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1. RESEARCH BACKGROUND FIELDS AND OBJECTIVES 

My research topic, the analysis of consultants’ and entrepreneurs’ value system of 
management consulting was chosen from the field of consulting. In 1997 as a fourth 
year student of the specialisation in entrepreneurship I had started dealing with the 
research of this field in the subject business entrepreneurship. This new, ever chang-
ing and evolving field of research, launched independently in the 1910’ arriving to a 
dynamic development phase only in the 1980’ evoked my interest. The industrial 
practice I participated in after the fourth year also strengthened my decision to 
choose this field of research, during which I was enabled to gain insight into the  
operation of a consultant firm. During my work I chose the following objectives:  
 
1. Finding, mapping, integrating and constantly following the relevant literature 

 
Based on the mapping and integration of relevant Hungarian, German and Eng-
lish language literature, this work resulted in the textbook “Introduction to  
Management Consulting” (co-author: Pelczné Dr. Gáll Ildikó, Bíbor Kiadó  
Miskolc, 2006. ISBN 963 9634 05 0), which is used not only by our University 
in teaching the subject “Management Consulting” but also is a proposed  
literature for VTMSZ (Hungarian Association of Management) CMC “certified 
management consultant”. http://www.vtmsz.hu/tudasbazis.htm  

 
2. Determining definitions and focusing on the field of research 
 

The literature does not use standardised definitions, it considers almost each 
possible fields of human activities, and the clear, unified definitions which can-
not be misunderstood are missing – in the field of management consulting – 
which would enable correct international comparisons. In my Dissertation I set 
the objective to analyse the attitudes and track their changes over time in Anglo-
Saxon and German literature, in order to be able to integrate them.  
There is an unbelievably wide literature of management consulting, including 
almost all fields of economics and management, reaching much further than the 
framework of a dissertation. This forced me to focus my research. I chose the 
specific field of the value system of consultants and entrepreneurs in manage-
ment consultancy as the subject of PhD research, as Hungarian practically does 
not consider this interesting and informative field at all, and the international 
one also treats it just casually. Consultancy can also be analysed from a scientific 
researcher’s point of view. I was able to map the attitudes of both consultants 
and entrepreneurs towards management consultancy as an objective, external  
observer and compare it with the international practice. I found great  
opportunities to meet the practitioners of this field and both those entrepreneurs 
who have already used consultancy services and those who only plan to do so in 
the future both as the lecturer of the subject “Management Consultancy”  
(especially in the part-time courses) and as one of the organisers of the  
“Regional Management Consultancy Conferences” taking place annually since 
2001. The definition “system of values” is not used as ideological question but 
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with the attitude towards activities, analysing it from both actors’ aspects. In 
case of consultants I understand competence (knowledge, ability, willingness, 
and practice) analysis by this, supplemented by some background value catego-
ries (for example ethics, loyalty, the significance of creating a balanced familiar 
atmosphere, etc.). In case of the entrepreneurs I accomplished an attitude  
analysis1. 

 
3. Phrasing hypotheses 
 

Based on the results of previous surveys and the Hungarian and international  
literature I formulated hypotheses, which were published at the Conference of 
PhD students in 2000. I had the opportunity to think all hypotheses over again, 
evaluate, select and supplement them. After the survey in 2001, with the integra-
tion of the results of it I published my hypotheses again in 2005, and discussed at 
the 5th Regional Management Consultancy Conference. Following this, in 2005-
2006 a new survey was made in order to test to the hypotheses. I distributed my 
hypotheses to the following groups:  
� Part of the hypotheses must be regionally comparable in order to be  

accepted or declined. It was useful to accomplish the questionnaire in such 
way which enables comparison of the results with other foreign surveys 
(from Germany and Switzerland) standing at my disposable.  

� Other part of the hypotheses needs to be comparable in time. This can either 
be done by using the databases of KSH, Eurostat2 and other international  
organisations (FEACO)3 concerning consultancy markets, and also be  
comparing the results of the 2001 and the 2005-2006 surveys. 

� The hypotheses concerning management consultants can be tested by a  
representative survey of the consultants themselves. This analysis can be 
supplemented by the survey of those who use consultants’ services, and the 
results of the surveys can also be compared and evaluated to show whether 
there are any differences in the system of values concerning the two actors.  

� In phrasing the hypotheses on entrepreneurs we have to differentiate  
between three groups: those who have already used consultancy services and 
those who have not, but either plan to do so, and those who have not and do 
not even plan to do so. Members of the first group are able to evaluate con-
sultancy services based on their real experiences, and have a stable system of 
values concerning management consultancy. Members of the second group 
have preliminary expectations only, while in case of the members of the third 
group we can only analyse their prejudices. 

 
4. Phrasing the questionnaire and the representative sample, accomplishing and 

evaluating the survey, publishing the results 
 

                                              
1 Empirically testable relationship: attitude or opinion 
2 www.ksh.hu and http://epp.eurostat.ec.europa.eu/portal/page/portal/statistics/search_database  
3 FEACO Survey of the Management Consultancy market, 1998, 1999, 2000, 2001, 2002, 2003, 2004, 2005-06, 2006-
07, 2007-08. 
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My objective was to phrase a questionnaire based on the literature and previous 
domestic and foreign studies which enables comparison for management  
consultants their customers and potential customers. Following the testing of the 
questionnaire on a small sample I accomplished the survey to map the system of 
values for management consultants and entrepreneurs concerning consultancy in 
Borsod-Abaúj-Zemplén County in 2001 and 5 years later, in 2005-06.  
Both surveys consisted of two parts:  
• A full-scale analysis of management consultants seated in Borsod-Abaúj-

Zemplén County;  
• The survey was representative according to the fields of activities and their 

locations, with respect to all active enterprises seated in Borsod-Abaúj-
Zemplén County (actual and potential customers of management  
consultants); 

Results and sub-results of the research were constantly published in journals,  
domestic and international conferences. 

Detailed introduction of the research can be found in my Dissertation. The 
Dissertation is structured according to the proposals of the research-methodology 
literature: 

Following a short introduction the first chapter introduces the taxonomy of the rele-
vant literature. My objective was to map, integrate and evaluate the ever changing, evolving  
definitions used in English and German language literature. By summarizing and integrating 
the different theoretical aspects I phrased the model of management consultancy system.  

In the second chapter, after taxonomy of the typical characteristics of  
consultants based on the literature I researched the characteristics of management 
consultants seated in Borsod-Abaúj-Zemplén County, considering the system of val-
ues of both consultants and entrepreneurs. The results of this research are summa-
rized in the consultant-competence model.  

The third chapter I evaluate the evolution, and present situation of  
international management consultancy market, globally, and locally in both Europe 
and in Hungary.  

This is followed by phrasing the hypotheses based on the study of the  
literature and previous surveys. After the details of the research methods applied I 
tested the hypotheses and introduce the new and novel findings of the research.  

