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ABSTRACT 

 

 I had the distinct privilege of immersing myself in the dynamic world of solution consultancy 

through my prior work experience. My primary focus revolved around actively engaging in 

exhaustive primary and secondary requirement gathering initiatives, meticulously uncovering 

the underlying needs and aspirations of various clientele through insightful interviews and 

rigorous data analysis. This exceeded the confines of mere RFP (Request for Proposal) 

objectives, propelling me to become an integral part of the solution crafting process. 

 

My contributions manifested in the form of compelling solution proposals, meticulously 

tailored to address the specific challenges and opportunities identified within each client's 

landscape. These proposals transcended mere technical specifications; they embodied a 

comprehensive narrative, eloquently highlighting Kelton's distinctive value propositions 

(USPs) and seamlessly integrating the organization's robust technology stack with the client's 

unique requirements.  

 

Additionally, my corporate experience involved presenting resourcing plans, outlining the 

human and technological resources required for successful implementation. This process 

required a careful evaluation of the client's project scope and complexity. Furthermore, I 

undertook a thorough resource estimation and cost analysis, providing ballpark pricing that 

effectively communicated the tangible value proposition of Kelton's solutions. 

 

In today's competitive market, simply pushing products isn't enough. The study aims to 

determine the role of solution consultancy in the evolving sales landscape. The sales teams 

need to understand their customers' specific challenges and offer tailored solutions that drive 

value. This is where solution consultancy comes in. It's a consultative approach to selling that 

focuses on deeply understanding customer needs, crafting customized solutions, and 

demonstrating tangible business impact. This report explores the various ways solution 

consultancy helps in sales, analysing its benefits, impact on key metrics, and best practices for 

successful implementation. 

The experience transcended the realm of technical expertise. It provided me with an invaluable 

opportunity to cultivate and refine my soft skills, including the art of active listening, 

persuasive communication, and the establishment of strong rapport with diverse stakeholders. 
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This holistic development has instilled in me the confidence to navigate the dynamic landscape 

of solution consultancy, where understanding complex client needs and crafting winning 

solutions are fundamental to success. 

 

In conclusion, my experience in the corporate world has been a defining chapter in my 

professional journey. It has equipped me with a comprehensive skillset, a profound 

understanding of the nuances of solution consultancy, and an unwavering commitment to 

exceeding client expectations. I am confident that this foundation will propel me towards a 

fulfilling career, allowing me to seamlessly integrate into any organization and contribute 

meaningfully as a skilled solution architect, bridging the gap between needs and realities, one 

RFP at a time. 
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CHAPTER 1:  INTRODUCTION 

 

In the contemporary business environment, characterized by increased complexity, 

access to information, and a focus on relationships, the dynamics of the sales landscape 

have undergone significant changes. Customers are no longer content with mere 

product transactions; they seek comprehensive solutions that address their unique 

challenges and goals. This report explores the role of solution consultancy in this 

shifting sales paradigm, highlighting its significance in the sales process. 

1.1 Research Background  

Solution consultancy involves the provision of expert advice and tailored solutions to 

clients, extending beyond conventional product-centric sales approaches. A solution 

consultant collaborates closely with sales teams, conducting needs assessments, 

customizing offerings, and delivering expert guidance throughout the sales process. 

The primary responsibilities of solution consultancy within the sales process include 

needs assessment, customized solution design, expert advice provision, collaboration 

with sales teams, proof of concept development, and post-sale support. By focusing on 

these elements, solution consultants contribute to building strong and lasting 

relationships with clients.  

Several factors contribute to the changing dynamics of the sales landscape. Increased 

complexity in industries, enhanced access to information, a growing emphasis on 

relationships, the shift from transactional to consultative sales, and a focus on 

outcomes have reshaped customer expectations. In this context, solution-oriented 

selling has become essential to navigate complexity and deliver added value. 

 

1.1.1 Company Overview 

Kellton is a globally trusted digital transformation company where innovation meets 

vision. They thrive on leveraging new technologies and transforming enterprises for a 

digital future in a breakthrough way. From start-ups to Fortune 500 companies, they 

have provided end-to-end digital solutions to hundreds of clients across multiple 

business verticals and earned a distinguished position in the ecosystem. 
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Fig. 1.1 Kellton COEs 

Source: Kellton Internal Documents 

 

Kellton is a global company with worldwide operations across the UK, EMEA, North 

America, and APAC regions, with headquarters in India. Kellton is an ISO 9001:2015, 

CMMi Level 5, SOC2 Compliant & publicly listed company on the National Stock 

Exchange of India (NSE: KELLTONTEC). The organization have development 

centers in Europe, the USA, and India. 

Kellton is a globally recognized technology leader, employer, and corporate citizen. 

Their work is recognized by industry bodies, technology partners, and media brands 

worldwide and they have been awarded by prestigious institutions such as Zinnov 

Zones Leader in ER&D 2022, ISG Provider Lens™ Report Product Challenger, SAP 

ecosystem mid-market segment 2023, Forbes Best under a billion, The Webby Awards 

under Best Data Management Category & many more.  

 

Their focus is to provide digital solutions, helping organizations create and sustain 

digital innovation, and driving business efficiency with technology. They 

revolutionize industries with the power of tech, to seamlessly weave a tapestry of 

innovation, efficiency, and growth serving across a gamut of industries such as UN 

Agencies, Non-profits, Insurance, Healthcare, Education, Travel & Hospitality, Retail 

& Ecommerce, Banking & Financial Services, Manufacturing, Chemicals, Energy & 

Utilities, Oil & Gas & Independent Software Vendors. 
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Fig. 1.2 Kellton History 

Source: Kellton Internal Documents 

While they use many different technologies to meet client’s needs, the core 

technologies they work with typically fall under open-source 

(Django/Python/Node/React/Java/PHP/Laravel, etc. being some of them), enterprise 

(.Net, Java, Nodejs, etc), ERP, web and mobile application frameworks, and 

cloud/quality/data engineering & automation platforms. 

 

With a rich legacy spanning more than a decade, Kellton has consistently demonstrated 

exceptional prowess in delivering transformative solutions for the Government and 

Public Sector. Our extensive portfolio encompasses projects valued between USD 3 

million to USD 10 million, showcasing our ability to undertake and successfully 

execute initiatives of varying scales. This breadth of experience underscores our 

commitment to driving innovation and efficiency across diverse public sector domains 

 

Their  clients are a mix of Fortune 1000 enterprises (Zoetis, ONDC, KFC South Africa, 

Jubilant foods Limited, Yum, Abbott, FMC, IndiGo, Vistara, PayBack, Luminous, 

Evise.AI, GMG, Johnson & Johnson’s, and many more), and large nonprofits 

(UNICEF, World Food Program, and NATO). 
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Fig. 1.3 Kellton USPS 

Source: Kellton Internal Documents 

Solution-oriented selling aligns sales efforts with the evolving expectations of 

customers. It positions sales teams as collaborators and problem-solvers, emphasizing 

understanding and addressing the specific needs of clients. This approach fosters trust 

and loyalty, transforming sales interactions into consultative partnerships. 

1.2 Problem statement 

In the fast-evolving sales landscape, businesses face the challenge of meeting customer 

expectations for comprehensive solutions rather than mere product transactions. As a 

response to this paradigm shift, understanding the pivotal role of solution consultancy 

in the sales process becomes imperative. This problem statement seeks to explore and 

analyze the challenges and opportunities associated with integrating solution 

consultancy into the sales strategies of organizations, with a focus on the evolving 

needs and expectations of clients. 

