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Time For A
 
Consultant.;;
 
Getting a different perspective on matters. by David WyndhamTI here is an old joke that a con­

sultant is someone you pay to 
borrow your watch to tell you lT what time it is. In some ways, 
there is truth in that statement. 

Oft times we are too close to our "watch" and 
instead of reading the time, we stare intently 
at the second hand. 

Let's look at an example of this: Draw a 
line in an arced shape... Is it concave or con­
vex? Most of us respond with concave, but 
the line is convex, too. Just turn it upside 
down. We all have pre-conceived concepts 
and ideas and sometimes they blind us to 
what is going on. 

A consultant may not have the same view 
and may offer fresh incites to a situation. 
Both examples pOint to reasons to work with 
consultants. 

A client of ours must have read many of 
these articles, and knew to start his aircraft 
replacement planning early. He had intimate 
knowledge of the operation, its requirements, 
and future opportunities. His boss, the CEO, 
asked him about follow-on aircraft and he 
responded with, "We need two new Belch­
Fire Warp 2s." 

The CEO responded with, "Great, get the 
report to me as soon as you can." Our intrep­
id aviation manager had all the data - in his 
head! He knew that with his busy schedule, 
he did not have the time to prepare a thor­
ough report outlining the follow-on aircraft 
that was suitable to the CEO and Board of 
Directors. 

He called us in, we did the analysis, and 
in the end we delivered a report stating that 
his company needed two new aircraft and 
that the Belch-Fire Warp 2 was the best 

option. Did he waste his money? No! He 
saved himself a few weeks of his time, got a 
third party review of his requirements, and 
delivered to his boss the documentation sup­
porting the need for the new aircraft. 

There are a few things to keep in mind 
when dealing with consultants: 

EXPERIENCE MAnERS 
No one consultant can have all the answers, 
but they must be experienced in your 
requirement area to know the questions to 
ask you, and have, or be able to find the 
answers efficiently. 

When done well, 
relationships with 

consultants can give an 
impartial perspective, add 

value and save time. 

IT IS A RELATIONSHIP 
While a consultant can provide a fresh view, 
they still need to relate to you and be able to 
read the situation well enough to understand 
what you are really asking. "The aircraft costs 
too much" can really be saying "Are we using 
the valuable asset to its best capability?" 

A CONSULTANT IS JUST THAT 
A consultant is exactly that, not a decision 
maker. When we work with people on their 
aircraft needs analysis, acquisition or tax 
strategy, we give them options. 

I just 
finished up an 
analysis for a 
high net worth 
individual and 
he asked me, "If 
it were your 
money, which 
plane would 
you get?" I 
replied with "It 
is not my 
money, so you 
need to be happy with what you choose. All 
three aircraft will do the job, take the demo 
flights and go from there." 

If I really thought there was a clear best 
answer, I'd have pointed in that direction, but 
since it is not my money, the final call is 
always yours to make. 

When done well, relationships with con­
sultants can give an impartial perspective, 
add value and save time. The best is when 
we get the call six months after doing a job 
for "XYZ Corp." and someone says, "Mary at 
XYZ said to call you." 

David Wyndham is an owner of Conklin a de Decker. 
The mission of Conklin a de Decker is to furnish the 
general aviation industry with objective and impartial 
information in the form of professionally developed 
and supported products and services. enabling its 
clients to make more informed decisions when deal­
ing with the purchase and operation of aircraft. 

With over 1.BOO clients in 90 countries around 
the world. Conklin a de Decker combines aviation 
experience with proven business practices. 
>More information from www.conklindd.com; 
Tel: +1 50B 255 5975 • 
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