Following the summary of research results I dealt with the possibilities to  
utilise them and opportunities to continue the research in other directions.  
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2. RESEARCH METHODOLOGY 

The theoretical basis of my Dissertation is the integrative mapping of Hungarian and 
foreign, mainly English and German literature. In the descriptive part my objective 
is to introduce, evaluate and integrate different attitudes.  

The hypotheses which served as the basis of the empirical research to map the 
system of values for management consultants and entrepreneurs were founded the 
domestic and foreign literature, my own observations and previous surveys standing 
at my disposal. The basis of my observations was a several month long  
work practice at a consultant firm where I participated in all phases of the work and 
communicated to practitioners, consultants and entrepreneurs on a regular basis. I 
also had opportunities to communicate directly at the annual Regional Management 
Consulting Conferences, at the courses we organised for consultants and  
entrepreneurs, and at the lectures of the subject Management Consultancy for full-
time, part-time and postgraduate courses. Very few surveys are available in  
international management consultancy journals (Unternehmensberater,  
Managementberater, later Consultant, and C2M Consulting to Management) which 
analyses the value systems of consultants and entrepreneurs. The following surveys 
can be regarded as the ancestors of my empirical research: 

• Switzerland, survey in 1997: non-representative survey based on an interview 
of 120 top-managers of companies employing more than 50 persons on the 
management consultancy services they employed. (Marc –A. Woog Marc A – 
Rüeger, Brian, 1997);  

• Germany, October-December 1999, in a representative survey 623 top-
managers and consultants were asked and the characteristics of managers and 
consultants and their changes were analysed based on 21 criteria in the previ-
ous seven years (the survey from 1999 was a follow-up to a previous similar 
survey in March, 1993.) (Höselbarth, Frank, 2000);  

• Hungary, the Entrepreneurship Department of Corvinus University made a 
survey of a sample consisting of 50 top-managers of companies seated in  
Budapest between September 1996 and March 1997 in the framework of the 
research project „in competition with the world”. Its objective was to judge 
the performance of management consultants from the point of view of their 
customers. The survey analysed the circumstances of two projects – freely 
chosen by the participant companies – one of which was posterior considered 
as a successful one and one unsuccessful. (Gergely Szabolcs, 1997);  

• Studies of FEACO which aimed to map European management consultancy 
market done annually since 1998. (http://www.feaco.org/en/index-action-
marketInformation.html) 

 
The questionnaire which serves as the basis of the empirical research was phrased 
with the integration of lessons to be learnt from previous foreign surveys known 
from the literature. An important aspect of structuring the questionnaire was to shed 
light on different question from several points of view, increasing the reliability of 
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the results and consequences to be drawn based on the answers. Empirical research 
consisted of two major parts:  

The aim was to make up an evaluable, 300 member sample of enterprises  
located in Borsod-Abaúj-Zemplén County. Based on the experie4nces we had from 
previous surveys an approximately 50% response rate can be achieved by personal 
contact to enterprises. This is why we chose 600 enterprises4 from the 2000/12 and 
2005 editions of Cegtar (Enterprise Catalogue – from the enterprises registered by 
registry-court, as active enterprises located in B-A-Z County), and visited them  
personally. Surveyed enterprises were chosen based on the fields of activities,  
considering the shares of geographical locations with a random sampling method. 
This way, we managed to receive 362 responses in 2001 and 294 in 2005-06. Re-
sponse rate was 60.3% in 2001 and 49% in 2005-06. Because of the variation in  
responses service sector is slightly under- while industry and trade slightly over-
represented, but the difference is not significant and follows the ratios in the region well.  
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Source: ksh, own construction

 

Figure 1: The composition of the sample and enterprises located in B-A-Z country 
according to their fields of activities in 2005 

 

In both years we made a full-scale survey of management consultants which were 
registered under the TEÁOR number 7414 „management consulting” in Borsod-Abaúj-
Zemplén County. In December 2000 199 management consultants were registered in our 
County, while in 2005 222, we visited all of them. 83 of the registered consultants agreed to 
fill in the questionnaire in 2001, while in 2005 88 of them. Response rate was lower than in 
case of the enterprises, it was only approximately 40% (41.7% in 2001 while 39.6% in  
2005-06).  

I used the software package SPSS 14.0 for analysing the database from the survey. I 
tested my hypotheses by cross-table analysis (independence analysis), variance-analysis and 
correlation analysis, by the 5% significance level generally accepted in social sciences.  

                                              
4 3,5% of all active enterprises in B-A-Z County. 
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3. SUMMARY OF THE SCIENTIFIC RESULTS OF THE RESEARC H 

In the theoretical part of the Dissertation the analysis, evaluation and integration of 
the ever-changing, evolving definition of management consultancy was summarised 
based on the English, German and Hungarian language literature. A summary of 
these can be integrated into the complex definition of management consultancy:  
 

Management consultancy is an independent, objective  expert service 
which is accomplished based on a treaty, and create s value added for 
the customers: uses knowledge and other means in or der to improve 
performance or reach other business- and organisati on-related objec-
tives. Problems and objectives are determined toget her with the  
customers, the necessary surveys, analyses and eval uations are done. 
In order to reach the goals set together, identify new opportunities and 
working out propels for solutions, and in case of a ny need also  
cooperate in the introduction of these. 

In other words: 

Management consultancy is an independent, objective  service which 
means professional help in reaching business- and o rganisational  
objectives for monetary reimburse.  

 
Wohlgemuth (1991) defined management consultancy as a project-oriented process 
of interactions among the members of the consultancy system, customer and  
consultant. He focused on three aspects when phrasing the definition (institutional, 
functional and device). According to Milan Kubr (2002) the aim of consultancy is to 
fulfil organisational objectives and tasks, which includes not only the resolution of 
problems but also the identification of new opportunities, accumulation of  
knowledge and making the necessary changes. The complex definition and integra-
tion of different theoretical aspects leads us to the composition of management con-
sultancy system model, whose novelty is the introduction of management  
consultancy systems from five different aspects and the understanding of it a system 
of interaction among actors and factors: 
• Consultant’s aspect: consultant generally includes several persons –we have to 

regard it as a system. Professional competence is emphasized in case of the con-
sultant’s organisation, including special knowledge, independence and objectiv-
ity. Special knowledge refers not only to the knowledge of the special profes-
sional area, but also to consulting practice: have insight in the problem, be able 
to form independent, established conceptions. This differentiates consultants 
from other professional experts, and their independence from internal consult-
ants. 

• Client’s aspect: client generally also includes several persons –so it also has to 
be regarded as a system. A wide interpretation of problem dimension is empha-
sized in case of the client’s organisation. Problem dimension contains not only 
the resolution of problems, but also value added: achieving business and organ-
isational goals, identifying new opportunities and implementing changes. The 
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reason for the existence of the whole consulting process is to create value added 
for the clients.  

• Instrument aspect: the consultancy contract is the start-up point of the  
consulting process. Cooperation is also essential for the performance of the  
contract. It is the link between the two systems, because it relies on the  
interaction of consultant and client: they identify management problems and 
other goals, ensure and use technological instruments together. Both teaching 
and coaching play an important role in the cooperation: they reciprocally teach 
and help each-other on the way to the resolution of the clients` problem, which is 
the primary condition of success. In this relation coaching can also be regarded 
as a frontier of consultancy.  

