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Abstract 

The aim of this thesis is to study and analyse the consultancy industry with a specific 

focus on the Italian market. In particular, the presence of external professional 

consultancy figures such as the Financial, Legal, Accountant and Insurance Advisor in 

the Electrical Equipment Manufacturing Sector inside the Veneto SMEs is identified in 

order to assess their contribution to the firms in terms of turnover.  

To be able to perform this study, 114 companies belonging to the sector of interest and 

settled inside the Veneto Region have been contacted.  

The enterprises analysed have been divided into small-sized enterprises, whose turnover 

is less than 10 million euro per year, and medium-sized enterprises, whose turnover is 

between 10 and 50 million euro per year. Multinationals are therefore not included in the 

study. 

Within the groups thus delineated, the percentages of enterprises referring to each one of 

the four studied consultancy figures are examined. 

The economic background in which companies operate as well as their geographical 

distribution is then presented.  

Furthermore, it is possible to identify four different groups inside the sample of 

companies studied, i.e., small enterprises using the consultant, small enterprises not using 

the consultant, medium enterprises using the consultant and medium enterprises not using 

the consultant. Within each group, four reference indices are calculated for each 

individual company: ROI, ROE, ROS and the EBITDA to Sales ratio. In this way it is 

possible to compare the results obtained and thus evaluate the added value of the 

professional figure in question for each individual company and in relation to its size.   

Moreover, multiple linear regression models have been built trying to detect if there are 

useful linear relationship between the presence of the consultants and the financial indices 

studied. 

The final part of the research summarises the results obtained, highlighting its limitations 

but also its future potential. 
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Introduction 

The professional figure of the consultant has become increasingly important in recent 

years. Although it is clear why companies specialised in business consultancy support 

their fundamental role in the growth and development of a company, many firms prefer 

not to rely on external consultants. It is therefore interesting to understand whether the 

potential of consultants is not fully realised or whether they actually represent an 

additional cost that can be avoided in certain cases. In this way, it will be possible to 

hypothesise the future development of consultancy industry in the Italian market. In 

addition, it is important to analyse the difference in the impact of consultants in small 

companies (with an annual turnover not exceeding 10 million euros) compared to 

medium-sized companies (with an annual turnover not exceeding 50 million euros).  

The study is focused on small and medium-sized companies in order to observe more 

concretely the contribution of the consultant, which may not be clearly identifiable in a 

multinational company. Moreover, in order to reduce the variability of the sample studied 

and therefore the possible biases in the research the companies subject of the analysis 

belong all to the Electrical Equipment Manufacturing sector and all of them are settled in 

the Veneto Region.  

To assess the added value that a consultant can bring to the entrepreneurial activities under 

study the sample was examined by analysing which external consultants are used on a 

continuous basis.   

In order to develop the analysis, the theoretical background will be initially set out, 

including definitions, characteristics and limitations of consultancy services, as well as 

the history and development of this industry and an overview of the main critical points 

faced by consultants.  

Defining the professional figure of the consultant in a univocal way is not straightforward, 

for this reason, in order to simplify the analysis, this thesis focuses only on four main 

consultant figures: the financial, legal, accountant and insurance advisor. These 

professional figures should be considered as the main variables of the research. 

The financial information about the 114 companies that compose the study sample was 

obtained through the AIDA database, made available by Ca' Foscari University.  

Following data collection, each company was contacted by telephone or email. In the 

phone call, or in the email, it was asked whether the company works with the four 

professional advisory figures identified above, namely the financial, legal, accountant and 
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insurance advisor on a continuous basis. It was thus necessary to understand whether 

these aspects are managed internally or whether companies rely on an external consultant. 

Particular emphasis was placed on correctly explaining the role played by the 

professionals being sought, and the need for the relationship with the professional to be 

constant and ongoing was also emphasised.  What is more, it has been asked to the 

companies if they rely on a continuous basis on some other external consultants that have 

not been mentioned in the previous analysis. A small study on these professional figures 

has been performed. 

The economic background in which companies operate is presented and analysed. In 

particular, the Italian economy with a greater focus on the economy of the Veneto Region 

is introduced. Furthermore, the analysis of the geographical distribution of the enterprises 

has been developed. 

In order to carry out the analysis it is proceeded by analysing the percentage of use of the 

four consultancy figures by comparing the results obtained in small-sized companies with 

those obtained in medium-sized companies. In this way it is tried to understand whether 

there is a relationship between company size and the decision of a company to rely or not 

on an external consultancy figure.  

Subsequently, for each consultancy figure under study it has been determined whether it 

has an impact in terms of turnover within the companies under study. In this phase the 

companies are divided into four groups: small companies that use this consultancy figure, 

small companies that do not use this consultancy figure, medium-sized companies that 

use this consultancy figure and medium-sized companies that do not use this consultancy 

figure. For every single company belonging to one of these four categories, the main 

balance sheet ratios, namely the ROI, ROE, ROS and EBITDA to Sales, are analysed in 

order to understand if a difference can be observed between the sample of companies that 

rely on this type of consultancy and those that do not.  

Multiple linear regression models are built in order to be able to detect if there are useful 

linear relationship between the presence of the consultants and the financial indices 

studied. 

