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ADVICE FOR

CONSULTANTS

Since 1994, we have made it our
business to deliver the best IT
consultants on the market for some of
the biggest IT projects in the country.
Therefore, we know exactly what it
takes for consultants to succeed with
the client.

Every year, we help thousands of
consultants find new projects, top-tune
their CVs, or otherwise guide them
towards their next project. Obviously,
there is no clear-cut recipe for being a

successful consultant. In this folder, we
have, however, collected some articles,
where we share experiences and give
some advice, both of which can be
beneficial for new as well as established
consultants.

We hope you like it.
Enjoy.

The ProData Consult team



The transition from employee to freelancer is a big
decision, and there are both advantages and disadvantages
to giving up the safety of an employment contract to leap
into independence. But in return, if you succeed as a
freelance consultant, you can create a unique career, with
freedom, flexibility and more money in your bank account.
Here is some good advice on taking the first steps as an
independent freelance consultant.

By Claus Schack, Sourcing Manager at ProData Consult with over 12
years of experience in advising freelance consultants

1. Do you have what it takes?

Let’s make one thing clear at the
outset: Being a freelance consultant
is not for everyone. The most
important prerequisite is a foundation
of experience and skills which are

in demand on the market. The leap
from employee to freelancer also has
implications on both the professional
and private fronts.

Professionally, you must thrive under
considerable pressure, and you must
be able to land in an organization and
start delivering from day one. You need
to have a heavy professional ballast,

be resilient and be prepared to stake
your good name on what you deliver.
Personally, you must thrive with the
increased risk connected with freelance
work, and you must be able to take

on a more exposed role than you have
in a permanent employment situation.
Freelance consultants are seldom
security addicts. If you can live with the
pressure and the uncertainty connected
with the life of a freelance consultant,
you have the possibility to create

a career which brings you exciting
challenges as well as financial gain.




Let's make
one thing
clear:

Claus Schack, Sourcing Manager

2. What are you good at?

The path to becoming a good freelance
consultant starts with you. What are
you good at? Or perhaps even more
important: What aren’t you good at”?
This may sound like a simple question
to answer, but self-understanding is a
difficult discipline for many people.

Start by acknowledging that you aren’t
an expert in everything. As a consultant,
you get hired on the strength of your
specialist knowledge, which is why it’s
important for you to be able to define
your area of expertise with extreme
precision.

From the perspective of the client,
external consultants have no learning
curve, and they demand that you
deliver at a high level from day one. The
client expects you to be a specialist
within a domain, and if the client’s
expectations harmonize with your
abilities, you have every chance of
bbecoming a success.

Find a professional ‘sparring partner’
who dares to challenge your view of
yourself and who can pose the right

questions. Preferably someone who
knows what it takes to be a consultant,
and who’s used to identifying and
highlighting core skills. This can pave
the way to a greater awareness of what
your strengths are. Self-awareness is

a huge advantage in relation to getting
matched with the jobs where you'll
succeed.

3. Learn to communicate your
strengths

When you know what you’re good

at, you can communicate it. Create a
clear pattern when you explain what
you’re capable of. Your expertise must
be presented as an objective truth. In
other words, there must be a clear link
between the things you’re an expert

in and the things you’ve worked with
previously. This applies to how you
present yourself both in person and in
writing.

Put yourself in the listener’s place
and consider carefully who you

are communicating with. It's your
responsibility to make the listener
understand what you’re capable of.
This applies both when you’re talking



to the client as wells to consultancies,
sourcing and recruitment specialists

and other professionals in your network.

Remember that the people you meet
on the road towards a job don’t always
have the same expert knowledge that
you have.

The better you are at communicating
what you’re good at, the greater
chance you have of succeeding. Not
only do you avoid being matched with
the wrong jobs. You also ensure that
the client has realistic expectations
about your abilities. If you’re assigned
to a job where the client’s impression
doesn’t match your skills, you risk
failing in the client’s eyes and being
labelled as incompetent. Bad publicity
has a tendency to spread even when
it’s not justified.

4. You are your brand

As a freelance consultant, you have to
rethink yourself as a brand. You are just
one of many products on the shelves.