• Environmental aspect: both consultant and client act in external environment, 
so these environmental effects are primary preconditions in the consulting  
system. In this system 4 environmental effects have outstanding significance: 
� Legal environment: it influences the consulting system in 2 different  

aspects. First, it regulates contractual obligations and responsibility.  
Second, the consultant creates value added for the client in the constantly 
changing legal environment: the consultant contributes to the legal  
operation of client’s system, while also makes the best of the legal  
opportunities; this is why it is an important field of consulting. 

� Economic environment: its effect can be analysed in two aspects as well. 
First, the general economic situation influences the demand for consulting 
service, booms have a positive impact on consulting, while the effect of a 
recession is negative –clients spend less on consulting. It is the most  
important field of consultancy; it has both direct and indirect effect on each 
consulting area: consultant’s relationship with clients rest on the economic 
situation.  

� Technological and informatics environment: its general state and state of 
development define methods and infrastructure, which can be applied dur-
ing the consulting process, so it has an effect on each consulting area. Be-
sides this it is an important consulting area, in FEACO surveys it is  
recorded separately.  

� Social and cultural environment: its effect can also be analysed according 
to several aspects. Consultant organisations face a tough, tight competition 
for talented, qualified labour force, because they are the ones who produce 
value added. So, demographic environment and the general level of  
education impact on the potentials of consultant organisations. This factor 
is very important for international, multicultural projects as well. During 
the consulting process, consultants have to take notice of client’s organisa-
tional culture. It is essential for creating the conditions of an effective  
cooperation. 

• Economical aspect: each consulting process, interaction between consultant and 
client is the exchange of the client’s money for the consultant’s time in economi-
cal aspect. Consultants need to receive both a fee from the clients and information 
which are necessary for the work (data and cooperation). As value added, they 
prepare the required surveys, analyses and evaluations, recommend resolutions to 
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realize the clients` goals, identify and seize new opportunities and help, when  
required to implement these.  

I fitted my model to the system of definitions of noe-institutionalist economics.  
 

Treaty, devices Consultant organization systemCustomer organization system

Professional competence
•Special knowledge: aggregate 
of different methodologies, 
methods, practice
•Independence
•objectivity

Cooperation
•Experiences
•Problems, setting 
objectives
•Conversations, interviews
•Teaching, encouraging
•Technical devices

Creating value added, 
reaching business and 
organisational goals
•Resolution of problems
•Identifying new 
opportunities
•Implementation of 
changes

Legal 
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Social, 
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Engineering, 
technical, 

informatics 
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Economic 
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Time, diagnosis, proposal, help in 
implementation

Payment, information
 

 
Figure 2: Model of Business Consulting System  

 

After the taxonomy of the typical characteristics of consultants, I made a surveys 
and analysis of the characteristics of consultants located in Borsod-Abaúj-Zemplén 
County according to the value systems of consultants and entrepreneurs. In order the 
maintain international comparability, I applied the 21 factors used in the 1993 and 
1999 representative study of Frank Höselbarth (2000)5 to analyse the situation of our 
County both in 2001 and in 2005-06 as well. I did not find significant difference in 
the characteristics of Hungarian and German consultants, and they did not change 
significantly from the first date to the other either. Minor differences can be tracked 
in the opinions of entrepreneurs and consultants, but this is not significant either, 
consultants and their customers evaluate consultants` competences in a similar way. 
Factor-analysis can be used to condense data and map the internal structure of the 
database. Factor-analysis can be applied to the analysed 21 criteria both according to 

                                              
5 The 21 criteria applied in the German study is a summary of the typical characteristics of consultants, found in the 
literature. 
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KMO criterion and Barlett—test6. The results of these analyses are summarized in 
the consultant competence model7 (figure 3), which emphasises the significance of 
six factors. I applied the system of criteria from Frank Höselbarth (2000) to structure 
this model.  

 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

 

 

 

Figure 3: Consultants´ competence model 

 
Modelling competences was followed by phrasing 10 hypotheses based on the 

literature and the previous surveys. Two surveys of consultants and entrepreneurs 
(present or potential customers of the consultants) in Borsod-Abaúj-Zemplén County 
in 2001and in 2005-06 –were applied to test the hypotheses, and I framed my theses 
with the rejection or acceptance of these. 

In connection with the general goals of my research, I determined hypotheses 
on four fields, and following the testing of these I summarized the statements and 
framed my two theoretical models.  

                                              
6 Kaiser-Meyer-Olkin KMO criterium KMO>0,7 (0,746): our variables are suitable for factor-analysis. (ha KMO>= 0,8 
very good) Sig 0,00 : our starting variables correlate, they are suitable for factor-analysis according to Barlett test too 
7 Testing the model by B-A-Z County data proved that there are such general competences of consultants which are 
independent of social context. Reilabilty could be increased by testing in other countries.  
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Figure 4: The structure of hypotheses 

3.1 Statements concerning the management consultancy competence model 

Part of my hypotheses needs to be tested in international, regional  
comparison. The questionnaire was phrased in a way which enables us to compare its 
results with the foreign surveys standing at our disposal: I used the 21 criteria on the 
characteristics of management consultants accomplished in 1999 for a representative 
study of a sample of 623 German top-managers8. For testing my first hypothesis, ac-
cording to which “there are significant regional differences among management 
consultants”, – defining regional level for countries – I used a one sample t probe, in 
which test values were given according to German experiences. Based on the results 
of the test H1 hypothesis can be rejected. H4/c sub-hypothesis was constructed  
supposing that in the time period between the two surveys, 2001 and  
2005-06 management consultants competences in Borsod-Abaúj-Zemplén County 
followed the same pattern Germans did according to the opinions of entrepreneurs: 
H4/c Besides communication competences, changing, adjustment and adoption  
willingness, conflict-treatment and team-spirit of the consultants` competences will 
also be strengthened, besides cost-benefit aspects, project aspects will become more 
and more important.” The significance of the consultants` age and place in hierar-
chy will decrease. After testing this hypothesis with variance-analysis, H4/c was re-
jected. Based on these I phrased my first thesis:  
 
T1 Thesis: No significant regional difference can b e found in the characteris-
tics of management consultants according to the val ue systems of entrepre-
neurs. Characteristics of consultants did not chang e significantly in the last 
five years.  
 

