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Creating Training Miracles
Alastair Rylatt and Kevin Lohan ( Jossey-
Bass/Pfeiffer, San Francisco; 1996) $44.95

Reviewed by James E. Barrett CMC

T his book has received the Global
Business Book Award from two pres-

tigious organizations, the Financial Times
and Booz•Allen & Hamilton. Dealing
with emerging trends in training, it
describes and discusses competency-
based training, self-directed learning, ice-
breakers and energizers, neurolinguis-
tic programming, and successful role-
playing techniques.The how-to sections
cover designing and using case studies,
organizing outdoor learning programs,
and facilitation.The publisher is a well-
respected house with a list of fine, well-
received titles.

Despite the book’s august pedigree,
and the 13 months I’ve had the book, I
have never succeeded in plowing my
way through even one whole chapter.
Given its awards and publisher, and a
firm sense of obligation to this journal,
I want to tell you more. And, I should 
be able to do so, given my 25 years’ ex-
perience as a trainer—as well as a trainer
of trainers. But even staying away from
soft chairs has not kept me awake long
enough to do so.

Beyond the Wall of Resistance
Rick Maurer (Bard Books, Austin, TX; 1996)
$24.95

Reviewed by James E. Barrett CMC

T his is one of those rare books about
managing change that is actually use-

ful for experienced consultants. Author
Rick Maurer has been a consultant for a
couple of decades, especially in areas
emphasizing emotional openness in real-
world organizations.This well-organized
book successfully discusses how resis-
tance arises within organizations, and
how executives and consultants can make
things worse without even trying. Ever
hopeful, Maurer outlines the benefits of
unconventional strategies that build sup-
port for change, and the possibility of
achieving that change. Case histories are
interesting and to the point.A useful extra
are interviews, salted in the text, with
other respected folks in the field such as
Peter Block CMC, John Carter,Adrienne
Kaufmann, Mary Jacksteit, Geoff Bell-
man, Peter Johnson, Jack Robertson,
Tilden Edwards, and Rose Harvey.

Maurer’s process and points are the
kind consultants and physicians both
like—step-by-step prescriptions together
with warnings of possible side effects.His
protocols are to maintain a clear focus,

embrace resistance, respect those who
resist, relax, join the resistance, and check
the flip side.

I found particularly useful his defin-
itions of levels of resistance. In my work
coaching negotiators and participating in
some very difficult negotiations in the
past 25 years, I have come to assess resis-
tance as high, medium, or low; have
searched for the underlying and unful-
filled needs of those who are resisting;
and have tried to match all that to the
related levels of power (high, medium,
or low) that are involved.

Maurer sees it differently, and it
strikes me immediately as an advance.He
says resistance comes from three places:
A need for more information, conflict
with another need of the person who is
resisting, or deeply imbedded emotions
or fears that have been reinforced for a
long time.

Overall, this is not a book for people
who settle for magic answers, war sto-
ries, or motivational speakers as a way to
manage change. It is for serious profes-
sionals who want to read the theory, see
how applications play out, ponder evi-
dence of success, and consider instances
of failure and what can be learned from
them. If you are one of those profes-
sionals, this book belongs in your library,
and its material in your kit.
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The Consultant’s Legal Guide
Elaine Biech and Linda Byars Swindling, Esq.
( Jossey-Bass/Pfeifer, San Francisco; 1999)
$49.95

Reviewed by Alex W. Zabrosky

Dammit,Rommel, I read your book!”
After reading The Consultant’s Legal

Guide by Biech and Swindling, you too
will feel the exhilaration of George C.
Scott in the movie “Patton” as he peers
down into the valley and watches his
tanks rout Rommel’s blitzkreiging
armored divisions.Taking the time to
learn the lay of the land, the rules, the
traps, the strategies of engagement, and
what those around you are thinking gives
you a leg up on survival and carries you
a long way in the battle of success.

The Consultant’s Legal Guide certainly
accomplishes that for consultants by stak-
ing out the legal minefield. One author,
who runs a management development
firm specializing in the design of training
programs, has developed a thoughtful
format and presentation. The other
author is a practicing attorney who
knows what she’s talking about when it
comes to consultancy law.The book is
an accurate, well-articulated exposition
of legal issues that are part of the con-
sulting profession and business. It reflects
what must have been the authors’ back-
and-forth discussions of what’s impor-
tant to consultants on the legal front. It’s
a book filled with bullet-points and
plain-English examples, expositions of
legal concepts with scenarios and analy-
ses of the scenarios, and valuable check-
lists of do’s and don’ts.