For this reason, remember to always
protect your professional reputation and
to take responsibility for marketing and
selling the product in an appropriate
way. Stand out from the crowd in
relation to your competitors and only
take on jobs where you can deliver the
best possible quality.

5. Take control

Take ownership of your own success.
Take control of your profile and your
opportunities for landing the right jobs.
No consultancy can guarantee you
new projects. Keep your ears open,
and choose the consultancies you
want to work with. Use your network to
navigate towards the right jobs and to
create the right connections.

Make demands on your business
partners. Agree on the guidelines
for how you want your CV and your
profile to be presented to clients. If
you have control over what jobs you
are proposed for and how you are

presented, you have a better chance of
landing in the right places.

6. And then there’s the financial side
of things

The issue of how to handle self-
employment as a freelance consultant
is a chapter in itself. But we do want
to point out that there are certain
administrative, tax-related and financial
conditions you need to have under
control before you take the plunge. ©



THE CONSULTANT CV:
HOW TO COMMUNICAT
YOUR CORE EXPERTIS

For a consultant, a CV is what opens doors to good projects. So preparing
a perfect CV that gets you to the decisive interview is crucial. Sourcing
Manager Claus Schack shares his tips on what you should keep in mind
when developing your CV as a consultant.

By Claus Schack, Sourcing Manager at ProData Consiilt withover tenyears.of-
experience in preparing consultant CVs.

Remember your audience
As a consultant, your CV will
pass through many hands
before it can get you to a
project. At each step along
the way, people who do

not share your professional
expertise act as gatekeepers
who decide whether you will
advance in the process or
not. And they can be a mixed
bunch — HR, recruitment
consultants, resource
departments, purchasing,
other coordinators. Even

lawyers and financial officers
can be gatekeepers.

You will find these
gatekeepers both at

the consultancy you are
collaborating with and at the
company whose projects you
want to work on. And if you
fail to communicate your CV
in a way your gatekeepers
understand, you will be out
of the race for the exciting
projects before it even begins.
But how can you optimize




your chances for making it
through the process?

Start by acknowledging that
your professional expertise
is not general knowledge.
Because it isn’t — not at all

if you are an IT consultant.

s Unfortunately, many
Sta rt by a C kn OW I Ed g I n g consultants mistakenly believe
the opposite, which is the root

t hat yo u r p rOfeSSio na I of the most serious failures

of communication in working
= = with a CV. Many consultants
expertise Is not general get tangled Up n & complex
web of technical analyses and
k NOW I ed g e. explanations which only raise

more questions than answers
— and this just won’t do!

So how can you put
your gatekeepers in a
position to make a rational,
logical decision without
understanding your
professional specialization?
It’s all about identifying a

Claus Schack, Sourcing Manager unifying theme and presenting
data in a way your audience
understands.




Where do you stand firm when the
storm is raging?

A good consultant CV starts with a
precise definition of what you are and
what you can do. Cut away the fat and
get to the core of your competences.
Where do you stand firm when the
storm is raging?

Clarify the nature of your expertise and

the role(s) in which you have excelled in
the last three to five years. It’s decisive

that the core of your CV is centered on
your experiences.

Does this mean that you can’t be an
expert in something you worked with
five or ten years ago? Yes, it’s certainly
possible. But most gatekeepers

will be reluctant to view you as a
specialist if your experience with a
particular competence isn’t fresh and
contemporary in memory and in action.
For this reason, the core of your CV
should focus on the last three to five
years.

You should also cut away all superfluous
information which might muddy the

portrait you are creating. WWhen you
have identified your core, you have
also identified the theme which should
shape your profile, and which you
should make your point of reference
throughout the CV. Then it becomes

a matter of demonstrating that you
actually can stand firm when the storm
gains strength — so that even people
without your professional insight will be
convinced.

A question of data discipline

Your CV has to present your core
competences clearly and objectively. It's
a question of data discipline. There has
to be a credible correlation between the
competences you claim to have and
your experiences — and everything has
to support your particular profile.

In short, you must present empirical
evidence for your core competences
through your CV. The data in your CV

has to fit your profile and get a clear,
consistent message across. This leaves
less room for subjective interpretation on
the part of the reader, and it also results in
a more objective, credible and truthful CV.