In case of 5 out of the 21 analysed criteria (communication ability, openness 
to information technologies; ability to change; the age and experience of the  
consultants, in favour of the older persons; ascesis) there was no significant  

                                              
8 Frank Höselbarth (2000): Veränderungsbereitschaft als Methode, Managementberater 2000. März 
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difference between the competences of German and Hungarian consultants, testing 
with a one-sample t probe, on the 5% significance level according to Hungarian  
entrepreneurs. In case of 13 criteria (strategic attitude; adjustment abilities;  
leadership based on participation and cooperation; project attitude; vision; cost-
benefit attitudes; loyalty; social competencies; independence; ability to treat  
conflicts; team-spirit; courage) differences are lower than 0.5 on a 5 step Likert-
Scale. In case of two criteria the difference is lower than 1 (Level of Ethics was 0.7, 
while familiar, balanced atmosphere for Hungarian consultants was 0.8 points higher 
ranked by Hungarian entrepreneurs than the ranks German consultants were given by 
German entrepreneurs). The difference was larger than 1 in case of only one criteria, 
prestige-based leadership is more characteristics for Hungarians (the difference is 
+1.4), but this is the least typical characteristic of consultants in both countries.  

Weaker than average relationship can be found between the following  
variables at the usual 5% significance level in Borsod-Abaúj-Zemplén County:  

• In 2005-06, according to the entrepreneurs, strategic attitude was less  
characteristic for consultants (on a 5 steps Likert scale by 0.3, Sig=2.2%). 

• Leadership based on cooperation improved by a small extent (on a 5 steps 
Likert scale by 0.3, Sig=5%).  

• Openness of consultants to information technologies improved to a small  
extent (on a 5 steps Likert scale by 0.3, Sig=3.7%).  

• Adoptability competences of entrepreneurs improved to a small extent as well 
(on a 5 steps Likert scale by 0.3, Sig=1.4%).  

 
H7 hypothesis concerning the value system of consultants  in the county is 

based on the assumption that the tendencies known from international literature and 
the German study can also be tracked in the way Hungarian local consultants` self-
picture changed: H7/a besides professional aspects (modern knowledge: cost-benefit  
attitude, openness to information technologies) ability to convince others (communi-
cation skills, entrepreneurial spirit) gain more and more importance in the value 
system of consultants; H7/b Securing the preconditions for efficient cooperation 
stands in the foreground of consultants` value system (balanced, familiar  
atmosphere, ethics, independence); H7/c The significance of previously important 
pragmatic views declined (age of the consultant, leadership based on prestige), or 
are not characteristic at all today. Hypothesis H7 can be tested with the method of 
variance-analysis. Based on this, hypotheses H7/a, and H7/c were declined, while 
H7/b was accepted.  My second statement concerning the consultancy competence 
model was phrased based on these: 
 
T2/a: the significance of neither professional aspe cts (modern knowledge: 
cost-benefit attitude, openness to information tech nologies) nor ability to 
convince others (communication skills, entrepreneur ial spirit) changed in the 
value system of consultants.   
 

Making the analysis by the usual 5% significance the time point of data-
collection does not influence professional aspects and ability to convince others  
according to the evaluation of consultants; this did not change in the last five years. 
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T2/b: In the value system of consultants the abilit y to secure the preconditions of 
efficient cooperation (balanced, familiar atmospher e, ethics, and independence) 
gained importance.  
 

Consultants evaluated their independence a little higher (On a 5 steps Likert 
scale by 0.3-el) than the entrepreneurs. Consultants also ranked their ethics higher, 
by 0.5, while their ability to create balanced, familiar atmosphere by 0.7.  
  
T2/c: The previously significant pragmatic attitude s in consultant` (the age of 
the consultant, leadership based on prestige) did n ot lose their importance in 
the last five years, they are still of average impo rtance.   
 

According to their own opinions, consultants` age and experience grew in the 
last five years (on a 5 steps Likert scale they raked themselves 0.5 higher, with a 
value of 3.8, Sig: 0.8%). Consultants evaluated the value of their own age and  
experience 0.6 higher than the entrepreneurs did (Sig: 0.1%). The importance of 
leadership based on prestige did not change in the last five years, and entrepreneurs 
and consultants evaluate it equally: it received a bit lower than average ranking (on a 
5 step Likert scale 2.9). 

3.2 Statements concerning the model of management consulting 

My further statements will regard the model of management consulting, gener-
ally the management consulting market, and the special situation of entrepreneurs. 

3.2.1 General statements concerning the management consulting market 

The annual study of FEACO which maps European management consultancy 
market also considers the distribution of management consulting turnover among 
countries. This enables us to compare the data of more and less-developed countries. 
Applying correlation-analysis to GDP and management consultancy turnover, and to 
the GDP per capita on purchasing power parity as a share of EU-27 average and the 
revenue per consultant we can receive similar results: there is a strong, positive rela-
tionship between our variables.9  
 
T3: Based on the analysis of 24 European countries, a s trong, positive correlation 
can be found between the application of management consulting services and the 
level of economic development. 
 

According to the observations of the Association of American Engineer  
Consultants10 consultancy resists the fluctuations of economy. I phrased hypothesis 
H3 according to this saying: the demand for consultancy services is independent of 
the fluctuations of the economy (booms and recessions). The fluctuation of GDP in 
time and the revenue of consultants are in a strong, positive relationship according 

                                              
9 Pearson correlation (GDP-consultancy revenues)=0,888 P=0,00 and Pearson correlation (GDP/capita – consultancy 
revenues/consultants)=0835 P=0,00: reliability 100% (strong, positive).  
10 Kelley, R.E (1986): Consulting The Complete Guide to a Profitable Career. Scribner, New York pp. 5 
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to the correlation analysis (r=0,751, p=0,008), which resulted in rejecting hypothesis 
H311: 

 
T4: Booms are beneficial for consultancy, more entr epreneurs can afford to apply it, 
contributing to their faster development; stagnatio n in the economy results in a 
stagnation of consultancy as well.  
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Figure 5: Volume of European consultancy market and GDP between 1998 and 2008 

3.2.2 Statements concerning the special situation of consultants and  
entrepreneurs in Borsod-Abaúj-Zemplén County 

Hypotheses H4 is based on the assumption that the consultancy market of  
Borsod-Abaúj-Zemplén County followed general the European tendencies in the five 
year long period between 2001 and 2005-2006: H4/a: Application focus moves from 
strategic questions to rather operative directions – strategic question will be more 
and more internalised; H4/b: Outsourcing –following European trends – gains 
higher importance in Hungary as well; Applying independence analysis and variance 
analysis proved that hypotheses H4/a, and H4/b have to be rejected: 
 
T5/a: The shift of emphasis from strategic to opera tive questions in the European 
market can not be tracked in the County’s consultan cy market: during the analysed 
5 years long period neither the demand for strategi c, nor the demand for operative 
consultancy changed. The significance of outsourcin g does not follow the Euro-
pean trends either; its importance did not increase . 
 

