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In brief: Demand for AI is outstripping implementation capacity. Clients no longer
want long reports; they want working solutions inside their workflows, delivered in
weeks.

The end of presentation fatigue
“Is traditional consulting dying?” The question comes up more and more in boardrooms, and it deserves
a better answer than yes or no.

For decades, corporate advisory followed a familiar pattern. A company faces an operational bottleneck
and hires a large firm. Over three to six months, the team runs interviews, builds models and delivers a
thorough presentation. The engagement ends in the boardroom, and the leadership team is left to turn
150 slides of frameworks and recommendations into results on its own.

That pattern is changing. Executives facing volatile markets and fast-moving technology have less
patience and less budget for advice that stops at the recommendation. They want working solutions
embedded in their workflows, and they want them sooner.

Three shifts clients now expect
1. Time to value in weeks, not quarters. A long discovery phase made sense when markets moved
slowly. In supply chains where a cross-border disruption needs a response in days, waiting twelve
weeks for a diagnosis is a real cost. By the time the report arrives, the situation has moved on.

2. Senior people doing the work. Clients want the people who sell the engagement to be the people
who deliver it, with first-hand operational experience of factory scheduling, warehouse bottlenecks and
multi-echelon inventory. That experience is what turns general advice into advice that fits the business.

3. The capacity to implement AI, not only to describe it. Demand for AI in the supply chain is growing
faster than the capacity to implement it. Clients increasingly want advisors who can design, build and
deploy working tools, not only write about the future of AI.
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From time spent to value delivered
How an advisor measures success shapes the work. Fee models based on time can reward duration;
models tied to outcomes reward speed and capital efficiency. Execution-focused practices build their
engagements around the second.

DIMENSION TYPICAL ADVISORY MODEL EXECUTION-FOCUSED MODEL

Main deliverable Recommendations and reports Implemented solutions

Timeline Three to six months Three to six weeks

Team Leveraged teams Senior practitioners who have run
operations

Technology focus System reviews Working AI tools

Measure of success Time and materials Measurable bottom-line results

Living on the front lines
The future belongs to advisors who stay accountable for results. Value isn’t created when a strategy is
approved in the boardroom; it is proven when that strategy works on the factory floor under real
volatility.

When a practice combines deep industry experience with engineering capability, the gap between
strategy and execution closes. Organizations can deploy their own AI tools, such as demand-sensing
algorithms or automatic stock rebalancing, directly into their core functions in weeks instead of years.
Guesswork gives way to prescriptive operational logic, leadership is freed from administrative noise,
and trapped working capital is released faster.

The strategic mandate
If you are still paying advisors mainly to tell you what your supply chain problems are, you are paying
for what your data already shows. The modern enterprise needs partners who diagnose the bottleneck
and then build what removes it for good.

As you review next year’s initiatives and advisory spend, ask one
question: are you paying for more reports, or for better decisions?

Connect directly with our team. Or start with the three-minute Supply Chain & AI Readiness
Assessment.

Contact: ateliervalue.com/contact   ·   Assessment: ateliervalue.com/readiness
Online version: ateliervalue.com/insights/what-clients-now-expect-from-their-advisors
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