Write simply and clearly, and avoid
esoteric language and jargon. Use

the same concepts and terminology
throughout the CV, and don’t be

afraid to draw a bold line under the
core competences which define your
professional profile. You need to

use repetition to make an objective
argument for your status as a specialist
to your gatekeepers.

The three essential elements of a
consultant CV

A good consultant CV consists of three
main components: A summary, a list of
competences and project experience.

1) Summery

Establish the theme immediately with
a precise summary. Introduce your role
in the most general terms, along with
your competences and the concepts
from your field you will be referring to
and emphasizing throughout the CV.
The resume is where you establish the
theme of the entire CV. Set the scene
precisely, but keep it general. Avoid
long, complicated descriptions: keep
the summary brief and concise, and



cut to the core of your profile. Twelve to
fifteen lines is enough — no more.

2) List of competences

Compile a clearly organized list of
your competences which quickly
highlights your areas of expertise.
Indicate your level of expertise in a
particular competence, when you last
exercised it, and how many years you
have worked with it. This will help you
compile a well-organized list quickly
which will support your profile.

3) Project experience

Describe your project experience,
starting with your latest project.

Make sure that your description fits in
with the profile you have defined for
yourself, both in headings and in your
explanatory text. The project experience
section is where you present empirical
evidence for the claims you make in the
summary and the list of competences.

Specifically, you should include when
the project took place, the client/

employer, a project description,
technologies used and your specific
role.

In the project description, you should
focus on what YOU have done. Avoid
general descriptions of the unit you
belonged to or other information

which is not directly related to your
competences. Focus on describing
your involvement in the project in detall,
and what competences you brought
into play during the project.

Finish with a quality check

Finally, review your CV. Cross-

check every section and makes sure
everything is consistent with your
profile. If you succeed in this, the
result will be a strongly coherent CV
consisting of relevant data which all
contribute to communicating the same
message. And even though different
people will read your CV, they will all
reach the same conclusion — and that’s
precisely the goal of a good consultant
CV.0




How to optimize your

Iinked

as a freelance consultant

When working as a freelance consultant, LinkedIn is one of the
best places to market your professional profile. In this article,
you will get some tips on how to optimize your LinkedIn profile
and thereby your chances to be found for future projects.

By Sami Bodker, Senior Sourcing Specialist at ProData Consult

-provile




Let’s take it from the top. And yes,

a profile picture might seem a little
irrelevant. How much can one really
tell about your competences just from
your picture”? Maybe not much, but

a professional picture gives a much
better first impression and, to a greater
extend, point to professionalism. Use
the time and resources to have a
professional picture taken - it is money
well spent.

As a freelance consultant, you are CEO
in your own undertaking, and it can be
tempting to decorate your profile with
titles such as CEO, CTO, CIO, or other
flattering abbreviations. Although it
sounds impressing, it does not help you
to get contacted for a project — far from
it. This kind of title rarely gives an idea
of what you are good at.

Instead, you should focus on bringing
out the role you excel at. Are you a

'Project Manager’, "Web Developer’,
"Test Manager’, or something else?
Then that is the role you should bring
out in your title on your profile. Make
sure to use common role names,
since these are most frequently used
as search phrases by recruitment
specialists.

Even if your native language is not
English, | recommend that you use
English titles. Use the English role
names — it will increase your chances
to be found through searches, as most
requests from clients will have common
roles in English.

Remember to state that you are a
freelancer. If you only mention your role/
title, you do not stand out from the
number of permanent employees who
share your title. This will make it more
difficult for recruitment specialists to
find you. If you do not care for the term
‘freelance’, you can also put ‘external
consultant’.

If you are looking for new projects or
you know when your present contract
will end, make sure to communicate it.
There is nothing wrong with indicating
that you are available and ready for new
jobs. Indicate if you are available, what
type of project you are looking for, and
geographical preferences. This will also
make potential inquiries more relevant.

Some choose to specify their availability
in their title, others in their resume —
both will work perfectly fine. Examples
of common ways to demonstrate your
availability could be: “Open/available/
ready/looking for new opportunities/
assignments”.

