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1. INTRODUCTION

1.1. Background

InVietnam, MPDF carried out an in-depth study of the supply side of management consulting
servicesand set up aConsultant Devel opment Program, which providestraining and technical
ass stanceto consultantswho wish to improvetheir skillsand accessthe SME market. Although
thereisno such program currently within sight in Cambodia, we believethat thereisenough
demand for information on consulting servicestowarrant astudy of the supply sideof coreBDS.

1.2. Objectives

Theprimary objective of thisstudy wasto gain an overview of the supply sideof coreBDSin
Cambodia. Thisoverview coversall important background information such asthe number of
players(consulting firmsandindividua consultants), their services, clients, capacity, and needs,
with specific referencetotheir provision of servicesto SMEs.

Thisstudy will help MPDF identify potential BDS partners, provide SMEswithalist of service
providersand servicesavail able, and shareinformation ontheindustry with other donors/devel-
opment partners. Thisstudy may a so feed into any consultant devel opment program that MPDF
might undertakeinthefuture.

1.3. Scope and Definitions

Business Devel opment Servicesare servicesthat improvethe performance of an enterprise, its
accessto marketsand itsability to compete? BDSprovidersarefirms, ingtitutionsor individuals
that provide BDSdirectly to businessenterprises.

BDSvary widely and do not fitinto asinglediscipline. They aregenerally classified by function
into marketing, human resourcesdevel opment, accounting andlegal services. A digtinctionissome-
times made between (i) “ strategic”, or “high-end”, servicesand (ii) “ operationd”, or “lower-end”,
SErVices.

Operationa servicesarethose needed for day-to-day operationssuch asbookkeeping, filling out
tax forms, and regi stering acompany. Strategic services, on the other hand, addressmediumand
long-termissuessuch asbusinessrestructuring, new market entry, and strategy formulation.

MPDF isinterested in awidearray of business services, both strategic and operational. How-
ever, giventimeand resource constraints, thisstudy focuseson coreBDSonly. ThecoreBDS
coveredinthisstudy are servicesassociated with thefivetraditional businessfunctions(listed
below, and see Appendix 1 for details) and two other important servicesfrequently used by
businesses: I T and BusinessL ega services. Thefivetraditional areasof businessfunctionsare:

2 See “Business Development Services for Small Enterprises: Guiding Principles for Donor Intervention”,
2001, SME Department, World Bank Group.



»  Generd/Strategic Management;
* Financeand Accounting;

* Marketingand Advertisng;

*  Human Resources,; and

*  Operations/Production.

Thisstudy doesnot aimto provide extensiveresearch on the consulting industry, but israther
anoverview of providersof coreBDS.



2. METHODOLOGY

2.1. Searchingfor Consultants

Since no study has ever been carried out on the consulting industry in Cambodia, the
primary challenge in conducting this one was identifying consultants (both firms and
individuas).

With the absence of acomprehensivelist of consultants, our initial search used the Cambodian
Y ellow Pages, the Business Directory (produced by the Cambodian Chamber of Commerce),
andlistsof consultantswho have been retained by MPDF and who responded to MPDF snews-
paper advertisement in 2001. MPDF a so placed another newspaper advertisement in March
2004 requesting consul tantswho wished to take part in thissurvey to submit their names/firm's
nameto MPDF. Also, during the course of interviewing consultants, M PDF requested interviewees
to suggest the names of other consultantswe might interview.

Of all these sources, the Y ellow Pagesturned out to be the most comprehensivefor potential
consulting firms. For individual consultants, in addition to thosewho replied to our newspaper
advertisement, we al so obtained namesfromthe U.S. Embassy’ slist of membersof the Cambo-
dian Fulbright Alumni Associationand alsofromthe Asan Ingtituteof Technology’ slocal Alumni
Association. TheAsian Development Bank (ADB) provided namesof individual consultantsand
othersweredrawnfrom MPDF sown database.

Giventhat themarket for management consulting servicesisnot well devel opedin Cambodiaand
thusdoesnot meet thecriterialisted in Appendix 1, those consultantslisted inthe Y elow Pagesfall
primarily within the category of “ operationa”, or “lower-end”, serviceproviders. They are, there-
fore, classified according to the category of servicethey provide: Financeand Accounting; Busi-
nessLegd ; General Management; Information Technology; and Marketing and Advertising.

Weclassified individual consultants according to the same categories, athough lessstringently
because, asdiscussed later inthereport, dmost al of theseindividual sprovide consulting services
tointernationd financia ingtitutionsand NGOs.

2.2. Scanning

Oncethe potentia consultantshad beenidentified, each firm or individual wassurveyed by tele-
phoneto determinewhether or not they actually provide consulting servicesand, if so, what type
of servicesthey provide, their official businessaddress, and other rel evant contact information.
Thisprocesswasalso carried out throughout the interviewing period as new nameswere sug-
gested by interviewees.

Weinitidly identified 199 potentia consulting firms. A rigorousscanning process, however, found
that only 83 of the 199 were actually providing consulting services of thetypewe planned to
survey. Of the 83 firms, wewere ableto interview 44. For reasonswe could not determine, a
number of firmscould not meet us, although we made repeated attemptsto talk to them.



Figurel. Consultant Scanning ProcessFlow Chart
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Whilewe attempted to cover thewhol e popul ation of consulting firms, weintentionally inter-
viewed only arepresentative sample of individual consultants. It waseven harder to identify
individua consultantsthanfirms. They neither register withloca authoritiesnor advertiseintrade
journalg/publications. Of the 240 possibleindividua consultants, wefound that only 37 confirmed
consulting astheir profession. Wethusinterviewed al 37 of theseindividua consultants.

2.3. Interviews

Eachinterview lasted between 45 minutesand one hour and was carried out in asemi-structured
manner. Intervieweeswere allowed plenty of opportunitiesfor elaboration. A team of two aca-
demicsretained by MPDF carried out most of theinterviews athough MPDF staff also con-
ducted afew. Theinterviewstook place between February 6, 2004 and May 7, 2004, requiring
about 20 dayswork for each of thetwo academicsand about three dayseach for thetwo MPDF
geff.

Theinformation sought wasvery basic. Wewanted to know the consultants’ area(s) of expertise,
theservicesthey offered, andtheir client profiles(particularly, wewanted to know whether they
work with small and medium size enterprises). We al so asked about overall revenuetrendsand
major constraintsthey face when carrying out their work. Thereport that follows presentsa
summary of thisinformation.

2.4. Validity and Bias

Therearerelatively few barriersto entry into and exit from the consulting market in Cambodia.
With theexception of transnational consulting firms, consulting service supplierscan offer their



serviceswithout having to register their businesswith the appropriate authorities. For tax and
other reasons, many consultants, especially individual ones, either remaininforma or aretempted
to takelong-term and better-paid positionswith awel|-established institution. Hence, character-
isticsof thesupply side of thismarket such asthe number of firms, their szeand ownership, as
presented inthisreport, may change over arelatively short period of time. Likewise, thelist of
consultantsworking today would likely bedifferent fromalist produced inthe near future. These
factors should be bornein mind when reading thefollowing results.

Every effort wasmadeto ensurethat we covered all thefirmsweidentifiedintheinitia research
and a so agood sampleof individual consultants. Asmentioned earlier, thiswasdonethrough
consultationwith al of the potential sourcesthat MPDFinitialy identified aswell asby asking for
additiond leadsfromthosefirmsandindividua consultantsinterviewed.

However, despite our effortsto be comprehensive, itislikely that we may have missed some
consultants. Withregard to firms, thereisastrong biastowardsthosefoundin the Cambodian
Yellow Pagessinceit had themost extengivelisting. Wemay havea so missed thoseforeignfirms
that provide consulting servicesin Cambodiabut are not registered as businessesand have no
officesin Cambodia. They operatethrough direct contactswith local consultants. For individual
consultants, astrong biasinthe sampleisfor thosewho replied to our newspaper advertisement
and those who are part of the alumni associations/networks of studentswho studied abroad
(Audrdia, theUnited States, and Asan Ingtitute of Technology, Thailand), andthoseknowntobe
working asconsultants, many for development agencies. Itisthusvery likely that wemissed some
lesswell-knownindividualswho chosenot to take part in our study either becausethey failed to
respond to our advertisement or they turned us down when weregquested aninterview. But by
interviewing the most active consultantsworking for devel opment agencies, webelievethat we
have covered most of theindividual consultantsin Cambodia



3. A SNAPSHOT OF BUSINESS SERVICE PROVIDERS
IN CAMBODIA

I nthissection, we provide background information on the consulting industry in Cambodiain
genera and ontheinterviewed sampleof firmsandindividua consultantsinparticular.

3.1. How Many Consulting Firmsand I ndividual Consultants Are There?

Thetotal number of playersinagiven industry is perhapsthe most basi c piece of background
information about it. In the sectionsbel ow, we provide our estimationsand insightsinto the num-
ber of firmsandindividua consultantsoperatingin Cambodia Asconsulting firmsand individual
consultantsare different and have distinct characteristics, wewill discussthe two groups sepa-
raey.

3.1.1. How Many Consulting Firms Are Currently Operating in Cambodia?

Finding out theexact number of consulting firmsinacountry isared challenge. Thisisparticularly
truein Cambodiawheretheindustry islargely underdevel oped andreliablestatisticsaregeneraly
unavailable. Inaddition, widevariation in how the concept of consultancy isdefined a so makes
thetask difficult. Thesewerethe hurdleswefaced when comprising thisstudy. For example, we
came acrossanumber of firmsthat characterized themselvesasbeing engaged in I T consulting
but in actual fact were selling computersand, at most, providing free advice on basic computer
usage. Itisthereforenot surprising that asignificant portion of theorigina 199firmsinitialy iden-
tified asengaged in consulting (becausethey werelisted thisway inthe'Y ellow Pages) hadto be
cut from the study. After athorough scanning processand interviewswith firms, only 83 firms
(42% of the original 199) fit the scope of the study as presented in Section 1.3. We refer
to this group of firms as Group 1. Another 52 firms (26%) are in operation but do not
offer the type of services mentioned in Section 1.3. We refer to this group as

Figure2. Classification of Consulting FirmsAccordingto Relevance

tothe Study

Original > Group 2: Outsidethe
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Group 2. Theremaining 64 firms, which werefer to as Group 3, where either closed, had not
started operations, or their existence or type of service could not be determined. Group 3 also
includesanumber of firmsthat wereaready coveredin either Group 1 or Group 2 but werelisted
twiceinthe Yellow Pagesunder different namesand thusal sofall into Group 3.