Subsequently, an attempt is made to summarise and comment on the results obtained. In 

the concluding section, the limitations of this research are highlighted, but also its future 

potential. 
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Chapter I   Consultancy Industry 

1.1 History, Structure and Development of the Consultancy Industry 

The business of the consulting industry is relatively new. In fact, the first professional 

management consultants appeared in the United States in the late 19th and early 20th 

century. In particular, the first management consultancy firm was founded in 1886 by 

Arthur D. Little. Edwin Booz followed his example in 1914, while James McKinsey 

started his firm in 1926 (Canback, 1999; Gross & Poor, 2008; Kearney, 2015). 

Even though the consultancy industry first developed in the US, already in the second 

half of the 20th century, US consultancy enterprises started opening branches in Europe 

in the late 1950s and 1960s, expanding therefore their businesses at an international level 

(McKenna, 1995; Canback, 1999; Bain & Company, 2015). 

The period of major development for this sector can be placed in the late 1980s and during 

the 1990s (Glückler & Armbrüster, 2003). The acceleration during the 1990s can be 

explained due to the internationalisation of the industry (Madigan & O'Shea, 1997). 

The exponential growth is testified by the ratio of consultants to managers measured in 

1965 compared to the one measured in 1995. In fact, this ratio increased from 1:100 to 

1:13 in this period (Clark, Greatbatch, & Bhatanacharoen, 2013). 

However, the development of the industry went hand in hand with a greater awareness of 

customers, who slowly began to understand what the standards in terms of time, price, 

and level of services that may be required to consultants are (Fink, 2013). 

It is nevertheless remarkable to underline that, even though under an increasing 

competitive pressure and higher standards of services, the consultancy industry grew 

substantially even during the 2000s, just slowing the rate with respect to the previous 

decade (Mohe & Seidl, 2011). 

Although it is not easy to define the consultancy sector in a univocal way, different 

management styles have spread and consolidated around the world (Crucini & Kipping, 

2000). The vast majority of consultancy firms are in fact small or medium-sized 

companies and often consultants work as self-employed. However, if turnover is taken 

into consideration multinationals dominate the market (Kipping & Armbrüster, 1999; 

Baaij, 2014). 

The fragmentation of the industry can be noted as far as both geography and market 

concentration are concerned. In 2008 it was measured that 49% of the revenues of the 

sector were generated in the US, 33% in Europe, 10% in the Asia-Pacific region and just 
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8% in the rest of the world (Gross & Poor, 2008). 

The Italian case seems particularly interesting due to the high number of small 

consultancy firms, in fact, in 2019 the consultancy firms defined as “micro” represented 

the 86,6% of the whole sector while the small consultancy firms counted for the 11,3%.  

A micro-enterprise is an enterprise in which less than 3 workers are employed. However, 

even though big enterprises only represent the 0,1% of the Italian consultancy companies, 

they generate 56% of industry turnover. The whole sector in Italy is composed by 24.000 

companies, generating a turnover of around 4,8 billion euros, and employing more than 

48.000 employees (Assoconsult & Confindustria, 2020). 

Nevertheless, it is very difficult to describe the consultancy market clearly as it is a very 

changeable sector where boundaries are not clearly established, and many times 

individual consultants and small consultancy firms are not taken into account in statistics 

(Crucini & Kipping, 2000). 

Since the focus of the research will be on the external consultants, it is useful to define 

what is meant by this professional figure.  External consultant is defined as “any third 

party who manages the procurement process on behalf of the client company” 

(Moorhouse & Kleinman, 2009).  

The figure of the consultant, especially in Italy, is atypical since, depending on the activity 

in which the consultant is an expert, the professional orders involved are different and 

each of them has its own regulations and code of ethics. It does not exist therefore a 

unique and established path of professionalisation for this professional figure. This means 

that such things as congruency in training, consonance in access to the profession, sharing 

of formal or informal associative spaces are probably not really possible in this type of 

industry. Nevertheless, in the last years the figure of the consultant is establishing itself 

and some general regulations started (Maestripieri, 2013). 

As far as management consultancy is concerned, an important role is played by APCO - 

Italian Professional Association of Management Consultants-, a professional association 

of individuals that brings together and qualifies those who carry out, on a continuous and 

professional basis, the activity of organisational and management consulting, either 

individually, or as associates, partners or employees of consulting companies. This 

association is particularly important because APCO issues its members with a quality 

certificate in accordance with Law 4/2013 on non-ordering professions, as it is listed by 

the Ministry of Economic Development. By doing so, some quality standards are set, and 
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a professional ethic code is developed also for this industry (APCO, 2020).   

The reasons behind the fragmentated structure of the Italian consultancy market seems to 

be related to the trend developed from the end of the 1980s onwards, in which an always 

increasing number of former managers and professionals of a wide number of sectors left 

their work in order to join the consultancy sector as self-employed or constituting small 

consultancy firms (Crucini & Kipping, 2000). It is particularly interesting to observe that 

the large number of professionals that decided to join the consultancy industry is also 

connected to the structure of the Italian market. In fact, being the Italian market based 

mainly on SMEs, the possibility for all the previous executives and managers to be 

employed in big multinationals and large enterprises were highly limited. 

This is true especially for the consultancy industry of the 80s and 90s. In fact, especially 

in that period consultancy was structured on the model of the advisor-consultant: advisor, 

because the consultant was often a manager on the verge of retirement, who took on a 

new autonomous role calling himself a consultant and claiming the experience gained 

over a lifetime as a manager in that sector (Maestripieri, 2013). 