From the rudiments of starting a
consulting practice, to renting an office,
to client contracts, intellectual property,
ethical practices, insurance, lawsuits, hir-
ing and firing, and buying and selling
practices, the book covers the whole life
of a consultancy. And it does so with a
thoughtfulness I have not seen in any
other legal handbook for consultants.
The authors’ practical experience shines
through and helps consultants under-
stand the law and their lawyers, and helps
lawyers understand their clients. The
book sets its sights on start-up and small
consultancies, but the authors’ talent in
finding common denominators in legal
issues makes it also useful for experi-
enced consultants and those in large
firms.

Thankfully, this is not a book of
forms.The book’s value is educational
and interpretive. It doesn’t tell you how
to do something; it explains why. It gets
you thinking—and keeps you thinking.
You’ll be ahead of the game and the bat-
tle by understanding why legal issues are
legal issues.The book covers about a year
of law school, a year of business school,
and two years of military school.

An especially valuable chapter is the
one on client agreements, which covers
many of the ins and outs of proposal let-
ters, letter agreements, and formal con-
tracts. The chapter touches upon the
basic elements of all consulting agree-
ments, including the responsibilities of
consultants and clients, description of
work, fee arrangements and payment,
and dispute resolution. On the latter
point, it has a good basic discussion of
the pros and cons of taking nonpaying
clients to court.

The book also provides a primer on
protecting your work product, trade
secrets, and intellectual property. It
explains what those things are, their sig-
nificance, and how to protect them.
There are short sections on protective
agreements with joint venture partners,
employees, and subcontractors; the use
of license agreements; and valuable

warnings on avoiding infringing on oth-
ers’ proprietary knowledge.

The sections on how to avoid legal
problems and how to handle them
when necessary round out the book
very practically, as does a useful glossary
of legal terms that will help consultants
understand what’s what as they tiptoe
through the legal minefields. As the
authors say:

Consultants could avoid most of the
biggest legal problems they face.Most
often, they fail to recognize that prob-
lems will arise. In any arrangement,
there is a possibility for miscommu-
nication and misinterpretation.Prepa-
ration for addressing items of conflict
is imperative to prevent conflict from
escalating and to ensure smoother
business transactions.

This book is no substitute for good
legal advice. It is not a “how to” book—
which generally means how to avoid
lawyers and their high costs. It is a “how
to maximize the use of your lawyer”book
and therein lies its value. It’s also lively and
enlightening. You will find yourself
“hmphing”and “ahhing”every few pages
as you read and finally understand exam-
ples of real legal issues that your lawyer
has either pointed out or you have ex-
perienced in your practice. Too often 
people think of attorneys only when
there’s a problem.Successful businesspeo-
ple also think of them as consultants who
prevent problems from occurring.

If you want to bypass lawyers, don’t
buy this book.Go waste your money and
time on one of the much more expen-
sive books of forms, and commit legal
malpractice on yourself.But if you really
want to begin to understand the legal
issues confronting you as a consultant, if
you want to maximize the value of your
relationship with your lawyer, and if you
really want to be prepared for the bat-
tles, this book will do it for you better
than any I’ve seen.
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Advancing Women in Business—
The Catalyst Guide:
Best Practices from the 
Corporate Leaders
( Jossey-Bass, San Francisco; 1998) $26

Reviewed by Marcia L. Meldahl SPHR

W hat is good for women is gener-
ally good for business.That is not

just feminist dogma; it is a conclusion
substantiated by Catalyst, a nonprofit
organization studying women in the
workplace for 35 years. The Catalyst
Guide researches issues such as balancing
work and family,dual-career couples, and
female entrepreneurship. It is also a guide
to the best practices for advancing
women in business that Catalyst has
found in its research of corporate leaders.
Reported here are real-life examples
from well-known companies, the impact
the changes had on those companies, and
the elements contributing to their suc-
cess. Indeed, the sole weakness of this
book is too many examples.