The share of application on both fields, at both points of time is the same; its 
value is at around 80%: so, the majority of the surveyed enterprises used both ser-
vices at both points of time.12 

Outsourcing was used by such a low rate of surveyed enterprises both in our 
analysis of B-A-Z County, and also in the national survey of VTMSZ13 that it can 

                                              
11 In order to be able to analyse the effects of a recession we would need the data of more years following the Autumn of 
2008, which can be the subject of another analysis. The strong positive relationship makes it probable that in case of a 
recession revenues would decrease, which is supported by the preliminary data of the year 2009, standing at our 
disposakl when closing this booklet. 
12 The categories used by FEACO for their 2000 survey were not standing at my disposal when accomplishing the 
survey in 2001. By merging some of the categories comparability can be secured with the data of the 2005-06 survey 
and FEACO database: Organisational development, marketing and financial consultation were intergated to strategic 
consultingm, while trade and accountacy consultancy were intergated to operative conulting. 
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not be evaluated. Its share was 6/92=6.5% in our county, while only 0-1 % in the 
survey of the VTMS. The annual reports of FEACO and the analysis made on there 
basis regard outsourcing as a par of consultancy. Its European share is ever  
increasing, in some countries (for example in Spain and in the UK this is one of the 
most significant fields of consulting) In other countries14 (for example in Hungary, 
in Switzerland and in Slovenia) it can not be regarded as an independent field of 
consulting as its share is so low that it can not be evaluated. This does not mean that 
it is not characteristic for these countries at all, much rather that in the eyes of en-
trepreneurs who are asked in these surveys do not know it as an independent field, 
but is connected to other fields (this is especially true for informatics, and operative 
consulting).Before 2000 even FEACO did not feature it as an independent fields in 
their study. 

Hypothesis H4, framed based on the German trend15 according to which the  
importance of fixed prices is decreasing while the importance of result-dependent 
pricing (success fee) increases, can be proved by cross-table analysis. Accomplish-
ing the independence analysis, the hypothesis can be accepted: 
 
T5/b: Fixed pricing plays a decisive role in both t ime periods, but in  
synchrony with the German trends, the share of thos e who paid a success 
fee increased during the last five years.  
 
There is a significant relationship between the success fee, as a pricing method and 
the time of the survey. Significantly more customers paid a success fee in 2005-06: 
in 2001 only 12.2% of the respondents, while in 2005-06 28.3% of them paid this 
way.  
 
According to Robert David (2001)16 small consultants have to stay specialized, while 
the larger ones can afford to work as generalists, offering complex services at  
several fields. Based on this I phrased hypothesis H4/e according to which: Small 
consultants located in Borsod-Abaúj-Zemplén County are specialists, and the  
complexity of their services did not change during the last five years. Variance-
analysis strengthened this hypothesis: 
 
T5/c: Consultants in the County are rather speciali zed and the complexity of their 
services did not change over the last five years.  
 
The relevance of the supplied services` complexity represents the same value  
according to the entrepreneurs who applied them in the two surveys (on a 5 step 
Likert scale they evaluated it to 4.1, Sig: 2.3%). The number of fields on which con-
sultants offer their services did not change significantly (they offer their services on 
1.7 fields on the average, Sig: 14.2%). The consultants` employees` fields of gradua-

                                                                                                                                                      
13 Vezetési Tanácsadók Magyarországi Szövetsége (www.vtmsz.hu), www.feaco.org  Asociation of Hungarian Mana-
gement Consultants 
14 FEACO Survey of the Management Consultancy market 2007-2008 pp. 17 
15 Honorarstrukturen –BDU-Umfrage unter BDU-Mitgliedern –Unternehmensberater 2000/1 
16 David R (2001): The Emergence and Evolution of an „Expert” Field (In Gross, A.C., Poór J. (2008): The Global 
Management Consulting Sector  Business Economics October pp. 60 
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tion did not change during the last five years either (on average, they employ persons 
1.7 fields of graduation, Sig: 27.3%). 
 
Hypothesis H5 is based on the assumption that the role of difference originating in 
the special situation of the county are losing their significance and are levelled over 
time, converging to the European trends: H6/c the consultancy market of Borsod-
Abaúj-Zemplén County is internalized: local entrepreneurs favour local consultants, 
the vast majority of customers come from the county;  H5/a the local  
orientation of the county’s consulting market is decreasing, more and more  
consultants step over the borders of the county and the country; H5/b The  
consultancy market of the county becomes more and more opened: more external 
(coming from other regions) and larger consultants appear in our county,  
increasing the competition; H5/c The relevance of personal networks is decreasing 
for finding new customers, while the significance of applications increase; H5/d The 
experience of customers on consultancy increases, and instead of perfect satisfaction 
they start evaluating their consultants more critically. Variance-analysis and  
independence analysis can be used to strengthen hypothesis H6/c, while hypothesis 
H5 was rejected: we were not able to show that the relevance of the county’s special 
situation would be decreasing, would be levelled over time and would converge to 
European trends.  
 
T6/a: The consulting market of Borsod-Abaúj-Zemplén  County is internalized: 
local firms prefer to hire local consultants, and a  massive majority of local 
consultants` customer are located in the County. Du ring the analysed 5 year 
long period the internality of the county’s consult ing market did not  
decrease, it did not become more opened.  
 
88% of local consultants are located in the county of origin of the consultant, 9% is 
located in Central-Hungary and only 3% from the other 5 regions. The survey of en-
trepreneurs lead to similar results: in 2005-06 74 of the 92 entrepreneurs who hired 
consultants (80.43%) chose a partner from North-Hungary (too), 43 of them (46.7%) 
contacted consultants from Central-Hungary (as well) and only 8  
entrepreneurs (8.7%) chose consultants from the other five regions.  

The share of consultants having customers their own region (in North-
Hungary) is significantly higher in 2005-06 (increased from 86.7% to 95.5%), while 
the share of consultants having customers in other regions did not change (there is 
no significant difference between the data of the two surveys, 2001 and 2005-2006) 
One third of local consultants have customers in Central-Hungary, and one fifth in 
other regions.  
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Figure 6: the analysis of the internalisation of consultancy market in B-A-Z County 

 
The demand for consultancy did not change in North-East-Hungary, Budapest, and 
other regions either. Even though there was a minor drop (from 86% to 81%) in the 
share of those firms which hired consultants from North-Eastern-Hungary, the share 
of those which contacted consultants from Budapest (as well) increased from 44.3% 
to 46.7%, the share of those which hired consultants from other regions increased 
from 5.2% to 8.7%: so, the local consulting market became somewhat more opened, 
the change is not significant. Significantly fewer firms used consultancy services of 
multinational companies in 2005-06 than in 2001. 

 
T6/b: The relevance of personal relationships will not decrease, while the 
relevance of applications will not increase due to EU accession when making 
contacts to customers.  
 
Without any questions, the most important way to find new customers is to use the 
personal networks: in case of both surveys, 95% of consultants had customers  
coming from their personal networks. Applications and tenders, as means of getting 
into contact with customers lost weight (but not significantly), the share of consult-
ants applying for jobs decreased from 20.5% to 17% during the analysed period. So, 
the effects of EU accession cannot be tracked on this field.  
 
T6/c: Customers are not more critical of their cons ultants as 5 years ago.  
 
Applying the usual 5% significance level, the time point of the survey does not  
influence the evaluation of the consultants` work generally (satisfaction with the 
consultants` relationship, with his personal and professional competences, the 
judgement of the relationship between the proposed price and the performance, satis-
faction with the proposed resolution’s goal-orientation), and between the  
projects regarded as successful and unsuccessful later: There were no changes in the 
last five years.  
 