Obviously not all the micro and small consultancy firms have this origin. A large 

proportion was also set up as spin-offs of larger companies (Crucini & Kipping, 2000). 

In Italy this happened mainly around the 1980s. It is, in fact, at this moment in time that 

there is a boom in entries into the world of consultancy in the Italian market, strongly 

fuelled by self-employment (Maestripieri, 2013). 

The fragmented structure of the Italian consultancy market has several advantages that 

cannot be ignored. Among them, the high level of flexibility seems to be remarkable. In 

particular, the smaller the company, the easier it is to adapt the consultancy to the needs 

of the clients. Moreover, in small companies there is a greater chance of establishing a 

personal bond with their customers by creating a climate of trust and confidence. In fact, 

local specificities are particularly significant in the Italian market and are important to be 

considered while developing a business strategy. Anyway, it is also important to underline 

that the existence of many self-employed workers and micro and small companies do not 

exclude the possibility to develop partnerships between workers and companies. 

Partnerships are a perfect way to exchange know-how and expertise (Crucini & Kipping, 

2000). The creation of networks of consultants allows them to be competitive in the 

market also against bigger corporations. In fact, through networks the flexibility can be 

combined with a wider range of services offered.  
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Irrespective of the structure of the company offering the consultancy, some services are 

by their very nature standardised, so whether one considers a large company or the 

individual consultant the service offered cannot differ substantially. For example, 

legislative norms, at both national and international level, reduce the variability of the 

finance and control consulting practises. Other examples may be the related to the quality 

management, since many times some specific certifications are required (e.g. ISO 9001), 

or the IT consultancies, since some software may be needed inside the business 

organization irrespective of its size (Crucini & Kipping, 2000). 

Other types of consultancies may be considered instead as more flexible since there are 

higher possibilities to adapt those services to the needs of the clients. Examples are 

Human Resources, Strategy and Formation.  

As well as there being many types of consultancies, there are also many types of 

consultants (such as retired entrepreneurs or young novice consultants).  

However, in this thesis the focus will be only on the external professional consultant. 

Professional consultants do this job because it responds to their personal and professional 

aspirations. They have a specific technical competence gained mainly in the field that 

represents an important source of identity for them (Maestripieri, 2013).  

 

1.2 Criticisms against External Consultants and the Consultancy Industry 

Many difficulties can be recognised while studying the consulting industry. In particular, 

the number of firms hiring external consultants is much inferior to the number of firms 

that would need one. Moreover, many times firms do not fully take advantage of the 

potential of the consultancy (Shaffer, 1976). 

A major criticism against consultants is that they slightly modify a standardised solution 

in order to convince their clients that they studied a perfect solution tailored to their case 

rather than actually studying a solution for each case (Kitay & Wright, 2004; Hillson, 

2021).  

The risk is for the firms to become homologated because consultants after working for a 

period of time with an organisation may decide to start working with another company of 

the same industry (Glückler & Armbrüster, 2003). According to this theory, firms would 

always become more similar because of the same advice they receive.  

Nevertheless, it was also noted that firms should always customise the strategy suggested 

by consultants according to their needs and structure so that even though the consultant 

may suggest similar paths to follow the resultant strategy may differ significantly 
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(Kipping & Clark, 2012).  

Another critical view towards consultants states that what matters in their evaluation is 

not the substance but the appearance, i.e., what matters is if consultants are able to make 

a good impression being professional, but results are rarely consistent at the end (Bloch, 

1999). One motivation behind this behaviour may be related to the fact that often external 

consultants may not fully understand their client’s business or the industry sector in which 

they are operating (Hillson, 2021). 

Doctor Shaffer identified some limitations that may prevent clients from accepting the 

changes and the new practices that could be suggested by the consultants. In particular, 

he presented the concept of “client absorption capacity”. It is defined as the limit of 

absorption of every client (every company) with respect to speed, scope and range of 

innovations. This limit should always be considered and respected by the consultant in 

order to be able to introduce his/her suggestions inside the organisation. It is to say, 

willingness and ability of the clients should always be taken into account before 

suggesting any change in the company system. In fact, the client absorption capacity is 

considered as one of the main causes of the client's dissatisfaction with the consultants’ 

work (Shaffer, 1976). 

One risk that consultants face is that they are asked to present certain improvements that 

could be implemented within the company before they are hired, as a guarantee of their 

professional skills, and that these improvements are then adopted without actually hiring 

the consultant (Schmidt, Vogt, & Richter, 2005). However, experience has taught 

consultants to be forward-looking and to protect themselves from these mechanisms 

(Macdonald, 2006), either by offering only a general analysis of the company free of 

charge or by already presenting the client with the prices of the various services they 

offer. 

Another difficulty that may be encountered by consultants is that client companies may 

demand certain results from consultants just because they pay them without being 

prepared to make the appropriate changes. This attitude could be caused by the lack of 

sufficient knowledge of the client companies. For this reason, it is important to establish 

communication between company and consultant in order to be able to explain properly 

every change that needs to be introduced inside the organisation and its related difficulties 

(Shaffer, 1976).  

On the other side, consultants may overpromise the results they are able to achieve, for 

example assuring savings in costs that are not really possible inside the organisation. By 
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doing so, they would create a mismatch between the expectations of the client company 

and the results actually achieved (Hillson, 2021). 

