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"Unlock the potential for growth"

• …is what lies at the heart of our brand  promise

We help our clients, our people and our community unlock their potential for 
growth

Who we are
Our Clients

Our  People

Our Community



Grow with Us
In 2012 and 2013, we were the fastest-growing large global accounting organisation, so we 
understand what dynamic growth means

Year on year growth rate

2010

2%

3,673
3,788 4,182 4,519

Revenue (In US$ millions)

Growth

2011 2012 2013

3% 10%
8%



over 42,000 professionals in over 700 offices 
in over 130 countries

One of the world's leading accountancy networks of independent assurance, tax & advisory 
firms with over 30 years of dynamic growth and strong reputation of providing first class 
professional services



Grant Thornton Georgia at-a-glance

Fast facts  as of December 2014

Revenues US$ 1mln

Personnel 42

§ Founded in 2005 

§ Setting new benchmarks of service excellence

Responsiveness. Differentiation. Quality.

§ Multi-professional group of MBAs, MPPAs, ACCAs, licensed auditors, 
advisers specializing in finance, business and management, licensed 
valuators, as well as tax and legal advisers

§ Experienced international and local professionals working in Tbilisi office
§ Servicing local and international clients



Our Audit and Consulting Services are... 
accepted by projects and entities funded by

§ World Bank
§ USAID 
§ ADB
§ MCC (Millennium Challenge Corporation) 
§ EU/ European Commission
§ EBRD 
§ UN Agencies
§ KFW 
§ SIDA



Our Clients



Our People
We make our contribution to the community via participating in, supporting or  
initiating socially significant events



"Unlock the potential for growth"

• …is what lies at the heart of our brand  promise

…and we believe that growth of our business begins with growth 
of our people



How we work
Our Values 



Our Values



How we are recognised on global 
market
Awards



Reputation for Leadership & Technical Excellence
We are at the forefront of our industry
Our position on global public policy groups means that we can see what’s 
coming over the horizon so our people and our clients are right on top of key  
industry developments

International Accounting Standards Board

International Auditing and Assurance Standards Board

International Forum of Independent Audit Regulators

International Integrated Reporting Committee

International Valuation Standards Council

International Federation of Accountants

Financial Accounting Foundation

Financial Accounting Standards Board

American Institute of Certified Public Accountants 

Fédération des Experts Comptables Européens  (FEE) 

European Group of International Accounting Networks 
and Associations 

Global Public Policy Committee

Grant Thornton is represented in all major world forums



Global Recognition
International Accounting Bulletin announced Grant Thornton as 
winner of the 2014 "Employer of the Year" for outstanding 
Global Talent Mobility Programme, Advanced Manager 
Programme and Leadership Foundation Programme

Managing Partners' Forum, professional body for value of 
leadership and management excellence, has named Grant 
Thornton "Best Managed International Firm", recognising the 
strength of our global strategy, as well as leading the major 
global accounting networks in revenue growth for the last two 
years

International Accounting Bulletin announced Grant Thornton as 
"Network of the Year " for our strategic drive, global leadership 
and remarkable growth around the world

2013: Survey of more than 200,000 business and engineering 
students from 12 of the world’s largest economies named Grant 
Thornton one of the top 50 most attractive global business 
employers. The survey was conducted as part of the Universum 
Annual Student Survey.



United States

Portugal

United KingdomAustralia

Singapore

Poland

Germany

Canada

Grant Thornton awards 2013-2014 



Learn more about your career opportunities at 
our social media channels

https://www.facebook.com/GrantThorntonGeorgia

https://www.linkedin.com/company/grant-thornton-georgia

https://www.facebook.com/GrantThorntonGeorgia
https://www.linkedin.com/company/grant-thornton-georgia


Welcome to our Tbilisi Office! 

Grant Thornton Georgia
61 Aghmashenebeli  Ave.
Tbilisi 0102, Georgia
T  +995 (322) 604 406
E  info@ge.gt.com
W www.grantthornton.ge

mailto:info@ge.gt.com
http://www.grantthornton.ge


"Unlock the potential for growth"

• …is what lies at the heart of our brand  promise

We help our clients, our people and our community unlock their potential for 
growth

Consultative Selling 

The art of being trusted advisor



WHY DO BUYERS BUY ?
§ Simple answer 

The  only reason someone ever buys anything is 
because of some perceived need that needs to be met.

§ NEED is a very subjective notion – in can mean 
different things to different people.

§ In simple words 
When people are buying something, they are usually 
trying to address one of the three BASIC NEEDS

1) Profitability
2) Productivity
3) Image



BASIC NEEDS OF BUYERS

§ Profitability
has to do with either 

saving money      OR making money

You have to spend money to make money



BASIC NEEDS OF BUYERS

Productivity
Focuses on practical results or benefits of the product.

Is the new product going to be 
- faster
- stronger
- safer
- smarter 
- more convenient or 
- more effective?

Will this product make my life easier or more productive?



BASIC NEEDS OF BUYERS

Image 
Has to do with the way buyer perceives himself or the 
way he thinks he will be perceived by others

A buyer whose buying need is associated with image is 
aiming to elicit a specific opinion or reaction from others

In effect he is asking himself and 
others 
"How do you like me now?



BEFORE  - Selling of consulting services

§ Professional service firms did not have to worry a lot 
about business development

§ Why? 

§ Because the business would just come to us. 

ALL WE HAD TO DO WAS ANSWER THE PHONE.



NOW - Consultative selling

§ Clients are very cost-cautious

§ Clients are slower to make commitment

§ Landscape for professional service firms is highly 
competitive

§ Being the best in doing the work is not enough.

MUST SEEK BEING THE BEST IN GETTING THE 
WORK.



Learning objectives

By the end of this session you will be able to:

a) Explain to others what consultative selling is and 
why it is so important to engage with existing or 
prospective clients in consultative ways

b) Identify and describe different actions that you can 
take to be effective in consultative selling



What consultative selling IS NOT

Traditional selling:

§ Is focused primarily on the product or services that is 
for available to sell

§ Sales people have a product/service with specific 
features for which they seek to find a buyer



What consultative selling IS NOT
continued

§ Sales people tend to be very controlling of the sales 
process 
- they direct the conversation
- are often in mode of convincing the buyer that their 
product/service is exactly what they client needs 

§ Most of conversation is in one direction – from the 
sales person to the buyer

LETS BRING EXAMPLES OF TRADITIONAL SELLING



What consultative selling IS

§ Instead of focusing on product or service, the sales 
person focuses on the client

§ Sales person encourages an open and constructive 
dialogue in order to learn about the client 's 
- problems
- issues
- needs  



What consultative selling IS
continued 

§ Once the understanding is developed the sales person 
begins... in consulting mode, to suggest things the 
client might consider in dealing with significant 
challenges 

§ AND... only after this constructive conversation occurs 

§ The sales person will share thoughts on how a product 
or service might be leveraged to assist in addressing 
the need

SELLING IS NOT TELLING
SELLING IS LISTENING AND OFFERING


