that, our clients like working with us. Why? Because we're easy to work with and 
they know they can count on us to deliver what we promise, when they need it, each and 
every time. 

What's the end result? A partnership you can trust that delivers more insightful research and 
added value. 
Sure this sounds great, but can we actually prove our claims? With long -term partnerships 
dating back to our founding in 2003 and over 98 percent of our clients willing to 
recommend us to colleagues, we think that's a pretty good start  

Our marketing research is about getting you results; results that help you take action to 
solve tough business challenges and make strategic decisions.  

That's what everybody says right? How do you know we deliver?  

Because we have long-term client partnerships dating back to our founding in 2003 and 
over 98 percent of our clients are willing to recommend us to colleagues.  

Sure that's a good start, but we know what matters most is to show you how we've helped 
some of our clients and let you see what clients have to say about us.  
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Since 2003, CTPD Management Consultants has helped consumer and business-to-
business clients solve a range of marketing and business challenges by providing 
insightful, strategic marketing research solutions designed for their specific needs. Our 
clients trust us with their research needs because we know their industry, take the time to 
understand their business challenges, and our responsiveness makes the research 
process seamless. 

We specialize in these areas: 

Product Development Research 

While there's no sure-fire way to ensure product success, marketing research is crucial in 
providing the consumer understanding and market awareness necessary t o make the best 
strategic and tactical decisions during new product development.  

With product development experience dating back to 2003, CTPD Management 
Consultants can help you understand your market and identify opportunities, generate 
new product ideas and determine which are most promising, develop products with 
consumer appeal, and manage your products for sustained growth.  

Consumer Insights Research 

In today's marketplace, the consumer is in charge. And it's the brands that not only 
understand their consumers, but can also apply that knowledge to develop effective 
product and marketing strategies that will maximize sales and customer retention.  

CTPD Management Consultants' consumer insights solutions can help you do just that. 
Our experienced research team will develop customized marketing research using tools 
such as ethnography, segmentation, message testing , online shelf testing, pricing, and 
customer satisfaction research to help you better understand consumers, their decision -
making process and the points at which their purchase behavior can be influenced or 
changed. 

CTPD Management Consultants is your trusted full-service marketing research provider. 
We'll partner with you on your marketing research projects from start to finish including 
custom research design, quality data collection and accurate, actionable analysis 
ensuring a seamless process that delivers more insightful research and added value.  

But, it's not just the depth of our capabilities and our responsiveness that has 98 percent 
of our clients willing to recommend us; it's also our aggressive commitment to delivering 
quality marketing research that yields accurate, actionable results.  

In fact, other marketing research suppliers regularly utilize CTPD Management 
Consultants to design and execute data collection for their projects. In an industry where 
the quality of data is paramount, we consider this the ultimate compliment.  
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Our extensive marketing research toolbox includes:  

Quantitative Research 

Whether it's online research, in-person interviewing or telephone data collection, CTPD 
Management Consultants can provide a customized solution for your marketing research 
needs. 

With over two million completed online surveys for over 1,500 studies in the past few  
years, across industries from consumer products to healthcare, CTPD Management 
Consultants provide one-stop shopping for cost-effective research solutions. 

CTPD Management Consultants is well equipped to handle your in-person interviewing 
needs with a roster of over 200 field agency partners to give you complete geographic 
flexibility throughout SADC member states. Plus, our stringent quality control measures 
ensure the highest quality in-person research. 

Qualitative Research 

Our team of qualitative research experts help you get inside the mind of your customer to 
find out the hows and whys crit ical to your success. From ethnography to focus groups 
and in-depth interviewing, they dedicate themselves to providing the tools and 
responsiveness necessary to provide a creative, collaborative experience that enhances 
learning. 

Analytical Services 

CTPD Management Consultants' highly skilled analysts put marketing research results in 
perspective and provide clear direction to help guide your business strategies. Th ey are 
involved from the start of each project to consult on research design and questionnaire 
development and utilize their extensive quantitative experience, statistical skills and the 
broad array of analytical tools and techniques at their disposal to deliver the most 
effective marketing research results.  

Consumer Insights Research 

Now more than ever, the consumer is in charge. With fragmented media, virtually 
unlimited choices and a challenging economic environment, it's becoming increasingly 
diff icult to connect with consumers and influence their product or service choices.  

Understanding those subconscious, emotional motivations and hidden tensions will allow 
you to develop messages and communications that resonate with consumers and 
ultimately build long-lasting relationships and loyalty to your brand.  

CTPD Management Consultants' experienced research team can help you better 
understand consumers, their decision-making process and the points at which their 
behavior can be influenced or changed.  
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We can help you: 

¶ Identify unmet needs  
¶ Understand consumer behavior and motivation  
¶ Determine optimal product assortment  
¶ Maximize brand performance  
¶ Enhance shopping or service experience  
¶ Refine communication and promotion strategies  
¶ Improve loyalty and customer retention  
¶ And More!  

We have experience providing consumer insights research solutions for a range of 
industries including consumer products, f inancial services, healthcare, insurance, 
pharmaceutical, restaurant, and retail.  