Another criticism that is often levelled at consultants concerns their attitude towards the 

company they have to work for. In fact, as it was stated by Moorehouse and Kleinman in 

2009 (Moorhouse & Kleinman, 2009) many entrepreneurs complained about the detached 

attitude towards the company and the projects in which consultants were involved. For 

many businessmen, especially in the Italian environment, their company is much more 

than just their work, for this reason if they perceive that consultant may not care enough 

and spend enough time trying to identify the best solution for the enterprise, they may 

decide not to follow their suggestions. One possible solution to overcome this problem 

may be to create long and lasting relationships between consultants and clients. Another 

winning strategy to overcome this problem is flexibility, it is important to abandon 

rigorous rules and try to adapt the procedures to every situation (Moorhouse & Kleinman, 

2009). 

In order to be accepted inside the organisation the consultant should not impose his or her 

vision but should cooperate with the client instead, trying to build a win-win situation by 

showing to the entrepreneur the added value that could be created by their cooperation.   

It is important to take in mind that “customers do not evaluate service quality solely on 

the outcome of the service; they also consider the process of service delivery” 

(Parasuraman, Zeithaml, & Berry, 1985). In the same way, it is important to consider that 

often clients do not evaluate the consultancy just in relation to the results obtained but 

also on the quality of the service provided, i.e., if the consultant was helpful, responsive 

and well-prepared during their cooperation. Overall, clients’ expectations and education 

seem to have an impact on the perceived results of the consultancy and therefore on the 

satisfaction of the client (Gable, 1996). 

Moreover, especially small companies tend to have less resources available and therefore 

may consider the changes suggested by consultants as unnecessary and costly in terms of 

resources and money. In this case, it is important to convey the idea that those 

introductions may actually facilitate and accelerate the company work and not the 

contrary. Also in this case a proper communication is demanded (Shaffer, 1976).  

On the other hand, consultants may suggest a solution that cannot be practically operated 

inside the organisation due to its structure or its business strategy so that they present 

solutions that are good just on a theoretical level and create a sense of mistrust inside the 

company (Hillson, 2021). 
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A further critical point in the company-consultant relationship is related to the asymmetry 

of what is considered to be a successful result. In fact, an action to be considered 

successful by the client should achieve some measurable results such as productivity 

gains, reduced costs and customers' acquisitions. Companies may lose their motivation 

and trust in the consultants if they do not perceive those concrete results to be achieved. 

On the other hand, consultants may spend more time in theoretical research postponing 

the achievement of concrete results. Even though this strategy may be successful in the 

long run, it is important to consider that if clients are not satisfied with the consultants’ 

work, they may decide not to continue their cooperation. For this reason, consultants 

could decide to divide their strategy into some actions that would lead to concrete savings 

for the client company and some others whose results will be observed in the future 

(Shaffer, 1976).  

Consultancies may not achieve the expected results, and this may be related on one hand 

to the lack of confidence of the entrepreneur towards the consultant’s new ideas and 

expertise, on the other hand the consultancy may also fail because the consultant does not 

really understand or believe in the goals that the client aims to achieve (Gable, 1996). A 

meaningful selection of the objectives of the consultancy is therefore fundamental in 

order for the consultancy to be successful and satisfactory for both sides. A consultancy 

to be effective should not only solve problems that exist at the moment but also teach how 

to solve and anticipate similar problems that may arise in the future inside the organisation 

(Kolb & Frohman, 1970).  

There are other risks associated with hiring external consultants especially because it is 

often necessary to share confidential information with them in order for the consultancy 

to be effective and privacy issues may arise. Moreover, to avoid becoming completely 

dependent on external consultants it is also important to indoctrinate the internal staff of 

the company (Hillson, 2021).  

In this project an attempt will be made to answer some of these criticisms and an attempt 

to measure the effectiveness of four consultancy figures will be developed.  

1.3 Reasons to Hire External Consultants 

In order to study the added value of consultants inside an organisation, it is important to 

take a step back and analyse why firms usually hire external consultants. According to a 

theory presented by Fincham, it is a “make or buy” decision, i.e., firms have to decide if 

they want (or are able) to find an internal solution to a problem they are facing or if they 
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rather ask and pay for an external consultancy (Fincham, 1999). 

A definition of the consultants’ role was provided already by Schein in 1998, who 

described consultants as “doctors”. In fact, they use their knowledge and expertise to find 

out, understand and solve problems that are present inside an organisation (Schein, 2002). 

During the years other scholars described consultants in similar ways, defining them as 

“medical practitioners” (Clegg, Kornberger, & Rhodes, 2004), “therapists” or “agents of 

change” (Kakabadse, Louchart, & Kakabadse, 2006). 

Connected to this very last definition there is the idea that consultants can introduce 

changes and new horizons inside the firm. It does not mean that consultants implement 

disruptive ideas or significant changes all the time, in fact their contribution can be also 

related to a new way of using existing know-how and introducing new communication 

techniques (Armbrüster, 2006; Czarniawska, 2013). 

It was noted that if one activity is considered as a core activity for the company, thus it is 

performed frequently and there is a high level of control on it, it is usually managed 

internally and without the help of an external consultant. (Canback, 1999; Glückler & 

Armbrüster, 2003). 

According to this point of view, external consultants could be considered as specialists 

that add value to the firm as far as their area of expertise is concerned and as far as no-

standardised-activities are involved. In fact, consultants use their expertise and their 

knowledge to find solutions that are suitable for each case they analyse and use a 

structured approach to introduce such solutions inside the organisation in the most 

efficient way (Canback, 1998). 

