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The role of small and medium enterprises (SMEs) is
very important in every European country. At the same
time, there are numerous barriers that limit SME possibili-
ties to grow. The variety of these barriers is rather big, and
the number of offered solutions is also large. This article
concentrates just on one of them: use of professional assis-
tance of business consultants. This is critically important
in transition economies, where traditions of using services
of business consultants are very limited.

The article analyses how use of various consulting ser-
vices influenced SMEs’ growth in terms of their sales and
number of employees. This analysis allows indicating types
of business consulting services that influenced growth of
enterprises more than others. In some instances, differ-
ences between decisions of small (up to 50 employees) and
medium (50-249 employees) companies are observed and
analysed.

The research is performed on the basis of a survey that
was carried out for a long period of time, and included
more than 300 Lithuanian companies.

Keywords: small and medium enterprises, business consul-
ting services, SME growth, transition economy.

Introduction

Analysing economic development of any country, re-
searchers pay significant attention to a specific sector, rep-
resented by small and medium enterprises (SMEs). There
are different definitions of SMEs. However, the most
common way is to define these companies on the basis of
employment, since the number of employees is the sim-
plest indicator that is not dependant on any methodological
or legal specifics. According to this criteria, SME sector
covers companies that employ less than 250 employees.
Quite often the group is subdivided into segments of small
enterprises (up to 50 employees) and medium enterprises
(50-249). Though some definitions include also sales num-
bers, industry aspect and some other indicators, for sim-
plicity reasons in this article we define SME sector just
according to the number of employees.

The attention to small and medium enterprises is based
on the fact that SME sector plays a very important role in
economies of many developed countries. Small businesses
are well recognized and acknowledged worldwide as vital
and significant contributors to economic development, job
creation, and the indicator of general health and welfare of
economies. In all countries of Europe, SMEs count for
more than 99% of all registered companies. In Lithuania,
SMEs also count for more than 99% of registered compa-
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nies, create almost 70% of GDP, and employ about 70% of
labour (Darulis, et al, 2004).

SME sector was analysed by numerous authors and
very different aspects of SME sector were covered. Typi-
cally, the main set of issues is related with SME strategies,
competitiveness and some vulnerability.

Strategies and overall management of small and me-
dium enterprises have their specifics, since smaller compa-
nies often see their competitive advantages through devel-
opment of cooperation (Ishikawa, 2004) and networking
(Elfring, Husink, 2003). At the same time, development of
successful SMEs is not limited to markets of their domestic
countries. Even the most vulnerable newly established
SMEs have potential of joining international value chains
and developing their own marketing strategies (Johnson,
2004; Chen, Huang, 2004). All these strategies can be cre-
ated just on the basis of some planning activities that also
are rather specific in SME sector (Ibrahim, Angelidis,
Parsa, 2004). In the case of SMEs they remain being based
not just on some models and procedures, but also (to some
extent) on managers’ intuition (Enright, 2001).

Another important aspect of SME analysis is related
with removing barriers to growth of these companies. The
most typical aspect is increasing availability of financing
resources to SMEs (Andriejute, Snieska, 2004). Quite of-
ten, researchers see some possibilities in training (Storey,
2004) or possibilities to adjust managerial models that are
typically used by larger companies (Naylor, Hawkins, Wil-
son, 2001; McLarty, 2003). This also forces to analyse
factors that influence formation of SME strategies (Gib-
bons, O’Connor, 2005).

Since SME sector is that important, its dynamics sig-
nificantly influences overall development of national
economies and even social sphere in many countries
(mainly through employment). This forces to constantly
analyse facilitators and obstacles of SME growth. Numer-
ous programs were introduced in various countries for re-
ducing/removing obstacles of SME development. Most
often, they concentrated on financial support (loan pro-
grams) or educational influence. These influences together
with SME support programs’ activities are rather well ana-
lysed and documented (Chrisman, McMullan, 1996).
However, many other influences on SMEs development
and growth can also be observed. One of them is usage of
professional business consulting services that bring addi-
tional expertise and give a certain push to enterprise
growth. This happens because consulting integrates infor-
mational, technical, training and other external influences
with characteristics of individual companies.



