Chapter 04: Selling a Study
The McKinsey Way — Ethan M. Rasiel ® Executive Strategy Breakdown

The Subtle Art of Selling Without Selling

v/ Top strategic consultancies do not maintain cold-calling sales teams; engagements are won by
publishing cutting-edge intellectual capital and cultivating long-term advisory relationships.

v Selling without selling means demonstrating deep mastery of an executive's competitive landscape
during informal conversations, positioning the firm as a trusted problem-solver rather than a vendor.

v/ When corporate leaders encounter existential disruptions, they proactively seek out advisors who
previously shared insightful, unvarnished perspectives on industry dynamics.

a Managing the Pitch and Never Overpromising

v A winning proposal clearly frames the client's strategic crossroads without promising miraculous
financial turnarounds that ignore operational realities.

v Overpromising during negotiations creates an inescapable trap where delivering exceptional results
still registers as underperformance against inflated expectations.

v Disciplined partners under-promise on timeline and deliverables while deliberately over-delivering on
rigor, depth, and actionable impact.

a Calibrating Scope and Defining Clear Boundaries

v Uncontrolled scope creep is the chief killer of project profitability, team morale, and client satisfaction
in advisory services.

v Every engagement letter must explicitly demarcate the boundaries of inquiry, enumerating both what
the team will solve and what lies outside the project mandate.

v/ When clients inevitably request supplementary analyses mid-stream, clear scope boundaries allow
leaders to either negotiate expanded billing or defer secondary questions to follow-up phases.
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