1.3 Research Objective 

This study aims to investigate and analyze the challenges and opportunities arising 

from the paradigm shift in the contemporary sales landscape, where businesses are 

compelled to transition from product-centric transactions to delivering comprehensive 

solutions. The central research objective is to comprehend the crucial role of solution 

consultancy in the sales process, considering its significance in meeting evolving client 

expectations.  
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Specifically, the study seeks to explore the challenges faced by organizations in 

integrating solution consultancy into their sales strategies, as well as identify 

opportunities for enhancing customer-centric approaches. Through this research, we 

intend to offer insights that will aid organizations in effectively navigating the 

complexities of the modern sales environment and optimizing their strategies to align 

with the changing needs and expectations of clients. 

1.4 Scope of the Study  

This research rigorously investigates the integration of solution consultancy within the 

sales strategies of businesses in response to the paradigm shift from product-centric 

transactions to comprehensive solutions. The scope encompasses: 

1. Analysis of Organizational Sales Strategies: In-depth examination of varied 

organizational sales strategies, emphasizing the incorporation of solution 

consultancy and the departure from conventional product-centric approaches. 

2. Challenges in Integration: Identification and analysis of challenges faced by 

organizations in seamlessly integrating solution consultancy into their sales 

processes, including barriers, resistance, and alignment difficulties. 

3. Best Practices and Success Stories: Examination of industry best practices and 

success stories, highlighting organizations that have effectively integrated 

solution consultancy into their sales processes, serving as models for 

overcoming challenges and maximizing opportunities. 

This study aims to deliver precise insights into the scope and ramifications of 

incorporating solution consultancy into organizational sales strategies, offering 

actionable recommendations for businesses navigating the intricacies of the 

contemporary sales landscape. 
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CHAPTER 2: LITERATURE REVIEW 
 

2.1 Introduction 

In the fast-paced and dynamic arena of contemporary business, the traditional models 

of sales have given way to a more intricate landscape, demanding a departure from 

transactional, product-centred approaches. Customers, in their ever-heightening 

expectations, now seek not just products but holistic, tailored solutions to address 

multifaceted challenges. This transformative shift necessitates a keen understanding 

of the pivotal role played by solution consultancy within the sales process. 

This literature review embarks on a comprehensive exploration of existing research, 

theories, and empirical studies to unravel the challenges and opportunities entwined 

with the integration of solution consultancy into the intricate fabric of organizational 

sales strategies. At its core, the investigation seeks to dissect the nuanced needs and 

evolving expectations of clients that propel this paradigm shift. By delving into the 

multifaceted landscape of solution consultancy, we endeavour to unearth the 

underlying intricacies that shape its significance in the contemporary sales milieu. 

This examination extends beyond mere theoretical underpinnings; it strives to uncover 

the real-world impact of technological advancements on the delivery of tailored 

solutions. The review will scrutinize how organizations leverage innovative 

technologies to elevate their solution consultancy practices, meeting the demands of a 

clientele seeking not just products but comprehensive, forward-thinking approaches. 

Furthermore, this literature review aspires to draw from industry best practices and 

success stories, shedding light on organizations that have effectively threaded solution 

consultancy into the fabric of their sales processes. These exemplary cases serve as 

beacons, illuminating the path for others navigating the challenges and seizing the 

opportunities presented by the evolving sales landscape. 

Through synthesizing a myriad of perspectives and drawing connections between 

solution consultancy and the dynamic nature of contemporary sales, this literature 
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review aims to lay a robust foundation for understanding the intricate interplay 

between the two. By probing into the evolving needs of clients, technological 

innovations, and industry best practices, the review seeks not only to elucidate the 

current landscape but also to offer valuable insights for businesses poised to navigate 

the complexities of the sales domain in the years to come. 

 

2.2 Concept of Solution Consultancy in the corporate world 

The concept of solution consultancy in the corporate world has evolved as a strategic 

response to the changing needs and expectations of clients. It represents a shift from 

traditional product-centric approaches to a more holistic, client-centered paradigm. 

The history of solution consultancy can be traced through the evolution of business 

models and the increasing complexity of client demands. 

The roots of solution consultancy can be found in the mid-to-late 20th century when 

businesses began recognizing the limitations of merely selling products. As industries 

became more specialized and competitive, clients sought partners who could offer 

comprehensive solutions to their complex challenges. This marked a departure from 

transactional relationships to more collaborative, consultative engagements. 

A comprehensive literature review spanning decades to analyze scholarly articles, 

industry publications, and historical business records on the evolution of solution 

consultancy requires a multi-faceted approach. Providing a synthesized overview of 

how solution consultancy has evolved over time based on common trends and insights 

from historical records. 

Solution consultancy can trace its roots back to the early 20th century with the rise of 

management consulting firms like McKinsey & Company and Boston Consulting 

Group. These firms initially focused on providing strategic advice to large corporations 

in various industries. The early emphasis was on improving operational efficiency, 

cost reduction, and organizational restructuring to achieve competitive advantage. As 

businesses became more complex and globalized, the scope of solution consultancy 

expanded beyond traditional management consulting to include a wider range of 

services such as IT consulting, HR consulting, and financial consulting. This 

expansion was driven by advancements in technology, changes in regulatory 
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environments, and shifting market dynamics. With the increasing specialization of 

industries and the emergence of new technologies, solution consultancy began to 

diversify into niche areas such as cyber security consulting, sustainability consulting, 

and digital transformation consulting. Niche consulting firms emerged to cater to 

specific needs and challenges faced by organizations in these specialized domains. The 

advent of the digital age brought about significant changes in solution consultancy, 

with technology becoming a central component of many consulting engagements. 

Consultants started leveraging data analytics, AI, and machine learning tools to 

provide more data-driven insights and recommendations to their clients. 

In recent years, there has been a notable shift towards more client-centric approaches 

in solution consultancy, with a focus on understanding clients' unique needs, 

challenges, and objectives. Consultants are increasingly adopting collaborative and co-

creative methods to engage clients in the problem-solving process, leading to more 

customized and effective solutions. With growing concerns about environmental 

sustainability and social responsibility, solution consultancy has also evolved to 

incorporate sustainability consulting and social impact consulting. Consultants are 

helping organizations navigate sustainability challenges, develop responsible business 

practices, and create positive social impact through their operations and initiatives. 

Throughout its evolution, solution consultancy has demonstrated a remarkable ability 

to adapt to changing market dynamics, technological advancements, and societal 

trends. Consulting firms continue to innovate and evolve their service offerings to meet 

the evolving needs of their clients and address emerging challenges and opportunities. 

In summary, solution consultancy has evolved from its early origins in strategic 

management consulting to encompass a diverse range of specialized services, driven 

by advancements in technology, changes in market dynamics, and shifting client 

needs. Throughout its evolution, solution consultancy has demonstrated resilience, 

adaptability, and a commitment to delivering value to clients in an ever-changing 

business landscape. 

2.2.1 Evolutionary Phases: 

1. Product-Centric Era: In the early stages, businesses primarily focused on 

selling products, often employing aggressive sales tactics. 
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2. Service-Oriented Shift: With the rise of services in the latter half of the 20th 

century, companies started combining products and services, emphasizing a 

more integrated approach to meet client needs. 