Business consulting services cover very broad range of
efforts that are directed to improve performance of a client
organisation. Many services are limited to information pro-
viding, and further usage of them is a direct function of cli-
ent company personnel. Often, these projects include con-
tinuous or periodical market measurements, annual audits,
etc. However, this group of consulting services is limited
with delivering routine information without direct influence
on client business operation. Also, some of these services
(audits, labour safety measures) are required by law, and
enterprises often use them just in some formal way.

However, there is a large range of consulting services
that are directly targeting to improve certain aspects of
business operation, its management. They can be defined
as ad-hoc type consulting, since often are more or less cus-
tomised to address needs of a specific customer. These
consulting services can be very important to SMEs, and
they may really remove some barriers to growth and open
new sets of development opportunities.

There are many methods how business consulting (ad-
vice) services may be classified. However, none of them is
entirely precise, since many consulting projects include
few types of advice. In other instances, some parts of a
larger project can be considered as separate projects of
more specialised content. The most typical example is de-
velopment of strategic plans that often involve extensive
market research, engineering developments, financial fore-
casts, process engineering, etc. In other cases, feasibility
studies serve not just as a tool to attract financial resources,
but also to some extent play a role of development plans.
Because of this, classification of consulting projects is par-
tially based on managerial judgements about priorities be-
tween elements of a consulting project.

In this article, we classify business consulting services
into 9 categories:

feasibility studies and investment plans,

strategic development planning,

company reorganisation/restructuring,

quality improvements and quality systems’ imple-
mentation (mainly ISO 9000 and ISO 14000),
market analysis and marketing planning,
implementation of computerised information sys-
tems,

implementation of computerised manufacturing
systems,

engineering studies and engineering development,
other.

However, the ninth category (‘other’) includes very
different and often client-specific projects. This makes the
whole category inconsistent, and does not allow using it in
analysis. Therefore all further analysis in this article is
based on § categories of business consulting services.

The usage of business consulting services in SME sec-
tor is not researched extensively yet. There are some sur-
veys about more general outside assistance (Chrisman,
McMullan, 2004), but they are not exploring use of various
types of business advice. Also, the issue is not researched
in transition economies. Therefore the main objective of
this article is to analyse how SMEs were selecting and us-
ing business consulting services in a transition economy
(Lithuania).
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In addition to this, it is analysed how different types of
business consulting services influence SME growth in
terms of sales volume and employment. This is a rather
simplified measurement of SME performance, but sophis-
ticated measurements have their own imperfections
(Abouzeedan, Busler, 2004). Growth in relation to small
businesses represents a complex matter and is multidimen-
sional in scope and character. It embraces a convergence of
owner-manager ambitions, intentions, and competencies;
internal organizational factors; region specific resources
and infrastructure; and external influences (Morrison,
Breen, Ali, 2003). Many influences are relatively well ana-
lysed (Rodriguez, et al, 2003), but they do not include use
of business consulting services. Though precise decompo-
sition of various influences on SME growth is rather diffi-
cult, statistically significant differences in growth of SMEs
that used different types of consulting services might dif-
ferently influence enterprise growth.

Research Methodology

The research in SME sector has its own characteristics
and is related with certain difficulties. This is because of
large and diverse general population, imperfections of in-
formation handling in SMEs, and many other factors
(Newby R., Watson J., Woodliff D., 2003). Since personal-
ity characteristics of an SME manager plays very impor-
tant role in a small managerial team, it has also to be taken
into account (Mitchell, Busenitz, Lant, et al. 2002). There-
fore any SME research scheme requires to include certain
innovations. For example, it is beneficial to relate survey
procedure with activities of SME support programmes that
have advantages in contacting SMEs. Some of these possi-
bilities were used in this survey, which allowed covering
relatively large sample of SMEs and keep the process of
survey going during the period of 9 years.

The sample of SMEs included 304 small and medium
enterprises that used business consulting services of con-
sulting companies during the period from 1995 to 2004.
Out of them, 134 belong to the category of small (below 50
employees) enterprises, and 170 to medium (50-249 em-
ployees) enterprises. All SMEs were registered in Lithua-
nia, were primarily private and primarily locally owned.
Therefore their activities reflected local patterns, attitudes
of local entrepreneurs and managers to business consulting
and overall business development. Since the same enter-
prise had a chance to undertake several consulting projects,
the overall number of analysed cases is 366. Even though
the same company could have several consulting projects,
analysed projects did not overlap in time.