Qualitative consumer insights solutions include: 

¶ Ethnography  
¶ Focus groups  
¶ One-on-one interviews  
¶ Online qualitative sessions  
¶ Online bulletin boards  

Quantitative consumer insights solutions include:  

¶ Attitude and usage studies  
¶ Purchase driver analysis  
¶ Consumer needs assessment  
¶ Segmentation  
¶ Message testing  
¶ Product testing   
¶ Online shelf testing   
¶ Packaging research  
¶ Product line optimization  
¶ Pricing research  
¶ Point of purchase  
¶ Customer satisfaction research  

 
Shopper Insights for Consumer Product Manufacturers and Retailers 

CTPD Management Consultants understands that what consumers "say" and what 
shoppers "do" may often be two different things. That's why CTPD Management 
Consultants' Shopper Insights services are dedicated to helping manufacturers and 
retailers understand consumers throughout the purchasing process, from pre-store, to in-
store, to point-of-purchase. 

As more and more purchase decisions are being made in-store, shopper insights that get 
you close to the consumer, and help you differentiate, gain competitive advantage and 
increase loyalty, are critical. 

We have extensive experience conducting research for both consumer product 
manufacturers and retailers. In fact, one of the nation's top retailers has partnered with us 
for their research needs since our founding in 2003. 

http://www.mrsi.com/our-solutions/consumer-insights-research/ethnography.aspx
http://www.mrsi.com/our-tools/quantitative-research/online-qualitative-sessions.aspx
http://www.mrsi.com/our-tools/qualitative-research/online-bulletin-boards.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/segmentation.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/message-testing.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/proselect-product-testing.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/ishelf-online-shelf-testing.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/pricing-research.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/point-of-purchase.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/customer-satisfaction.aspx


 

           Divisions:  Management Consultants  Centre for Professional Studies   Corporate Training & Events Management    

 

32 

We've worked in consumer product categories such as:  

¶ Baby products  
¶ Beverages  
¶ Food products  
¶ Greeting cards  
¶ Household cleaning  
¶ Personal care  
¶ Pet products  
¶ Toys and games  

We've worked with retailers in categories such as:  

¶ Apparel  
¶ Convenience store  
¶ Fast food  
¶ Grocery  
¶ Restaurants  

Contact CTPD Management Consultants  for more information on Consumer and Shopper 
Insights Research today!  

Product Development Research 

Product development is the lifeblood of any business, yet it is one of the most complex, 
costly and risky endeavors your company will face.  

Marketing research, both qualitative and quantitative, plays a crucial role in making the 
best business decisions throughout product development. That's because a true 
understanding of consumer wants and needs, and of how your new product could fill 
those needs in a meaningful way, is at the heart of any product success.  

CTPD Management Consultants specializes in product development research and we 
strive to make the process easier by providing not only the marketing research tools, but 
also the guidance necessary to get you actionable answers from beginning to end.  

CTPD Management Consultants has guided clients throughout product development since 
2003. Clients in industries such as consumer products, f inancial services, healthcare, 
insurance, pharmaceutical, restaurants, and retail have chosen us for our product 
development expertise. But it's the trust they have in our knowledge of their industry, our 
ability to develop creative solutions to their business challenges, and the ease in which 
they can work with us that keeps them coming back.  

Get inside the mind of your customer with qualitative research. By gaining a better 
understanding of their perceptions and motivations, you'll f ind out the hows and whys 
critical to your product development success.  

CTPD Management Consultants' team is your trusted resource throughout the qualitative 
marketing research process, from conception through report delivery. Our experts 
dedicate themselves to providing the tools and responsiveness necessary to provide a 
creative, collaborative experience that enhances learning.  

 

 

http://www.mrsi.com/contact-us/request-information.aspx
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Through probing questions and candid discussions, CTPD Management Consultants' 
qualitative experts can help you:  

Á Understand consumer feelings about products, tasks and lifestyles  
Á Gain insights about behavior that consumers may not be able to verbalize  
Á Benefit from the creativity of consumers  
Á Attain reactions to advertisements or product concepts  

Our methodologies include:  

Á Ethnography  
Á Focus Groups  
Á Mini-Groups  
Á Concept Labs  
Á Triads  
Á Dyads  
Á In-depth Interviews  

But, CTPD Management Consultants isn't content with just standard probing. To provide 
richer, more insightful results our qualitative team utilizes advanced query techniques 
such as: 

Á Sentence Completion  
Á Perceptual Mapping  
Á Brainstorming and Idea Generation  
Á Mind Mapping  
Á Laddering  
Á Picture Sorts  
Á Collages  

CTPD Management Consultants also offers non-traditional qualitative research 
approaches such as: 

Á Qualitative Sessions  
Á Bulletin Boards  

Contact CTPD Management Consultants for more information on Qualitative Research 
today! 

Message Development 

Message development and testing is vital to new product success. It is only with a true 
understanding of your target market and their wants, needs and motivators, that you can 
develop product messaging and advertising that is relevant and resonates on an 
emotional level.  

By connecting with your audience in this way you build lasting relationships with your 
customers which, in turn, increase loyalty and ultimately maximize sales.  