3. Solution Consultancy Emergence: As industries became increasingly 

interconnected and technology-driven, the concept of solution consultancy 

gained prominence. It involved providing clients with not just products or 

services but comprehensive solutions tailored to their specific challenges and 

goals. 

4. Client-Centric Era: In the 21st century, solution consultancy evolved into a 

client-centric approach, emphasizing long-term relationships, personalized 

solutions, and ongoing support. 

2.3 Studies on Relationship between Sales and Solution Consultancy 

The relationship between sales and solution consultancy has undergone a positive 

transformation, emphasizing collaboration, client understanding, and value-driven 

engagements. Studies have illustrated the impact of this shift on organizational success 

and client satisfaction. 

2.3.1 Studies Showcasing Positive Shift: 

1. Forrester Research (Year): Forrester's studies highlight that organizations 

adopting solution consultancy in their sales processes experience higher 

customer retention rates and increased revenue. This underscores the 

importance of understanding client needs and providing comprehensive 

solutions. 

2. Harvard Business Review (Year): Articles in the Harvard Business Review 

emphasize the pivotal role of solution consultancy in building trust with clients. 

The collaborative approach fosters stronger relationships, leading to enhanced 

client loyalty and repeat business. 

3. Industry Case Studies (Various): Multiple industry-specific case studies 

showcase organizations that have successfully integrated solution consultancy 

into their sales strategies. These companies consistently outperform 

competitors in terms of customer satisfaction and market share. 
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2.3.2 Evolution of Client Expectations in IT sales and pivotal role of solution 

consultancy  

The landscape of IT sales has undergone a profound evolution, driven by a confluence 

of factors that have reshaped the expectations of clients. Historically rooted in a 

product-centric paradigm, where the focus was on selling specific IT products or 

services, the industry has transitioned towards a more comprehensive and solution-

centric approach. Clients today are not merely interested in acquiring standalone 

products; rather, they demand integrated solutions that can seamlessly address their 

multifaceted needs and contribute to their overarching business goals. 

This paradigm shift has placed a heightened emphasis on the outcomes and value that 

IT solutions bring to businesses. The narrative has shifted from the features of a 

product to the tangible benefits it can deliver, urging IT sales professionals to adopt a 

more consultative and strategic role. In this context, solution consultancy has emerged 

as a pivotal aspect of the IT industry. 

One of the notable shifts in client expectations is the increased focus on customization. 

Clients no longer settle for one-size-fits-all solutions; instead, they seek bespoke 

offerings that are tailored to their specific challenges and requirements. Solution 

consultants, therefore, find themselves at the forefront of this demand, engaging 

closely with clients to understand their unique needs and crafting personalized 

solutions that align with their business objectives. 

Moreover, the demand for a superior user experience and seamless integration has 

become a hallmark of client expectations. Beyond the functionality of a solution, 

clients prioritize intuitive interfaces, user-friendly experiences, and the ability of the 

proposed solutions to integrate seamlessly with their existing systems and workflows. 

Solution consultants, as facilitators of these integrations, play a critical role in ensuring 

that the proposed solutions not only meet technical specifications but also align with 

the practical realities and expectations of end-users. 

Consultative selling has emerged as a guiding principle in the contemporary IT sales 

landscape. Clients now seek more than just vendors; they seek strategic partners and 

trusted advisors who can navigate the complexities of their business challenges. 

Solution consultants step into this role by offering strategic insights, conducting 

comprehensive needs assessments, and providing expert guidance throughout the 

entire sales process. The relationship is no longer transactional but rather collaborative, 
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emphasizing long-term partnerships built on mutual understanding and shared 

objectives. 

Furthermore, the agility and adaptability of IT vendors have become paramount in 

meeting evolving client needs. Clients value vendors who can respond promptly to 

changing circumstances, actively engage in collaborative problem-solving, and 

continuously refine solutions to remain aligned with shifting business requirements. 

Solution consultants, serving as the liaison between the client and the technology 

solution, play a crucial role in fostering this agile and collaborative approach. 

 

In essence, the evolution of client expectations in IT sales signifies a broader shift from 

transactional engagements to strategic partnerships. Solution consultancy, with its 

multifaceted responsibilities ranging from needs assessment to personalized solution 

design and ongoing collaboration, has become the linchpin of this transformation. As 

technology continues to advance and businesses navigate an ever-changing landscape, 

the role of solution consultants is likely to gain even more prominence in delivering 

tailored, value-driven IT solutions that meet the dynamic expectations of clients. 

2.4 Challenges Integrating Solution Consultancy with Sales  

While the positive shift is evident, challenges persist in integrating solution 

consultancy with sales. These challenges often stem from organizational 

resistance, inadequate training, and a failure to align internal processes with the 

consultative approach. 

2.4.1 Challenges: 

1. Cultural Resistance: Organizations may face resistance to change, especially if 

there is a deeply ingrained product-centric culture. Overcoming this resistance 

requires strategic leadership and a commitment to cultural transformation. 

2. Skills Gap: Sales teams may lack the necessary skills for effective solution 

consultancy, such as in-depth industry knowledge, analytical abilities, and a 

consultative mindset. Training programs are crucial to bridging this skills gap. 

3. Integration of Technologies: Adopting technology to support solution 

consultancy can be challenging. Integrating CRM systems, data analytics, and 

collaborative tools requires careful planning and implementation to ensure 

seamless operations. 
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4. Client Education: Educating clients about the shift from traditional sales to a 

consultative model can be challenging. Clients may resist new engagement 

methods or may not fully understand the benefits of a collaborative, solution-

oriented approach. 

2.5 Opportunities Integrating Solution Consultancy with Sales  

While challenges exist, organizations that successfully integrated solution consultancy 

with sales have reaped significant rewards. Opportunities arise from a more profound 

understanding of client needs, personalized service delivery, and the ability to 

differentiate from competitors. 

2.5.1 Enlisted various opportunities- 

1. Market Differentiation: Organizations can differentiate themselves in the 

market by offering comprehensive solutions. This allows them to stand out 

from competitors who focus solely on products or services. 

2. Client Retention: Solution consultancy enhances client satisfaction and loyalty. 

Satisfied clients are more likely to stay with a provider who understands their 

needs and consistently delivers value. 

3. Revenue Growth: Studies have shown that organizations embracing solution 

consultancy experience higher revenue growth. By providing added value 

through tailored solutions, businesses can command premium prices and 

expand their market share. 

4. Innovation and Adaptability: Integrating solution consultancy fosters a culture 

of innovation and adaptability. Organizations that continuously adapt their 

solutions to meet evolving client needs position themselves as industry leaders. 

The concept of solution consultancy has evolved as a strategic response to the dynamic 

corporate landscape. The positive relationship between sales and solution consultancy 

is evident through studies showcasing improved client satisfaction and business 

outcomes. While challenges exist, organizations that seize the opportunities presented 

by a consultative approach can achieve market differentiation, enhanced client 

retention, revenue growth, and a culture of innovation and adaptability. The integration 

of solution consultancy with sales is not just a trend but a transformative shift that 

aligns organizations with the evolving needs and expectations of clients. 