Many times, consultants are hired by those companies whose CEOs are young 

entrepreneurs due to their lack of expertise. This characteristic is connected to the many 

start-ups and new generations that are leading family firms (Crucini & Kipping, 2000), 

organisations that are very common in Italy. In fact, over 14.000 start-ups were registered 

in the Italian Business Register in 2021 (Ministero dello sviluppo economico, 2021) while 

in the same year the family businesses counted for 101.000 units (Il Sole 24 Ore, 2021). 

These things considered; it is understandable why the consultancy industry is considered 

to have a huge growing potential. In fact, many times those type of companies require a 

professional figure that has a wider market vision, broader experience and competencies 

(Crucini & Kipping, 2000). A critical factor, however, is whether companies can or will 

be able to afford to work with a consultant on a stable and continuous basis in the future. 

Another reason why enterprises may rely on external consultants may be connected to the 
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lack of time of the entrepreneurs. This is true especially in small companies where the 

entrepreneur many times has to deal with several aspects of the business and cannot focus 

efficiently on all its practical aspects. For this reason, time does play an important role in 

the decision of hiring an external consultant (Moorhouse & Kleinman, 2009). 

The time variable is particularly significant as far as rapid changes and new trends of the 

market are concerned. In fact, these aspects are particularly challenging to be followed 

by entrepreneurs that need to manage the ordinary business administration. Using external 

consultants, entrepreneurs can remain focused on their business while the consultants 

have the task to remain updated on the new technologies, regulations and market trends, 

in order to allow firms to remain competitive in the constantly changing market (Gable, 

1996).  

In fact, the successfulness of the external consultancy depends also on the firm’s ability 

to acquire technological knowledge and subsequently transform it into innovation outputs 

(Bianchi, Croce, Dell’Era, & Di Benedetto, 2015). 

Nowadays, innovation is fundamental in order to remain competitive in the market and 

external consultants can be the tool through which innovative practices are introduced 

inside firms (Giebel, 2020).  

Indeed, consultants provide their clients with new skills and knowledge that allow firms 

to enhance their operations (Cumming & Fischer, 2012). Therefore, consultants may 

allow firms to overtake barriers for innovation introducing new practices into the 

organisations they work with (Giebel, 2020).  

Relying on external consultants can be a winning strategy as they can present a fresh 

perspective, without being limited by preconceptions but adopting an overall view of the 

business they are analysing (Drucker, 1979; Macdonald, 2006; Fleischer, 2010). 

What is more, external consultants are often used also as impartial third parties in case of 

internal disputes. Consultants are useful when there are disagreements that arise inside 

the organisation, their role as mediators can solve intricate situations without disrupting 

the internal balance of a firm (Fleischer, 2010).  

Another task often entrusted to consultants is to support and advise managers or heads of 

department in making delicate and strategic decisions thus simplifying their work (Ernst 

& Kieser, 2002). 

Hillson gave some interesting contributions to the analysis of the benefits of hiring 

external consultants. In particular, he underlined that they bring guaranteed expertise 

inside the organisation and learn from experiences made in other firms. Cross-fertilisation 
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is also possible thanks to them; it means that consultants can introduce ideas and 

methodologies applied in other industries (Hillson, 2021). 

Hillson sees consultants as a source of creativity, innovation, and fresh thinking that do 

not need training to start working; they are efficient since day one.   

Consultants usually know very well the market in which they operate and can introduce 

avant-garde techniques and practices. By working inside the organisation, they may also 

indoctrinate the other employees of the firm so that the company could increase its 

efficiency as a whole. What is more, consultants are usually hired for particular tasks and 

have clear goals to achieve so that if the cooperation is not effective or satisfactory, the 

company can easily decide not to cooperate with that consultant again (Hillson, 2021). 

Obviously, many other reasons may exist for a firm to hire an external consultant and also 

more reasons may coexist at the same time. However, in this project work only some of 

them, considered as the principal ones, have been presented.  

1.4 Consultants - Clients Relationship 

The relationship between the consultant and the client defines the value of the consulting 

services, in fact the consultant’s activity alone is not sufficient to develop and implement 

a successful strategy for the company (Werr & Styhre, 2002). 

It is important to underline that for the scope of this thesis, only one type of client will be 

taken into consideration, i.e., the primary client. It is to say, the clients who are 

responsible for the problem that the consultants are asked to solve or for the situation that 

consultants are asked to improve and that are going to pay directly the consultants’ fee 

(Schein, 1997). 

Moreover, for the sake of simplicity, the company as a whole will be considered as the 

consultant's primary client and the internal relationship between the consultants and some 

departments of the company will not be taken into account. 

For this reason, although individual employees may have interests that differ from those 

of the company (Höner & Mohe, 2009), for the purposes of this study we will only 

consider the effects of consultancy as a whole and the impact that consultancy has had on 

company performance.   

The firm (client) and consultant relationship should not be considered as one-way, but it 

is necessary to consider this relationship as reciprocal, where there is an exchange 

between the parties and the contribution of the company and the consultant are equally 

important (Glückler & Armbrüster, 2003; Bronnenmayer, Wirtz, & Göttel, 2016). 
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Developing a cooperation between client and consultant rather than just delegating tasks 

from one to the other will lead to more successful results and more complex projects will 

be undertaken (Shaffer, 1976).  