The researchers had two in-depth interviews with rep-
resentatives of every company. The first interview was
performed before starting a consulting project, the second
— one year after the consulting project was formally fin-
ished. The first interview was related with possibility of
granting a subsidy for partial coverage of business consult-
ing costs, thus managers were strongly motivated to spec-
ify their expectations about planned consulting project.
During the first interview, respondents also provided quan-
titative information about a SME sales volume and number
of employees. The second interview was held a year after
business consulting project with a consulting company has



been completed, and the main topic of discussion was
evaluation of benefits of the undertaken project. In addition
to this, SMEs again provided quantitative data about sales
volume and number of employees. In this article, only
these quantitative indicators from SMEs are used. The
change of these indicators during the period between the
two interviews could be at least partially related with the
consulting project the enterprise was undertaking.

In every case, respondents were managers or owners-
entrepreneurs of SMEs. Therefore they had all rights and
competences to discuss development of their companies, as
well as all issues regarding the relevant business consulting
projects.

Use of various types of business consulting
services

As it was already mentioned, all classification sys-
tems of business consulting services have certain limita-
tions. This is mainly because of integration of many ser-
vices into one project, or because of the uniqueness of
some custom-tailored services (which makes it difficult
to classify them in general). The suggested classification
into 9 types of business consulting services proved to be
convenient for further analysis, except the 10 cases of
consulting projects that were classified into the category
“other”. Since this small group had no internal consis-
tency, it was not possible to analyse it the same way as all
others. Therefore the category ‘“other” was totally re-
moved from further consideration. As the result, all fol-
lowing analysis in this article is based on 356 cases of
business consulting cases to SMEs that fall into 8 catego-
ries of consulting services.

Analysed enterprises selected business consulting
projects based only on their needs and priorities. The
largest parts among various types of consulting projects
were covered by computerised information systems im-
plementation and quality systems’ implementation pro-
jects (Figure 1).
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Figure 1. Distribution of business consulting services,
used by SME:s.

There were no statistically significant differences ob-
served between small and medium enterprises. However,
some patterns of consulting services usage were noticeable
on the basis of SME types of activity (table 1).

Table 1
Business consulting services usage distribution
by type of SME activity
Types of business con- Activity
sulting services Many— Service Trade
facturing

Feasibility Studies 8.7 5.7 2.6
Computerised
Manufacturing Systems 1.0 18.9 39
Engineering Studies 8.2 2.8 0.0
Market Analysis & 18.6 8.5 14.1
Planning
Compute.rlsed Financial 18.6 94 474
Information Systems
Development Planning 5.8 8.5 12.8
Reorganisation 5.8 18.9 7.7
Quality Management & 233 273 1.5
Certification
Total: 100.0 100.0 100.0

It is rather logical that trade companies were not inter-
ested in engineering projects, and almost a half of them
used business consulting services of implementation of
computerised information systems. At a certain stage of
their development, ability to follow flow of goods and to
properly manage inventories was the key factor for the
increase of their efficiency, competitiveness and growth.
Implementation of computerised information systems was
addressing this very important objective.

Manufacturing companies just rarely related their de-
velopment with implementation of computerised informa-
tion systems. These SMEs more frequently were involved
in market analysis, quality systems implementation, to
some extent — computerised manufacturing systems’ im-
plementation.

Service companies represent the group of companies
that are the most different among themselves. However,
some patterns of usage of business consulting services are
noticeable even in this group. Service companies paid
significant attention to quality systems’ implementation,
reorganisation and computerised manufacturing systems’
implementation. Implementation of ISO systems was
specifically important in fighting the natural characteris-
tics of services: variability and intangibility. The certifi-
cate was perceived as some tangible asset that could be
used as a proof of service quality and its sustainability.
The need of reorganisation perhaps reflected the overall
growth and geographical expansion of service companies.
Computerised manufacturing systems’ implementation
was used mainly by design/projects development firms
(architectural, technical, landscape planning) that needed
computerised tools for higher preciseness and speed of
their functions.