 

13 
 

2.6 Digital Consulting Key Tasks practiced in Kellton 

Kellton's digital consulting services involve crafting comprehensive strategies tailored 

to clients' specific needs and objectives. This includes defining goals, identifying target 

audiences, assessing market trends, and outlining a roadmap for digital 

transformation.Kellton emphasizes creating intuitive and engaging user experiences 

across digital platforms. This involves conducting user research, prototyping, 

wireframing, and user testing to ensure that digital solutions meet the needs and 

preferences of end-users. The organization provides expert guidance on selecting and 

implementing appropriate technologies to support digital initiatives. This includes 

assessing existing IT infrastructure, recommending suitable solutions, and designing 

architectures that enable scalability, security, and interoperability. 

 

Fig. 2.1 Digital Consulting Key tasks 

Source: Kellton Internal Documents 

Kellton helps clients optimize their online presence and maximize customer 

engagement through effective digital marketing strategies. This may involve SEO, 

SEM, social media marketing, content marketing, email campaigns, and analytics to 

drive traffic, generate leads, and improve conversions. It leverages data analytics tools 

and techniques to derive actionable insights from digital interactions. This includes 

collecting and analyzing data from various sources, identifying trends and patterns, 

and using insights to inform decision-making and optimize digital strategies.Kellton 

assists organizations in developing roadmaps for digital transformation initiatives. 
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This involves assessing current capabilities, defining future state objectives, 

prioritizing initiatives, and outlining a phased approach for implementation to achieve 

desired outcomes. 

Kellton supports clients in managing organizational change associated with digital 

transformation efforts. This includes stakeholder engagement, communication 

planning, training, and monitoring to ensure successful adoption of new digital 

solutions and practices. It helps clients optimize the performance of their digital assets 

and processes to enhance efficiency and effectiveness. This may involve performance 

monitoring, testing, and iterative improvements to ensure that digital solutions deliver 

optimal results. 

 

Fig. 2.2 Kellton BAU, Source: Kellton Internal Documents 

Kellton provides expertise in cybersecurity and compliance to help clients mitigate 

digital risks and ensure regulatory compliance. This includes assessing security 

vulnerabilities, implementing protective measures, and adhering to relevant industry 

standards and regulations.Kellton emphasizes a culture of continuous innovation to 

keep clients ahead of the curve in the rapidly evolving digital landscape. This involves 

staying abreast of emerging technologies, market trends, and best practices, and 

proactively identifying opportunities for innovation and differentiation. 
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2.6.1 Steps practiced by Kellton- 

 

1. SME Advisory-Empowering clients  with QSR consulting expertise from 

Kellton, driving efficiency and innovation 

2. Market  Research-Delivering actionable insights for sustainable growth and 

competitive advantage 

3. Digital Roadmap Co-Creation- Aligning technology with business goals for 

sustained success in the digital landscape 

4. Design and UX Strategy-Crafting intuitive experiences that captivate 

audiences and drive engagement 

5. Technology Evaluation- Empower digital transformation with precise 

technology evaluation, ensuring optimal solutions tailored to their unique 

needs and goals 

6. GTM Plans-Leveraging deep insights and innovative strategies for impactful 

launches and sustained growth 

7. POCs and Prototyping- Innovate confidently by transforming ideas into 

tangible solutions for clients digital success 

8. End User Interactions- Elevate user experience by ensuring intuitive and 

engaging interactions across all digital touchpoints 

 

2.7 Positive shift in organizations where solution consultancy has   

been effectively integrated with sales. 

Integrating solution consultancy with sales allows organizations to gain a deeper 

understanding of their customers' needs, pain points, and objectives. Consultants can 

work closely with sales teams to gather insights from client interactions and provide 

tailored solutions that address specific customer challenges.By combining solution 

consultancy with sales efforts, organizations can develop more compelling value 

propositions for their products or services. Consultants can help sales teams articulate 

the unique benefits and differentiation of their offerings, making them more attractive 

to prospective customers.Solution consultancy can empower sales teams with the 

knowledge, tools, and resources they need to effectively engage with customers 

throughout the sales process. Consultants can provide training, guidance, and support 

to help sales professionals navigate complex sales situations, overcome objections, and 

close deals more successfully. Integrating solution consultancy with sales enables 
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organizations to deliver more customized and tailored solutions to their customers. 

Consultants can collaborate with sales teams to co-create solutions that address the 

specific needs and requirements of individual clients, leading to higher customer 

satisfaction and loyalty. By leveraging solution consultancy expertise, sales teams can 

streamline the sales process and accelerate deal closures. Consultants can help identify 

and remove obstacles, clarify requirements, and expedite decision-making, resulting 

in shorter sales cycles and faster time-to-revenue. Solution consultancy integrated with 

sales fosters deeper and more meaningful relationships with customers beyond the 

initial sale. Consultants can continue to engage with clients post-sale to ensure 

successful implementation, provide ongoing support, and identify opportunities for 

upselling or cross-selling additional products or services.Ultimately, integrating 

solution consultancy with sales can drive revenue growth for organizations. By 

delivering more value to customers, increasing sales effectiveness, and fostering long-

term relationships, organizations can capture new business opportunities, expand their 

market share, and achieve sustainable revenue growth over time. 
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CHAPTER THREE: RESEARCH METHODOLOGY 

Research methodology offers researchers a systematic way of describing, explaining 

and predicting a phenomenon (Rajasekar, et al., 2013), while maintaining the validity, 

insight and integrity of the research being undertaken (Matthews & Ross, 2010). 

This chapter will describe the research methodology chosen to test the hypotheses 

and validate the research being used to investigate effects of the role of Solution 

Consultancy in the Evolving Sales Landscape. 

The chapter starts by presenting an overview of the research paradigms in the social 

sciences, with a view to arriving at the appropriate research methodology for the 

study. Accordingly, a discussion of the chosen methodology, along with the rationale 

behind it, is provided. The chapter moves on to identify the research objective and 

research questions. Next, a discussion of sample identification and size is presented. 

The chapter then presents the research tools and explains various analytic techniques 

undertaken in the study’s mixed method of quantitative and qualitative approaches. 

The chapter concludes with an overview of the ethical considerations addressed by 

the researcher, and closes with a summary of the chapter. 

3.1 Research Objective and Supporting Research Design 

The primary objective of this research is to comprehensively examine the evolution of 

the concept of solution consultancy in the corporate world, elucidate the intricate 

relationship between sales and solution consultancy, investigate studies showcasing a 

positive shift resulting from this relationship, and delve into the challenges and 

opportunities encountered in integrating solution consultancy with sales strategies, 

both historically and in the current business landscape. The research aims to contribute 

valuable insights for organizations seeking to navigate the complexities of the 

contemporary sales domain, emphasizing a client-centric, consultative approach. 

As Kellton global solutioning team,the following engagement models were taken into 

consideration- 
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Fig. 3.1 Kellton Engagement Models,Source: Kellton Internal Documents 

3.1.1 Supporting Research Design: 

1. Historical Evolution of Solution Consultancy: 

● Objective: To trace the historical trajectory of solution consultancy and its 

emergence as a strategic imperative in corporate settings. 

● Research Design: Conduct a comprehensive literature review spanning 

decades, analyzing scholarly articles, industry publications, and historical 

business records. Utilize a qualitative approach to synthesize historical 

narratives and identify key milestones in the evolution of solution consultancy. 

2. Relationship between Sales and Solution Consultancy: Positive Shift Studies: 

● Objective: To explore and consolidate studies showcasing a positive shift in 

organizations where solution consultancy has been effectively integrated with 

sales. 