Consulting Firmsin Target Core Business Service Areas

Eighty-three consulting firmswereidentified as operating in thetargeted BDS areas (Group 1).
Table 1 showstheclassification of thesefirmsinto different categoriesaccording to thetype of
sarvicethey offer.

Tablel. Number and Typeof FirmsOperatingin CoreBusiness Services(Group 1)

Typeof firm No.
Financeand Accounting (including Auditing) 10
Marketingand Advertising 37
Genera/Strategic Management 3

BusinessLega Services 20
IT for Business 13
Total 83

Wefound nofirmsspecializingin Human Resource M anagement or Production/OperationsMan-
agement. However, itisworth noting that our classification of firmsinto different typesisreative
because many firmsoffer morethan onetype of service. Inthose cases, whereafirm offersmore
than onetype of service, weclassified such firmsaccording to their most important service(s), as
identified by thefirms. Inaddition, not every firmin Group 1 offersconsulting serviceinthestrict
mesaning of theterm. Many of them offer only business support services, withlittleguidance of an
advisory nature. Wewill discussthenature of the servicesofferedin grester detail in Section 3.5.

Given our thorough effortsto compile and scan thelist of potential firmsand individuas, weare
confident that we have covered the major playersand the majority of firmsoperating in thetar-
geted corebusinessservicesaress. It isposs blethat wemissed asmall number of firmsbecause
we could not obtaininformation about their services. It isalso possible, asacknowledgedinthe
methodol ogy section, that we missed asmall number of firmsbecausethey werenot listed inthe
Yellow Pagesor formally registered with the Ministry of Commerce. However, webdievethat al

themagjor firmsthat are seriousabout working asprofessional consultantswould promotetheir
servicesthroughalistingintheY ellow Pages. Hence, we are confident that we have covered at
least 80% of thefirmsinthetarget corebusinessservicearess.

Firms Outside the Target Core Business Service Areas

Table 2 showsthe number and classification of firmsthat fell outside thetarget areasof thisstudy.
These 52 Group 2 firms operatein such fields asreal estate services, business devel opment
research, agriculture, architecture, construction and engineering, and training. Many of thesefirms
either directly or indirectly provide servicesto SMES. However, thetypesof servicesthey offer
areoutsidethe scope of thisstudy. Thus, we did not perform an exhaustive search for themor



interview thosewefound. Nonethel ess, it isworth noting that the presence of thesetypesof firms
inthesampleisavaluableresourcefor helping usto understand the consulting/BDS market in
Cambodiaasawhole.

Table2. Number and Typeof FirmsOperating Outsidethe CoreBusiness
Services(Group 2)

Typeof Firm No.

BusinessFacilitators 3
Real Estate Services 4
Research 6
Traning 4
Agriculture 9
Architecture, Congtruction and Engineering 5
Telephony Services 2
Others 19
TOTAL 52

“Other” Firms (Closed, Yet To Open, Or Otherwise Classified)

Table 3 showsthe number and classification of firmsin Group 3. Thisgroupincludesfirmsthat
wereclosed, haveyet to open, or whose serviceswe could not determine. Group 3 asoincludes
anumber of firmsthat werelisted twiceinthe Yellow Pagesunder different names.

Table 3. Operating Statusof “ Other” 64 Consulting Firms

Statusof Consulting Firm No.
Couldn’t contact and/or couldn’t find the address (assumed closed) 24
Closed 11
Exist andin operation, but couldn’t obtaininformation onthe

servicesthey offered 11
Not yet operational 2
Listed twiceinthe Yellow Pagesunder different names 16
TOTAL 64

We found that 11 firms (6% of thetotal 199) were closed, as confirmed by sitevisitsand by
asking neighbors and landlords at the address where the businesswas listed. After repeated
phonecallsand sitevisits, wewerestill unableto definitely confirm the existence of 24 firms
(12%). Based oninformation obtained during Stevisits, webdlievethat most of thesefirms; if they
ever existed, werevery smal insize.

Some Firms Declined to Take Part in the Survey

Thereareanumber of firmsthat we know arein operation and are providing consulting services
of somekind, yet they decided not to take part inthe survey. We sought to includethesefirmsin



our samplelist and possibly interview someof them; however, these 11 consulting firms, when
asked about their services, failed to provideany information and said they weretoo busy totake
partinour study. A few firmsasked that we send them arequest by email but wereceived noreply
after doing so.

Some Consulting Firms have two names

Interestingly wefound 16 firms (8%) listed twicein the Y el ow Pagesunder two different names.
Itispossiblethat someof thesefirmschanged their name and registered their new nameinthe
Y dlow Pageswithout making surethe old namewasremoved.

Therdatively high number of firmsthat were closed, disappeared, or appeared under different
names can be partly explained by (i) the underdeveloped BDSindustry in Cambodia, (ii) the
short-term orientation of doing businessin Cambodiaasaconsequence of weak governanceand
politica ingtability, and (iii) thefairly liberd businessenvironmentin Cambodia Whileitisexpen-
sivetolegally set up acompany, therequirementsfor doing so areoften not enforced. Therefore,
itisquiteeasy to set upaconsultingfirm. Itisalsolikely that foreignerswork heretemporarily as
consultants becauseit iseasy for them to obtain visasfor six monthsor ayear. Thesefreelance
consultants can work and even set up afirm before moving on to better opportunitiesin another
ocourtry.

3.1.2. How Many Individual ConsultantsAreThere?

Itisvirtually impossibleto determine the number of individua consultantsworking in Cambodia
for thereasons stated earlier: they arereluctant to register with therelevant authorities, to adver-
tisetheir services, or to bewidely known as consultants asthey may be moonlighting from their
regular jobs. Fromthelistsof Cambodian Fulbright Scholars, AIT Alumni Association members,
andindividual consultantswho haveworked for the ADB and for MPDF, weobtained atotal of
240 namesof potential individual consultants. Out of these, we selected only 37 for interviews
becausethey werethe only oneswho met our criteriain rigoroustelephone screening. Neverthe-
less, wearequite confident that our study includesthemagjority of themost activeand best-known
individual consultantsastheir nameswerewe | known intheinformal networkswe consulted.

3.2. Who Arethe Consultants?

3.2.1. Background Information on thelnterviewed Consultants

In this section we provide background information on the 81 consultantswe interviewed, of
whom 44 answered onbehaf of their firms. Inthisreport, werefer to theseasthe Firm Group and
theremaining 37 individua consultantsasthelndividua Group. Giventhereatively smdl sample
interviewed, wedo not expect to draw any Statistically significant inferencesregarding thewhole
population of consultantsin Cambodia. However, we believethat information gleaned from the
interviewed samplewill providereaderswithingghtsinto theoverall background of consultantsin
thecountry.



3.2.2. Where do the Interviewed Consultants Work?

» TheFirm Group

Table4. BDSAreaof thed44 Firmslnterviewed

Area of BDS No. Total Per centage
Interviewed Identified Interviewed

Financeand Accounting 8 10 80
Marketingand Advertising 13 37 35
Genera/Strategic Management 2 3 67
Law 7 20 35
IT 4 13 31
TOTAL IN CORE BUSINESSSERVICE AREAS(GROUP 1) 34
Not yet started 1 NA NA
Busnessfadilitators 2 NA NA
Research 4 NA NA
Training 1 NA NA
Agriculture 1 NA NA
Architecture, CondructionandEnginesring . 1 NA NA
TOTAL INTERVIEWED 44

Table4 above showsthe consulting areas of the 44 firmsinterviewed. Asmentioned inthemeth-
odology section, wedid not randomly select firmsfor interviews, but instead interviewed dll those
that fell into the coretarget areasof the study. However, during theinterviews, wefound that ten
of the44 firmsactudly fell outsideour target areas. For theremaining 34 consulting firmsthat met
our criteria, weinterviewed eight of the 10 accounting firms (80%) and two out of the three
general/strategic management servicefirms. Weinterviewed about one-third (24) of thefirms
identified asoperating inthe areas of Marketing and Advertising, BusinessLegal Services, andIT
for Business.

Themajority (34) of consultantsinterviewed in the Firm Group held the position of director or
managing partner. Theremaining 10 were either senior consultantsor key staff members. Given
the seniority of thoseinterviewed-, wewere ableto captureagood overview of thework their
firmsdo and themost pressing challengesthey face. However, any generalizati on about the con-
sultant popul ation as awhol e should be made with care, asthe sampleinterviewed isbiased
toward moresenior consultants.

» Individual Group

Table5. Employment Statusof the37 Individual Consultants|nterviewed

Employment status(Consultingor other)  No. of Consultants Per centage
Full-time 17 46
Part-time 9 24
Fredance 1 30

10



Table5 showsthecurrent job status of the 37 individual consultantsinterviewed. Almost half of
thoseinterviewed (46%) arein full-time employment (mostly outside the consulting arena) but
nonetheless spend aportion of their time offering consultancy. About aquarter of theindividual
consultants areworking part-time, either for aconsulting organization or for another employer.
Thefull-timeor part-timejob of theseindividual consultantsvaries, with about onethird lecturing
for auniversity in Phnom Penh and theremainder working for devel opment organizations, gov-
ernment agencies and consulting firms. Most of these consultants (25 out of 26) found that the
typeof consulting servicesthey offer are closely related or linked to their work intheir organiza-
tionsand that they can take advantage of the knowledge and expertiseacquired fromtheir jobsin
consulting work. Only 11 individual consultants (30%) are absolute freel ancers, not currently
working either part-timeor full-timefor an organization. Some of these consultantsarelooking for
ajobinan organization whileotherschooseto freelance.