Even though it is fundamental to trust the consultant in order to follow his/her suggestion 

and to create a successful relationship, it is also important to monitor his/her work.  It 

might be useful to agree on regular reports to be made by the consultant. These reports 

might be oral, written or both. Once goals are set and there is clear and direct 

communication between the company and the consultant, the results will be greater 

efficiency and fewer problems (Brown, 2006). 

Every project developed by the consultant can be considered as a tool to sharpen the 

company vision and to integrate the business strategy. For this reason, the client-

consultant relationship may increase the turnover and enrich both parties. The relationship 

is successful when both the company and the consultant cooperate trying to understand 

each other's vision and combining their improvement efforts (Shaffer, 1976).  

Moreover, it is important to remember that companies are likely to work with more than 

one external consultant at the time and it is therefore fundamental to be able to maintain 

a stable and balanced relationship with all of them. In fact, consultants are probably 

focused just on the success of the project they are working on or of the area of the firm 

they are related to, but it is the task of the manager of the firm to develop a general strategy 

of the enterprise and to set the overall goal of the organisation (Shaffer, 1976). 

In addition, the success of the consultancy is likely to be affected by the frequency of the 

consulting relationship and by the nature of the service itself (Giebel, 2020). 

For counselling to be effective it is also important to consider how much freedom the 

consultant actually has. If the company has problems or possible improvements that need 

to be made, people working in the company must be ready to implement them. However, 

this is often not the case and companies that hire consultants are not ready to change 

certain old habits often established by the managers themselves (Bloch, 1999; Randall, 

2016). This difficulty of changing the “old habits” within the organisations affect the 

business performance significantly (Moorhouse & Kleinman, 2009). 

Focusing on the Italian market, the resistance to change is an issue stressed by many 

consultants. Thus, the work of consultants is many times difficult due to the entrepreneurs' 

own resistance to change and it is always more important for a consultant to gain a client’s 

trust in order to be allowed to introduce some improvements and changes in the business 

structure through the introduction of a new mindset. Small consultancy firms seem 
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therefore to have an advantage related to the higher possibility to create a personal 

relationship with the clients and thus facilitating the explanation and acceptance of the 

consultancy for the entrepreneurs (Crucini & Kipping, 2000).  

1.5 The Choice of a Consultant Over Others 

Many scholars have tried to analyse which are the motivations that impact the choice of 

a consultant over his/her competitors. In particular, Glückler and Armbrüster (Glückler 

& Armbrüster, 2003) identified four main reasons behind the choice of a consultant: 1. 

Their public reputation, 2. Previous experience and trust, 3. Reputation on their network, 

4. The price.  

Consultants that have a respectable reputation are more likely to behave in a correct way 

and to work hard to produce the best results (Granovetter, 1985; Hillson, 2021).  

In fact, rebuilding a damaged reputation would be costly and not convenient. Reputation 

is particularly considered by those companies that do not have much experience in the 

field in which they require advice and rely on reputation as a kind of “insurance” on the 

professionalism and quality of the consultant hired (Clark & Salaman, 1998; Sieweke, 

Birkner, & Mohe, 2012).  

Nevertheless, relying solely on reputation may lead the company to face certain 

opportunity costs (Pemer, Werr, & Bianchi, 2014).  

 In other words, hiring consultants or consultancy firms using reputation as the only 

discriminating factor, may lead the firm not to rely on consultants who may offer a better-

quality service or the same quality but at a lower price.  

For this reason, it is important for the clients to remain informed about all aspects of their 

business and decide some criteria, maybe also through the use of checklists, that would 

allow them to choose the consultants that better suit their interests and goals. Formalising 

sourcing procedures would lead the company to significant cost reductions maintaining 

high-standard quality of services (Pemer, Werr, & Bianchi, 2014) 

Another aspect that could be considered when choosing a consultant are the 

recommendations a company may receive about that consultant from other organisations 

operating in the same industry or in similar ones. For this reason, once more it is important 

for a consultant to build a good reputation in order to receive more recommendations and 

expand their business (Hillson, 2021).  

Connected to the second criteria presented by Glückler and Armbrüster (Glückler & 

Armbrüster, 2003), i.e., previous experience and trust, Hillson stated that a useful weapon 
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that the consultant may use to prove his/her ability could be related to proven track 

experiences of successful collaborations in similar situations in the past (Hillson, 2021). 

It is to say, if the consultant is able to show to the company that in the past, he/she has 

successfully managed other similar situations to the one that the company is now facing, 

then there will be higher possibility for the company to trust the consultant.  

Yet this raises a problem. In order to convince a client of his/her professionalism and 

business acumen, consultants might be inclined to reveal the name of their previous 

clients and the interventions that were necessary to improve their business. However, this 

kind of behaviour may create doubts about the consultant's ability to keep information 

confidential and to respect his or her clients' privacy. On the other hand, the same 

company that is momentarily having difficulties, and therefore calls the consultant, may 

not appreciate that in the future he/she may tell to firm competitors about the difficulties 

the company in question is facing. In essence, how to present oneself and how to convince 

the client that one is the right consultant to solve the problem is not easy and privacy and 

data protection issues are central to the development of this industry. 