The hypotheses regarding the consultants can be tested by the representative survey 
of consultants. The analysis can be supplemented by the survey of those  
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entrepreneurs who applied consultancy services. The experiences of the surveys can 
be compared, and any differences in evaluations can be analysed. Hypotheses H6 is 
based on the special situation of the county, so can only be understood for small 
consultants: H7/b Smaller, more flexible consultants who know local environment 
better are able to satisfy local needs to a higher extent than large companies do; 
H7/d When choosing the consultant, the complexity of the offered service, personal 
relationships and deadlines are the most important factors, while advertisements, 
nationality, and size are less important in the value systems of customers. Consult-
ants adjust their behaviour to this. The hypothesis can be tasted by applying vari-
ance-analysis, which will strengthen it.  

H7/b hypothesis can be accepted with conditions, based on the variance-
analysis. As only 9% of the surveyed enterprises contacted multinational consultant 
companies ever, the survey cannot be applied to generalize our statements. 99% of 
the surveyed enterprises contacted only small- or medium sized consultants, so for 
this sized consultant-enterprises we are able to draw general conclusions:  
 
T7/a: Smaller, more flexible consultants who know l ocal environment better are able 
to satisfy local needs. 
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Figure 7: Evaluation of the consultant and the applied service 

 
According to entrepreneurs, smaller, local consultants are able to construct personal, 

good relationships to their customers (on a 5 steps Likert scale 4.5), while multinational 
companies are less accessible (3.3). 

Entrepreneurs are satisfied with the competences of smaller consultants  
competences (on a 5 step scale, smaller consultants received 4.4 points, while their 
larger counterparts 3.9). According to them, smaller consultants are able to deliver a 
high quality service on well-defined fields, and are able to adjust to special local 
needs to a higher extent.  

Smaller consultants are able to deliver high quality services, adjusted to  
special local needs on well-defined fields, at a significantly lower price level, than 
what larger firms supply. They regard the relationship between pricing and  
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performance much more favourably, even though they are fully satisfied with it (in 
case of small consultants, 4.2 points were given, while large ones received 3.5). 

The judgement on the solution-orientation of the proposal is similar to that on 
pricing-performance relation: proposals made by multinational consultants are more 
general, (3.7), while smaller consultants` proposals are usually easier to apply in 
practice) on a five steps Likert scale 4.1). 
 
T7/b: When choosing the consultant, the complexity of the offered service, 
personal relationships and deadlines are the most i mportant factors, while 
advertisements, nationality, and size are less impo rtant in the value systems 
of customers.   
 
Consultants judged the relevance of factors for choosing their company generally 
right; only some (significant) differences can be tracked. Consultants over-estimated 
the relevance of the consultant’s reputation, previous work-experiences, personal 
networks and the opinions of acquaintances in choosing their firms as a partner. 
They underestimated the relevance of deadlines and regional offices significantly. 
The difference is not large, on a 5 step Likert scale it is lower than 1 point. In case 
of the other factors (advertisements of the consultant, reference list, nationality, re-
gional headquarter, price level, favourable payment conditions, size of the consult-
ant, its network, complexity of the offered services) no significant difference can be 
tracked between the value systems of entrepreneurs and consultants, applying the 
usual 5% significance level. Consultants were able to judge the relevance of these 
factors right.  
 
I differentiated entrepreneurs when evaluating their system of values for consultancy 
according to the application of consultancy services (applied already, has not applied 
but plans to, has not applied and does not plan to) Those who belong to the first 
group, are able to evaluate consulting services based on their own experiences, they 
have a well-founded system of values. Members if the second group have only pre-
liminary expectations, while members of the third group can only be analysed in 
terms of their prejudices. Approximately one third of the surveyed entrepreneurs 
have already applied consultancy services (32% in 2001: 115, 31.2% in 2005-06: 
92), one in every ten has not applied such services in the past but plans to do so in 
the future, and more than half of them has not applied consultancy and does not plan 
to do so either. 

Hypothesis H8 concerns the value system of those entrepreneurs who have  
already applied consulting services: H8/a Different types of enterprises use different 
advices from different consultants; H8/b According to the value-judgements of en-
trepreneurs in the county, external forces play a more decisive role in choosing the 
consultants than internal motivations; H8/c Small enterprises choose their consult-
ants based on personal relationship, while large ones based on the reputation of the 
consultant. H8/a, and H8/b hypotheses were rejected based on variance-analysis and 
independence analysis, while hypothesis H8/c can be accepted partially. 
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T8/a: No differences can be shown in the value syst ems of consulting of different 
types of enterprises (scale, scope of activity): th ey employ services on similar 
fields, and similar sized consultants.  
 

Applying the usual 5% significance level, significant relationship (stronger 
than average) can only be shown between the size of the company and human re-
source management consulting (Sig=2.2%). Only 28.1% of the analysed small enter-
prises applied human resource consulting, 50% of medium sized, and 64.3% of large 
enterprises did so.  

By a 6% significance level (Sig=5.2%), (weaker than average) relationship can 
be found between the application of operational consulting services and the cus-
tomer’s scope of activities (productive, service-or trade sector). While 87% of pro-
ductive firms and 86% of service sector companies applied operational consulting, 
only 64% of trade-sector companies followed suit.  

Applying a 5% significance level, no significant relationship can be tracked 
between the size of the hired consultant company and (individual, small- medium 
sized or large, multinational) and the size of the customer (small- medium sized or 
large) and its scope of activities (productive, services or trade sector). 
 
T8/b: According to the evaluation of entrepreneurs located in the county, internal 
motivation plays a significantly more important rol e in choosing the consultant than 
external factors do.  
 
The majority of those who apply consultancy services, almost two third of the sur-
veyed entrepreneurs (64%) choose a consultant for its special knowledge. Every sec-
ond entrepreneur (48%) does so due to the size of the enterprise (the enterprise is 
too small to posses internal capacities for each function). External forces: legal 
regulations and external actors` (for example banks) „proposals” are not mentioned 
among the most common reasons, only 24% and 12% of the respondents mentioned, 
that these reasons contributed to applying consultancy services.  
 
T8/c: The smaller the enterprise is the larger role  the personal relationships can 
play.  
 

According to the evaluation of small enterprises, personal relationships play a signifi-
cant role when choosing the consultant (on a five step Likert scale 4.5), while larger ones 
thought it is a bit larger than average (3.71).  

We can also track a slight relationship between the size of the enterprise and 
the importance of payment conditions in choosing the consultant: according to larger 
and medium-sized enterprises its importance is lower than average (on a 5 steps 
Likert scale 2.9), while small enterprises evaluated it higher than average (3.6).  