Itisinteresting that when asked about whether they plan or want to set up their own consulting
firms, about two thirdsof theindividual consultantsanswered “yes’. Only eight said“no” andthe
remaining Six were*“not sure”. Thehigh number of individua consultantswishingto set-up their
ownfirmsisapostivesignfor thedevelopment of theBDSindustry in Cambodia. However, the
development of anindustry should not bejudged only by the number of new entriesevery year,
but also by the survival and successrate. It appears from this study that the survival rate of
consulting firmsin Cambodiaislow. Asevidencefor thiswecitethehigh number of closed or not
clearly defined firmsin our sample. Thetendency of individua sto set-up consulting firmsand their
low successrateindicatethat there might beaneed for training in the skills of establishing and
operating aconsulting business. Thisisan areawhere devel opment agencies could support the
development of theBDSmarket.

3.2.3. Age

Table6. Ageof Interviewees
Age Range Individuals Firms Total

No. % No. % No. %
20-30 5 135% 12 27% 17 21%
31-40 21 57% 20 46% 41 51%
41 -50 6 16% 8 18% 14 17%
51 and over 5 135% 4 % 9 11%
Total 37 100% 44  100% 81 100%

The consultantsinterviewed are rel atively young. Table 6 above showsthe age distribution of the
intervieweesfrom both groups. firmsandindividuas. Theage patternin both groupsof interviewees
isquitesimilar, withthemgjority of people between 30to 50 years old. Combining thetwo groups
together, morethan half (51%) of the 81 intervieweesarein their 30s. Only nineinterviewees
(11%) areover 50yearsold. Thispatternissimilar tothat inthe samplestudied in Vietnam. Since
consultancy asaprofessionisreatively youngin thetwo countries, it isnot surprising that the
younger generation, educated in Western business practices, isdominant.

11



3.2.4. Gender

Themajority (72) of theinterviewed consultantswere men. For the Firm Group alone, only three
out of 44 intervieweeswerewomen. Thisindicatesthat top management positionsinthefirmsare
predominantly held by men. For the Individual Group, 32 out of 37 consultants (86%) inter-
viewed weremen. Theoverwhelming number of male consultantsin the samplereflectsthefact
that therearesignificant gender disparitiesin educationin Cambodia. Since consultancy isacom-
plexjobthat requiresareatively high degreeof education alongwithrelevant skills, menaremore
likely to be qualified becausethey have better accessto education and skill-buil ding job opportu-
nitiesthan women. Moreover, women in Cambodiatend to be moreintroverted than men and
thuslesslikely to havethe communication skillsneeded to secure businesses. Among others, the
gender imbalancein consultancy could be an areafor donorsto addressintheir interventions.

Chart 1. Gender of I nterviewees

Female
10%

-

Male
90%

3.2.5. Nationality

Table7. Nationality of Interviewees

Nationality Individual Group  Firm Group Total

No. % No. % No. %
Cambodian 27 73 23 52 50 61.7
CambodianReturnee 4 11 7 16 11 136
Foreign 6 16 14 32 20 24.7
Total 37 100 44 100 81 100

Table7 classifiesthe nationality of intervieweesinto three broad categories: (i) Cambodian, (ii)
Cambodian returnee, and (iii) foreign. Cambodiansaccount for 61.7% of thetota of 82 consult-
antsinterviewed, while Cambodianreturnees® account for 13.6% and foreignersfor theremain-
ing 24.7%. Therelatively high proportion of Cambodian returneesin our sampleisnot unex-
pected given thenumber of Cambodianswho | eft the country asrefugeesand have sincereturned
to do business. For the Firm Group alone, about half of theintervieweeswereeither foreignersor
Cambodian returnees. They arenormally theownersand/or key partnersintheir firms.

3 Cambodian returnees refer to Cambodians who left the country and have returned to do
business. They normally hold dua nationality.
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3.2.6. Year of Establishment/Y ear in Consulting

Consultancy asaprofessionisnew in Cambodia. Asevidenced from Figures3and 4, the starting
point of the consulting businessin Cambodiawas 1993 for firmsand 1994 for individual consult-
ants. Thefirst consulting firmwas started by aCambodian returneefrom Europewho saw oppor-
tunitiesin providing consulting servicestoforeign firmswishing toinvestin Cambodia. Thefirst
Cambodian individual consultant started out working for the devel opment projectsof various
non-governmenta organizations(NGOSs).

Theaveragenumber of yearsin businessof theinterviewed firmsisjust over five. Foreign consult-
ing firms appeared to have gained an earlier foothold in the Cambodian market: they havean
average of more than seven yearsin the business. Big international players such asKPMG,
PricewaterhouseCoopers(PwC) and regiona player such asIndochinaResearch Limited (IRL)
wereamong thefirst entrantsin the market. They focusmainly, if not solely, onforeign clients
(foreign-invested bus nesses and foreign devel opment agencies). Thus, foreign investment has
beenamajor driving forceinthe emergence of consultancy asaprofessionin Cambodia.

Figure3. Establishment of ConsultingFirms
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3.2.7. Qualifications

Generdly, theconsultantsinterviewed wereadl well quaified. Approximately haf of interviewees
(45%) inthefirm category possess postgraduate degreesand thefigureis much higher (86%o) for
theindividual category. Six individua consultants (16%) hold aPh.D. degree. Themgjority of
consultantsinterviewed isfluent in English and appearsto be knowledgeableintheir fields of
gpeciaty. Compared to the consultantsinterviewed in our study in Vietnam (see MPDF sdiscus-
sion paper No. 15), wefound that the Cambodian counterparts appeared to have arelatively
better knowledge and understanding of Western terminology inthe areas of consultancy and
busi ness management. Thiscan be explained by thefact that Cambodian consultantsare more
likely to have experienceworking overseasand an advanced degreefromaWestern university.

Theinteraction betweenforeignandloca consultantsal so helpsconsultantslearn from each other
andimprovetheir skills. Foreign consultantsareworking not only for branchesof foreign consult-
ingfirmsbut asofor many local firmsasthesefirmsemploy foreignersor engagethemin partner-
shiparrangements. Unlikein Vietnam, wherethe number of local consulting firmsemploying for-
eign consultantsremainslimited dueto restrictionson foreign workers, therearefew restrictions
ontheemployment of foreign consultantsin Cambodia

Thefact that most of the managing directorgkey partnersweinterviewed arewell qualified as
consultantsdoesnot meanthat their staff areal so qualified. A number of consultantsexpressed
their dissatisfactionwith thepoor quality of work doneby locd staff and attributed thisto the poor
education systemin Cambodia. One consultant interviewed said that her firm tendsto employ
more expatriates because:

“...local staff lack skills, methods and motivation to achieve quality. Many of thelocals hold very
high degrees but their real level of education isvery low due to the low standard of the education
system. Asa matter of fact, the enterpriseisreally interested in having more local consultantsin
order to cut costs. But when it comes to quality, the firm has no choice but to hire expatriate

consultants. “

Shethen cameto suggest that the government shoul d reengineer the education systemto strengthen
thequality of education.

3.3. Who Ownsthe Consulting Firmsin Cambodia?

Table8. Ownership of Interviewed Firms

Ownership Type No. Per centage
Domedtic Private 28 63.7
Joint Venture 3 6.8
100% Foreign Owned 10 22.7
DonorsNGOs 3 6.8
Total 44 100

Table 8 showsthe number and percentage of firmsregistered in each category according to
ownership type. Most of the 100% foreign-owned firmsare branches or subsidiaries of interna-
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tional consulting firmssuchasKPM G, PwC, and Grant Thornton. Nearly two-thirdsof thefirms
(63.6%) wereregistered asdomestic privatefirms. Thisdoes not reflect thetrue picture of own-
ershipinthesampleinterviewed. A number of intervieweestold usthat their firmswere 100%
owned by foreign partners, but registered asdomestic privatefirms. It isnot clear why foreign
ownersof consulting firmsregistered their companiesasloca firms. Giventhat nearly haf of the
intervieweesinthe Firm Group areforei gners/Cambodian returneesand most of them arekey
partnersintheir firms, wewould expect morethan 50% of thefirmsin our sampleto beowned or
shared by foreign partners.

3.4. How Bigare Consulting Firmsin Cambodia?

3.4.1. Sizeof Consulting Firms

In general, consulting firms in Cambodia are small in size. On average, a consulting firm in the
interviewed sample had 17 employees, of whom 10 were consultants and/or professional staff and
the remaining seven were supporting and administrative staff. Table 9 shows anumber of firmsin
different categories according to the number of employees. About one-third of firms employ be-
tween six and 10 employees and nearly 80% of the total number of firms interviewed have 20 or
fewer employees. The average figure was actually pushed up significantly by thefour largest firms:
two big international firms (KPMG and PwC), one foreign-owned, locally registered company
(Interguess), and one NGO that works on private sector development at provincia level (SME
Cambodia). These four organizations employ 232 employeesin total. The average number of em-
ployees employed by other consulting firmsin our sample would be reduced to just under 13if these
four firmswere excluded.

Table9. Number of Employees

Number of Employees No. of Firms Per cent
1-5 7 15.9
6-10 14 31.8
11-15 7 15.9
16-20 7 15.9
21-50 7 15.9
51 and over 2 4.6
Total 44 100

Among thethreelargest groupsin our sample (Marketing and Advertising, Accounting, and Law),
accounting firmsarethelargest in sizewith an average of 27 employees, twiceaslargeasthelaw
firms, which each employ approximately 13 people. Theprovision of accounting servicesiscon-
centrated in asmall number of largefirms, while marketing and advertising and business|egal
servicesareprovided by ardatively large number of small firms.

Table10. AverageNumber of Staff in Firmsinthe ThreeL argest Categories

Typeof Firm Average Number of Staff
Accounting 27
Marketingand Advertising 16
Law 13

Foreign consulting firmsaresignificantly larger than the sample average and almost threetimes
larger than their domestic counterparts. Thetotal number of staff employed by the10foreignfirms
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is313, whichisgreater than thetotal number employed by al 28 private domestic consulting firms
combined (293 people). Thetotal number of staff employed by thethree NGOsinthesampleis,
on average, twiceaslarge asthe number employed by domestic consulting firms.