A lot of people omit a summary on their
LinkedIn profiles. But it is an important
tool to create a direction for your profile.
The summary is your starting point for
positioning your professional profile,

12



and, other than your picture and title,
your summary is the first thing people
see when they visit your profile. Use

the opportunity to set the scene of your
profile by writing a catchy and strong
summary. Keep it short, consistent, and
objective, and get to the core of your
profile. Further, avoid long and complex
descriptions.

Spend time and energy on a
description of your previous projects.

It is not satisfactory to write that you
have been employed in your own
company for the past 15 years, without
elaborating what projects you have
worked on and what clients you have
worked for. Also, it is not enough to

just state the client, your title, and the

period of time you worked there — the

description of your projects should be

detailed. It does not have to be a long

essay. 5-6 short and precise points on
your responsibilities in the projects can
be plenty.

Make sure to have a credible coherence
between your experience and the
competences you emphasize in your
summary and in your competence
section. Again, use common terms
when stating your role, technologies,
platforms, etc.

When scrolling through your LinkedIn
profile, there should be a coherence
from top to bottom. And yes, it sounds

simple, but it can actually be a tough
discipline, as it is all about cutting to
the bone and omitting information that
could create confusion on your profile.

Basically, you should have the same
approach to your LinkedIn profile as
you have to your consultant CV.

Obviously, the prerequisite for the
above is for you to want to use LinkedIn
actively to market your professional
profile. And we recommend that you

do this. Be proactive and expand your
network — it will most definitely be
beneficial for you in the long run.

13



o Use a proper profile picture

2 State that you are a freelancer

3 Set the scene in your summary

‘ Emphasize your previous projects
5 Create coherence from top down

6 Use LinkedIn actively




HOW TO HANDLE __#”

o

THE CONSULTAN
INTERVIEW

When working as a freelance consultant, a certain code applies
when it comes to the process of getting from being the needle in the
haystack to landing the perfect job. An important part of this process
is the consultant-interview, which is the consultant’s first opportunity
to make a good, personal impression. But how do you best prepare,
and how do you handle the actual interview? ProData Consult account
( manager Malene Juuhl Hjorth gives her assessment of some of the

elements you should consider when preparing for your interview.
TR ST CEETTRATANGA T .

By Malene Juuhl Hjorth, Account Manager at ProData Consul,

Familiarize with the
organization

Before the interview, it is
important to acquire an
understanding of the type of
organization and project you
are dealing with. This way, you
will also get an indication of
how to make yourself relevant
in relation to what the client
needs. Therefore, it can be
an advantage beforehand to
look up who will participate
in the interview, and how
they relate to the project. It
is also advantageous if you
have knowledge of relevant
problems or initiatives that
the organization might have.
Besides making it easier for
you to navigate through the
interview, it also makes you
appear prepared, and this
will give the client an initially
positive impression.

It is also important that you,
as a consultant, consider how
you appear at the interview.
Make sure to check if the



Be prepared to
elaborately and
substantially tell
about previous
assignments

Malene Juuhl Hjorth, Account Manager at
ProData Consult

organization has a dress
code that you should
follow when going to the
interview.

Regardless if there is a
dress code or not, it is
always important to appear
well-dressed.

Right to the point

During the consultant-
interview, it is alpha and
omega for the client to
get a clear sense of the
competences that you
have, and how you will
rise to the challenge. As

a consultant, you should,
therefore, prepare for

the pivotal point of the
interview to be hard facts
rather than soft issues. The
approach to the interview
is often matter-of-fact and
well-structured, and the
client wants to get right to

the point. Thus, you should
not expect the usual

small talk but instead be
ready to give an expedient
presentation of how you
can help the client.

Prepare a strong pitch
Seize the opportunity
when it is your turn to
speak. The best way to
do this is to prepare a
pitch, which shortly and
precisely emphasizes your
relevant experience and
competences.

Be prepared to elaborately
and substantially tell about
previous assignments

that you have solved. It is
a good idea to base this
on assignments that are
similar to the one you are
interviewing for, so the
client can draw parallels
between the assignments.