Focusing on the fourth point underlined by Glückler and Armbrüster (Glückler & 

Armbrüster, 2003), i.e., the price, it is remarkable to consider that consultants should be 

included in the company budget and the right consultant is the one that is affordable 

within the budget of the year that may not coincide with the one that would lead to the 

best results for the company (Hillson, 2021). 

Another significant contribution to help entrepreneurs to choose the “right” consultant, 

better defined as the consultant that “fits your organisation”, is given by Julen Brown 

(Brown, 2006). The author suggests that there are eight criteria to be considered before 

hiring a consultant: credibility, references, care, cost, response, review, portfolio and 

profile. Although the first four points have already been discussed throughout this paper, 

it might be interesting to briefly discuss the following four. According to Brown it is 

important to analyse the “response” of consultants, i.e., if it is easy to contact them, if 

they call you back in a short period of time, if they usually answer emails or phone calls 

and if they are polite while answering. The noteworthiness of the availability of 

consultants when they are required was stressed also by Hillson (Hillson, 2021). 

It is important to consider also the type of “review” consultants will leave. In particular, 

it is important to take into account if consultants will be able to review the company they 

are working in online or offline and which effect it will have on the business.  

Professionalism of their portfolio is another characteristic to be considered. If it does not 
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seem professional and complete it might indicate that also the services offered by the 

consultant do not respect some quality standards.  

The last point, “profile”, is also quite important to be considered. This aspect underlines 

the subjectivity behind the choice of a consultant. In fact, in order to understand which 

consultant is most suitable for one's own company, it is important to assess which 

objectives one wants to pursue, and consequently which consultant has a professional 

profile that is most in line with them (Brown, 2006). 

The choice of a consultant over others may be influenced by the relevant and recognized 

qualifications obtained by the consultants and by the client base that the consultant 

already has in industries, sectors or projects that are similar to the one of the company 

that is deciding which consultant to hire (Hillson, 2021). 

1.6 Consultants’ Cost 

The issue of the cost of the consultant is particularly difficult to solve. Indeed, on the one 

hand, the cost will always be too high if the value and importance of consulting is not 

fully perceived. On the other hand, if the full potential of consulting were perceived, this 

professional figure would probably be integrated within the company and there would be 

no need for the external consultant.  

It is interesting to observe that the different types of payment consultants receive may 

explain what really drives their behaviours. On one hand, if consultants are paid towards 

a fixed fee, the reason behind their success may be related to their motivation of 

performing well and to the desire to establish themselves professionally. On the other 

hand, consultants that are paid towards percentages-related fees, may be more focused on 

cost reduction and on the success of every single project rather than on the company 

performance over the long-run (Moorhouse & Kleinman, 2009).  

Another possibility is to pay consultants towards contracts of services, i.e., consultants 

are paid according to the results they obtain (Fleischer, 2010). However, this payment 

method is not very widespread and is mostly the exception to the rule.  

Moreover, consultancy contracts always tend to have an expiry date with the possibility 

of renewal (Fleischer, zu Knyphausen-Aufseß, & Schweizer, 2014), but this leads many 

consultants to adopt an attitude of continuity rather than a break with company 

management and can therefore lead to the adoption of solutions within the company that 

follow company policy without really renewing it. This may lead to reduced effectiveness 

of the consultants' work. 
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These things considered, in order to analyse the cost of hiring a consultant, it is important 

to consider that not only the consultancy fee impacts the overall expense that the firm has 

to face. In fact, apart from direct expenses, the company needs to face indirect costs and 

agency costs.  

As far as indirect costs are concerned, these can be considered as those costs related to 

the time and effort the company has to devote to the consultancy project. Agency costs 

can arise instead due to the differences of goals that the CEOs and the consultants may 

have and due to the delicate relationship, that is established between them. These things 

considered; several scholars underlined the high level of uncertainty present in the 

consultancy industry (Glückler & Armbrüster, 2003; Sturdy, Wylie, & Wright, 2013).  

1.7 The Concept of “Added Value” 

In this thesis project an attempt was made to measure the impact of some external 

consultancy figures on the firms’ turnover. In order to assess the added value of 

consultants it is necessary to understand what is meant by this concept. The Cambridge 

Dictionary describes the expression as “an improvement or addition to something that 

makes it worth more” or also “an increase in the value of a resource, product, or service 

as the result of a particular process”.  

One factor that is emphasised in several articles relating to the consultancy sector is that 

its value and especially its quality is difficult to assess (Clark, 1993; Glückler & 

Armbrüster, 2003; Clark, Fincham, & Sturdy, 2011). 

There are many difficulties that are stressed by scholars that make a clear definition of 

this sector so difficult. First of all, it is difficult to measure the quality of the consultancy 

because it does not only depend on the work of the consultants but also on how his/her 

suggestions and guidelines are followed by the organisation or by the manager who hired 

them. Moreover, even though it is possible to observe the effects of the consultancy, it is 

not really possible to predict what would have happened without the consulting services 

(Kipping & Engwall, 2003; Schweizer, zu Knyphausen-Aufseß, & Rajes, 2009; Ernst & 

Kieser, 2012; Fleischer, zu Knyphausen-Aufseß, & Schweizer, 2014). Also, for this 

reason, in this paper there will be a comparison between firms that do use external 

consultants and firms that do not, rather than a focus on only one of these two groups.  