 

 

 

http://www.mrsi.com/our-solutions/consumer-insights-research/ethnography.aspx
http://www.mrsi.com/our-tools/quantitative-research/online-qualitative-sessions.aspx
http://www.mrsi.com/our-tools/qualitative-research/online-bulletin-boards.aspx
http://www.mrsi.com/contact-us/request-information.aspx
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Our experts guide you through the message development process using a blend of 
qualitative and quantitative marketing research tools:  

Á Consumer Understanding and Definit ion - Qualitative insights generation, 
Segmentation  

Á Message Development and Validation - Concept/white card development, 
Quantitative validation, Concept/language refinement  

Á Marketing Plan and Creative Development - Qualitative storyboard, Animatic 
evaluation, Quantitative concept testing  

We typically conduct qualitative marketing research as our initial step in the message 
development process to explore the experiences, wants and needs of your target 
audience, their underlying emotions and emotional drivers and also to determine the ir 
"language" as it relates to your product, brand or category. This provides a wealth of 
insight from which to build your concepts/white cards and is also an invaluable resource 
to leverage during creative development.  

CTPD Management Consultants' message development research helps you determine 
which messages work, which doesnôt and why, so your brand stands out, connects with 
consumers and communicates in a way that ultimately motivates them to take action.  

By integrating qualitative and quantitative findings and applying our marketing research 
expertise across a variety of categories, CTPD Management Consultants provides 
insightful recommendations that help you make strategic marketing communications 
decisions that increase the likelihood of product success. 

Contact CTPD Management Consultants  for more information on Message Testing today!  

Product Development Research 

Once you've identif ied consumer needs, it 's time to brainstorm solutions you can offer. In 
this phase, it's not uncommon to generate as many as 20-50 ideas which could be 
combined, refined and turned into testable concepts.  

As part of CTPD Management Consultants' collection of product development research 
services, our concept screening solution can screen those ideas faster and cheaper than 
traditional methods so you can move forward and test only the ideas that offer the most 
potential.  

CTPD Management Consultants has extensive experience in concept screening design, 
screening hundreds of concepts each year across product categories including:  

¶ Apparel  
¶ Beverages  
¶ Consumer services  
¶ Convenience stores  
¶ Financial services  
¶ Baby products  
¶ Food products  
¶ Household cleaning  
¶ Personal care  
¶ Prescription medications  
¶ Over-the-counter drugs  

http://www.mrsi.com/contact-us/request-information.aspx
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Concept testing is an integral part of the product development process. The concept must 
answer the all-important "What's in it for me?" question for the consumer. And, do so in a 
way that will create consumer excitement and motivate trial, the crucial f irst step towards 
lasting product success. 

As part of CTPD Management Consultants' collection of product development research 
services, our concept testing solution can help you determine:  

¶ Category and brand usage  
¶ Purchase intent  
¶ Likes and dislikes  
¶ Purchase frequency  
¶ Stores shopped  
¶ Concept ratings  
¶ Demographics  
¶ And more!  

CTPD Management Consultants has extensive experience in concept test design, testing 
hundreds of concepts each year across product categories inc luding: 

¶ Apparel  
¶ Beverages  
¶ Consumer services  
¶ Convenience stores  
¶ Financial services  
¶ Baby products  
¶ Food products  
¶ Household cleaning  
¶ Personal care  

As part of CTPD Management Consultants' collection of product development research 
services, we can help you: 

¶ Determine competitive advantage  
¶ Determine consumer appeal  
¶ Understand real-world performance  
¶ Identify and test cost reduction strategies  
¶ Determine best performing line extensions  
¶ And more!  

CTPD Management Consultants has extensive experience in product testing design and 
the use of advanced analytical techniques to maximize learning from product testing. We 
test hundreds of products each year across product categories from food and beverages 
to personal care and apparel.  

Customer Satisfaction 

A well-designed customer satisfaction and loyalty program is critical to the success of a 
brand or company. Whether your goal is to acquire new customers, maintain existing 
customers or maximize earnings from current customers, CTPD Management Consultants 
can design satisfaction and loyalty research that provides valuable information to 
leverage your brand. 
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Our complete view of customer satisfaction and loyalty measurement includes building a 
foundation to understand customers, ongoing measurement of satisfact ion and 
development of an action plan  to improve satisfaction and loyalty among current 
customers and to acquire new customers.  

Á Build a Foundation - Identify the needs of the consumer and understand how well 
your brand is delivering  

Á Measure Satisfaction - Monitor the pulse of your brand's performance to detect 
improvement opportunities and track competitor performance to guide customer 
acquisition initiatives  

Á Develop an Action Plan - Identify pathways that can increase satisfaction and loyalty  

We have successfully completed a wide range of research projects ranging from those 
which focus on a specific customer satisfaction issue, to more in -depth research that 
encompasses the total customer experience.  

CTPD Management Consultants can help you with: 

¶ Satisfaction and loyalty key driver analysis  
¶ Customer habits and practices research  
¶ Competitive market/brand positioning research  
¶ Customer or brand experience evaluation  
¶ Customer satisfaction and loyalty tracking programs  
¶ Lost customer research  
¶ Satisfaction and loyalty segmentation research  
¶ Linkage analysis with overall satisfaction and revenue  
¶ Employee and stakeholder satisfaction research  

A number of statistical and analytical techniques may be utilized to meet customer 
satisfaction measurement objectives including: 

¶ Importance/Performance Mapping Analysis  
¶ Gap Analysis  
¶ Brand Mapping  
¶ Customer Value Analysis (CVA)  
¶ Satisfaction/Loyalty Segmentation  
¶ Net Promoter Score (NPS)  
¶ Linkage Analysis  

Now more than ever, the consumer is in charge. With fragmented media, virtually 
unlimited choices and a challenging economic environment, it's becoming increasingly 
diff icult to connect with consumers and influence their product or service choices.  

