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	CLARETY CONSULTING  Checklist
	Richard C. 


Please refer to my post URL………………. before using this checklist.  
	Item #
	Criteria
	Yes
	No
	Comment

	1
	Change your standard Contract of Employment
	
	
	

	1.1
	Does your contract make it clear that accepting meals, gifts or any form of benefit in kind from suppliers is an act of Gross Misconduct and can put pension and life insurance rights at risk?

Masterfoods the makers of the Mars Bar and Uncle Ben’s Rice is one of the hardest companies to crack for “Money Machine Software Houses /Management Consultants”. I have tried personally to pay for meals out and I have always been met with a flat NO or they pay for me. This is possibly, why the company has become one of the world’s most successful private companies proving that you do not always have to go the PLC route to be big.
	
	
	

	2
	Change recruiting methods for senior members of staff
	
	
	

	2.1
	Check them out
	
	
	

	2.1.1
	Do you check candidates out via Google? You will be amazed what comes up. Recently I checked out my new and expensive dentist this way and discovered he had a criminal record for defrauding one of his patients. Cheap & simple. 
	
	
	

	2.1.2
	Do you carry out via Experian personal credit & financial credit checking – Personal Credit and financial histories are important along with those of the people they live with. i.e County Court Judgements, Bankruptcy. If they have been previously directors, check the financial health of those companies. Check via the internet for any adverse publicity about these previous companies and the directors – Key! Very often all this data can be summarised into a numbered score. All you have to decide is which number is a YES and which is a NO. 
	
	
	

	2.2
	Integrity based Interview Questions
	
	
	

	2.2.1
	Do you ask non-context sensitive questions during interviews, which test for low /high integrity. This is key. I will write a POST on the list of questions to ask and how to set-up a practical (test) during the interview, which will show the depth of the person’s skills and experience and their levels of integrity. On one occasion, this process was so successful that it took 6 months to recruit one project manager who had to interface with a “Money Machine” consultancy. It was a shocking experience for myself and the directors of a recent client. The questions and the practical stand-up test was so structured that it revelled the “spin manager” within 15 mins. Most of them never new or understood why we told them to leave after 30 minutes.
	
	
	

	3
	Client /Supplier 
	
	
	

	3.1
	Suppliers Charter
	
	
	

	3.1.1
	Do you have a client /supplier charter, which explains the vetting process for prospective suppliers and details once this has been done the ethics, which you as a client expect observed by suppliers and your own staff going forward? Point out that “benefits in kind” given to your personnel is regarded as an act of gross misconduct if discovered. If gifts have to be made, then state you have a number of charitable organisations ready to take their donations.


	
	
	

	3.2
	Supplier Due Diligence Check 
	
	
	

	3.2.1
	Do you carry out full software house /management consultancy Due Diligence checks? This is key!. URL Please use my “Due Diligence Check List”.
	
	
	

	3.3
	Supplier Contract Negotiations
	
	
	

	3.3.1
	Do you have Software House /Management Consultancy contracts checked by separate in-house lawyer? This lawyer should report to the finance director or CEO and be completely separate to the contract negotiators. This lawyer is to act as a gatekeeper!! The lawyer should then submit once investigated, the contract and his report detailing his findings to the CEO or Finance director for there agreement. This process should be limited to projects or programmes of work above a designated value set by the finance director. Norwich Union when I last had them as a client used to operate this system and it had the effect of grinding down supplier /client relationships to nothing else but how can the client get the most for the least cost SIMPLE!! 
	
	
	

	3.4
	Budgeting
	
	
	

	3.4.1
	Does the Finance Director control the budgets and billing. It is important to make sure that bills above a certain value and contracts above a certain value are checked by the fiancé director or a senior member of his staff separate to the IT department. They decide a valid invoice not the project management.
	
	
	

	3.5
	Scheduled Auditing
	
	
	

	3.5.1
	Do you carry out scheduled IT project /programme audits – It is vital that once a project or programme of work starts, suppliers and your own staff know that at worst “spin” and potentially fraud will be discovered by a heavily proceduralised project /programme auditing processes. These audits could be random and run quarterly. The audit results for projects above a certain size should be delivered to the CEO /finance director for review.
	
	
	

	3.6
	Size Does Matter  
	
	
	

	3.6.1
	Do you make sure that IT Software Houses & Management Consultancies are the right size? If for example you have an IT project run by a consultancy where your account with them is only 5% of this years revenue they might take more chances (all upside limited downside) and you have less influence on the way they deliver the work you require of them. If your IT project represents 60% of their yearly revenue, then you do have to worry about corruption but also it means that you are likely to get the best personnel and it is easier to put pressure on the supplier during the contract to get more for less. It is KEY to understand this size matters relationship in any contract negotiation!
	
	
	


	Notes
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