Table11l. AverageNumber of Staff in the ThreeDifferent Typesof Firms

Typeof Firm AverageNumber of Staff
Domestic Private 1
Foreign Owned 31
NGO 24

3.4.2. Employment of Foreign Consultants

Twenty-six of thefirmsinterviewed (about 60%) empl oy foreign consultants, whileninefirms
(about 20%) empl oy Cambodian returnees. Combining thetwo categories, and remembering that
somefirmsemploy members of both groups, atotal number of 32 firms (73%) employ either
foreignersand/or Cambodian returnee consultants. Themgjority of theseforeignersand Cambo-
dianreturnee consultantsareownersor key partnersintheir firms. A number of them have exten-
sveconsulting experienceabroad. Firmscan certainly benefit from the experienceand skillsthat
these consultantsbringin.

3.5. What Services Do Consultants Offer?

Thissection presentsabrief description of servicesoffered by consulting firmsand individual
consultantsin Cambodia. It beginswith adescription of servicesoffered by consulting firms. We
will then provideabrief summary of the nature of the servicesoffered by individual consultants.

3.5.1. ServicesOffered by Firms

Chart 2 showsthe shareintermsof the number of consulting firmsoperatinginthecoretargeted
areas. Asindicatedin Table 1, atotal number of 83 firmsfall into the coretargeted areas. Market-
ing and Advertising condtitutesthelargest category and accountsfor nearly half of the number of
firmsidentified (44%). Only threefirmswereidentified asoperatingintheareaof Generd/Strate-
gic Management and they accounted for only 4% of thetotal number of firmsidentified inthe
target areas.

Intermsof the estimated total number of staff workingineachfield, thesharesaredightly differ-
ent. Marketing and Advertising remainsthelargest category with an estimated total of 592 em-
ployees. Thisnumber accountsfor 44% of the coretarget areasof study. Itisestimated that there
areapproximately 38 staff workingintheareaidentified as General/Strategic Management. The
estimated total number of staff workinginall thefiveareasisaround 1,400.
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Chart 2. Shareof the ConsultingMarket by Firm Type
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Table12. Estimated Number and Per centage of Staff Workingin theFive
CoreTarget Business Service Areas

Consulting Area Estimated No. of Staff in Each Area  Percentage
Accounting and Finance 270 20.2
Marketingand Advertisng 592 44.2
BusinessLega Services 260 19.4

IT for Business 179 134
General Management 38 2.8
TOTAL 1,339 100

Accountingand Finance

Ten consulting firmsfall into our Accounting and Finance category. Thesefirmsoffer various
servicesand branchesof biginternationa firmssuch asKPMG and PwC belonginthiscategory.
Besides accounting and finance, some of thesefirmsalso offer servicesin other areassuch as
recruitment and investment advisory servicesfor foreigninvestors. However, their mgjor services
areintheareaof accounting and finance, wheresix of the 10 firmsoffer auditing services(their
major servicein Cambodia). Tax and tax-rel ated services (such aslegal adviceinthetaxation
areq) are, inmost cases, their second largest service.

Themgjority of their clientsareforeign businessesor foreign-affiliated organizationssuch asNGOs,
donor-funded devel opment projectsand devel opment agencies, which arerequired to comply
withinternationa accounting and auditing standards.

Consultantsworking for thesefirmsaregenerdly highly quaified. Thetwo*big” internationd firms
(PwC and KPMG) arethe major playersin thisfield in the Cambodian market. Other firms,
especially local ones, aresmaller in size. However, their key consultants often have extensive
experienceworking for the“big four” beforeleaving thesefirmsand establishing their own. In
addition, othersal so received postgraduate studiesin Western universities.
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Marketingand Advertising

Marketing and Advertisingisthelargest category intermsof number of firmsoperatinginthe
market (37 firms). Themain servicesoffered by firmsinthiscategory are:

* Adviceonadvertising strategies,

» Designand production of posters, brochures, |eaflets, newspaper supplements, ban-
nersand billboards;

* Mediasarvices(design, production, and assistancein placing advertisngin print me-
dia, TV andradio);

*  Webstedesgn;

»  Preparation and publication of directoriessuch at the Yellow Pages,

»  Event management and busi ness promotion; and

* Market research.

Themagority of firmsinthiscategory offer advertisng and advertising-related servicesbut do not
offer consulting servicesin thestrict definition of theterm. They are business support services
(operational) rather than management advisory serviceswith astrategic component. To some
extent, joint ventures and foreign compani eshave created thisholein themarket, asthey tend to
call on Cambodian firmsto provide support servicesrather than ask them to becomeinvolvedin
strategic thinking. Thelatter isgenerally handled by firmsfrom overseasor, to someextent, by
branches of the“big players” in Cambodiaor by firmsin the General/Strategic M anagement

category.

Customersof firmsinthe Marketing and Advertising category vary depending on the types of
servicesoffered. Internationa organizations, aswell asmany privatedomestic firms, use market-
ing and advertising support servicesto design and produce brochures, posters, leafl etsand ban-
ners.

General/Strategic Management

Three consulting firmsfall into the General/Strategic Management category. The servicesthese
firmsoffer vary, but al haveastrategic component. Thefirmsprovidemultinational corporations
with information and advice on market entry strategiesand how to succeed in the Cambodian
market. Two of thesefirmsal so providerecruitment servicesto foreign enterprises.

Themgority of their clientsaremultinationa corporations, foreign organizationsand international
development agencies. Consultantsworking inthesefirmsarehighly quaified andincludeamix-
tureof expatriatesand Cambodian nationals. Two out of threefirmsidentified areforeign owned,
athough only oneof themisformally registered asaforeign entity. Thetypeof servicesoffered by
consulting firmsin the General/Strategic M anagement category are perhapsclosest totheinterna-
tional concept of “management consulting services,” sincetheir servicesaremorestrategic than
operational. Themodest number of firmsand consultantsoperating inthisareaisaclear sign of
theunderdevel opment of themarket demand for strategic servicesin Cambodia.
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BusinessL egal Services
Fromvarioussources, weidentified 21 law firms. Depending ontheir capacity, firms

may specializein certain areas, but together theselaw firmsoffer awiderangeof servicesinclud-
ingthefollowing:

* Budgnessregidration;

» Contract drafting and document preparation;
» Maediationandlitigation services,

» Trademark registration and protection;

» Taxadvisory and compliance services,

» Landand property transactions; and

* Esatesarvices.

A number of firmsalso provideother civil legdl servicessuch ascivil litigationtoindividuas. Law
firmsaresmaller insizein compari sonwith accounting and advertising and marketing firms. They
serveawiderangeof customersincluding foreign and domestic enterprises.

IT (Information Technology) for Business

Wefound 13 firmsoffering I T-related services. Therewereanumber of other firmslistedinthe
Y ellow Pagesin the I T-related category but they are merely Internet Cafés or shopsthat sell
computersand I T equipment. Assuch, wedid notincludethesefirmsinour I T category.

IT firmsoffer thefollowing servicesto awiderange of clients, including foreign and domestic
businesses

»  Softwaredevelopment;

*  Web hosting and internet services,

*  Websitedes gnand management; and
» Database design and management.

Ingeneral, themajority of servicesoffered by Cambodian I T firmsare operational rather than
strategic in nature. The market for operational servicesexists becausethereisademand and
willingnessto pay for such servicesby both foreign-invested and loca firms. However, themarket
for strategic I T servicesislargely underdevel oped and only foreign-invested businesseshavethe
demand and willingnessto pay for these.

3.5.2. ServicesOffered by Individual Consultants

Morethan 90% of theindividua consultantsinterviewed offer consulting servicesto donor orga:
nizationsor donor-funded projects. They mainly perform devel opment-related work such asfea
shility studiesfor potentia projects, field surveys, eva uations, community development, natural
resources management, promoting micro-financeingtitutionsand solving financial management
problems, etc. Few of theseindividual consultants stated that they bid for contractsfrom donors,
henceit seemsthat themgjority of these consultantswork assub-contractorsof largeinternational
or local consulting firmswho win contractsfrom such donors.
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3.6. Who Arethe Clients?

Foreign businesses, including both 100% foreign-owned enterprisesandjoint ventures, aremaj or
clientsof consulting firms. Themgjority of the 44 firmsinterviewed reported that they offer con-
sulting servicestoforeign businesses. Table 13 showsthe average number for each major client
group served by the surveyed consulting firms. The average number wasnot cal cul ated for the
wholesampleinterviewed, but only for those consulting firmsthat provided uswith absolute
numbersof clientsserved (seethe column“number of replies’), andit should be noted that some
firmsserved morethan onetypeof client. Many consulting firmseither: declined our request for
exact client numbers, did not remember, or had never classified their clientsinto different catego-
ries. It isworth noting that the absolute number of clients may be inaccurate as most of the
intervieweesrelied on memory for thisinformation. Also, theinterpretation of the average number
of clientsislimited because many of thefirmsinterviewed did not volunteer aspecificfigurefor the
reason stated above. Hence, the absol ute average figures are not agood representation of the
overal numbersof clientsinthemarket. However, therelative difference between average num-
bersfor different groupsof clientsisagood indicator of client portfolios. Thisrelativedifferenceis
expressed inthe estimated share (in percentage) of different typesof clientsshownintheright-
hand column of Table13.

Table13. AverageNumber of Each Major Client Group Served by Consulting Firms

Major Client Group ~ Number of AverageNumber Client Portfolio
Replies of ClientsServed  (estimated)

SMEs 33 17 15.3%

NGOs 24 25 22.5%

Joint Ventures 23 27 24.3%

100% Foreign Owned 23 37 33.3%

Donors 19 5 4.5%

Total 11 100%

Asshownin Table 13, joint ventures and 100% foreign-owned businesses are the two largest
groupsof clients. Together, these groups accounted for nearly 60% of al consultancy clients,
while SM Esaccount for only 15.3%. A moreextensivediscussion of SME clientsisprovidedin
the next section.

Devel opment agencies (national and international) accounted for morethan aquarter of clients
(22.5% NGOs plus 4.5% donors). Thisis probably uniquein Cambodia, especially in Phnom
Penh, where devel opment agenciesare so numerous.