In addition, it is natural that you
base your pitch on the client’s
outlining of the project. Contribute
to the facts that the client gives
and use them as a stepping stone
to make your pitch as relevant

as possible. Besides presenting
your assignments, you can
advantageously emphasize what
problems you have previously

run into, and how you handled
them. It is always about stressing
what experiences you bring to the
project.

Be honest and humble

At the actual interview, it is
essential for you to make it
explicate if your competences are
not consistent with the client’s
expectations. You should also

e humble and show interest
towards the client. It is all about
listening to what the client says,
being expectant, and contribute
when you are encouraged to. It
is also important that you answer

relevantly and stick to the given
topic. If you have any clarifying
qguestions, you can profitably ask
them at the end of the interview.
This way you show the client that
you have an interest in the project,
and it also gives you an opportunity
to identify the client’s setup; what
code is it, what platform do they
use, etc.

In general, it is about showing
that you have familiarized with the
client’s organization in advance,
and that you know how you

can help the organization. If the
organization has English as its
corporate language, you should
be prepared to carry out the
interview in English, if necessary.
Thus, you should be adaptable
and transparent throughout the
whole process, and give the client
definite, relevant examples of
what you can do, and why you
are suited for the job and the
organization.©




GET OFF TO A GOOD
START ON YOUR
PROJECTS

When working as an external consultant, it is important that
you get off to a good start on new projects. In this article,
Allan Leth points to some elements, which are significant
when you land in a new organization and want to make a
positive impression from day one.

Interview with Allan Leth, Business Consultant with 10+ years of experience
as an external consultant

Get to know the organization
When working as an external
consultant, it is crucial that you
are capable of landing in a new
project and can deliver value from
the beginning. This requires you
quickly understand the tasks and
the organization you are facing.
According to Allan Leth who

has several years of experience
as an external consultant,

it is necessary to do a solid
preparatory work before starting
in the organization:

“Before my assignment starts, |
thoroughly familiarize myself with
the client’s organization. \WWhat
kind of organization is it, which
stakeholders are important, and
who should | make sure | have
good relations to if | want to
succeed. If you have to spend
too much time in the beginning
to get familiar with things, you will
have a problem.”

According to Leth, it is essential
to scrutinize the surroundings in
the organization before starting.
It offers you the opportunity to




faster create the right connections and
resolve possible problems, and at the
same time you get a better insight to
how processes and work flows are
organized. To get this kind of insight
before starting in the organization, it is a
matter of using your network.

“If you know someone in your network
who has worked in the organization,
make sure to have a talk with them.
They can give you some knowledge
about the organization, which will help
you understand where the focus should
be and where in the organization the
shoe pinches,“ Allan Leth explains.

A thorough preparation gives an
obvious head start. But it also becomes
evident to the client that you know the

organization and how the workflows
work beforehand, and this gives the
client a basic comfort and trust from the
beginning.

Establish good relations

There are high demands for external
consultants. More often, you will
experience that your introduction
consists of getting assigned a computer
and a place to sit and then you can just
get to work. These are the conditions
for external consultants and you have
to be able to handle this. It requires

the consultant to retain independence
and clout. A good start on a project

is not only dependent on a thorough
preparation, but also how you establish
relations when you have started. And,
according to Leth, relations are not

established from behind a desk. You
have to get out from behind the desk
and create strong relations to the key
stakeholders that are important for
your project — by actually meeting and
talking to them.

“It can be a challenge to create strong
relations in a short period of time. But it

IS a necessity as an external consultant.

| come across many who try to
establish the relations through e-mails.
But it is not enough. Strong relations
are established by getting out in the
organization and meeting people face
to face.”

As an external consultant, you have
to remind yourself that you are
not permanently employed in the
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organization. In some organizations,
this can mean that you might have to
have a more diplomatic approach when
establishing relations.

Comprehend the client’s needs and
create value

First and foremost, you need to provide
value to the client. You get hired based
on the professionalism you can bring to
the organization, but you also provide
some personal value and it is important
that there is balance between the two.