Results of using business consulting services:
effects on sales

Development of SMEs is influenced by the number of
various factors that are researched relatively well. However,
there is a statistically significant relationship observed be-
tween usage of business consulting services and growth of
their sales. More specifically, different sales change patterns



are observed among small and among medium size compa-
nies that used business consulting services (Fig. 2).
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Figure 2. Change of sales volume after business
consulting projects

Just a bit more than one-fourth of small companies
have reduced their sales in the period between the two in-
terviews (before the consulting project, and one year after
its completion). Obviously, this was influenced by a num-
ber of internal and external factors that are not necessarily
related with the undertaken consulting project. However,
medium companies were stronger influenced by these fac-
tors, and sales went down in almost 35% of them.

The largest group of analysed companies increased
their sales by no more than 50%. There are almost no dif-
ferences between small and medium companies here, but
groups that were growing faster are dominated by small

companies. This allows to conclude that smaller companies
that used business consulting services:

— less frequently reduce sales during the consulting
periods an a year after it,

— more often experience relatively larger sales growth
than lager companies during the same period.

However, business consulting services are very differ-
ent, and SMEs use them in solving rather various prob-
lems. Therefore it is important to analyse change of sales
volume in relation with the type of consulting service used.
Table 2 shows usage of 8 types of business consulting ser-
vices by the sample companies.

There are some patterns regarding the results of some
types of consulting services.

Feasibility studies and investment plans clearly fall
into the category of the most unsuccessful consulting,
since more than a half of companies that used this type of
service have reduced its sales. If there was observed sales
increase, it was slower that after use of any other type of
consulting. Series of qualitative interviews allow to for-
mulate some explanations for this phenomena. Feasibility
studies and investment generating projects generate “sell-
ing” documents that have to attract financing. However, a
good quality document can not automatically guaranty
favourable attitude of investors (or banks) and the in-
vestment itself. It is just a pre-requisite for loan or in-
vestment, which might never happen if financial re-
sources are too limited or priorities of financial institu-
tions are different. This was the most typical reason for
failure of feasibility studies type consulting services.
Consequently, some companies simply were not able to
continue growth without receiving planned financial re-
sources.

Table 2

Change of sales after consulting projects of various types

Change of sales after a project
Types of business consulting services Decrease Increase Increase by Increase by more

up to 50% 50,1-100% than 100%
Feasibility Studies 522 26.1 17.4 4.3
Computerised Manufacturing Systems 31.0 50.0 14.2 4.8
Engineering Studies 294 353 23.5 11.8
Market Analysis & Planning 36.5 38.5 19.2 5.8
Computerised Financial Information Systems 29.1 48.1 12.7 10.1
Development Planning 379 27.6 13.8 20.7
Reorganisation 16.7 36.1 25.0 222
Quality Management & Certification 26.9 29.5 19.2 24.4

The most successful in terms of sales generation are re-
structuring and quality improvement (quality system imple-
mentation) consulting projects. In the case of both types of
consulting services, over 20% of SMEs more than doubled
their sales during the analysed period. Enterprises that were
involved in reorganisation almost always experienced at least
some growth of sales, (sales decreased just in 16.7% of com-
panies), while 27.7% of enterprises that performed quality
improvement projects did not achieve sales increase. This can
partially be explained by specifics of ISO projects. Firms that
received ISO certification did not, on average, see their abso-
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lute performance improve, but they did see their relative per-
formance improve substantially, compared to their uncertified
peers (Corbett et all., 2002).

Analysing other types of business consulting, it is ob-
vious that computerised manufacturing and computerised
information systems implementation generate almost the
same results in terms of sales. In both cases, approximately
a half of companies experience moderate (0-50%) sales
increase, about 30% — sales decrease, and only minority —
significant sales growth. Possible interpretation can be
related with the content of these projects — they typically



are not directly related with sales increase objectives, and
rather are aiming towards preciseness and accountability
improvements inside of enterprises.

It is rather surprising that more than one-third of en-
terprises that were involved in market research and strate-
gic planning projects experienced sales decrease. By their
content, these types of business consulting are more ori-
ented to sales increase.