3.7. Who Dominatesthe Market?

Foreign consulting firmsdominate the market in termsof thetotal number of clientsserved and
staff employed. Table 14 bel ow showsthe estimated number and percentage of clientsserved by
eachtypeof firmintheinterviewed sample. Two-thirds(66%) of thetotal number of clientswere
served by the 10 foreign firmsin the sample, whereas only about 27% of clientswere served by
the 28 private domestic consulting firms. Thesefiguresaremideading, asmany of the purportedly
privatedomesticfirmsareinfact owned entirely or largely by foreigners. Hence, the proportion of
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clientsserved by al of the 100% foreign-owned consulting firmswould be much higher if this
other factor were taken into account.

Table14. Estimated Number of Clients Served by Different Typesof Firms

ConaultingFirm AverageNumber  Estimated Per centage

of ClientsServed  Total Number of

Clients Served*

Foreign Busness 479 4,790 66
Joint Venture 18 54 0.7
Domestic Business 70 1,960 27
NGOs 152 456 6.3
Total 719 7,260 100

Foreign consulting firmsal so dominate the market in terms of numbersof employees. Aspre-
sented in Section 3.4, the number of staff employed by the 10 foreign consulting firmsishigher
than thetotal number employed by the 28 domestic firms. Inadditiontotheworkforceavailable
onste, theseforeign consultingfirmscan aso call on staff fromtheir s ster branchesin neighboring
countriessuch as Thailand and Vietnam.

Except for thefirmthat producesthe Y ellow Pages (Interquess), al theforeign firmsfocuson
serving the upper-end of the market: foreign-invested enterprises, and devel opment organi za-
tions. SMEs currently do not focuson thisupper-end market.

3.8. How Do Consultants Charge for Their Services?

Thefeesconsultantschargefor their work vary significantly from consultant to consultant, service
toserviceand clienttoclient. Itis, therefore, impossibleto get acommon figurefor fees. Experi-
enced foreign consultants may chargeforeign clientsup to athousand dollarsaday whilecertain
local consultantsare happy with adaily rateaslow asUS$30. However, it appearsthat thereis
somestandard fee structure that foreign-owned enterprisesand devel opment organi zations apply
whenthey hireinternational andloca consultants. Thedaily rate offered by adevel opment agency
for alocal consultant with agraduate degree rangesfrom US$50 to US$200. Local consultants
who providelow-end operational servicesearn much lessthan thosewhowork in the upper-end
of themarket.

Oneinteresting finding isthat many local consultantsinterviewed wereabletotell ustheir respec-
tivedaily rates. Thiswasin contrast to their counterpartsin Vietnam, whereonly afew consultants
were ableto specify their pricing methodsand rates. Thisdifference could bedueto ahigher level
of professionalism on the part of Cambodian consultants, or at least thoseinterviewed inthis
study. However, any comparison should beread with caution asthe focus and sampling methods
employed for thetwo studieswere different. Furthermore, as pointed out earlier, most of the
individua consultantsinterviewedinthisstudy sell their servicesto NGOsand devel opment agen-
ciesthat areinclined to usethedaily rate method of cal culating costs.

4 Thisestimation is cal culated by multiplying the average number of clients served by afirm with the
number of firmsidentified in each category. The average number of clients served by afirmis calculated for
only those firms that provided the exact number of their clients.
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4. CONSULTING FOR CAMBODIAN SMEs

4.1. Do Cambodian SMEs Use Consulting Services?

Asshownin Table 13, theaveragenumber of private domestic clientsserved by aconsulting firm
is17. Approximately 70% of the consulting firmsinterviewed said they provided consulting ser-
vicesto Cambodian SMEs. These numbers suggest that afair number of SMEsin Cambodia
have been using consulting servicesand arel atively high proportion of consulting firms have of -
fered these servicesto SMEs. Given that many foreign-invested businessesin Cambodiaare
often registered as domestic enterprises, the number of actual Cambodian-owned SMESsusing
consulting servicesis probably lower. Thiswas evidenced in our interviews, asanumber of
intervieweesreferred tolocally registered but foreign-invested businesses aslocal SMEs. Fur-
thermore, thefiguresaonetell little about the nature of servicesoffered to/used by local SMEs.
Thefollowing section aimsto shed somelight onthisissue.

4.2. What Types of Consulting Services are Used by SMES?

Although on averagethefirmsinterviewed served approximately 17 SMES, thenumber of SMEs
served by different typesof firmsvaried significantly. Theaveragenumber of 17 SME clientsis
inflated ssgnificantly by thenumbersfromalaw firmwith 150 SME clients, aconstruction/ archi-
tecture consulting firm with nearly 100 SME clients, and afew other firmsworking in marketing
and advertising services, which had more than 20 SME clients each. The services offered to
SMEsby thesefirmsarenot really management advisory services, but fal into abroader business
support category or are operationa in nature. For example, the Marketing and Advertising ser-
vicesused by SMEs are mostly advertising-rel ated services such as production of banners, bro-
churesandlesflets,

Based on our interviews, it would appear that SMEsuse few or no management advisory ser-
vices. Thetwo Generd/Strategic Management firmssaid they only offered servicesto ahandful of
large SMEs and that the services offered were not strategic in nature. Only one out of seven
accounting firmsinterviewed said they offered tax advisory servicesfor asmall number of SMIEs.

Although we do not have precise statisticson the size of the SM Esthat used servicesfromthe
consulting firmsweinterviewed, thefindingsfrom our interviewsstrongly suggest that most SME
clientsare at thetop-end of the private domestic sector.

4.3. Reasons Why Consultants Do Not Offer Servicesto SMEs

Duringtheinterviews, we asked consultantsfor their perceptionsand/or experienceof working
with SMEs. Below are the most frequently mentioned reasonsfor not doing so (from most to
least):

» SMEscan'tafford consulting services;
» SMEsaredifficult towork with; and
* SMEsdon't seetheneed for consulting services.

Given that themajority of SMEsare small and consulting servicefeesarenormally high, itis
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understandabl e that many SM Escannot afford to pay for consulting services (see Section 3.8).

“SMEsaredifficult towork with” wasthe second most frequently mentioned reason for not
serving SME clients. A number of interviewees complained that SMEswerenot professiona in
their dealingswith consultants. Some say SMEsdo not know what they really want and do not
have experienceinworking with consultants. Oneinterviewee hasfoundit very difficult towork
withthe SMEsowned by rich andinfluential Cambodians.

However, not al consultantsinterviewed agreethat SMEsare difficult towork with. One stated
thet:

“ Most of the private domestic enter prisesar e better than some NGOs. They (NGOs)
demand too much and can changetheir needsregularly.”

Another consultant, thedirector of alaw firm, appeared to bewilling towork for SME clientsbut
not for someforeign enterprises. According to him, “ someforeign enterprisesarenot ethical .”

“SMEsdon’t seetheneed for consulting services’ wasthethird most frequently mentioned rea-
sonfor low usage among SM Es. Morethan 30% of consultantsinterviewed said that SMEsdo
not have avision of wherethey aregoing, arevery short-term oriented or “too traditional” and
think that they do not need the help of consultants. Thedirector of onelaw firm provided insight
intothisissue:

“ Many rich SME ownersusually go to work directly with the gover nment and make al ot of under -
the-table payments so they can operate their businessin a very smooth manner. Thereisno rule of
law and conduct in Cambodia. So the lawyer isnot really needed, especially by SMESs.”

Aswell asthesethreereasons|isted above, severd intervieweesfet that lack of trust of consulting
firmsasanother reasonwhy SMEsdo not use consulting services.

23



5. OBSTACLES, CHALLENGES AND NEEDS

5.1. Obstaclesand ChallengesFaced by Consultants

Table15. Obstaclesand ChallengesFaced by Consultants

Obstaclesand Challenges No. mentioned
Saffing™* 18
Corruption/Bureaucracy/Uncertainty 25

L ack/Shortage of Resources 18
Limited Demand 16
LanguageBarriers** 5

Note: (*) appliesto Firm Group only; (**) applies to Individual Group only.

Table 15 showsthe obstaclesand challengesfaced by consultants. Theseweredividedintofive
broad categories. saffing, adminigirative congraints (including corruption, excessive bureaucracy,
and uncertainty about changing regulations), resources, demand, and languagebarriers.

Staffing wasamong the most frequently mentioned challenge (18 firms). Staff-rel ated challenges
include: lack of qudified staff, difficultiesin finding qualified consultants, and staff loyaty. A num-
ber of consultantsinterviewed believethat the Cambodian education systemisresponsiblefor the
lack of qualified staff. Staff loyalty wasal so aconcern for anumber of firms.

Eighteen interviewees mentioned alack of accessto information resourcesasamajor constraint
totheir work. Accesstoinformationisoften cited asaprobleminmost devel oping countriesand
Cambodiaisno exception; it tendsto be especially difficult to obtain reliable statistical dataon
industries, marketsand the economy asawhole.

Themost frequently mentioned problem encountered by consultantswas corruption/bureaucracy/
uncertainty. Like accessto information, corruption, bureaucracy and red tape arecommonin
many devel oping countries. Theproblemisparticularly acutein Cambodiawherepolitica insta-
bility isaseriousproblemthat hindersnational development. A number of intervieweesexpressed
frustrationindealingwith government officias. They a so complained about corruptioninbidding
for projects. In somecases, local consulting firmshaveto pay ahigh commissionto thosewho
award the contract to them. Factors such asthese may have some bearing on the opportunistic
and short-term orientated nature of many consulting firmsin Cambodia.