According to Allan Leth, it is basically
being independent but without losing
the sight of what the client needs. It

is all about an awareness of what is
most valuable to the client, and as a
result you might have to take on other
assignments than was originally a part
of the job description. Furthermore, you
should have a humble approach and
make sure not to be too onrushing. If
you show openness and listen twice
as much as you talk, it will show an
engagement that will help establish
trust because the organization feels
heard and understood:

“If you just come storming in

without testing the waters to get an
understanding of the client’s needs,
it can give a negative impression as
it can seem too turbulent,” Allan Leth
explains.

Although you should be careful not

to be too onrushing, you should still
challenge in areas where there is
potential for improvement. A premise
for this is that you have initially listened
to the client and taken the time to get
an understanding of the situation. Last,
but not least, it is important that you act
on the things you say.

”If you are all talk and never follow
through on your assignments, the client
will quickly lose trust. You should be
attentive and honest in your approach
while executing at the same time — that
will get you a long way,” Allan Leth
elaborates. ©

If you are all talk
and never follow
through on your

assignments,

Allan Leth, Business Consultant
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5 PERSONALITY TRAITS THAT
CHARACTERIZE THE GOOD

CONSULTANT

As a freelance consultant, your everyday life is changeable and constantly
challenging. Therefore, you have to be of a special caliber to achieve success.
Even though there is no fixed formula for successful consultants, there are some

characteristic personality traits that often recur with the best consultants. Here,
ProData Consult’s senior sourcing specialist Helle Ehlers gives her estimate of

some of the personality traits that characterize a good freelance IT consultant.

By Helle Ehlers, Senior Sourcing Specialist at ProData Consult

You are self-contained

When you start in a new organization,
as a consultant, your charisma has
great influence on the way you get off
to a good start in the organization. If
you radiate knowing who you are, and
what you stand for — both personally
and professionally, people tend to get
more easily drawn towards you. When
you are self-contained, people are more
inclined to see you as a sparring partner
because you automatically have a
calmness that surrounds you and your
work. Part of this quality is also knowing

when it is necessary to step in and
when it is not.

You show commitment

You are dedicated in what you do, and
you have a positive and communicable
attitude towards the challenges that you
and your colleagues face. Your passion
for your craft and the project you have
taken on is not to be mistaken. And you
are not afraid to show your commitment
throughout the whole process — from
the preliminary interview until the end of
your project.
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Your unmistakable engagement
affects the people you work with, and
it advances both the cooperation,

but also the energy. You have a ‘can-
do’- attitude which gives the client
comfort in knowing that you have the
competences and ability to reach the
target.

You are self-aware and have self-
insight

Most people who are self-contained
also tend to have a great amount of
self-awareness and self-insight. These
are important qualities for a freelance
consultant, as it is important that you
are confidential with your limitations and
also honest and open about these.

Thus, you know exactly what your
strongest sides are, and you manage
to properly bring them out. On the
contrary to this, you also know and are

able to compensate for your weaker
sides and to be honest about them. As
a good consultant, you are complacent
in a humble way so that you give a
clear impression of what your key
competences are, and how you can
bring value to the client.

You are good at matching
expectations

During the process from searching

for a job to starting one, there will be
several times where you will need to
adjust expectations. Therefore, you
know when to adjust both your own
expectations but also the client’s or the
supplier of consultants’. If you manage
to match expectations throughout

the whole process, you more easily
can avoid possible conflicts. A good
consultant is also characterized by

the ability to efficiently manage these
situations.

You are professional

Naturally, professionalism is also
characteristic for good freelance
consultants. You are professional

from A-Z in your work. You familiarize
yourself with things both before the
consultant-interview, but also before
starting a new assignment. You put the
client’s needs in front of your own, and
you know that your foremost job is to
create value for the client.

To be professional is also about
treating your team as equals and to
not degradingly talk about people. You
follow the matter through, you do as
you say, and you can handle criticism.
You know how best to juggle the many
aspects of the industry so that you
leave the best possible impression. ©

23






when
| either start or
finish a project”

Hendyrik Hansen, Developer

When you first take the
plunge to become a freelance
consultant and experience the
many facets of the job, it can
be overwhelming to figure out
where to begin. With more than
10 years of experience as a
freelance consultant, Hendrik
Hansen has a clear notion of
what it takes for him to get off
to the best start:

“Before | arrive in the client’s
organization, | always try

to form a general view of

the project. What are the
challenges, and how do |

best prepare for when | start.
Maybe | have to read up on
something or prepare in a more
technical manner. For example,
the financial domain may have
some products that you need

to learn about. For this, it

can be an idea to try out the
platform, so you get an idea of
what the business is all about.”