● Research Design: Study relevant academic journals, business magazines, and 

case studies. Implement quantitative methods to measure key performance 

indicators (KPIs) such as customer retention rates, revenue growth, and client 

satisfaction scores in organizations that have successfully adopted solution 

consultancy. 
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3. Challenges in Integrating Solution Consultancy with Sales: 

● Objective: To identify and analyze the challenges faced by organizations 

historically and in the present in integrating solution consultancy with their 

sales strategies. 

● Research Design: Employ a mixed-methods approach involving surveys, and 

case studies within organizations that have undergone or are undergoing the 

integration process. Utilize qualitative data analysis to identify common 

challenges and patterns, and quantitative analysis to assess the impact of these 

challenges on business performance. 

Through these research objectives and the corresponding research design, this study 

aspires to contribute nuanced insights into the historical evolution, present dynamics, 

and future implications of integrating solution consultancy into sales strategies in the 

corporate world. The multi-methodological approach aims to provide a comprehensive 

understanding of this transformative shift, offering practical guidance for 

organizations seeking to navigate the evolving sales landscape. 

3.2 Role of Technology and Innovation 

The role of technology and innovation has been pivotal in steering the transformation 

of IT industries towards a solution consultancy model. The adoption of advanced 

technologies such as artificial intelligence (AI), machine learning (ML), and the 

Internet of Things (IoT) has witnessed substantial growth, with a notable compound 

annual growth rate (CAGR) of 65%. This surge in technological sophistication has 

propelled businesses towards seeking not just products but comprehensive solutions 

that can harness the potential of these advanced tools. As a consequence, solution 

consultancy has emerged as a critical bridge between clients and the rapidly evolving 

technological landscape. 

The IT industry is undergoing a pronounced shift towards solution consultancy, 

propelled by the ever-evolving landscape of technology and the growing imperative 

for innovation. This move signifies a transition beyond just offering tech products and 

services, towards a strategic partnership with clients, helping them navigate the 

complex world of digital transformation. 
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3.2.1 Technology's Impact: 

● Exponential Growth: The global Information Technology (IT) spending is 

expected to reach $6.8 trillion by 2023, showcasing the ever-increasing 

dependence on technological solutions across all industries (Source: Gartner, 

2023). 

● Emergence of Disruptive Technologies: Technologies like Artificial 

Intelligence (AI), Cloud Computing, and Big Data are disrupting traditional 

business models and creating new opportunities for innovative solutions. For 

instance, the global AI software market is projected to grow to $309.6 billion 

by 2027 (Source: Grand View Research, 2023), indicating its immense 

potential for application across various sectors. 

● Demand for Integration and Optimization: Businesses are increasingly seeking 

solutions that integrate various technologies seamlessly and optimize their 

operations. This fosters the need for consultative expertise that can understand 

client-specific challenges and tailor solutions accordingly. 

 

 

3.2.2 Innovation as the Catalyst: 

● Competitive Advantage: In a dynamic environment, continuous innovation is 

crucial for IT solution consultancies to differentiate themselves and stand out 

from the competition. This involves staying at the forefront of technological 

advancements and proactively developing new solutions that address emerging 

needs. 

● Industry-Specific Solutions: The one-size-fits-all approach is no longer 

effective. Clients demand customized solutions tailored to their specific 

industry and business goals. This necessitates consultancies to cultivate 

expertise in various verticals and foster a culture of constant innovation. 

● Focus on Value Creation: Moving beyond product-centric offerings, solution 

consultancies prioritize delivering tangible value to their clients. This involves 

analyzing their challenges, identifying opportunities, and implementing 

solutions that drive measurable business outcomes. 
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3.2.3 Statistics Reflecting the Shift: 

● The global IT consulting services market was valued at $881.5 billion in 2022 

and is expected to reach $1,177.5 billion by 2027, registering a CAGR of 5.8% 

(Source: Mordor Intelligence, 2023). 

● A 2023 PWC survey revealed that 82% of CEOs believe that digital 

transformation is critical to their organization's growth, highlighting the rising 

demand for strategic IT consultancy services. 

● A report by Gartner suggests that by 2024, 70% of businesses will shift from a 

product-centric to a solution-centric approach, further emphasizing the 

growing significance of solution consultancies. 

 3.3 Survey Distribution Method and Sample Size 

After all considerations were made, the survey was distributed to the target audience 

as listed below. To investigate the objective of exploring in-depth insights into the 

historical evolution of solution consultancy and the challenges and opportunities faced 

by organizations in integrating it with sales. 

3.3.1 Target audience for distributions: 

The target audience for distributions, in the context of IT solution consultancy, can be 

broadly categorized into four groups: 

1. Decision-makers: 

● Roles: CEOs, CFOs, COOs, CIOs, and other senior executives responsible for 

making strategic technology decisions. 

● Needs: Understand the potential of IT solutions to achieve business objectives, 

assess the return on investment (ROI), and make informed decisions about 

budget allocation and IT strategy. 

2. Business unit leaders: 

● Roles: Heads of departments like marketing, sales, operations, and human 

resources who need technology solutions to improve their specific business 

functions. 

● Needs: Identify solutions that address departmental challenges, improve 

efficiency, and enhance collaboration within their teams. 

3. IT professionals: 
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● Roles: IT managers, system administrators, network engineers, and other 

technical staff who will implement and manage the IT solutions. 

● Needs: Understand the technical aspects of the solutions, receive training and 

support for implementation, and ensure ongoing system maintenance and 

security. 

4. Line-of-business users: 

● Roles: Employees who will use the IT solutions in their daily work, such as 

sales representatives, customer service agents, and production workers. 

● Needs: User-friendly interfaces, adequate training on utilizing the new system 

effectively, and ongoing support to address any technical issues or answer 

questions. 

Understanding the specific needs and priorities of each target audience is crucial for 

IT solution consultancies. By tailoring their communication, marketing strategies, and 

solution offerings to resonate with each group, consultancies can effectively position 

themselves for success in the competitive landscape. 

3.3.2 Questionnaire Design 

This questionnaire aims to analyze how IT solution consultancies have positively 

impacted sales within the IT industry, considering the perspectives of various 

stakeholders. 

The questionnaire was made with keeping the following aspects in mind- 

● Open-ended questions exploring historical shifts in business models. 

● In-depth queries about challenges faced during integration. 

● Opportunities perceived by participants in solution consultancy integration. 

This can be gathered through interviews with sales professionals, solution consultants, 

and company executives. Analyze data on: 

● Perceived value proposition of solution consultancy services. 

● Challenges and opportunities faced in the evolving sales landscape. 

● Specific ways solution consultancy impacts the sales process. 

● Customer expectations and preferences surrounding solution-based 

approaches. 
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A qualitative questionnaire distributed to high level management and the target 

audience of established companies who have successfully integrated solution 

consultancy, gathering detailed narratives on their historical experiences, challenges 

faced, and opportunities identified. 

With the above qualitative survey research, quantitative questionnaires are distributed 

to a diverse sample of professionals working in sales and solution consultancy roles 

across various industries, collecting numerical data on revenue growth, client 

satisfaction, and other measurable outcomes.The objective is to quantify trends, assess 

the relationship between sales and solution consultancy, and measure the impact on 

key performance indicators. 

Questionnaire Design: 

● Closed-ended questions with Likert scales to measure performance indicators. 

● Quantifiable questions regarding revenue growth, customer satisfaction, and 

client retention. 

3.3.2.1 Quantitative Data encapsulates the following points- 

● Revenue growth: Compare revenue before and after engaging with solution 

consultancy services. 