Onthedemand side, 16intervieweesstated that they havefaced difficultiesgetting enough work.
Oneof thereasonsfor thismay bethat there aretoo many consulting firmsand NGOs offering
consulting servicesin Cambodia, given the size of the market. Therewere complaints, too, that
the donor and NGO communitiesin Cambodiahave, to agresat extent, distorted the consulting
market in Cambodia. Loca consulting firmsfound it difficult to competewith NGOssincethey
raisemoney frominternational sourcesand do not haveto pay taxes. A small number of foreign
consultantsviewed thelanguage barrier asan obstacletotheir work.
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5.2. Training and Other Needs

In theinterviews, we asked the consultants whether their staff (if in the Firm Group) or they
themsdlves(if inthelndividua Group) need trainingin consulting skills. Wegot amixed response
tothisquestion. A number of intervieweesinthe Firm Group saw littlebenefit from formd training
but saidthey prefer on-the-jobtraining for their staff, with effectiveinteraction between senior and
junior consultantsbeing key. However, at least half of theintervieweesinthe Firm Group saw the
benefit of formal training and would send their staff on aconsulting skillscourseif onewere
available at an affordable price. Somelisted the specific skillstheir employeesrequire. These
included report writing, identifying theneedsof clients, communication kills, professonalism, and
effective management for aconsulting firm. Othersdid not name specific skillsbut referred to
consulting skillsingenerd.

Communication gppearsto beakey areathat consultantsneed toimprove, especialy whenworking
with SME clients. Asmentioned in Section 4.3, thebdlief that “ SM Esaredifficult towork with”
wasamong the most frequently mentioned challengeswhen consultants discussed their effortsto
sl their servicesto SMEs. This“ difficult towork with” comment islikely dueto alack of under-
standing onthe part of both SMEsand consultants. Consultants need to communi cate more effec-
tively, especidly with regard to how their services can benefit clients.

Thefact that asignificant number of consultantsinthe Firm Group see staffing asakey challenge,
andthat individual consultantsoften go onto establishtheir ownfirms, suggeststhat theremight be
amarket for areasonably-priced training course on how to run/manageaconsulting firm.

Consultantsal so stressed the need for better accessto varioustypesof information, including

statistical information onindustriesand marketsin Cambodia. Many a so expressed their wishfor
amoretransparent and stable business environment.
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6. CONCLUSIONS

6.1. General Conclusions

Ingeneral, the consulting market in Cambodiaisyoung and underdevel oped. M anagement con-
sulting asaprofession started to emerge only in the early 1990swhen aCambodian returnee set
up abusinessto provide corporate servicesto foreign investorswishing to start businessesin
Cambodiaandtwo* bigplayers’ of international consulting, PwC and KPMG, established offices
here. While other Cambodian-owned and foreign-owned consulting firmsfollowed after that,
thesefirmsarerelatively small and (with the exception of afew) offer operational businessser-
vices, rather than strategic consulting. Theselow-end firmscover what aretraditionally functional
areas. General/Strategic M anagement, Accounting and Finance, Marketingand Advertising, I T,
and Legal services.

Therather smplistic natureof consulting servicesbe ng offered reflectslesson the qudifications of
consultants (asthey tend to have more education and experiencethan their counterpartsin Viet-
nam) than on thedemand for consulting servicesin Cambodia. Withthemajority of private com-
paniesbeing small- and medium-sized and rarely setting along-termvisionfor their business, few
seetheneed, or arewillingto pay for, relatively high-priced strategic consulting services. If the
number of firmsinaconsulting category servesasaproxy for demand, then demandislargely for
marketing and advertising consultants. Eveninthisarea, demandisfor smpleservicessuch as
preparing advertising materials(i.e. brochures, lesflets, and mediacampaigns). Thisreflectsthe
underdevel oped market conditionsin Cambodiawherefirmsaretill haveaconsumer rather than
aproducer mindset (asmany of the businesseshereimport merchandisefor Cambodian consum-
ers). Thissituationwill likely change once Cambodian busi nesses start producing for theworld
market, hopefully with moreaccessasaresult of Cambodia srecent entry into theWorld Trade
Organization (WTQO). Only thenwill strategic consulting servicesbein demand. Existing demand
for high-end (strategic) servicescomemainly from foreign-owned andjoint venture enterprises,
donorsor donor-funded projects, and NGOs.

The consulting market in Cambodia, especially the upper end, isdominated by foreignfirms. In
fact, two-thirds (66%) of thissmall pool of clients (foreign-owned and joint venture enterprises,
donorsor donor-funded projects, and NGOs) isserved by the 10 foreign firms, while 28 domes-
ticfirmsserveonly 27% of these clients. Thisisnot surprising asforeign firmswerethefirst
comerstothemarket, havealanguageedgein Englishand are better at cultivating client relations.
Moreover, someof theseareinternational consulting firmswith established credential sand qudity
assurance.

Surprisingly, inspiteof limited demand, only about 20% of consultants (16 out of 82 interviewees)
indicated that lack of demand isamajor constraint to their business. Thiscould be becausethe
number of thekey playersisdtill relatively smal. Therefore, thereisenoughwork for firmsthat are
reputable.

Corruption, bureaucracy, and uncertainty in the economy are major hindrancesto conducting

business. Thisisnot surprising asother sectorsin the economy expresssimilar frustrationswith
bureaucracy and corruption. What isinteresting isthat 44% of the consultantsconsider thecom-
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bination of accessto resources (particularly information) and staffing asconstraintsto their busi-
nesses. Thissuggeststhat thereissomeroomfor improving thequality of their servicesdespitethe
highleve of education attained by these consultants. Of particular interest isthe need for industry
information and fundamenta consulting skills. Thefeasibility and economicrationaefor filling this
gap, however, hasto be considered with care.

Asinany other sector inthe Cambodian economy, consultancy isamale-dominated profession.
Only about 10% (8 out of 81) of theintervieweeswerefemale. Thislow rate of femal e consultants
islikely aresult of thelimited educational opportunitiesavail ableto Cambodian women. Cultural
constraintsfrequently prevent Cambodian women from attaining the higher level sof education,
communication skillsand theassertivenessrequired for consulting.

6.2. Recommendationsand | deasfor Possiblelnter ventions
6.2.1. EncourageDemand

Theunderdevel oped consulting market in Cambodiaisaproduct of the country’ srelatively young
economy. Demand for consulting servicesisfor basic servicesonly, and evenfor those, demand
islow. Thus, any interventionsmust take such factorsinto account if they are going to succeed.
Whilethesupply sidemay need some stimulationintermsof market informationandtrainingin
basi c consulting skills, amoreimportant i ntervention towards growth of the consultingindustry
wouldlikely bethat of encouraging demand and raisng SMES awarenessof thebenefitsof using
BDS. Encouragement of demand coul d be achieved through demonstration.

Somedonorsand devel opment agencies(including M PDF) areadready facilitating the hiring of
BDSprovidersto assist SMES; however, thiswork needs better targeting. Asmost businesses
need information about potential clients, more attention should be given to demonstrating that
using consultants can hel p businessesretain and acquire new clientsthat enabl ethem to become
moresuccessful and profitable.

Also, donors, who at present arethemost active usersof consulting services, should try asmuch
aspossibletoretainlocal consultants. Inaddition, they should consider taking an activerolein
building the capacity of local consultants. Thiscould take placein part by partnering local consult-
antswithinternational oneswhen thework requirestheexpertiseof international consultants. This
approach could help devel op the capacity of local consultantsasthey learn new skillsfrom their
foreign counterparts.

6.2.2. Build aNetwork

The consulting industry in Cambodiacould potentially grow and strengthen if consultantsestab-
lished anetwork to share experience among themselves. This could take theform of regular
informal gatheringsfeaturing guest speskerswho areexperienced internationa consultants. These
would exposelocal consultantsto new ideasand practi cesin bus nessconsulting. Such gatherings
would a so help establish asense of community and build trust among consultantsand would hel p
consultantsto identify complementary skillsamong their peers should they need to pool their
resourcesto bid or work for alarge project.

27



Helping consultantsto form anetwork isone areawhere donors could play abeneficial rolefor
thegood of both consultantsand the private sector at large. The precise structure of the network,
however, should not beimposed; rather, it should be decided on and devel oped by the consult-
antsthemsalves. Donorsand devel opment agenciescan help facilitate thisprocess.

The proposed network could also serveasavirtual focal point from which specific assistance
could beprovided, such astraining in consulting best practices.

6.2.3. Offer Training

Especially important would betraining in how to articul ate the val ue of consulting servicesto
prospectiveclients, aboveall for those consultantsworking with SMEs. By supporting suchtrain-
ing, donorscould help to promotethegrowth of aBDSmarket. However, adetermining factor is
the SMES demandfor services. Training must becombined, therefore, with conditiona incentives
or subsidiesfor alimited period of timeto assurethat SVIE clientsusethe servicesof thetrained
consultants.
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APPENDICES

Appendix 1. Definitions of Management Consulting Services®

MANAGEMENT
CONSULTING

SERVICE

General/
Strategic

M anagement
Consulting

COVERAGE

Advisory, guidance and operational assi stance servicesconcerning busi-
nesspolicy and strategy, and theoverall planning, structuring and control of
anorganization. Morespecifically, general management consulting assign-
mentsmay deal with oneor acombination of thefollowing: policy formula:
tion; determination of the organizationa structure (decision-making sys-
tem) that will most effectively meet the objectivesof the organization; legal
organization; strategic businessplanning; defining amanagement informar
tion system; devel oping management reportsand control s, businessturn-
around plansand management audits; and devel oping profit improvement
programsand other matterswhich are of particular interest to the higher
management of an organization.

Financial and
Accounting
Consulting

Advisory, guidanceand operational ass stance servicesconcerning decison
areaswhich arefinancial in nature, such as: working capital and liquidity
management; determination of an appropriate capita structure; analysisof
capital investment proposal s, devel opment of accounting systemsand bud-
getary contrals; businessvaluationsprior to mergersand/or acquisitions; etc.

Marketing
and
Advertising
Consulting

Advisory, guidanceand operationd ass stance servicesconcerning themar-
keting strategy and marketing operation of an organization. Marketing con-
sulting assignments may deal with one or acombination of thefollowing:
analysisand formulation of amarketing strategy; formulation of customer
serviceand pricing policies; sdlesmanagement and staff training; organiza-
tion of distribution channels(sell towholesaersor directly toretailers, di-
rect mail, franchise, etc.); organization of the distribution process; package
design and other mattersrel ated to the marketing strategy; advertising ser-
vices, and operationsof an organization.