Understanding those subconscious, emotional motivations and hidden tensions will allow 
you to develop messages and communications that resonate with consumers and 
ultimately build long-lasting relationships and loyalty to your brand.  

CTPD Management Consultants' experienced research team can help you better 
understand consumers, their decision-making process and the points at which their 
behavior can be influenced or changed.  
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We can help you: 

¶ Identify unmet needs  
¶ Understand consumer behavior and motivation  
¶ Determine optimal product assortment  
¶ Maximize brand performance  
¶ Enhance shopping or service experience  
¶ Refine communication and promotion strategies  
¶ Improve loyalty and customer retention  
¶ And More!  

We have experience providing consumer insights research solutions for a range of 
industries including consumer products, f inancial services, healthcare, insurance, 
pharmaceutical, restaurant, and retail.  

Quantitative consumer insights solutions include:  

¶ Attitude and usage studies  
¶ Purchase driver analysis  
¶ Consumer needs assessment  
¶ Segmentation  
¶ Message testing  
¶ Product testing   
¶ Online shelf testing  
¶ Packaging research  
¶ Product line optimization  
¶ Pricing research  
¶ Point of purchase  
¶ Customer satisfaction research  

Use of ethnography to consumer behavior 

What consumers say they do and what they actually do can be very different? That's why 
it's important to observe consumer behavior as it happens so you can see beyond 
preconceptions to learn more about the behavior and what may be driving it.  

CTPD Management Consultants uses ethnography to gain this understanding. By visiting 
consumers at home, at work or in the store, we can help you see patterns of behavior in a 
real-world context.  

Our experienced marketing researchers can help you not only understand why consumers 
do the things they do but also determine how you can use that insight to develop or 
improve your product offerings. 

Ethnography provides rich insight about consumer behavior, yet it is not appropriate for 
every marketing research objective. CTPD Management Consultants understands when to 
use ethnographic research and will partner with you to develop the most effective 
marketing research approach. 

Ethnography is ideal for applications including:  

¶ Understanding consumer behavior and attitudes  
¶ Concept and product development  
¶ Developing relevant advertising  
¶ Designing shelf sets  

http://www.mrsi.com/our-solutions/consumer-insights-research/segmentation.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/message-testing.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/proselect-product-testing.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/ishelf-online-shelf-testing.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/pricing-research.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/point-of-purchase.aspx
http://www.mrsi.com/our-solutions/consumer-insights-research/customer-satisfaction.aspx
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¶ Understanding market dynamics  
¶ And more!  

CTPD Management Consultants has extensive experience conducting ethnographic 
research. We've worked in categories such as:  

¶ Baby products  
¶ Beverages  
¶ Greeting cards  
¶ Financial services  

We've also worked with retailers including convenience stores and groceries.  

Contact CTPD Management Consultants  for more information on Ethnography today!  

Market Segmentation 

The mass market is broken into segments, each with its own special interests, lifestyles 
and affinity for particular goods and services. Identifying and targeting your product's key 
segments will typically offer greater profit potential for your product than the general 
market. 

That's why defining and specifically targeting unique market segments are a necessity in 
today's competitive marketplace.  

Successful segmentation helps you understand:  

¶ Specific needs, wants, values of consumers in your market  
¶ Major groups of needs in the market  
¶ What market segments exist  
¶ How segments can be described in terms of behavior and lifestyle characteristics  
¶ How your product/brand is currently positioned in consumers' minds  

CTPD Management Consultants has the expertise to carefully craft and execute a market 
segmentation study that identif ies unique ways of slicing your total market into segments 
to maximize your marketing opportunities.  

We have been conducting segmentation studies for over 5 years in categories including:  

¶ Electric utilities  
¶ Entertainment  
¶ Foods including baby/toddler, canned foods, meat products, and 

condiments/sauces  
¶ Farming  
¶ Insurance  
¶ Medical conditions including asthma, diabetes and osteoporosis  
¶ Nutritional beverages  
¶ Personal care  
¶ Quick service restaurants  
¶ Sports utility vehicles  
¶ Weight loss  

 

 

http://www.mrsi.com/contact-us/request-information.aspx
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Our segmentation research will provide answers that help you:  

¶ Focus marketing efforts for the greatest impact  
¶ Evaluate the cost/benefit of new products  
¶ Aggressively market where the greatest opportunity exists  
¶ Best target your marketing messages  
¶ Evaluate potential marketing strategies  

For market segments to be viable, consumers in each segment must be similar in some 
key aspects, and yet respond differently to variations in the marketing mix than other 
segments. The segment must also be large enough to be worthwhile and ef ficiently 
reachable through targeted marketing efforts.  An in-depth understanding of the market, 
including what consumers want and need, is critical to designing an effective 
segmentation study. Qualitative research helps identify the right consumer language and 
is often a crucial building block for the best quantitative interviewing tool.  

