
� In the recent study MPDF and GTZ

undertook, we found that 90% of

consultants believed the reason that

SMEs do not hire consultants is

because they do not see the value of

consulting services. I believe this is

fundamental to understanding the

current situation, as it highlights both

demand and supply-side constraints.

On the demand side, while some

SMEs may believe the absolute costs of hiring consultants is

too high, we know that where they can see a good return on

investment they do find ways to invest and grow their

business. Consultants have to clearly explain the value of

their services. In developed countries there would almost

always be a clear business case, capturing the financial and

non-financial benefits. This is rarely done in Vietnam, but I

believe SMEs will start to demand this before they take on

projects to change their business.

For some businesses, the perceived "lack of value"

probably arises from a poor experience with consultants. This

may be because the consultants did not do a great job, or

because the client's expectations were not managed

appropriately. Most consultants have been in business for

less than five years, with little experience in marketing their

services to SMEs, and often have limited experience in

implementing projects through to completion. SMEs

themselves may be inexperienced in selecting or managing

the consultants effectively, and will be disappointed if they

have unrealistic expectations or keep increasing the scope of

work.

Throughout our 10-day Core Consulting Skills Course, we

help consultants differentiate themselves by identifying

where they can add value by helping the client make a

sustainable business change, and developing a simple

business case to articulate specific benefits in each project

phase. By defining clear quality standards and acceptance

criteria when setting up the project, the benefits can be

measured and communicated as the project is delivered.

Important disciplines like Change Control are needed to

manage the inevitable changes in the scope of the

assignment. By applying Change Control, consultants can

deliver the benefits while managing client expectations so that

both parties are satisfied in the end.

Another important element may be addressing the

potential lack of trust of third parties. Most consulting firms in

the developed world have an ethical code of conduct, setting

out their standards and values around client confidentiality,

conflicts of interest, fees, and the professional behavior they

demand from their staff. I believe that it will be important for

consultants in Vietnam to develop an appropriate code of

conduct for their individual firms, and also to discuss and

Business development services (BDS) refer to a wide range of non-financial services used by
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stage of development. Vietnam's business services are probably less than 1% of total
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management consulting services is weak both in terms of supply and demand. This bulletin

provides a brief summary of the current development status of BDS and the constraints

faced by BDS providers in Vietnam. Its aim is to promote better awareness and higher usage

of BDS among the private sector, in order to help those companies grow.
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BUSINESS DEVELOPMENT SERVICES -

Translated from original Vietnamese document

...of development organizations

Relatively low awareness

Limited demand and supply

Despite the fact that Vietnam has a

growing business services sector,

entrepreneurs are largely unaware of the

potential benefits of purchasing the

services. Entrepreneurs tend to be wary

about disclosing confidential business

information to outside consultants.

Furthermore, small entrepreneurs in

particular lack the needed resources to

gather information on available business

services. In general, many potential

customers lack adequate and accurate

information about the services currently

being offered.

However, there is now a positive trend.

Raising awareness about BDS has become

a priority for the Government. Development

of the BDS market has been listed as a

priority in the country's Comprehensive

Poverty Reduction and Growth Strategy

(CPRGS). Most recently, a Decree on the

"provision and use of consulting services"

was issued in order to formalize consulting

services as a profession.

As SMEs typically have modest income

and savings, they have low demand for and

use of outside services, including BDS.

Key to the Growth
and Functioning of Enterprises

Most SMEs say that they cannot afford the

business services that are offered on a for-

profit basis. In addition, many SMEs are

either unaware of the benefits of such

services or do not see the potential value

that BDS could bring to their firm. This is

especially the case with services such as

strategic management advisory services

that do not promise immediate and tangible

benefits.

The supply-side of the BDS market is

also limited by several constraints. Service

providers lack a clear understanding of the

specific needs of local businesses. They

also lack the expertise and ability to tailor

their services according to these needs.

Consulting firms in Vietnam are still very

young for the most part, and Vietnamese

consultants, in general, are still in the

process of learning the trade. They lack

deve loped consu l t ing sk i l l s and

experience, and in particular, are unable to

articulate effectively the value of consulting

services to clients .

A reliable and systematic statistical

database on the Vietnamese economy and

on specific industries and markets, does
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Insufficient availability of information

not exist. Information on foreign markets

and the world economy is not readily

available, nor are technical books,

documents and information related to the

skills needed by BDS providers. This is a

major constraint, as all of these are crucial

for providing strategic advice to companies

in a timely and thorough manner.

Various legal constraints to BDS

An enabling environment is the key to

paving the way for the effect ive

development of the business service sector

and a functioning BDS market in Vietnam.

Recent legal reforms such as the Enterprise

Law and the increasing liberalization of the

economy, particularly of the service sector,

have boosted many BDS markets in

Vietnam in both supply and demand.

Increasing efforts have been made to

improve the investment and business

environment and to strengthen the

confidence of the business community.

However, there still remains a number of

legal constraints to the development of the

BDS market . Most notable are the

excessively high market entry conditions

for some business services such as

vocational training, auditing services and

intellectual property services. In addition,

there are still inconsistencies between the

Enterprise Law and other legal documents

concerning BDS and restrictions on
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� While the overriding principles of

BDS market development are easily

agreed upon, there is no one single

solution to the development of the

BDS market. The problems in BDS

markets are so diverse and unique,

requiring market facilitators to be as

innovative as possible. In this field,

GTZ, besides doing research, is very

committed to working to remove legal

constraints in BDS markets we have been doing this in

cooperation with the Vietnam Chamber of Commerce and

Industry, the Central Institute for Economic Management, the

mass media and local partners. We also promote specialized

and advanced services like quality management, management

training, and the development of new products. Real impacts

from our activities can be seen in the increase in the supply of

consultants in selected BDS markets like quality management,

business information, and management training. Our strong

cooperation with the mass media and local partners also pays

off with a higher level of awareness about BDS and the actions

being taken by the Government to remove legal barriers to BDS

market development. The road ahead of us is even more

challenging and this will require us to work harder and in a

more innovative manner. In this process, we are very open to

new initiatives and cooperation with other organizations in

order to make BDS markets work much better for SMEs in

Vietnam.

� As a trade promotion organization and a representative

body for the Vietnamese business community, the Vietnam

Chamber of Commerce and Industry (VCCI) has been actively

contributing to the development of a BDS market in Vietnam.

VCCI plays a dual role as a BDS facilitator and a direct BDS

supplier.

Our experience shows that BDS providers normally do not

adequately assess and understand the BDS needs of

businesses activities which are necessary to ensure high

quality services delivered. In many cases, BDS providers did

not conduct needs assessment before designing their BDS,

therefore their services were not always satisfactory.

Using its advantage as a nation-wide business

representative organization, VCCI has been undertaking

various programs to improve the capacity of BDS providers

through activities such as training of trainers, providing

industry information and joint delivery of services.

Mr. Nguyen Viet Phuong, Officer,

Business Information Center (BIZIC),

Vietnam Chamber of Commerce and Industry (VCCI)

work together to raise professional standards in both conduct

and delivery throughout their emerging industry.

We hope that by raising the awareness of SMEs about how

to work with consultants, the level of professionalism they