Although it might seem obvious
that you should prepare for a
new project, it is about how
you can bring value to the
client. It is especially important
that you work from the base

of the client’s terms: “In the
beginning, it is important to
listen to their expectations

to your role and how it is
expected you carry out the
work. Although you might want
to get started as quickly as
possible, it is a good idea to
sound out the situation and
comprehend what your role
actually is, who you will work
with, etc.”
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You should be attentive to the client’s
needs and, thus, figure out what your
role in the organization will be. In
relation to this, it takes a great deal of
flexibility to work as a consultant:

‘| always make sure to be as flexible
as possible when | either start or finish
a project. As an example, it could be
to arrange with the client that they
can contact me after my contract
expires if they have any questions
about the project. | always ensure to
hand over the project properly, and
that my work is incorporated in the
organization. It gives the client a kind
of security to know that help is at hand
even after the project has ended, and
they appreciate this. So flexibility is
definitely advantageous.” Therefore, it
is important that you are dedicated to
the organization and to the work you
deliver. You have to show some interest
in the organization and the challenges

it faces: “You have to be more than the
person who shows up from 8-16 and
work with no further interest. Basically,
you need to put some feelings into

the projects you take on. It is about
knowing yourself enough to be able to
know in advance if a project is not right
for you. Otherwise, you are wasting the
client’s time.”

The way to obtain this self-awareness
is to feel your way and learn from
experience. Make sure to use any
opportunity to learn from other, more
experienced in the field: “When you
are new in the line of business, it is
rewarding to start at a place where you
are challenged, but | also found it very
beneficial to be around people with a
great knowledge that | could draw on
when | experienced those inevitable
problems you come across as a
freelance consultant.”

Especially when you are new, it is
important to be around someone who
can inspire you. It can be challenging to
take the plunge from being permanently
employed to working as a freelance
consultant, therefore, it is only an
advantage if you can draw on other
people’s experiences. For Hendrik, who
was already in the consultant line of
business, the transition went smoothly
when the right freelance project came
along:

‘] didn’t experience any pronounced
challenges other than the obvious
insecurity in not knowing when the
next paycheck arrives, but that is just
part of working freelance. You have

to strive to help the client the best

way possible while being honest,
trustworthy, and flexible. Then you
have good preconditions as a freelance
consultant.”
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STAY UPDATED ON THE NEWEST PROJECTS WITH PRODATA CONSULT’S

OB AGEN

GET NEW IT PROJECTS STRAIGHT IN YOUR INBOX.

i - x4

Visit Filter Sign up
www.it-consultant. Set the filter to fit your With name and e-mail
com/freelance-jobs preferences

The job agent also exists in our app where you will get notifications


https://www.konsulenter.dk/freelance-jobs
https://www.konsulenter.dk/freelance-jobs

A finger on the pulse

"I’'m familiar with ProData Consult from both sides of the table
— as a consultant and as a purchaser of consultancy services,
and both have been really good experiences. ProData really
has a finger on the pulse of the market, along with the ability to
understand our needs and translate that into finding the right
consultants with great precision and speed."

Christian Jaspers, Interim Director

Freedom to choose
"Now | have the freedom to choose the projects I’'m most

Of course, sometimes you only have a choice in theory,
because you can’t afford to wait for a more exciting project.
But so far, there has been a perfect match with the two
projects I've done through ProData Consult."

Louise Gewecke Kristensen, Transition Project Manager

Correspond to my professional development

"As | gradually grow, ProData Consult gives me projects that
correspond to this development. They have an understanding
of the direction | want to go, and they help me find the right
clients for this. It is comforting to know that | can always be
sure the projects | am offered are equivalent to my level and
competences.”

Troels Jakobsen, Scrum Master

interested in, which is in the area of transition and deployment.
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