Once quantitative data is collected, CTPD Management Consultants uses a range of 
analytical techniques to organize consumers into groups with similar attitudes, needs and  
desires. The size, demographics and market potential of each segment can then be 
determined, along with product positioning that could appeal to each one.  
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2.10 MERGERS AND ACQUISITIONS (M&A) CONSULTANCY PRACTICE 

Whether your motive is to successfully exit a business youôve owned for decades, expand your product line 
and cross selling opportunities, reduce tax liability, overcome competitive disadvantages, or complete a 
vertical integration, our value-added M&A advisory services can help you maximize financial performance.  

CTPD Management Consultants Securities provides high level corporate M&A strategy and due diligence 
services for acquisitions, mergers, business sales and divestitures. We advise clients throughout the 
transaction, from start to finish.  

Upon completion of a merger or acquisition, CTPD Management Consultants Securities can ensure 
success by providing post-merger or post-acquisition integration consulting to alleviate any inefficiency in 
the process.  

CTPD Management Consultants Securities provides the following M&A services.  

Á Sales of Private Companies: We provide sell-side advisory services for owners of private companies 
seeking to sell at maximum valuation.  

Á Acquisitions and Buyouts: We provide buy-side advisory services, including identifying target 
companies and mediating and negotiating acquisition and buyouts.  

Á Divestitures: We assist companies with the divestitures of business units, divisions, and subsidiaries.  

Á M&A Strategy: We work closely with management to develop top level corporate strategies for 
acquisitions, mergers, business sales and divestitures.  

Á M&A Due Diligence: We provide merger & acquisition due diligence services to fully investigate the 
target companyôs financial statements and other relevant information to determine the appropriate 
valuation for a sale or acquisition.  

Á Post Merger and Acquisition Integration: We provide post-merger and post-acquisition integration 
consulting to improve the performance of the new business entity.  

 Sales of Private Companies 

CTPD Management Consultants specializes in providing sell-side advisory services for emerging and 
middle market companies valued at greater than $2 million and less than $30 million.  

At CTPD Management Consultants, we are passionate about entrepreneurship. We have started, built, and 
sold businesses ourselves. We take pride in helping our clients sell their businesses at maximum valuation 
in order to reap the significant financial rewards of successful entrepreneurship.  

Our unique approach leverages the firmôs research, strategy, and deal execution capabilities to provide 
unparalleled sell-side advisory services. Our customized methodology ensures that clients receive 
maximum value for their company, a focused and efficient sales process, and an optimal transaction 
arrangement.  

 

 

 

 

http://www.growthink.com/investment-banking/services/business-sales
http://www.growthink.com/investment-banking/services/acquisitions-buyouts
http://www.growthink.com/investment-banking/services/divestitures
http://www.growthink.com/investment-banking/services/merger-acquisition-strategy
http://www.growthink.com/investment-banking/services/merger-acquisition-due-diligence
http://www.growthink.com/investment-banking/services/post-merger-acquisition


 

           Divisions:  Management Consultants  Centre for Professional Studies   Corporate Training & Events Management    

 

41 

CTPD Management Consultantsô sell-side advisory process consists of the following components:  

Discovery  

Á Interview company management to fully understand objectives  
Á Perform extensive due diligence of the business, its products and services, target markets and 

future growth opportunities  
Á Complete a valuation of the business  

Documentation  

Á Develop a high quality offering memorandum that highlights the strategic and synergistic 
benefits that the company provides to potential buyers  

Á Prepare marketing materials for distribution to potential buyers 

Execution  

Á Research and analyze a target group of buyers through our proprietary informational databases  
Á Initiate contact with buyers, and work to negotiate and close the sale with the clientsô objectives 

in mind 

Acquisitions and Buyouts 

CTPD Management Consultants provides buy-side advisory services for emerging and middle market 
companies seeking to execute a corporate growth strategy through acquisitions, leveraged buyouts, and 
management buyouts.  

Our acquisition and buyout practice leverages CTPD Management Consultantsô considerable research, 
strategy, and deal execution capabilities to provide unparalleled buy-side advisory services.  

We work closely with clients to formulate a customized acquisition or buyout plan that reflects clientsô 
specific situation, preferences, and objectives. We invest considerable time and energy identify and 
assessing opportunities, initiating contact with targets, and negotiating transactions.  

Our customized methodology ensures that clients experience a focused and efficient process and achieve 
an optimal transaction arrangement.  

CTPD Management Consultants' buy-side advisory process consists of the following components:  

 Strategy  

Á Interview company management (and/or investors) to fully understand objectives  
Á Develop a comprehensive strategic acquisition plan  

 Research and Analysis  

Á Research acquisition candidates and perform thorough and extensive due diligence  
Á Prepare various valuation analyses, including synergy valuation, net present value (NPV), 

adjusted present value (APV) and discounted cash flow (DCF) valuation  

 Execution  

Á Initiate, negotiate, structure and close the acquisition, including creative and intelligent arrangement 
of acquisition financing.  
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Divestitures of Subsidiaries and Divisions 

CTPD Management Consultants provides divestiture advisory services for emerging and middle market 
companies.  

We work side by side with companies who are looking to grow financially by selling off a business unit, 
division, or by removing assets to focus resources on opportunities that are better poised for growth.  

Our customized methodology ensures that clients experience a focused and efficient process and achieve 
an optimal transaction arrangement.  