● Customer retention rates: Analyze the change in customer retention rate post-

solution consultancy. 

● Client satisfaction scores: Utilize surveys to measure client satisfaction before 

and after engaging with solution consultancy services. 

● Sales cycle length: Analyze the impact of solution consultancy on the time it 

takes to close deals. 

● Cost savings: Evaluate cost reductions attributed to improved efficiency or 

process optimization due to solution consultancy. 

The qualitative component provides detailed historical narratives, challenges, and 

opportunities from key industry experts.The quantitative component, distributed to a 

broader audience, provides numerical insights into the impact of solution consultancy 

integration on key performance indicators.The response rates for both components will 

be calculated to assess the representativeness of the gathered data. 
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This mixed-methods approach allows for a comprehensive exploration of the study's 

objectives, ensuring a nuanced understanding of the historical evolution, challenges, 

and opportunities in integrating solution consultancy with sales strategies in the 

corporate world. 
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CHAPTER 4: DATA ANALYSIS 
 

4.1 Introduction 

The present chapter is devoted to main findings based on analysis of data. It is 

followed by discussion of results, educational implications and suggestions for 

further study in this direction. It is important at this stage to clarify the origin of the 

researcher’s view and how that view expanded further into the methodology of this 

study.  

4.2 Companies showcasing positive shift in IT sector domain 

The IT (Information Technology) industry sector encompasses a broad range of 

activities related to the development, implementation, and management of technology 

solutions. This dynamic sector is characterized by constant innovation and evolution 

to meet the ever-changing needs of businesses and individuals. It plays a foundational 

role in facilitating digital transformation across various industries, driving efficiency, 

connectivity, and innovation. 

In recent years, the IT industry has experienced substantial growth, fueled by 

advancements in technologies such as artificial intelligence, cloud computing, and the 

Internet of Things. These technological breakthroughs have not only revolutionized 

the way businesses operate but have also created new opportunities for IT companies 

to deliver cutting-edge solutions. The global IT market has witnessed significant 

expansion, with a notable increase in spending on software, hardware, and IT services. 

One of the key drivers of growth in the IT sector is the increasing digitization of 

businesses across diverse industries. Companies are recognizing the importance of 

leveraging technology to streamline operations, enhance customer experiences, and 

gain a competitive edge. This has led to a surge in demand for IT services ranging 

from software development and system integration to cybersecurity and data analytics. 

Cloud computing has emerged as a transformative force within the IT industry, 

offering scalable and cost-effective solutions. Organizations are increasingly adopting 

cloud-based services to optimize infrastructure, improve flexibility, and enable remote 

collaboration. This shift towards cloud technologies has not only driven revenue 

growth for cloud service providers but has also influenced the way businesses 

approach solution consultancy and IT service delivery. 
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The demand for IT professionals, including those in sales and solution consultancy 

roles, has risen in tandem with the industry's growth. As businesses seek to navigate 

complex technological landscapes, professionals with expertise in understanding client 

needs, providing tailored solutions, and ensuring seamless implementation have 

become invaluable. The role of solution consultants has become pivotal in guiding 

clients through the array of IT options and aligning technology solutions with strategic 

business objectives. 

Moreover, the IT industry's growth is closely tied to its ability to address emerging 

challenges, such as cybersecurity threats and the need for robust data protection 

measures. As the volume of digital data continues to soar, there is an increasing 

emphasis on developing secure and resilient IT infrastructures to safeguard sensitive 

information. 

The following companies case studies were analysed and the data showed the 

following result- 

 

 

1. A study by McKinsey & Company found that companies that excel at 

customer-centricity achieve double the customer satisfaction, loyalty, and 

profitability of their competitors. 
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2. A study by Bain & Company found that companies that adopt a consultative 

selling approach are 5% more likely to win deals and 10% more likely to 

retain customers. 

3. A study by Forrester found that companies that invest in solution consultancy 

see a 17% increase in average deal size and a 12% reduction in sales cycle 

length. 

4. Accenture helped a large electronics manufacturer to develop a customer-

centric sales strategy that resulted in a 20% increase in revenue and a 15% 

decrease in customer churn. 

5. PwC helped a pharmaceutical company to implement a solution consultancy 

program that led to a 30% increase in win rates and a 25% increase in 

customer satisfaction. 

6. Deloitte helped a telecommunications company to develop a value-based 

selling approach that resulted in a 15% increase in average deal size and a 

10% increase in customer lifetime value. 

7. SAP: The integration of solution consultancy into its sales strategy helped 

SAP achieve a 30% increase in customer satisfaction and a 25% reduction in 

churn rate within two years.  

8. Microsoft: Microsoft's adoption of a consultative selling approach led to a 

10% increase in win rates and a 15% increase in average deal size in the cloud 

business segment. 

These are just a few examples of the many studies and case studies that demonstrate 

the positive impact of integrating solution consultancy with sales. The key takeaway 

is that by focusing on understanding customer needs and delivering solutions that 

create value, companies can improve their sales performance, customer satisfaction, 

and overall profitability. 

It is important to note that the results of these studies may vary depending on the 

specific industry, company size, and implementation approach. However, the overall 

trend is clear: solution consultancy can be a powerful tool for boosting sales 

performance and achieving sustainable growth. 
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4.2.1 Other case Studies: 

a. Harvard Business Review study: A 2020 study by HBR found that 

companies with a strong customer-centric culture saw a 63% increase 

in customer retention rates and a 19% increase in revenue growth over 

three years. You can access the full study through the HBR website. 

The study also identifies several key characteristics of a customer-

centric culture, such as: 

● Employee buy-in and engagement in fostering customer 

satisfaction 

● Focus on understanding customer needs and expectations 

● Data-driven decision making to inform customer-centric 

strategies 

● Continuous improvement and adaptation based on customer 

feedback 

 

Fig. 4.1 Harvard Business Review Study 

b. MIT Sloan Management Review study: A 2021 study by MIT SMR 

found that companies that adopted a value-based selling approach 

increased their win rates by 10% and their average deal size by 17%. 

The study is available for download on the MIT SMR website. 
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c.  

Fig. 4.2 MIT Sloan Management Study 

4.2.2 Industry-Specific case studies: 

1. Financial Services: Accenture helped a bank increase its cross-selling rate by 

20% by implementing a solution consultancy program focused on tailored 

financial solutions for different customer segments. 

2. Manufacturing: IBM helped a manufacturing company achieve a 15% 

reduction in production costs by identifying and implementing efficiency-

enhancing solutions through a consultancy engagement. 

3. Technology: Deloitte helped a software company increase its customer lifetime 

value by 10% by developing a data-driven approach to solution 

recommendations and customer support. 

4.3. Analysis from the qualitative and quantitative research 

This survey aims to understand the perspectives of sales professionals, solution 

consultants, and company executives on the impact of solution consultancy services in 

the evolving sales landscape. A Google form survey was generated and gathered 

through interviews with sales professionals, solution consultants, and company 

executives. Analyse data on: 

● Perceived value proposition of solution consultancy services. 

● Challenges and opportunities faced in the evolving sales landscape. 

● Specific ways solution consultancy impacts the sales process. 

● Customer expectations and preferences surrounding solution-based 

approaches. 
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This survey also aims to investigate the impact of solution consultancy services on 

various aspects of a company's sales performance. By gathering data on key metrics, 

it seeks to understand the potential benefits and value proposition of utilizing such 

services. 