None of the other factors show significant difference in the value systems of 
enterprises according to their sizes in choosing the consultant. Advertisements and 
nationality of the consultant so not matter to a great extent (on a 5 steps Likert sale 
2), the regional office of the consultant is also of average importance, along with the 
opinions of acquaintances (evaluated around 3), reputation of the consultant is a bit 
more significant than average (3.4), previous work-relationships (3.4), reference list 
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of the consultant, its deadlines and price levels (3.8), network of the consultant (4), 
and the complexity of the offered service (4.14). 

Hypothesis H8/d, which was based on the results of a survey made in Buda-
pest17, can be accepted based on our survey in Borsod-Abaúj-Zemplén County: 
 
T8/d: Entrepreneurs were fully satisfied with the c onsultants and their competences 
in case of projects regarded successful posterior, according to their evaluations, 
these proposals were applicable, the service – inde pendent of the actual price level 
– was worth it. In case of projects regarded as uns uccessful posterior, entrepre-
neurs were medium satisfied with their consultants,  unsatisfied with the service, 
even though they did not evaluate these proposals a s barely unusable, as a waste 
of money either.  
 

Entrepreneurs located in the county were fully satisfied with the consultants 
and their competences in case of projects regarded successful posterior (on a five 
steps Likert scale 4.7), basically they were satisfied with the price-performance ratio 
and the solution-orientation of the proposal as well, even though not without objec-
tions (4.4). 

In case of projects regarded as unsuccessful posterior, entrepreneurs were me-
dium satisfied with their consultants (they evaluated their relationship with the con-
sultant for 3.4, their competences for 3.1), they are not fully satisfied with the ser-
vices they received but also did not regards these as fully useless (the solution-
orientation of proposals received 2.7, the price-performance rate 2.4). 
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Figure 8: The evaluation of the consultant and the service 

                                              
17 Gergely Szabolcs: Consultancy and competitiveness BKE, 1997: analysed – in the framework of BKE  program titled 
„Versenyben a világgal” (in competition with the world) the judgement on consultants from the point of view of their 
customers based on a project the respondants were free to choose and which they regarded as successful posterior and 
based on one they regarded as unsucessful. 
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Hypothesis H9 concerns a special circle of entrepreneurs who have not applied con-
sultancy services yet but plan to do so: they do not have any experiences with man-
agement consulting but they have preliminary expectations, which can be evaluated. 
I phrased the hypothesis based on their special situation: H9/a The majority of those 
who plan to apply consulting services does so because of legal regulations; H9/b 
Those who plan to apply consulting services are optimistic, they have a positive atti-
tude towards consultants; H9/c The majority of those who plan to apply consulting 
services have high expectations which are not always realistic; I tested the  
hypotheses by independence analysis and variance-analysis, and rejected them based 
on these. Those who have not applied consulting services and do not plan to do so 
either do not have any experiences and preliminary expectations neither for the  
consultant, nor the service itself, here we can analyse only the prejudices.  
Hypothesis H10 was phrased to reflect to their special situation: Those who have not 
applied consulting services and do not plan to do so have a less favourable picture 
of consultancy than those who have already applied such services, they have a 
prejudice towards consulting. Variance-analysis and independence analysis 
strengthen this hypothesis. Thesis T9 concerns those who have not applied  
consulting services so do not have any experiences with management consulting: 
 
T9/a: the majority of those who plan to apply consu lting services does so not be-
cause of the legal regulations (external factors) b ut much rather because of internal 
motivations. The value systems of those entrepreneu rs who have already applied 
such services and those who only plan to do so does  not differ significantly.  
 
Weaker than average, but significant relationships can be tracked by the usual 5% 
significance level between the types of surveyed entrepreneurs (those who have al-
ready applied consulting services, those who have not but plan to do so and those 
who have not and does not plan to do so) and the reasons for application in the  
following instances:  

• A significantly larger share of respondents who have already applied  
consulting services mentioned legal regulations among the reasons (23.9%). 
Only 2.9% of those who have not applied such services mentioned this as a 
possible reason.  

• A significantly larger share of respondents who have already applied  
consulting services mentioned that they applied the service to help the launch 
of their enterprise (15.2%). None of those who have not applied such services 
mentioned this as a possible reason. 

• A significantly larger share of respondents who plan to apply consulting  
services mentioned (61.8%) to use the service to help increase their  
enterprise. Only 25% of those have actually already such services mentioned 
this reason. This is the most important reason for those who only plan to turn 
to consultants.  

 
T9/b: Those entrepreneurs who have not applied cons ulting services yet, and do not 
plan to do so in the future either are much more sc eptical in their opinions on man-
agement consulting than those who have already appl ied these services, or have 
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not applied yet but plan to do so. They are more af raid that they will not be satisfied 
with the consultant, or the received service. The m ajority of enterprises do not 
choose to apply management consulting services due to the lack of knowledge on 
consulting: They have a worse image of consulting t han those who have already 
applied these services; they have a prejudice towar ds consulting.  
 
Those entrepreneurs who have not used consultancy services yet, and do not plan to 
so either are afraid of 1.4 reasons for unsatisfaction on average, those, who plan to 
apply these services are on average only afraid of 1.1 reasons, while, those, who 
have already applied consultancy mentioned 0.4 reasons on average.  
 
Those entrepreneurs who have not applied consulting services but plan to do so are 
usually more afraid of the following factors than those have already done so: 

• They will not be able to apply the proposed resolution in practice (p=0.017, 
Cramer’s V =0.212). Only 9.8% of those who have already applied consulting 
services pointed at not being able to apply the resolution, while 26.5% of 
those who only plan to use consulting are afraid of this.  

• It will be difficult to cooperate with the consultant (p=0.019, Cramer’s 
V=0.209): none of those who have applied consulting services already  
mentioned this based on their own experiences, while 5.9% of those who only 
plan to use consulting are afraid of this. 

• The consultant will disturb the everyday work (p=0.028, Cramer’s V= 0.196): 
only 1.1% of those who have applied consulting services already mentioned 
this based on their own experiences, while 8.8% of those who only plan to use 
consulting are afraid of this. 

• The consultant will give away business secrets (p=0.025, Cramer’s V= 0.2): 
only 2.2% of those who have applied consulting services already mentioned 
this based on their own experiences, while 11.8% of those who only plan to 
use consulting is afraid of this. 

• The consultant is not eligible for solving internal problems (p=0.045, 
Cramer’s V= 0.179): only 4.3% of those who have applied consulting services 
already mentioned this based on their own experiences, while 14.7% of those 
who only plan to use consulting are afraid of this. 

 
Those entrepreneurs who have not applied consulting services and do not plan to 

do so are more sceptical, they are more afraid of not being satisfied with the con-
sultants` work and the received services (p=0, Eta=0.602). 

Based on their prejudices, significant differences can be tracked in the following 
reasons compared to the opinions of those who have already applied consulting  
services:  

• They are more afraid to receive a schematic, general answer to their specific 
question (p=0.005, Cramer’s V=0.176) only 17.4% of those who have applied 
consulting services already mentioned this based on their own experiences, 
while 33.9% of those who only plan to use consulting are afraid of this 

• They would not be able to apply the proposal and make use of it in practice 
(p=0.018, Cramer’s V= 0.147) only 9.8% of those who have applied consult-
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ing services already mentioned this based on their own experiences, while 
21.4% of those who only plan to use consulting are afraid of this.  