There are only very few instances when results of a
certain type of consulting services on sales growth was
different for small and for medium companies. One of
them — the most unsuccessful category of feasibility stud-
ies and investment plans. Though sales decrease was rather
typical for all enterprises that used this type of consulting,
for medium sized companies it was noticeably bigger that
for small companies (58.3 and 45.5% respectively). Simi-
lar pattern was observed in case of almost all types of con-
sulting services, i.e. small companies of the sample more
often increased their sales than medium ones. Since this is
almost not dependant on the type of the business consult-
ing, it is relevant to conclude that smaller companies in
terms of sales growth experience larger benefits from any
type of business consulting services than the bigger ones.

Results of using business consulting services:
effects on number of employees

Small and medium companies are very important to
the economy for their ability to employ large portion of
population. Therefore change of number of employees is
also an important indicator of an SME development.

After the usage of business consulting services, the
number of employees was growing in approximately 60%
of SMEs. However, here significant differences occur be-
tween small (up to 50 employees) and medium (50-249
employees) enterprises.

Employees decrease is observed only in case of 24% of
small companies, while this percentage among medium com-
panies is almost twice bigger (42%). In addition to this, about
30% of medium size companies increased their number of
employees by no more than 25%, ie. were growing

just moderately. This might mean that two-thirds of medium
size companies were using business consulting services for
increase of efficiency rather than for generating extensive
growth. Really significant increase of employment is ob-
served almost only among small companies (Fig. 3).
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Figure 3. Change of the number of employees after business
consulting projects

Again, employment changes depend on what type of con-
sulting service an enterprise was using. As in the case of
change of sales, feasibility studies and investment plans were
the most unfavorable category. It more often resulted in em-
ployment decrease than increase. However, employment re-
duction can be evaluated as a very positive outcome of busi-
ness consulting, but this is expected only when consulting is
directed towards increase of efficiency. However, there is no
statistically proven relationship between the type of consulting
services and change of efficiency (sales per employee). More
than this, restructuring, being one of most efficiency oriented
type of consulting, generated the smallest decrease of em-
ployment. Almost the same result was achieved by quality
system implementation projects, though they also often sup-
pose some restructuring in a company. In general, these two
types of consulting services generated largest increase in
number of employees (table 3).

Table 3
Change of number of employees after consulting projects of various types
Change of number of employees after a project
Types of business consulting services Decrease Increase up to Increase by Increase by more
25% 25,1 — 100% than 100%
Feasibility Studies 522 13.0 30.4 43
Computerised Manufacturing Systems 31.0 47.6 16.7 4.8
Engineering Studies 47.1 235 23.5 5.9
Market Analysis & Planning 38.5 28.8 26.9 5.8
Computerised Financial Information Systems 342 26.6 31.6 7.6
Development Planning 414 31 20.7 6.9
Reorganisation 25.0 16.7 472 11.1
Quality Management & Certification 269 32.1 333 7.7

There are many instances that can hardly be inter-
preted without taking into account influence of some other
factors. For example, large number of companies that used
engineering consulting had decreased their number of em-
ployees. This might be related with implementation of

78

modern technologies, but the same pattern could be ex-
pected after implementation of computerised manufactur-
ing systems. However, this type of consulting typically
resulted in small increase of employment. Strategic plan-
ning also often influenced SMEs to decrease employment,



while logically this type of consulting is more directed
towards enterprise growth.

However, many of these seemingly not very logical ratios
become clearer in analysing small and medium companies
separately. Feasibility studies and investment projects resulted
in employment decrease for 83% of medium size enterprises
and only for 18% of small enterprises. Typically, after this
consulting project, small companies increased their number of
employees up to 100%. Strategic planning projects resulted in
employment decrease only for 20% of small size companies
and for more than half medium size enterprises. In terms of
employment increase, quality system implementation projects
were very successful for small companies, while almost a half
medium size companies after this type consulting experienced
employment decrease. Market research and marketing plan-
ning projects, computerised information systems’ implemen-
tation projects also more often resulted in employment in-
crease for small enterprises.

All these observations together allow judging that in
terms of employment change small enterprises are more
responsive to influence of various types of business con-
sulting. However, often the same type of business consult-
ing generates different changes of employment in smaller
and larger SMEs.