Of course, capitalizing on the talents
of women for the benefit of all is not
achieved by implementing a few so-
called women’s programs. Systemic
change is necessary, and that requires at
least four things:

1. Establishing a strong foundation based
on support from the top and a clear
case that the new policies and pro-
grams are good for business

2. Identifying specific barriers to, and
opportunities for, the advancement of
women in the organization

3. Taking appropriate and realistic action

4. Measuring the effects of those
changes, and adapting as needed.
These steps ensure that the changes
will be good for both women and the
organization.
Companies that have enhanced their

success by providing advancement op-
portunities to women all have leaders at
the top who are willing to commit
resources long term, are open to genuine
change, and hold a sincere belief in
equality. Indeed, the long-term support
of top management is essential. The
chairman, CEO, or president needs to
champion the cause. And, while short-
term, quick-win approaches work to
kick off a program,high-level, long-term
commitment is essential to realizing a
good return on investment.

These same companies also find syn-
ergy between their plan to advance
women and their overall strategies.They
see the value of linking their business
goals to wider issues, thereby leverag-
ing their reputation and resources.And,
they understand how the changing num-
ber of women in the workforce and
other demographic shifts will affect their
business.

Some of the benefits companies en-
joy as a result of their initiatives to ad-
vance women in business will be obvious
to any seasoned human resources con-
sultant.The companies cut staff turnover,
and costs go down while morale and
productivity go up; they open themselves
up to a larger pool of talented people;
they find it’s easier to get, develop, and
keep more of those people; hard-to-fill
jobs become not so hard to fill; more

experienced people generally produce
more; and many take pride and pleasure
in doing well by doing good.These are
worthwhile and noble objectives for any
of us to work on achieving with our
clients. I do, therefore, recommend this
book to you.

Here’s one example: One of General
Motors’warehouses clearly demonstrated
that valuing diversity brings measurable
value back to the company. In 1994, the
service parts operations warehouse in
Fort Worth,Texas, had one of the worst
productivity records at GM.A new man-
ager and system were brought in to give
women and people of color more
authority;new standards of performance-
based rewards were implemented; and
hard work was done to improve com-
munication between salaried and hourly
workers. At the end of the first year
alone, productivity was up 21%, $4.4
million was saved, and GM’s annual sur-
vey showed employees were significantly
more satisfied.This made the plant one
of the leaders in the company.The expe-
rience in Fort Worth was so successful
that GM immediately began to imple-
ment the same practices at 16 more ser-
vice parts operations warehouses.

Marcia L. Meldahl SPHR is a management 

and human resources consultant in Knoxville,

Tennessee (USA). Fax: 865-693-5263,

e-mail: meldahl@seshr.com.

The Faster Learning
Organization
Bob Guns ( Jossey-Bass, San Francisco; 1996,
1998) $16.50

Reviewed by Charlton R. Price CMC

In keeping with its theme of fast learn-
ing, this book is a fast read, about two

hours. It concentrates on developing the
implications and consequences of one
basic idea:The only way for an organi-
zation to gain and sustain its competitive
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edge is to learn faster than its competi-
tors. As used here, faster does not mean
just speedier.Rather, it implies more effi-
cient learning, fewer steps in getting 
to use what is learned, more systematic
and balanced evaluation of options and
alternatives for action, better choices
from the possibilities available, and
knowing more about what to do once
action choices are made.

Much organizational learning is about
how to collect, organize, and use the
lessons gained from day-to-day operat-
ing experience.Unfortunately,Bob Guns
does not tell us how to do that in a sys-
tematic way, even though there are many
“things to do” sprinkled throughout the
book.Perhaps knowing how to use what
he terms the FLO approach for increasing
organizational learning and improv-
ing organization performance is Guns’s
intellectual property—his stock in trade
as a consultant—and he’s not willing to
give it away here. There is also much
mention in the book of leveraging on
knowledge, but Guns focuses mainly on
individuals and does not really tell us how
organizational learning occurs.

Despite these shortcomings, reading
this book should stimulate you to rethink
and reevaluate how you can facilitate
change in the organizations with which
you work.