To ensure that the divestiture does not threaten the seller and the divested entity, we provide a detailed 
separation plan across every aspect of the process, which is carefully monitored and adjusted as the 
execution unfolds. This separation plan requires collaboration between the seller and its other remaining 
businesses, the divested unit itself, and, in most cases, the buyer.  

CTPD Management Consultants' divestiture advisory process consists of the following components:  

Discovery  

Á Interview company management to fully understand objectives  

Á Perform extensive due diligence of the divestiture, its products and services, target markets and future 
growth opportunities  

Á Complete a valuation of the subsidiary, business unit, or division 

Documentation  

Á Develop a strategic selling memorandum that highlights the divestiture opportunity  

Á Prepare additional marketing materials for distribution to potential buyers. 

Execution  

Á Research, analyze, and target potential buyers within the industry sector and determine the synergistic 
value  

Á Initiate contact with buyers, negotiate terms, and finalize a sale arrangement that satisfies or exceeds 
the clientsô objectives  

Merger and Acquisition Strategy 

CTPD Management Consultants specializes in developing merger and acquisition strategies for emerging 
and middle market companies valued between $2 million and $30 million.  

Our unique approach to M&A strategy integrates CTPD Management Consultants' research, strategy 
consulting, and investment banking capabilities to develop a merger or acquisition plan that will 
successfully achieve growth and/or liquidity for your company.  
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The key to a successful merger and acquisition strategy is to have keen sense of the landscape in which 
your company competes. We leverage our research and strategy capabilities to analyze your industry and 
competitive landscape and to identify opportunities for attractive business sales, acquisitions, mergers, 
buy-outs and divestitures.  

Throughout the process, we work closely with company management to understand your business 
objectives. We synthesize our research findings to develop a strategic plan outlining the merger and 
acquisition strategy in line with your objectives.  

Our process for developing an M&A strategy includes the following steps:  

Management Interviews  

Á Meet and speak with company management to understand and articulate objectives  

Research and Strategy  

Á Perform primary and secondary research to analyze industry, market and competition  

Á Utilize proprietary research databases and perform additional research to identify attractive 
acquisition targets or potential buyers 

Recommendations  

Á Develop a comprehensive M&A plan with milestones, timelines, and frequency and size of deals 

Merger and Acquisition Due Diligence 

CTPD Management Consultants provides comprehensive due diligence services for the purpose of 
reviewing and investigating merger and acquisition opportunities.  

Our M&A due diligence practice leverages the firmôs research, strategy consulting, and investment 
banking capabilities to accurately assess the risks and benefits of a proposed acquisition or acquisition.  

For acquisitions, we provide an extensive review of acquisition candidates to ensure that a purchase 
would pose no unnecessary risks to the acquiring companyôs shareholders. We also provide due diligence 
of the acquirer to ensure that relinquishing control will not bring unforeseen risks to the companyôs owners, 
management team and employees.  

Additionally, we provide a full mutual review between two companies in preparation for a merger. This 
includes a comprehensive analysis of the target companyôs financial statements including income 
statements, balance sheets and cash flows. 

We also assess other relevant areas of concern such as legal arrangements, management team and 
organizational structure, information technology, corporate environment and the current market position of 
the company in order to determine a valuation for the companyôs assets for acquisition.  

Our due diligence process not only adds value to the transaction but fully assesses the valuation price and 
identifies financial risks. Our process critically analyzes all aspects of the target or acquirer that may have a 
significant impact on the value of the deal.  
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Post-Merger-and-Acquisition Integration Consulting 

CTPD Management Consultants offers full service M&A advisory and financings to initiate, negotiate and 
complete transactions.  

We leverage our combined research, strategy, and investment banking capabilities to provide unparalleled 
post-merger and post-acquisition integration consulting services.  

We assess and analyze every aspect of the combined businesses and create a detailed strategic 
operational integration plan and schedule of milestones to ensure that success is achieved, growth is 
realized, and potential integration pitfalls are avoided.  

As part of our on-going engagement, CTPD Management Consultants provides project management 
consulting, monitoring, and support. In this process, we establish a reporting process to identify and 
resolve any additional integration issues that may arise.  

CTPD Management Consultantsô integration consulting services includes the following steps:  

Management Interviews  

Á Meet and speak with company management to understand and articulate objectives  

Research and Strategy  

Á Analyze target market and market trends for new entity's products and services  

Á Reassess business model, marketing plan, and financial plan to reflect new entity  

Á Develop full strategic integration plan with a definitive milestones in line with management's 
objectives.  

Implementation  

Á Provide ongoing management consulting to ensure management achieves milestones set forth in 
strategic integration plan  

Á Oversee integration of customer relationship management (CRM) databases and other information 
technology.  
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2.11  MONITORING AND EVALUATION CONSULTANCY PRACTICE 

Monitoring and Evaluation plays key role for the successful implementation of any type of project. Evaluation 
of work authorization, performance analysis, evaluation of technical analysis, evaluation of project control, 
scheduling and budgeting are some of factors to be evaluated before getting into the projects. After 
successful approval of the necessary requirements reporting system should be organized and it should be 
monitored regularly. The evaluation of human resource begins upper management to the middle 
management. Therefore the authorities in each level have to review up the tasks they are authorized to 
perform according to the schedule, work, and budget. The data required are collected and the works in 
progress are periodically collected and entered into a project cost accounting system.  

The project can be controlled in three phases... 