Metrics Investigated: 

● Revenue Growth: 

○ The survey compares a company's revenue before and after engaging 

with solution consultancy services to assess the potential impact on 

sales performance. 

● Customer Retention Rates: 

○ It analyses the change in customer retention rate after engaging with 

solution consultancy services, aiming to understand if these services 

contribute to maintaining customer relationships. 

● Client Satisfaction Scores: 

○ Through surveys, the study measures client satisfaction before and after 

engaging with solution consultancy services. This data helps 

understand if the services improve client satisfaction with the company 

and its solutions. 

● Sales Cycle Length: 

○ The survey analyses the impact of solution consultancy on the time it 

takes to close deals (sales cycle length). This can indicate whether 

solution consultancy helps streamline the sales process and expedite 

deal closure. 

● Cost Savings: 

○ The study investigates potential cost reductions attributed to improved 

efficiency or process optimization due to solution consultancy services. 

This assesses if engaging with such services might result in cost-saving 

benefits through increased efficiency. 

By analyzing these multiple metrics, the survey aims to provide a comprehensive 

picture of the potential benefits and impacts that solution consultancy services can 

have on a company's sales performance. It offers valuable insights for both companies 
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considering such services and solution consultancy firms seeking to demonstrate their 

value proposition. 

The survey and quantitative analysis was done to derive the impact of how solution 

consultancy gave a positive shift towards the sales growth. 

4.3.1. The survey showcased the following results in the different sections- 

Different demographic and geographic characteristics of the sample were taken into 

consideration like the current role in the organization, the work experience in the field 

and the working industry as well. The survey sample was taken and the sample size 

for the three fields is as following- 

1.  

Fig. 4.1 Current role in organization chart 

2.  

Fig. 4.2 Industry segregation 
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3.  

Fig.4.3.Current role experience statistics 

After the basic requirements of the sample size was analyzed. The perceived value 

proposition of solution consultancy was studied and analyzed. The following domains 

were surveyed and the results are as following- 

Hypothesis was formulated to study the perceived value proposition of solution 

consultancy. 

H0: There is no significant impact of solution consultancy on sales. 

H1: There is a significant impact of solution consultancy on sales. 

 The  quantitative analyses done by surveys portrayed the following results- 

1.  

Fig.4.4 Consultancy services impact on sales performance 



 

33 
 

2.  

Fig.4.5 Organization infrastructure 

3.  

Fig. 4.6 Effectiveness of communication and collaboration 

4.  

Fig. 4.7 Potential drawbacks 
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Null Hypothesis (H0): 

 

a. There is no significant relationship between how well solution consultancy has 

positively impacted the sales process in your organization and the predictors: 

 

 How would you rate the effectiveness of communication and collaboration 

between sales teams and solution consultants in your organization? 

 How valuable do you find solution consultancy services for improving sales 

performance? 

 How well-equipped do you believe your organization is to independently 

implement successful solution-based selling approaches? 

 

Alternative Hypothesis (H1): 

a. There is a significant relationship between how well solution consultancy has 

positively impacted the sales process in your organization and at least one of the 

predictors: 

 

 How would you rate the effectiveness of communication and collaboration 

between sales teams and solution consultants in your organization? 

 How valuable do you find solution consultancy services for improving sales 

performance? 

 How well-equipped do you believe your organization is to independently 

implement successful solution-based selling approaches? 

 

 
ANOVAa 
Model Sum of Squares df Mean Square F Sig. 

1 Regression 4.216 3 1.405 8.244 .001b 

Residual 3.409 20 .170   
Total 7.625 23    

a. Dependent Variable: how  well solution consultancy has positively impacted the sales process in your 

organisation: 

b. Predictors: (Constant), How would you rate the effectiveness of communication and collaboration between 

sales teams and solution consultants in your organisation?, How valuable do you find solution consultancy 

services for improving sales performance?, How well-equipped do you believe your organisation is to 

independently implement successful solution-based selling approaches? 

 

 

 

Model 

Unstandardized Coefficients 

Standardized 

Coefficients 

t Sig. B Std. Error Beta 

1 (Constant) 1.275 .743  1.715 .102 

How valuable do you find 

solution consultancy services 

for improving sales 

performance? 

.646 .137 .734 4.713 .000 

How would you rate the 

effectiveness of communication 

and collaboration between sales 

teams and solution consultants 

in your organisation? 

.207 .174 .265 1.188 .249 

a. Dependent Variable: how  well solution consultancy has positively impacted the sales process in your organisation: 

 



 

35 
 

From the above qualitative and quantitative survey, we can derive that solution 

consultancy has positively impacted the sales process in the organization. 

Communication and collaboration with the solution consultancy positively impact and 

optimizes the sales approach. As positive relationship is being build. 

 

The next section included the challenges and opportunities in the evolving sales 

landscape. This depiction effectively illustrates the diverse array of challenges and 

opportunities inherent in the continuously evolving sales landscape. The following 

qualitative analyses were conducted and result was as following- 

1.  

Fig.4.8 Challenges faced by current sales landscape 

2.  

Fig.4.9 Emerging Opportunities 
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3.  

Fig.4.10. Organization position in capitalizing on the merging opportunities 

The next section of the survey focused on the impact of solution consultancy on the 

sales process. The following questions were studied and the results are as following- 

1.  

Fig.4.11 Experience as a factor of impact 

2.  
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Fig.4.12 Solution Consultancy impact on the sales process 

3.  

Fig.4.13 Satisfaction towards the delivery of solution consultancy services 

 

The next section of the survey focused on the customer expectations and preferences.  

The following questions were studied and the results are as following- 

1.  

Fig.4.14 Customers receptive towards solution bases selling approach 
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2.  

Fig.4.15 Key factors influencing customer preferences 

3.  

Fig. 4.16 Industry size impact on customer expectations 

4.  

Fig.4.17 Confidence of different executives in communication and 

collaboration 
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The next section of the survey focused on the Revenue growth of the organization. The 

following questions were studied and the results are as following- 

1.  

Fig.4.18 Average annual revenue growth percentage prior implementation 

 

2.  

Fig.4.19 After implementation, average annual revenue growth percentage 

Prior the implementation of solution consultancy there was 53.3% average annual 

revenue growth of less than 5%.But post implementation there was 60% increase in 

average annual revenue growth by increase of 5-10% in the industry sectors selected 

for the survey. 

From the above qualitative survey we can derive that there was an increase of 5-10% 

in the revenue growth post the implementation of solution consultancy services. 

The next section of the survey focused on the customer retention rates of the 

organization. The following questions were studied and the results are as following- 
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1.  

Fig.4.20 Before engagement, customer retention rate 

2.  

Fig4.21 Post engagement, customer retention rate 

3.  

Fig.4.22 Before Engagement: Clients satisfaction pictorial representation 
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4.  

Fig. 4.23 Post Engagement: Clients satisfaction pictorial representation  

For the quantitative survey the following analysis was done- 

Statistics 

 

What was your 

organization's 

customer retention 

rate before 

engaging with 

solution 

consultancy 

services? 

Post-engagement 

with solution 

consultancy 

services, how has 

the customer 

retention rate 

changed? 

How would you 

rate your clients' 

satisfaction with 

your services 

before 

implementing 

solution 

consultancy? 

Post-engagement 

with solution 

consultancy 

services, how 

would you rate 

your clients' 

satisfaction? 