Charlton R. Price of Kansas City, Missouri, 

consults internationally on strategic planning 

and on the development of consultants and con-
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816-942-9222 or by e-mail: charlton@qni.com.

The Complete Idiot’s Guide 
to New Product Development 
Edwin E. Bobrow (Alpha Books, New York;
1997) $16.95

Reviewed by Preston G. Smith CMC

This book is not for idiots. It is a work-
ing guide to product development,

especially consumer products, as prac-
ticed in industry today. For the manage-
ment consultant or executive new to the
field, it is a useful introduction to the
process and techniques of new product
development. It is probably better than
90% of the texts available.

For the expert, however, it rambles a
bit, and there is no map to the underlying
process that Bobrow implies.That lack of
organization limits the book’s value.Nev-
ertheless, for those who want to use it as
a reference,we suggest going to the index
first; if that fails, the full table of contents
should lead to enough information to
make this worth having on the shelf.

Preston G. Smith CMC, a principal at New 

Product Dynamics in Portland, Oregon (USA), 

is coauthor of the popular Developing Products 

in Half the Time. For 16 years, he has been help-
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or by e-mail at preston@europa.com.

The Thinking Manager’s Toolbox:
Effective Processes for Problem
Solving and Decision Making
William J. Altier (Oxford University Press, 
New York; 1999) $25

Reviewed by John Quay

I’m glad I read this book.Not only does
it cover the highlights of Kepner-

Tregoe’s Rational Manager program,but
also the broad insights from Altier’s years
of experience since he left Kepner-
Tregoe in 1976 to do his own brand of
participative process consulting.In outline,
the book covers the processes available 
to managers for situation assessment,deci-
sion analysis, implementation planning,
potential problem/opportunity analysis,
and problem analysis.There are also chap-
ters on setting up and running process
meetings, specialized and advanced tool-
box techniques, and creativity.

The virtue—and yet the daunting
aspect of the book—is the sometimes
tedious use of analytical charting, sub-
charting, and sub-subcharting as objec-
tives, problems, causes, alternatives,
opportunities, and so on are detailed,
evaluated, prioritized, ranked, and com-
pared.To the extent that the participants
are practicing a process they can use else-
where, this may be time well spent,
tedium worth enduring. In other cases,
we must wonder. For example, in ana-
lyzing the opening of a regional office,
at least 15 matrices are developed to
cover all aspects of the move. Consider-
ing the executives’ time in meetings, and
the meeting leader’s fee, wasn’t there a
moving consultant available who would
have gotten to good recommendations
more efficiently? Should some of this
process have been delegated to a special-
ist? Well, that depends on the objective—
if efficiency, maybe; if learning to think
better, perhaps not.

No doubt students and apprentice
problem solvers will benefit greatly from
Altier’s disciplined approach to problems
and decisions. His step-by-step exercises
use the detailed and comprehensive
analyses required to avoid bias, quick
solutions, and sloppy thinking. Experi-
enced consultants may be tempted to
shortcut many of these processes. Altier
argues strongly they should not, just as
pilots should not skip their checklists at
takeoffs and landings, no matter how
many times they’ve done it before.

I liked best Altier’s comments on cre-
ativity. We think of creativity as the
province of great minds—geniuses who
invent dazzling breakthroughs in the
arts, sciences, and technology. In fact, by
far the greatest advances are made every
day around the world by ordinary peo-
ple who ask,“Wouldn’t it be great if . . .”
Opportunities for improvements pass 
us daily—some of which trigger think-
ing up a better way. (The Japanese phi-
losophy of kaizen is built on this
philosophy.) 

Altier reviews the main barriers to
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creativity, which are our experience,
assumptions, judgments, and patterns of
thinking, the assumption that there is a
right answer, and our fear of failure.And
he prescribes three steps for increasing
our creativity:

1. Forget the relationships we believe
connect the pieces of a situation.

2. Look at the pieces without the rela-
tionships.

3. Rearrange the relationships and
pieces in a different way.

For example, the invention and devel-
opment of the Polaroid camera by Dr.
Edwin Land was triggered by his daugh-
ter asking why she couldn’t see right
away the results of a picture he had just
taken with a traditional camera. Before
his invention of instant photography,
most everyone knew that seeing the
results of using a camera were related to
developing the film, a darkroom, the
local drugstore as the contact point, and

the rest. Everyone’s thinking about pho-
tography was shackled by their belief in
those relationships. Land cut those rela-
tionships out of his thinking and looked
at the pieces that needed to be in place
to go from capturing an image on film to
a finished print that could be seen right
way. Once he broke free from the rela-
tionships, he was able to put the pieces
together in a different way, see new rela-
tionships, and invent a new process. Sto-
ries such as this, of which there are many
in the book, break the tedium of all the
charting and analysis, and give us hope
that we too can learn to think better and
profit thereby.Altier says there are well-
established processes for doing that, and
persuades us it is so.