Conclusion

The analysis covered rather long period and broad
range of SMEs that used business consulting services.
Therefore it allows to identify some patterns that are no-
ticeable in a transition economy.

SMEs use different business consulting services de-
pending on their type of activities. This sometimes differs
for small (up to 50 employees) and medium (50-249 em-
ployees) enterprises.

Used business consulting services influence growth of
SMEs. Though it is difficult to measure influence of busi-
ness consulting projects among other factors, analysis al-
lows concluding that different types of consulting services
have different impact on SME growth in terms of sales and
in terms of number of employees.

The main limitation of this survey is the analysis of
data from just one of the transition economies. It is unclear
whether the observations are typical for SMEs in transition
economies in general. This issue outlines the direction of
analysis for further research.
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Smulkiyjy ir vidutiniy jmoniy naudojamy verslo konsultacijy
specifika pereinamojo laikotarpio ekonomikoje

Santrauka

Smulkiojo ir vidutinio verslo svarba beveik visy Europos Saliy
ekonomikoje didziulé tiek sukuriamos pridétinés vertés, tiek ir jdar-
binamos visuomenés dalies prasme. Taciau vieningai pripaZistama,
kad esama nemazy barjery, kurie gali stabdyti smulkiojo ir vidutinio
verslo plétra. Greta tradici$kai analizuojamy finansavimo kliti¢iy, ne
maZesng jtaka daro ir paties verslo organizavimo sunkumai. Cia
didele itaka gali daryti profesionaliy verslo konsultacijy samdymas.
Verslo konsultacijy naudojimo problematika moksliniuose darbuose
nagrinéta labai maZai. Si sritis beveik niekuomet nesiejama su
smulkiojo ir vidutinio verslo dinamika, juo labiau — pereinamosios
ekonomikos Salyse.

Tyrimas apima 9 mety laikotarpi — nuo 1995 iki 2004, kurio
metu atlikti giluminiai interviu su verslo konsultacijas naudojusiy
304 smulkiyjy ir vidutiniy imoniy vadovais. IS jy 134 imonés prik-
lausé smulkiyjy imoniy kategorijai (iki 50 darbuotojy) ir 170 — vidu-
tinéms (50-249 darbuotojai) imonéms. Visos tiriamos jmonés buvo
registruotos Lietuvoje, privacios ir turéjo vyraujancia lietuvisko kapi-
talo dalj. Kai kurios imonés tyrimo laikotarpiu vykdé keleta konsul-
taciniy projekty, todél i§ viso nagriné¢jamy projekty yra 366. Kiekvie-
nos imonés pagrindiniai dydZzio rodikliai buvo fiksuojami du kartus:
prie$ verslo konsultacija ir praéjus vieneriems metams po konsul-
tacinio projekto pabaigos. Tokia metodika leido jvertinti jmonés
dydzio kitimo kryptj ir tempa.

Verslo konsultacijas skirstyti | kategorijas gana sudétinga, nes
daznai skirtingos konsultacijos integruojamos { viena projekta, kai kuriuos
konsultacijos yra unikalios, pritaikytos tik vienai, konkreciai imonei.
Pateikiamas verslo konsultacijy skirstymas { 9 riiSis pasirodé tinkamas
tolimesnei duomeny analizei, tik reikéjo atmesti kategorija ,kita®, kuriai
priklausé 10 labai skirtingy konsultaciniy projekty. Analizé atlikta re-
miantis 356 i 8 riiSis suskirstyty verslo konsultacijy atvejais.

DazZniausiai naudotos kompiuteriniy informaciniy sistemy bei
kokybés valdymo sistemy diegimo konsultacijos. Taip pat nemaZza
konsultaciniy projekty dali sudaré rinkos tyrimai bei marketingo
planavimas. Ir smulkiosios, ir vidutinés jmonés vienodai daznai rin-
kosi skirtingas verslo konsultacijas — statistiSkai reik§mingy skirtumy
Siuo pjlviu nustatyta nebuvo. Verslo konsultacijy pasirinkimas
skyrési tik priklausomai nuo imoniy veiklos pobudZzio.