Operations
and

Production
Consulting

Advisory, guidance and operational assi stance services concerning meth-
odsfor improving productivity, reducing production costsand improving
thequality of production. Production consulting ass gnmentsmay dedl with
oneor acombination of thefollowing: effectiveutilization of materiasinthe
production process, inventory management and control; quality control stan-
dards; timeand motion studies; job and work methods; performance stan-
dards, safety standards; officemanagement; planning and design; and other
mattersrelated to production management. It also includes servicespro-
vided by agronomistsand agricultural economists.

5> Adapted from United Nations Classifications Registry of CPC Version 1.1 and Provisional CPC.
http//esa.un.org/unsd/cr/registry/regcst.asp.
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Appendix 2. Focus areas of the Questionnaire

1. Nameand contact detailsof thefirm/consultant interviewed

2. Position of theconsultant (inthefirm)

3. Ageof the consultant

4. Gender of the consultant

5. Nationality of theconsultant

6. Y ear of establishment/ year began consulting

7. Ownership typeof theconsulting firm

8. Regidtration statusof the consulting firm

9. Products/ servicesdetailsof the consulting firm/ individua consultant
10. Number and type of clients/ contractsoffered by the consulting firm/ individual consultant
11. Staffing (of the consulting firm)

12. Qudification and background of the consultant(s)

13. Obstaclesfaced by firm/ individua consultant

14. Training needs

15. Perception of and/or experience on working with private sector
16. Revenueand consultant income

17. Associations/ networks



FIRM

No. Company Description Address Phone Fax Website/lemail
1 AdcomsConsultantsCo., Ltd  Business consultant Phum Krus, Khum Svay 012843433 simrasy @gocambodia.com
dangkum, Siem Reap 011843433 063964 654
2 Adfocus Media Design Advertising, Design & #298, St. 245 , Phnom Penh 023424535 adfocus@camnet.com.kh
Communication 12159 012879663 adfocus168@hotmail.com
011938 386
3 Angkor Certified Accountant-Tax-Lega-Business #110,Russian Federation Blvd., 023883174
Accountant (ACA) Consultant-Investment Phnom Penh 012807786 023885234 youkheang@camnet.com.kh
4 AT & C (Cambodia) Co., Ltd  Accountant-Businessconsultant #186C,St. 155, SK. Toul 023217848
Tompong |, Khan Chamkamon, 012661 166
Phnom Penh 012876089 023217848 AT.c@online.com.kh
012698 657
5 "BIC Group-Business Accountant-Businessconsultant  #92B, St. 432, Phnom Penh 023987082 023982690 info@bicgroup.com.kh
Intelligence “ Consulting
Group" 012575758
6 BN Consult Research, Business consulting,  #62, St. 111, Phnom Penh 023210764 sengbunly@bnckh.com
Software Development 012858571 admin @bnckh.com
7 BNG-Advocates& Solicitors  Lega #384, Monireth(St. 217), 023217510 023212840 info@bngkh.net
Phnom Penh 012763616 hhn@bngkh.net
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8 CAGQG, the Classfy The classfy Advertising Guide  #41B, St. 350, Phnom Penh 011756700 cag_magazine@yahoo.com
Advertising Guide 012964 067 WWW_cagpage.com
9 Cambodia Estate Agent Sdl, Rental, Buy, Consultant #78, St. 108 Corner St. 51, 023220361 023990366  cea@camintel.com
Evaluation & Development Phnom Penh 012610222
Management
10 "Cambodia International Investment-Legal #33Eo0, St. 178 Phnom Penh 023212966 023219077 cilf@online.com.kh
“Law Firm" 023219066
012813531
11 CambodiaLaw Firm Lega #1509, St. 113, Phnom Penh 023212958 023212958
12304 011883988
12 Cambodia Media Monitor Research, Marketing Analysis  #8, St. 311, Phnom Penh 023884958 cmm@online.com.kh
(CMM) 016824719
13 Cambodia Mekong University  Business consultant #9B, St. 271, Phnom Penh 023882211 info@mekong.edu.kh
012634647
012809191
14 Cambodia Research For Research & Traininig #77, St. 103 Corner St. 474, 023364263 023364263 crd@mobitel.com.kh
Development Phnom Penh 011699901
012804420
15 Cambodian BusinessReview  Consultant, Business Consultant #53, Preah Monivong, 023430630 023224815 Cambodia business@
Phnom Penh (Phnom Penh 016880753 online.com.kh
Hotel, Room # 24) info@cambodiaglobals.com
16 CamEd Training & Research #382, St. 214 Corner 107, 023986 960 director@cam-ed.com
Phnom Penh 023986 522 office@cam-ed.com
023986 961
012850148
012823174
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17 Clay Media Media & Advertising #23, 1st Floor St. 237, SK. 023994875 023880075 cavin@claymedium.com
Depo I, Khan Toul Kok, 011918513 www.claymedium.com
Phnom Penh
18 CLRDC-Cambodia Lega Lega, Research Trade #45, St. 355, Phnom Penh 023882943 023882943 clrdc@camnet.com.kh
Resources Development Centre 012232 366
012804501
19 Design Group Graphic & Advertising #367, Sisowath 023211357 023219063 rich@dgcambodia.com
(FCCBuilding) 012802850 info@dgcambodia.com
Phnom Penh, 12206
20 Developing Marketing Promotion & Research #280, St. 110, Phnom Penh 012772250 lovely@yahoo.com.kh
Group Office 012515002
016 588 000
21 Ek Design graphic/website design #2, St.174, Phnom Penh 012222002 023222002 info@ekdesign.com.kh
www.ekdesign.com.kh
22 Emerging Markets Private Sector Devel opment #191E3, Sisowath Quay Trent Eddy 023215616  trent.eddy@emerging
Consulting & Business Consultants Phnom Penh 012816550 markets.com.kh
Hong Setha hong.setha@emerging
012819367 markets.com.kh
www.emergingmarkets.com.kh
23 Fides Services (Cambodia) Ltd Auditors-Accountants-Tax- 60C, Mao Tse Toung Road, 023217307 023217308 fides@fides.com.kh
Legal-Business Consultant Phnom Penh 016880104
24 GoCambodia.com, Part Mkting & Ads #170, Norodom Blvd., 023212004 023212005  sales@abc.com.kh
of ABC Phnom Penh 012416 600 sales@gocambodia.com
sales@gocambodia.com
25 Grant Thornton Law & Certified Public Accountants Suite 14, Hotel Cambodiana, 023218266 023218218  deep@gt.com.kh
Associates Co Ltd Sisowath Quay, Phnom Penh 012456 737 waltra@everyday.com.kh



26 Graphic Roots Co., Ltd Design & Ads #216B, St. 63, Beoung Keng 023210712 023987712  graphicroots@online.com.kh
Kang I, Phnom Penh 016936 387
27 Green Goal Ltd Legal, research, planning #33B, St. 210, Teuk Laok 3, 023883144 greengoal @online.com.kh
and M & E, Architetural, Khan Toul Kok, Phnom Penh 023883144
Engineer consultancy and
building construction
28 HR Inc Cambodia Ltd Human Resoure Consulting, #173E3, St. 215, (Nehru Blvd.) 023884187 023884187  sandra.damico@sms.com.kh
Recruitment, Training Sankat Psar Deumkor, 023987975 hrinc@hrinc.com.kh
Consultants, Professional (GPO Box 1201), Phnom Penh, 012766 748
Development & Administration
Outsourcing
29 Indochina Research Ltd Business consulting, #9, Mao Tse Toung(St.245) 023215184 023215190  research@irl.com.kh
Research & Marketing Phnom Penh 023362 753
30 Inkjet Image (Canbodia) Mkting & Ads #21, St. 230, Phnom Penh 023986506 023881486  askkh@inkjetimages.com
Pet Ltd
31 Interquess Enterprise Y ellow page publication, #62, Str. 125, Phnom Penh 023218100 023211511 yp@interquess.com
advertising
32 Khmer Dev IT consultant #36, Str. 5, Phnom Penh 012752972 touch@khmerdev.com
33 KPMG Cambodia Accountant-Business #2, St. 208, Phnom Penh 023216899 023216405  kpmg@kpmg.com.kh
consultant & Tax Services
34 MorisonsKak & Associes Accountant-Business #25 St. 360, Phnom Penh 023218994 023218993  kakcpa@online.com.kh
consultant-Tax consultant,
Accounting & Auditing
35 MSA CambodiaLtd Mkting & Ads #52AEo0, St. 113, Phnom Penh 023990799 023990798  msacam@camnet.com.kh
012619080
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41

42

MSD-Market Strategy &
Development Co., Ltd

NAS Co., Ltd

Prefer Software

PricewaterhouseCoopers
(Cambodia) Limited

Red Dot (Cambodia) Co., Ltd

SME-Small and Medium
Enterprise Cambodia

SMS-Strategic Management

Solutions

Vanda Institute of Accountant

Punleu Pich Consultants
Cambodia Limited

Business consultant-Research

Certified Public Accountants
and Business Consultant

Database, Information
Management for network

system for the entire organization

Certified Public Accountants

Mkting & Ads

Developing the Human Capital,
Enterprise Capacity

HR consulting, Professional
Devel opment, Recruitment
outsourcing

Accounting, Auditing Firm
Natural Resources and

Environment including Water,
Rural Development and SME

#87, St. 141 Phnom Penh

#65 AEoO, St. 105, Sangkat
BeungProlit, Khan 7 Makara,
Phnom Penh

#73E2, St. 172, Phnom Penh

#124, Norodom Blvd.,
Phnom Penh

#46, St. 205 corner 388,
Toulsvayprey 11, Khan
Chamkamon, Phnom Penh

#06, St. 288, Phnom Penh

#173E3, St. 215, (Nehru Blvd.)
Sankat Psar Deumkor,
Phnom Penh

#216-218, St. 245, Phnom Penh
#39E0, Chamkar Morn,

Phnom Penh,
Cambodia

023987 889
012767507
012879889

012786971
012388526

023217057
012832509

023218086
012803891

023213133
011311111

023218 652
023983476
012834197
012858180
012899 960

023884187
023987975
012766 748

023213563
012885614

016 844 999
023217917

023987 887

023990496

023211594

023213033

023218 652

023884187

023213562

023217917

e.peou@msd.com.kh
research@msd.com.kh;
www.msd.com.kh

nas@camintel.com

KenWhite@BongThom.com

senakafernando@kh.pwc.com
WWW.pWC.com

service@reddotcam.com

www.smecambodia.org
smecambodia@sme.forum.
org.kh

sms@sms.com.kh

vanda@camnet.com.kh

sao@forum.org.kh



45 Cambodian Research Centre Research #4, St. 63, Phnom Penh, 023726 035 tdl@camdev.org

For Devel opment Cambodia www.camdev.org
46 Development Consulting Strategic Planning, Project #14A, St. 308, Phnom Pehn, 012949076 1425790 Curtis@devel opment
Business Design, Tactical Analysis, P.O. Box 420, Phnom Penh 023994047 1976/ USA  consulting.biz
Market Planning and Devel opment, curtishundley @hotmail.com