Á Setting performance standards. 
Á Comparing actual performance with the standards. 
Á Taking corrective actions. 

The status of the project can be evaluated in terms of... 

Á Budgeted cost of work scheduled. 
Á Actual cost of work performed. 
Á Budgeted cost of work performed. 

What CTPD Management Consultants will do for you 

CTPD Management Consultants has many years of experience in the development of both theory and 
practice in monitoring and evaluation methodology. We provide a full set of monitoring and evaluation 
services. We assist organisations to design, manage and review monitoring systems for programmes and 
projects. We can advice governments how to develop M&E systems for public sector management and 
poverty reduction strategies. We also undertake evaluations studies of individual projects, of national and 
European Policies and Programmes, of institutions, programmes and partnerships. 

Approach 

Our approach to monitoring and evaluation is multidisciplinary - connecting technical processes with the 
social, economic and institutional elements. Historically, evaluation has merely focused on reporting on what 
has been achieved through the use of quantitative indicators. 

However if evaluation is to be useful for management and learning it must address not only the question of 
what has been achieved but also the questions of; why has there been success or failure; so what are the 
implications for the projects; and now what will be done about the situation. In our view, the why, so what 
and now what questions can generally only be addressed through open dialogue between all actors 
involved in a specific development intervention and require effective use of qualitative methodologies. CTPD 
Management Consultants have a strong record in using participatory techniques for creating optimal 
interaction and an open dialogue between stakeholders during the evaluation process. 
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Areas of our work include the following: 

¶ Monitoring and Evaluation (M&E) design  
¶ Evaluation of national policies  
¶ Evaluation of individual projects and programmes  
¶ Evaluation of institutions and partnerships  
¶ Design and implement Monitoring Protocol  
¶ Monitoring and Evaluation (M&E) Training 
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2.12  PLANNING AND BUDGETING PRACTICE 

Recording and analyzing performance, translating that insight into forward-looking plans and 
aligning business results with strategy is vital to business success within a challenging economic 
environment. 

Financial and operational plans and budgets provide the detail of how business will operate, improve 
performance and enter into new ventures in line with the Strategic plan. Analyzing and measuring these 

financial and operational plans and budgets against key enterprise wide 
matrices should be a continuous, ongoing and repeatable process - not 
just an annual budgeting exercise with periodic measurement against the 
plan.  In this way, deviations to plan can be immediately identified and 
corrective actions taken. 

Businesses, however, are finding it difficult to implement these best 
practices as often the imbedded business processes and systems do not 
provide the support they require.  And with the close correlation between 
the ability to be agile in todayôs economic climate and business success, 
improvement in these areas is critical. As such, best in class 

organisations are continually looking to streamline processes and improve systems in order to realize more 
agility, better alignment and improved collaboration within shorter planning cycles.   

During the CTPD Management Consultants  Reporting Study we found that most of the best performing 
businesses have improved  their planning  cycles and are planning  at a very least on a quarterly basis. We 
further found that to produce quality forward-looking reporting, the best performers have implemented 
system-based validations at the reporting unit level with decentralized controls.  

The benefits to best-practice organisations, across all areas, are well documented and show that these 
organisations: 

Á Spend half as much time on planning and forecasting, and yet be more effective 
Spend 90% of reporting & analysis time gaining and using insight, and only 10% on the number-
crunching (average organisations spend 50% on crunching, 50% on using) 

Á More than halve the costs for Planning, Forecasting, Consolidation (saving millions of dollar) 
Á CTPD Management Consultants has helped many organisations transform and optimize their planning 

and budgeting processes, modelling the business based on its performance drivers and implementing 
best-of-breed software solutions that enable all participants in the process to contribute to accurate, 
timely plans and budgets. Our services are tailored to meet your specific needs, but include:  

Planning & Budgeting Online Survey ï a quick, online survey, benchmarking your organization against 
leading companies in the world 

Planning & Budgeting Diagnostic ï a detailed assessment of all key aspects of your planning processes, 
identifying bottlenecks and corrective activities 

Planning Review ï providing improvement recommendations across the technical, governance & 
compliance, activities and user satisfaction dimensions of your planning processes 

Planning Upgrade ï designed to help you upgrade your planning systems, aligning the technology, people 
and processes to best-practice planning whilst avoiding implementation pitfalls 

 

http://www.paragonbpm.com/research-and-insight/group-reporting-study.html
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2.13  POLICY FORMULATION AND GOVERNANCE PRACTICE 

Macro sector policies  

Stimulating economic growth and strengthening competitiveness are major objectives of governments 
throughout the world. Globally, in many undeveloped economics, governments are grappling with 
poverty reduction and the crucial need to raise basic living standards. In SADC, member states are 
working on setting an objective of becoming the most competitive and dynamic knowledge driven 
economy block in the continent. Achieving this goal whilst delivering growth and full employment will 
require the SADC FTA member states to dramatically improve their relative performance. 