Prekybinés imonés mazai doméjosi inZineriniais projektais, bet
beveik pusé §io tipo imoniy diegé kompiuterizuotas informacines
sistemas. Gamybinés jmonés dazniau analizavo rinka, diegé kokybés
sistemas bei kompiuterizuotas gamybos valdymo sistemas. Paslaugas
teikianc¢ios jmonés tarpusavyje labai skyrési veiklos pobiidziu, tac¢iau
ir Sioje grupéje pastebétos tam tikros verslo konsultacijy naudojimo
tendencijos. Paslaugy imonés aktyviai vykdé reorganizavimo projek-
tus, diegé kokybés sistemas bei kompiuterizuotas gamybos valdymo
sistemas.

Smulkiyjy ir vidutiniy imoniy vystymasi veikia daug jvairiausiy
daugelyje tyrimy nagrinéjamy veiksniy. Siame darbe nagrinéta tik
verslo konsultacijy naudojimo jtaka, ir nustatytas statistiskai
reik§mingas rySys tarp tam tikry verslo konsultacijy naudojimo ir
pardavimo apimties augimo. Pastebéta, kad pardavimo apimtis skirt-
ingai augo smulkiyjy ir vidutiniy imoniy grupése: ji stebétu laikotar-
piu sumazéjo tik mazdaug ketvirtadalyje smulkiyjy imoniy ir beveik
35% vidutinio dydzio imoniy. DidZiausia analizuoty imoniy dalis
padidino savo apyvarta iki 50%. Sioje grupéje skirtumy tarp
smulkiyjy ir vidutiniy {moniy nepastebéta, taciau tarp didesnj apyvar-
tos augima pasiekusiy imoniy dominuoja smulkiosios imonés.

Imonés sprendé skirtingas problemas ir rinkosi skirtingas verslo
konsultacijas. Todél svarbu susieti pardavimo apimties pasikeitima su
naudoty verslo konsultacijy riisimi.

Verslo planai ir investiciniai projektai priklausé maZiausiai sék-
mingy verslo konsultacijy rii§iai, kadangi daugiau nei pusé Sias kon-
sultacijas naudojusiy imoniy ne padidino, o sumaZzino pardavimo
apimtis. Tais atvejais, kai pardavimo apimtis didéjo, augimas buvo
tik neZymus.

Pardavimo apimties augimo pozitriu sékmingiausi buvo restruk-
tiirizavimo ir kokybés sistemos diegimo projektai. Daugiau kaip 20%

80

tokias konsultacijas naudojusiy imoniy padidino pardavimo apimtis
daugiau nei du kartus. Kity verslo konsultacijy atveju pastebima, kad
kompiuterizuotos informacinés sistemos ir kompiuterizuotos gamy-
bos valdymo sistemos salygoja analogiSkus pardavimy augimo rezul-
tatus. Abiem atvejais beveik pusé imoniy pasieké vidutinj (0-50%)
pardavimy apimties padid¢jima, apie 30% pardavimai sumazéjo, ir tik
nedidelés dalies pardavimy apimtis padidéjo labai smarkiai. Gana
keista, kad pardavimo apimtis mazéjo tre¢dalyje imoniy, kurios nau-
dojosi rinkos tyrimo ir strateginio planavimo konsultacijomis. Sio
tipo konsultacijos orientuotos biitent { pardavimy apimties didinima.

Tyrimo metu pastebéti tik keli atvejai, kai tam tikras verslo kon-
sultacijy tipas salygojo skirtingus pardavimo apimties kitimo rezul-
tatus smulkiyjy ir vidutiniy imoniy grupése. Vienas i§ atvejy — verslo
planai ir investiciniai projektai. Nors pardavimai maZéjo daugumoje
imoniy, taciau $is reiSkinys budingesnis vidutinéms jmonéms (58,3%)
negu smulkiosioms (45,5%).

Smulkiosios ir vidutinés jmonés labai svarbios ekonomikai ir dél
to, kad jose dirba didel¢ dalis gyventojy. Todél kitas svarbus
smulkiyjy ir vidutiniy imoniy vystymosi rodiklis yra darbuotojy
skaiciaus pasikeitimas.