• The external consultant would not be eligible to solve their problem (p=0, 
Cramer’s V= 0.285) only 4.3% of those who have applied consulting services 
already mentioned this based on their own experiences, while 28% of those 
who only plan to use consulting are afraid of this. 

 
Significant differences can be tracked in the opinions of those who do not plane to 
apply consulting services (and have not done so yet) concerning the expected results 
of the service compared to the opinions of those who have already applied  
consulting services: they are more sceptical concerning the results of the cooperation 
too: 

• They evaluated their relationship with the consultant to 3.87 on average on a 
five step Likert scale, while those who have already applied consulting  
evaluated it for 4.5 based on their experiences (p=0, Eta=0.282)  

• They evaluated the competences of consultants to 3 on average on a five step 
Likert scale – based on their prejudices, while those who have already applied 
consulting evaluated it for 4.5 based on their experiences (p=0, Eta=0.66) 

• They evaluated the price-value relationship to 2.7 on average on a five step 
Likert scale– based on their prejudices the service would not worth its price, 
while those who have already applied consulting evaluated it for 4.2 based on 
their experiences 4.2 (p=0, Eta=0.617) 

• They evaluated the solution-orientation of the proposal to 3 on average on a 
five step Likert scale– based on their prejudices the service would not worth 
its price, while those who have already applied consulting evaluated it for 4.2 
based on their experiences 4.2 (p=0, Eta=0.584) 

 
When phrasing hypothesis H9/d I started by supposing that – following the European 
trends – more and more entrepreneurs will integrate the consultant also to the  
implementation of the proposed resolution, so a larger share of those who only plan 
to apply consulting should be considering this option than the share of those who 
have already applied these services did so: H9/d A larger share of those 
 entrepreneurs who plan to apply consulting services but have not done so so far 
plan to integrate the consultant into the process of implementation than share of 
those who have turned to consultants did so. This hypothesis was rejected by the ap-
plication of independence analysis.  
 
T9/c: Based on the data of the County the significa nce of implementation cannot be 
shown to have been increased.  
 
Applying the usual 5% significance level, no significant relationship can be tracked between 
the surveyed circles of entrepreneurs (applied consultancy services, not applied, plans 
to do so) and the share of integrating the consultant into the process of  
implementation. 27.2% of the surveyed entrepreneurs in the county integrated their 
consultants to the process of implementation, while only 20.6% of those who have 
not applied consulting yet but plan do so mentioned this option (the difference is not 
significant). 
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Figure 9 shows the context of the hypotheses: 
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Figure 9: the relationship among the hypotheses and theses 
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4. PRACTICAL  APPLICABILITY   
AND  POSSIBLE WAYS  OF  CONTINUING  THE  RESEARCH 

 
I chose the changes in the value system of entrepreneurs on management consulting 
as the subject of my PhD Dissertation because Hungarian literature does not concern 
this field in depth and the international literature also touches this informative and 
interesting field only on the surface. According to my opinion, the results of my re-
search can be utilized on the following fields: 
 

• The level of the consultant profession 
The models of the professional literature of consultancy can be refined and 

new models can be set up.  
After the clarification, analysis and evaluation of definitions in English, 

German and Hungarian language literature, based on the summary and  
supplementation of the theories a new model of management consulting  
was constructed.  

Following the taxonomy of the typical characteristics of management  
consultants cited in the literature I analysed the characteristics of consultants  
located in Borsod-Abaúj-Zemplén County according the value systems of both 
the consultants themselves and the entrepreneurs who are their actual or potential 
customers. The results of this analysis are summarized in the consultants`  
competences model.  

Both models fill in gaps in the literature of management consulting, based 
on my research of the field.  
 
• The level of enterprises 

To enhance the efficiency of cooperation between the consultants and their 
customers, it is essential to get to know each-others` value systems and expecta-
tions, the construction of a common understanding and common language for the 
actors and the society. The comprehensive picture of Borsod-Abaúj-Zemplén 
County`s entrepreneurs` and consultants` value systems and the tendencies of the 
change in it, based on two representative surveys of these actors, accomplished in 
2001 and in 2005-06 can contribute to this goal.  

 
• The level of education 

Results of both the primary and the secondary research can be utilised in 
education, mainly in the business/management fields, on MSc level. The subject 
“management consulting” has been being taught on the Faculty of Economics, 
University of Miskolc since 1996. The research results can be directly applied to 
making the teaching materials of this subject more up-to-date. Starting with 2010, 
new subjects will be launched on the Business Development MSc course, these 
will be the following: „Introduction to management consulting”,  
„Consulting enterprises”, and „The process and general methods of management 
consulting”. The research results can be applied to the first two subjects to a  
greater extent. In my opinion, lecturing the subject „Introduction to management 
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consulting” as an alternative subject at other faculties would be highly useful. In 
order to widen the insights of other students too (for engineers, law students and 
arts students, etc.) as after finishing their studies they could also profit from this 
knowledge, either as practicing consultants or as customers of other consultants.  
 

Possible ways of continuing this research could include the step-by-step elimination 
of its limitations: 
 

• The empirical research – which was exclusively aimed at the analysis of  
enterprises and consultants located in Borsod-Abaúj-Zemplén County – is not 
suitable for drawing more general conclusions on national or international 
levels. Following the survey in 2001 I wished to broaden the circle of included 
enterprises, I tried to lift my research to national level. I contacted the Asso-
ciation of Hungarian Consultants, who sent out my questionnaire to the mem-
bers of the association in 2005, but the response rate was very low unfortu-
nately (only 5 questionnaires arrived back to me), so I was not able to evaluate 
these results, and in case of the 2005-06survey I returned to the County level 
again. Even though had no chance to broaden the scope of my research to Bu-
dapest and other counties due to the above mentioned difficulties, this prob-
lem might e solved with the integration of other universities from other re-
gions of Hungary to the research. It would be highly useful to map the  
consulting market and the value system of entrepreneurs and consultants to-
wards consultancy in Hungary (with a special emphasis on Budapest), in order 
to able to draw more general conclusions, and determine, how specific the 
situation of our country really is. 

 
• My research almost exclusively included small sized consulting companies, 

due to the special situation of our county (both in 2001 and in 2005-06 each of 
the surveyed consultants were small enterprises). We have to point out, that 
the inclusion of large consultant enterprises to these surveys would have  
exceeded the possibilities of this research project, due to methodological  
differences and the increased complexity, but it can serve as a starting point 
for the enhance research. The largest obstacle in this aspect was the applica-
tion of the survey, as a research method, in depth interviews and participant 
observation would be the best research methods in this aspect.  

 
• My PhD research was focused on the change of the value systems of  

entrepreneurs and consultants for management consulting, and did not  
include the methods consultants apply. I think several dissertations could be 
written on developing and testing methodological models to improve effi-
ciency in distinct fields of consultancy.  
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