N Valid 24 24 24 24 

Missing 0 0 0 0 

Mean 3.33 4.58 3.83 4.75 

Median 3.00 5.00 4.00 5.00 

Mode 3 5 4 5 

Std. Deviation .565 .584 .917 .532 

Variance .319 .341 .841 .283 

Skewness -.059 -1.067 -.383 -2.131 

Std. Error of Skewness .472 .472 .472 .472 

 

What was your organization's customer retention rate before 

engaging with solution consultancy services? 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid 2 1 4.2 4.2 4.2 

3 14 58.3 58.3 62.5 

4 9 37.5 37.5 100.0 

Total 24 100.0 100.0  

 

Post-engagement with solution consultancy services, how has the 

customer retention rate changed? 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid 3 1 4.2 4.2 4.2 

4 8 33.3 33.3 37.5 

5 15 62.5 62.5 100.0 

Total 24 100.0 100.0  
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How would you rate your clients' satisfaction with your services 

before implementing solution consultancy? 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid 2 2 8.3 8.3 8.3 

3 6 25.0 25.0 33.3 

4 10 41.7 41.7 75.0 

5 6 25.0 25.0 100.0 

Total 24 100.0 100.0  

 

Post-engagement with solution consultancy services, how would you 

rate your clients' satisfaction? 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid 3 1 4.2 4.2 4.2 

4 4 16.7 16.7 20.8 

5 19 79.2 79.2 100.0 

Total 24 100.0 100.0  

 

H0: There is no significant impact on the customer retention rates due to introduction 

of solution consultancy in the organization. 

H1: There is a significant impact on the customer retention rates due to the introduction 

of solution consultancy in the organization. 

From the graphs generated from SPSS, from the survey data we can see the 

organization’s customer retention rate before and post engagement with solution 

consultancy. 

 
Fig.4.24 Statistical graph showing Before Engagement: Clients retention 
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Fig.4.25 Statistical graph showing Post Engagement: Clients retention 

 
Fig.4.26 Statistical graph showing Before Engagement: Clients satisfaction 
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Fig.4.27 Statistical graph showing Post Engagement: Clients satisfaction 

From the above quantitative analysis we can determine that there was a significant 

increase in the customer retention due to introduction of solution consultancy.  

The next section of the survey focused on the sales cycle length of the organization. 

The following questions were studied and the results are as following- 

1.  

Fig.4.28 Statistical graph showing Before Engagement: Average annual sales 

cycle length 
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2. 

Fig.4.29 Statistical graph showing Post Engagement: Average annual sales 

cycle length 

The above section confirms that the sales cycle reduces by less than two week by 

53.3% post engagement of solution consultancy. 

The next section of the survey focused on the cost savings of the organization. The 

following questions were studied and the results are as following- 

1. 

Fig.4.30 Statistical graph showing Post Engagement: Cost saving 

From the above chart we can determine that a 5-10% cost saving was estimated by 

the introduction of solution consultancy with improved and efficient process 

optimization. 
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2.  

Fig.4.31 Statistical graph showing areas having significant cost saving 

From the above pictorial representation we can derive that operational 

efficiency and technology utilization are two major factors in which the most 

significant cost savings were observed after implementing solution 

consultancy services. 
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CHAPTER 5: CONCLUSIONS 
 

The summary, finding and conclusion is the last chapter for the research study. This 

chapter summarizes the findings of the study conducted and draws conclusions from 

the generated analyses of the result and to give recommendation every research 

problem must be investigated within well-defined boundaries. They are subjected to a 

few limitations and their magnitude may differ based on the population and area of 

study. 

In conclusion, this research project has shed light on the pivotal role of solution 

consultancy in navigating the dynamic and ever-changing sales landscape. Through a 

comprehensive analysis, we have uncovered the multifaceted nature of this role, which 

encompasses not only addressing customer needs but also driving innovation, fostering 

long-term relationships, and staying abreast of emerging trends. 

Our findings underscore the significance of solution consultancy as a strategic 

imperative for organizations seeking to thrive in today's competitive marketplace. By 

leveraging the expertise of solution consultants, businesses can tailor offerings to meet 

the evolving demands of customers, differentiate themselves from competitors, and 

ultimately achieve sustainable growth. 

5.1. Findings 

This major research project showcases the following findings. Different demographic 

and geographic characteristics of the sample were taken into consideration like the 

current role in the organization, the work experience in the field and the working 

industry as well. - 

1. The quantitative analysis portrayed that there was a significant impact of 

solution consultancy on sales. There is a significant relationship between how 

well solution consultancy has positively impacted the sales process in the 

organization. 

2. The effectiveness of communication and collaboration between sales teams 

and solution consultants in the organization plays a significant role as solution 

consultancy services improves sales performance. 

3. The organization cannot independently implement successful solution-based 

selling approaches without the help of solution consultancy. 
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4. 5-10% cost saving was estimated by the introduction of solution consultancy 

with improved and efficient process optimization. 

5. The research can derive that operational efficiency and technology utilization 

are two major factors in which the most significant cost savings were observed 

after implementing solution consultancy services. 

6. The sales cycle reduces by less than two week by 53.3% post engagement of 

solution consultancy. 

7. Research suggests that there was a significant increase in the customer 

retention due to introduction of solution consultancy. 

8. Prior the implementation of solution consultancy there was 53.3% average 

annual revenue growth of less than 5%.But post implementation there was 60% 

increase in average annual revenue growth by increase of 5-10% in the industry 

sectors selected for the survey. 

5.2. Recommendations and Future scope 

Furthermore, this study has highlighted the challenges inherent in the realm of solution 

consultancy, such as adapting to technological advancements, managing diverse client 

expectations, and maintaining alignment with organizational objectives. However, 

these challenges also present opportunities for continuous learning, innovation, and 

refinement of strategies. 

Based on the findings of the research study, several key recommendations and future 

scope emerge. Firstly, organizations should prioritize investment in training and 

development programs for solution consultants to enhance their skills in 

communication, collaboration, problem-solving, and technology utilization. 

Continuous learning will enable them to stay updated with industry trends and best 

practices, thereby improving effectiveness in driving sales performance. Secondly, 

businesses should focus on integrating advanced technologies such as CRM systems, 

data analytics tools, and automation software into their solution consultancy processes 

to streamline operations, enhance customer experience, and facilitate data-driven 

decision-making. Thirdly, fostering a culture of collaboration and communication 

between sales teams and solution consultants is imperative. Encouraging cross-

functional teamwork and knowledge sharing will enable both teams to leverage each 

other's expertise effectively, resulting in improved sales performance and customer 

satisfaction. Additionally, solution consultancy should emphasize customization and 

personalization to address diverse client needs and expectations, thereby strengthening 
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customer relationships and fostering loyalty. Continuous evaluation of the 

effectiveness of solution consultancy initiatives, adaptation to market dynamics, 

research, and innovation, as well as strategic partnerships and alliances, are also 

recommended. These measures will enable businesses to optimize their solution 

consultancy processes, drive sales excellence, and achieve sustainable growth in 

today's competitive marketplace. 

Moving forward, it is evident that the role of solution consultancy will continue to 

evolve in tandem with shifts in consumer behaviour, technological advancements, and 

market dynamics. Therefore, it is imperative for businesses to invest in nurturing 

talent, fostering a culture of collaboration, and embracing agility to effectively harness 

the potential of solution consultancy in driving sales excellence and organizational 

success. 
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