Project Management, Agri-business
and Rural Development

47 PIG-Power Investment [nvestment #313, Sisowath Quay, 1st Floor 023218580 023218580 power_in@online.com.kh
Group Co Ltd (Hotel Cambodiana, Room #14),
Phnom Penh
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INDIVIDUAL

No. Name Description Address Phone Fax Website/email
1 Choun Vichet Seyla Supervision services for hotel construction #32B, $t.134, Depor 2, 016 953 197 seilar5@yahoo.com
in designing and calculation of building Toulkok, Phnom Penh,
congtruction. Chief Resident Engineer Cambodia
(Project Manager)
2 DieterBillmeier  Rural Develoment Bank #382, St. 578, Tuol Kok, 023884 181, dbms@camnet.com.kh
Phnom Penh, PO Box 1270 012809757
3 Dmitry Tarasov  Security service, assets protection, 016870363 imtbe@mailcity.com
persona safety, UXO, fire protection,
emergency and disaster management
4 Sam Ghanty (Dr.) Policy implementation, and advisory to #28, St. 604, Toul Kok, 012804 436 ghanty.sam@online.com.kh
the chairman of National Accounting Phnom Penh
Council
5 SinSovith(Dr.)  An agriculture expert to conduct project #30, St. 360, SK. Boeung 011878675 ssovith@ful brightweb.org
and community development, project Keng Kang 111, Phnom Penh
reviews and evaluate projects, training in
agricultural techniques.
6 EngKimsan Economics (Micro and Macro), Research #5A, St. 152 corner 161, SK. 012409 339 ksan_eng@hotmail.com

Methodology and thesis writing, Human
Resource Management, Evironmental
€conomics

Vedvong, Khan 7 Makara,
Phnom Penh

engkimsan@yahoo.com
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7 Hour Lim Chhun Consultancy on forestry and natural Room 15, Building B, 011786232 hlimchhun@hotmail.com
resources and environment management, Council for Development 011619467 hlimchhun@yahoo.com
civil society development and rural of Cambodia
development.

8 Leng Chamnan  consulting work and work for Norton #11E3, St. 182, Sangkat 012 822 383. leng75@hotmail.com
University as part-time lecturer. Orussey4, Khan 7 MAKARA,
Phnom Penh, Cambodia

9 DinVirak Lecturer in economics and business 012476468 dvirak@yahoo.com
administration at Build Bright University,
Training & Development consultant

10 KhieuBorin Mayor in agricultural research and training #77A, St 95, Beng Keng Kang 012828 942 023211323 khieu_borin@forum.org.kh
and community participation, planning and [11, PP, Cambodia www.utafoundation.org
development.

11 Lim Vannak Providing teaching and training work at #16 DEOQ, St. 9, Tonle Basak, 012898430 vannakl @yahoo.com
some of the universitiesin Cambodia Chamkar Morn, Phnom Penh
and Training for NGOs

12 LongVouPiseth Trandation of Finance and Economics #3Eo, St. 102, Phnom Penh 016820618 023993065 pisethlong@yahoo.com
material from English to Khmer

13 Ly Moni Roth Community Devel opment, Rural #1810, Group 2, VillageB, 016823541 monirothly@yahoo.com
Development, social Economic study Chraing Chamres, Russey Keo,
and analysis, Human resource Development, Nat. Route 5, Cambodia
Ingtituional Devel opment

14 MesasPFilipin Tax Consultant and Auditor, Capital structure, #279, St. Lum, Phum Thmey, 012830079 pilipinm@yahoo.com

economic value added assissment, tools for
management support system, Capacity

Building, Strategic planning, and Construction

Management

Takhmao, Kandal, Cambodia



14 Meas Pilipin Tax Consultant and Auditor, Capital structure, #279, St. Lum, Phum Thmey, 012830079 pilipinm@yahoo.com
economic value added assissment, tools Takhmao, Kandal, Cambodia
for management support system, Capacity
Building, Strategic planning, and Construction
Management
16 Say Rottanak Build Bright University (BBU) as lecturer of #38ZB, St. 186, Tek Laak 111, 012890406 rotanak_say @yahoo.com
Management and Economics and as head Toul Kork, PP, Cambodia
Research and Development for BA students.
17 Seng Hong Project Planning & Implementation Rural #9A, St 490, Phsar Doeum 012633833 hongtholly@hotmail.com
Development, and Public Policy Thkov, Phnom Penh, Cambodia
18 Soth Ratana Free lance consultant, Water supply #16C, St. 384, Sangkat Tuol 16701109 sratana@everyday.com.kh
sanitation, Project Devel opment Svay Prey 1, Khan Chamcarmon,
Phnom Penh, Cambodia
19 Tia Savora Capacity Building Consultant: Banking, #8, St. 128, Sangkat Toeuk 012838530 tiasavora@yahoo.com
Finance, Insurance, Public Service Ddlivery, Laak 3, Tuolkok, Phnom Penh,
Lecturer: Economics, Banking Laws, Financial Cambodia
Management, Investment Management, Trainer:
Policy Development , Public Finance, Governance,
Professiona Interpreter & Trandator, Economist,
Banking & Finance, Social Devel opment,
Environment , Social Issues, Medical, HIV/AIDS,
Human Trafficking
20 TousSaphoeun  Vice-Dean, College of Science Head, Department  #77DEL,2, St. Monireth, Sangkat 011 845 685 saphoeuntous@yahoo.com

of Architecture and Civil Engineering, Norton
University, General Manager, A3 Group,
ConsultantPartnership Nortong University
(Architecture andEngineering Service,
Consultantcy, Project Researchand Development)

Phsar Doeumkor, Khan Tuolkok,
Phnom Penh

Office: #152, S$t.19-118-139, Psar
Chas Daun Penh, Phnom Penh

39



21 Tuy Phesp Planning system adviser, MoP (National level): #124, St. 186, Toek Laak 3, 855-12288 005 pheap@seila@gov.kh
theory aspect, capacity building on technical Tuolkok, Phnom Penh,
issues-planning and Database management, Cambodia
DBM/anaysis Planning, M&E adviser
22 Vann Sophan Country Programme Eval uation. #46F, St. 265, Teouk Laak, 016 807 935 sophancicg@yahoo.com
Resouce Center Development Management. Phnom Penh, Cambodia
Human Resource Developmen Policy.
23 Yin Sophy SMEC Internationa Pty, Ltd and Lahmeyer #12F, Mouy rouy laveng Street, 011875516 ysophy @hotmail.com
International SK. Toul Sangké, Khan Russey
keo, Phnom Penh
24 Yoeun Sambath  Developed Banking Software #1003, National Route 2, Chak 012618899 023990558 www.zenith.solutions.net
Angre, Phnom Pench Cambodia 016 555537 sambath@zenithsol utions.net
25 Hoally Te(Ms) American lawyer, Consultant on insurance, #40, St. 366, Phnom Penh 012812159 hollyte@hotmail.com
corporate governance, banking and business
strategies, Lecturer on U.S. and international
business law principles
26 Lay Rachana (Ms) ITM (Ingtitute of Technology and #39, St. 432, Boeung Trabek, 012822310 023994 303 rachana.lay@hkl.com.kh

Management). Worked as lecturer in the field
of Banking Management and Human
Resource management.

Phnom Penh, Cambodia

27 Suy Molika (Ms.) Financia Management, set up Accounting & PO Box 819, Phnom Penh 012879662 molika@online.com.kh
Finance system, Micro credit specialist,
Genera survey, Research, Business Administration

28 VaDany (Ms) Water sanitation, Water quality, Testing and Room 112, RUPP Main 011876037 vadany@hotmail.com

Research

Building,Russian (Dept. of
environmental science)
Confederation Blvd,
Phnom Pench Cambodia



29 Pak Kimchoeun  Research & survey services, Trandation, #5, St. 321, Boeung Kok I1, 012400049 pakkimchoeun10@
specialy in the field of Public Finance & Phnom Penh yahoo.com
Governance
30 Seum Chhay Trainer in financial management and 012784705 seumkoica@hotmail.com
accounting
31 Srey Chanthy He currently worksfor ABiC #G6, St. 70R, Raungchak, 023723206 023723206 srey@forum.org.kh
San Ham, Tuol Sangker, 012943609
Russey Keo, P.O.Box 929,
Phnom Penh, Cmabodia
32 Christopher Helping investorsto set up a #184A, St. 63, Phnom Penh, 012388964 christoppher.n@
Michagl Nixon consulting firm in Cambodia. Cambodia clear.net.nz
33 Kaeith C Carpenter The Bank Internal Consultant, 2/28 Pembroke Street 0409 467 971(02) 97977038  carpenterkdsyd@
Economic & Financial Accounting ASHFIELD NSW 2131 compuserve.com
34 Sotevy Ly (Ms)  Marketing plan: preparing documents on how #1A, St. 102, Phnom Penh, 012793238 lysotevy @tahoo.fr
to promote website development for hotels and Cambodia
guesthouses in Siem Reap, and also budget
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35 Ith Sovanna consultant in the field of Information System #46A, St. 309, Khan 012244348 ith_sovanna@
development. Chamcarmon, Phnom Penh hotmail.com
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