John Quay is a retired CMC now working with
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■ The Six-Figure Consultant:
How to Start (or Jump-Start) 
Your Consulting Career and 
Earn $100,000 Plus a Year

Robert W. Bly (Upstart Publishing, Chicago;
1998) $29.95

Here is a useful guide to consulting for
the beginner. It covers how to investi-
gate the consulting profession,deciding
whether to become a consultant, get-
ting started, setting up a practice, mar-
keting and selling one’s services, getting
clients, rendering services, keeping
clients satisfied, running an office,max-
imizing personal productivity, com-
puterizing the business, and expanding
into new profit-centers. Included are
sample contracts, letters, brochures,
forms, proposals, and more.The author
has written more than 40 books, and
is director of the Center for Technical
Communication, a firm that provides
seminars on business and technical
writing for corporate clients.

■ Management Consultancy:
A Handbook of Best Practice

Edited by Philip Sadler (Kogan Page,
London; 1998) US$45, UK £40

The official text for the M.Sc. degree
in management consultancy from the
Management Consultancy Business
School in collaboration with the Uni-
versity of Surrey. Covers management
consulting today, the consulting
process,managing the business, change
management, concepts and tools of
management consulting,different fields
of consulting activity, and what this
new century may look like. Especially
useful for those preparing for certifi-

cation as management consultants, for
solos who don’t have access to the
training programs in large firms, and
individuals who take charge of their
own professional development. Rec-
ommended by the Institute of Man-
agement Consultancy (UK) and the
Management Consultancy’s Associa-
tion (UK).

■ The Harvard Business School
Guide to Careers in Manage-
ment Consulting, 2000 Edition

Edited by Jason Dehni (Harvard Business
School Press, Boston; 1999) $29.95

Job search advice and information for
prospective management consultants
written by Harvard Business School
graduates, students, and faculty. Its con-
tents cover career self-assessment, what
consulting work is like,current industry
trends, guidelines for case-study inter-
views, profiles of well-known consult-
ing firms, lists of recruiters, and relevant
books, directories,Web sites, and other
resources.

■ Powerful Professionals:
Getting Your Expertise Used
Inside Your Organization

Murray Hiebert; Eilis Hiebert, Editor
(Recursion Press, Calgary, AL, Canada;
1999) US $29.95, CN $39.95

The essence of a workshop conducted
by Murray Hiebert and colleagues
more than 600 times (6,500 partici-
pants) internationally since 1980. For
internal professionals who want to

improve their ability to deliver their
expertise within their organizations.
Not just for management consultants,
but for engineers, systems analysts,
communications professionals, scien-
tists, training and development special-
ists, lawyers, psychologists, economists,
human resource professionals, audi-
tors—anyone with professional exper-
tise working within an organization.A
how-to book with practical models,
advice, checklists, worksheets, and
more.With the dramatic shift in the
role of professionals working inside
organizations, this model to empower
them should help change how they
view themselves and their way of
working. Among other experience, it
builds on a very large database on what
internal customers view as high per-
formance.

■ Management Consultancy 
in the 21st Century

Fiona Czerniawska (Macmillan, London;
1999) $25

Part One takes present trends and
extrapolates them to consider what the
next ten years will look like for the
consulting market, consulting firms,
and the process of consulting.Part Two
looks ahead twenty years, based on
interviews with leaders in some of the
world’s major consulting firms and
other experts.Czerniawska manages an
information brokerage and consulting
firm in the UK, lectures on manage-
ment consulting, and thinks and writes
very clearly.The most interesting and
relevant work on management con-
sulting we’ve read in many years.
Highly recommended.
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