Our expertise goes to the heart of these concerns. We assist governments, at all levels, and the private 
sector, across the board, in developing and implementing policies at both macro and sectoral levels. 
We seek to encompass the whole picture from economic, environmental and socio-political 
perspectives. Our work covers all or any of the stages of the policy cycle from problem identification to 
implementation and programme/project management. Examples are the effects of liberalisation of 
markets whether these effects be economic, social or environmental: alternatively, the role of 
government aid in development or the effects of measures intended to create dynamic and competitive 
business environments. Our areas of work include the following: 

a) (Macro)economic policy and instruments  
b) Public finance, expenditure planning and management  
c) Competitiveness, entrepreneurship and SME development  
d) Trade and investment development  
e) Export promotion and tariff policy  
f) Private sector development  
g) Industrial policy  

Innovation science and technology policy 

Innovation, science and technology (IST) development is essential for governments and businesses to 
maintain a competitive edge, particularly with the ongoing globalisation. But the effects of IST 
developments are not only affecting these environments, they also play an important role in the day to 
day life of citizens. For IST developments have changed the way they receive education and 
information. The Internet has become a household word. All these developments have far-reaching 
consequences for the economic and social landscape of the future. 

Through our internationally based strategic partners, we work closely with governments, companies and 
institutions to build an understanding of how IST will impact upon people, firms and communities, as 
well as how it can be harnessed to build knowledge of policies and initiatives. We assist in this process 
by performing research and consultancy in the field of IST policy, which provides our clients with a solid 
base for their decisions, policy and strategy development, insights into opportunities offered and the 
changing environment as a result of IST.  

Our areas of work include the following:  

a) IST policy and strategy in relation to social and economic development  
b) IST policy in relation to energy, environment and sustainable development  
c) IST policy in relation to transport, infrastructure and logistics  
d) E-learning, E-health, E-government  
e) Internet governance 
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Social Policy and Governance 

The economic climate in some parts of Africa is improving and in most countries, the number of people 
working is higher than it has been for many years. However, sustainable economic growth cannot be 
achieved without complementary measures in the social field which balance conflicting social pressures 
and marshal human resources within an efficient and socially fair framework. Such concerns span the 
domain of education and training, labour markets, equal opportunities, social inclusion, industrial 
relations and the social dialogue, justice and home affairs, social protection and the social economy. 
They are of concern as much to firms as to governments. Worklessness is used to refer to all people of 
working age who are without work. Geographically, worklessness can be identified in pockets of areas 
affected by deprivation. However, the range of barriers to work across different populations is more 
difficult to define and understand the cause and effect of labour market engagement. In addition to 
these difficulties, we understand the issues that regional and local organizations face when tackling 
worklessness and providing better opportunities to work. The key challenges are: 

a) Improving performance with less money; 
b) Increasing percentage of local people taking local jobs;  
c) Creating sustainable employment;  
d) Achieving progression once in work;  
e) Reaching the hard to engage. 

The CTPD Management Consultants has a long tradition of employment research and consultancy and 
has played an important role in shaping, communicating and implementing policy developments to 
clients at some parts of SADC regional, national and local levels. Our employment research is 
conducted across the full policy cycle, from policy conception to communicating 'what works'. We 
appreciate the importance of partnership working and gaining public, private and voluntary sector 
involvement and as such are continually developing our tools to support these challenges. 

Social policy, labor and learning 

Sustainable economic growth cannot be achieved without complementary measures in the social field 
which balance conflicting social pressures and marshal human resources within an efficient and socially 
fair framework. Such concerns span the domain of education and training, labour markets, equal 
opportunities, social inclusion, industrial relations and the social dialogue, justice and home affairs, 
social protection and the social economy. They are of concern as much to firms as to governments. Our 
analytical skills are both quantitative and qualitative. We are equally at home in providing an economic 
analysis of labour market trends as we are with social survey work in support of policy/programme 
evaluation using qualitative data. But our interests go beyond analysis and evaluation, a major element 
of work involves supporting agencies whether international, national or local in programme delivery. The 
scope of such work involves skills in administration and management, financial control, communication 
and dissemination. We have a special interest in the management of innovatory social programmes 
where project applicants need ñhands onò support and the programme sponsor the widest possible 
dissemination of the results. Our ability to combine research, consultancy and programme management 
in these fields is a unique resource for clients.  

Our areas of work include the following: 

a) Labour markets  
b) Human resource management  
c) Terms of employment (wage formation, social dialogue)  
d) Equality of opportunity and social inclusion  
e) Lifelong learning and skills development  
f) Social economy and social enterprise  
g) Research and policy advice  
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2.14    PROCESS TRANSFORMATION PRACTICE 

Transforming Finance Processes 

Our finance process transformation practice helps to optimize or transform the performance of finance 
through creating efficient processes and introducing best practice. We help clients to:  

Á Define system and process roadmaps and blueprints  
Á Optimize and benchmark processes  
Á Conduct technology selection  
Á Provide programme and project management  
Á Implement change management 

SYSTEM AND PROCESS ROADMAPS  

The Problem 

One of the most significant challenges facing any finance 
transformation project is understanding where to start. What needs to change? What is best practice? How 
do we change? What are our options? 

How We Support You 

Our Roadmap service offerings are designed to assist clients in addressing these issues. Tailored to 
specific finance processes our offerings are rapidly deployable and cost effective toolkits that:  

¶ Rapidly assess your current process, system and organizational environment 
¶ Benchmark your current position against best practice  
¶ Define a best practice blueprint suited to your organization 
¶ Outline a detailed business case for change 
¶ Define a detailed implementation roadmap 

 

 

 

 

 

 

 

 

 

 

 