Darbuotojy skaiCius augo beveik 60% tyrime dalyvavusiy imoniy.
Taciau Sis skaiCius skirtingai keitési smulkiyjy ir vidutiniy jmoniy
grupése. Darbuotoju sumazéjimas buvo pastebétas tik 24% smulkiyjy
imoniy, o vidutiniy imoniy grupéje Sis procentas buvo beveik dvigubai
didesnis (42%). Be to, apie 30% vidutinio dydZio imoniy nurodé, kad
darbuotojy skaiciaus augimas buvo neZymus (nevirsijo 25%).

Darbuotojy skaiciaus pasikeitimas turi statistiSkai patikima rySi
su naudoty konsultacijy riS§imi. Verslo planai ir investiciniai projek-
tai ir Sivo poZiliriu buvo patys nesékmingiausi. Jie daZniau salygojo
darbuotojuy skaiCiaus sumazéjima nei augima. Taciau darbuotojy
skai¢iaus mazéjimas gali bti ir teigiamas verslo konsultacijy rezulta-
tas, jeigu konsultacijos buvo skirtos veiklos efektyvumui didinti.
Taciau Siuo aspektu pastebéta tam tikry loginiy prieStaravimy. Reor-
ganizavimas daZniausiai atliekamas siekiant didesnio efektyvumo,
taciau tarp Sia konsultacija naudojusiy imoniy darbuotojy skaicius
mazéjo itin retai. Beveik toki pat rezultata lémé kokybés sistemy
diegimo projektai. Sie du verslo konsultacijy tipai salygojo kaip tik
didZiausia darbuotojy skaic¢iaus augima.

Tam tikry loginiy neatitikimy pastebéta ir daugiau. Pavyzdziui,
daugelyje inZinerinius projektus naudojusiy imoniy darbuotojy
skaicius mazéjo. Tokio pat rezultato galima buvo tikétis ir i§ kompi-
uterizuoty gamybos valdymo sistemy diegimo, taciau §io tipo konsul-
tacijos daugumoje imoniy salygojo nezymy darbuotojy skaiciaus
augima. Bent i§ dalies pastebétus loginius neatitikimus padeda
paaiskinti papildomi analizés pjlviai, pvz., atskirai aptariant
smulkiyjy ir vidutiniy imoniy grupes. Verslo planai ir investiciniai
projektai salygojo darbuotojy skai¢iaus sumazéjima 83% vidutiniy
imoniy ir tik 18% smulkiyjy imoniy. Paprastai $is verslo konsultacijy
tipas smulkiosiose imonése lémé darbuotojy skaiciaus padidéjimag iki
100%. Strateginio planavimo projektai salygojo darbuotoju su-
mazéjima tik 20% smulkiyjy imoniy ir beveik puséje vidutinio dydzio
imoniy. Kokybés sistemy diegimo projektai buvo labai sékmingi
smulkiosioms jmonéms, taciau beveik puséje vidutinio dydZio jmoniy
po Sios konsultacijos darbuotojy skai€ius sumaZzéjo. Rinkos tyrimai ir
marketingo planai, kompiuterizuoty informacijos sistemy diegimas
taip pat daZniau sietinas su darbuotojy skai¢iaus augimu smulkiosiose
imonése.

Apibendrinant galima padaryti kelets iSvady.

Pazymeétina, kad smulkiosios ir vidutinés imonés renkasi skirtin-
gas verslo konsultacijas priklausomai nuo veiklos pobudZio. Verslo
konsultaciju pasirinkimas tik retkarCiais skiriasi — tai sietina su jmo-
niy dydziu.

Antra, verslo konsultacijos turi jtakos smulkiyjy ir vidutiniy
imoniy augimui. Nors keblu eliminuoti jvairiausiy kity veiksniy jtaka,
analizuotos medziagos pagrindu galima teigti, kad skirtingos verslo
konsultacijos nevienodai veikia smulkiyjy ir vidutiniy imoniy augima
pardavimy apimties ir darbuotojy skaiciaus poZitiriu.

Trecia, nustatyta, kad tos pacios riiSies konsultacijos daro nevie-
noda poveiki smulkiyjy (iki 50 darbuotojy) ir vidutiniy (50-249 dar-
buotoju) imoniy darbuotojy skaiciaus kitimui.

Raktazodziai: smulkiosios ir vidutinés jmonés, verslo konsultacijos, SV]
augimas, pereinamojo laikotarpio ekonomika.
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