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HIGH

Quadrant 1: Helper or "Data Blesser" Quadrant 2: Collaborator or Teacher
Win-Win Outcome Statistical Analysis Concise
Client Type Il Error Consults Receptive to Innovation Presentation / Report Complete
Client Mostly in Control Influence Without Authority Intangible Benefits Obtained
Consultant Passive Client Fully Briefed on Goals Outcomes Perceived to be Fair
o High Contextual Style of Negotiation All Issues Identified and Solved
Q Only Exchange Tangible Benefits Future Consulting Projects Guaranteed
£ Less Direct Communication Styles Statistical Methods thoroughly Understood
2 Statistical Analysis Understandable
g Quadrant 3: Failed Consulting Quadrant 4: Leader Role, Client Passive
" Client Bound by Convention
i) Poor Communication Establishing Personal Relationships
6 Misunderstanding Avoids Causing Personal Embarrassment
5 Conflicts of Deeply Held Beliefs Direct Communication Styles
Moral / Ethical Conflicts Effective Communication of Statistical Ideas
Low Contextual Style of Negotiation High Contextual Style of Negotiation
Bureaucracy Client Reluctance to Admit Understanding

Ineffective use of Materials

HIGH

Low Consultant’s Involvement

The strength of consultations in academia and industry are dependent on a number of factors. When using a consulting square such as this, a consultant attempts to
maximize the client / consultant relationship by maximizing the involvement of both parties.

When this occurs, a consultant can be sure that outcomes will tend to fall in Quadrant 2 of the square. As always, a consultant's goal is to stay in Quadrant 2 and
Quadrant 4 to maximize their involvement; however this is not always possible.

This analysis provides the strengths and weakness discussed and how these factors fit between the consultant / client relationship. This reflects the governing
philosophy of Mato Ohitika Analytics and it’s goal of nation building in data driven decision making.
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