Another difficulty in measuring the effectiveness of the consultancy is that consultants 

are unlikely to admit that their work was inefficient. They would rather blame the 

organisation for the failure of the consultancy stating that it did not implement their advice 
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fully or correctly (Geffroy & Schulz, 2015). On the other hand, managers prefer not to 

attribute all the merits of a successful project to the actions of an external consultant, as 

this may not be good for their career, but it is certainly convenient for them to blame 

external consultants in the case of some unsuccessful projects (Baaij, 2014).  

In order to have an impact on the organisation, and to add therefore value to it, consultants 

must not only be competent but also be able to adapt their knowledge to each situation in 

order to develop the best possible solution (Klarner, Sarstedt, Hoeck, & Ringle, 2013).  

In order to measure the added value of consultants it would be necessary to establish some 

measurement criteria before starting the consultancy projects, these criteria should be 

calculable (Ernst & Kieser, 2012) and easy to be identified after the conclusion of the 

collaboration (Schweizer, zu Knyphausen-Aufseß, & Rajes, 2009). 

The selected criteria may be related to cost-reduction or revenue-increase (Haverila, 

Bateman, & Naumann, 2011) but they may be also related to other criteria such as the 

employee satisfaction or the bigger brand awareness (Ernst & Kieser, 2012; Baaij, 2014; 

Phillips & Phillips, 2011). 

Notwithstanding, even if this were the case and all evaluation criteria were selected in 

advance, there could always be external factors that impact these results and make them 

not entirely reliable. 

Some consulting firms tried to measure the impact they were having on their clients, and 

it is interesting to mention Bain & Company (2015) that affirmed that in general their 

listed clients obtained results four times better than their competitors on the market (Bain 

& Company, 2015). However, the cause-effect relationship between a firm being their 

client and its subsequent success in the market is not clearly defined.  

According to a survey performed by Neil G. Davey in 1971 (Davey, 1971) consultants’ 

activity can lead to more effective changes and policies inside the organisations if they 

are hired because the company perceives the necessity of a change rather than if they are 

just hired to audit the actual situation of the organisation and decide afterwards to adopt 

some changes. This factor may therefore change the perceived added value of the 

consultants inside the organisation.  

1.8 The Consultant Figures Object of the Analysis:  Financial, Legal, Accountant 

and Insurance Advisor 

The choice of which external consultants to analyse fell on: financial advisor, legal 

advisor, accountant advisor and insurance advisor. These figures are, in fact, often present 
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in the Veneto regional reality and especially in small- and medium-sized enterprises, 

which are the object of the analysis of this study project. The socio-historical context 

influenced therefore the choice of the figures under analysis.  

1.8.1 Financial Advisor 

In order to study and analyse the figure of the financial advisor, it is useful to frame his 

basic functions and competences.  

Basically, a financial consultant is paid to give financial advice to the companies he/she 

is working in. It means, the financial consultant is in charge of planning the company 

finances (Napoletano & Curry, 2022). 

By helping the company manage its finances, the financial advisor may allow the 

organisation to reach the financial goals faster and through strategies that increase the 

company wealth at the same time reducing costs and debts (Corporate Finance Institute). 

A financial advisor needs that kind of information, like the company's current spending 

and savings habits, its income and its expenses, in order to plan the finances of the 

enterprises both on a short and long term, adapting the strategies to the company’s goals 

(Napoletano & Curry, 2022). 

Financial consultants are useful especially when companies need another non-partisan 

and unbiased opinion on some development projects of the company. Financial advisors 

state their opinion about some projects and then the company is free to follow or not those 

suggestions (Corporate Finance Institute).  

It is interesting to underline that the financial advisor includes other professional figures 

such as the wealth manager and the investment advisor. There are also certifications to 

ensure the professionality and the preparation of the consultants like for example the 

Certified Financial Planner® or Chartered Wealth Manager (Napoletano & Curry, 2022). 

There are two types of financial consultants: fiduciary and non-fiduciary.  

A fiduciary financial advisor is usually paid on a fee-based system and is not allowed to 

earn any commission from any investment sale. This is the case for the majority of 

financial advisors (Corporate Finance Institute).  

A non-fiduciary financial advisor usually does earn commissions if they sell specific 

investment products to their clients. These fees are paid usually by an institution for which 

consultants work. So, the criteria that are considered by them are related to the availability 

of the investment for the company, but they do not consider if that investment is the most 

convenient one for the organisation as a whole.  Obviously, every situation must be 



26 
 

studied carefully, and it is not possible to develop a financial solution that is suitable for 

all the companies but there are some services that are usually offered by the vast majority 

of financial consultants. These services are advice related to most convenient investments, 

debt management, budgeting and long-term planning (Napoletano & Curry, 2022).   

A major-treat to this type of consultancy is represented by the “robo-advisors”.  

Robo-advisors use advanced algorithms that allow to study the financial goals of the 

company and hence to create the most suitable financial portfolio. When comparing them 

to financial consultants it is clear that their main advantages are related to cost- and time-

savings. It is especially true as time goes on, as technologies advance and software 

become more accurate. Nevertheless, many people still prefer to communicate with 

professionals rather than with machines due to their greater empathy and ability to react 

to sudden changes so that financial advisors still do play an important role in the industry 

of external consultancy (Maume, 2021).  

1.8.2 Legal Advisor 

A Legal Advisor is a lawyer who provides legal advice to an organisation and usually 

specialises in a specific area of law. They also provide general legal advice on business 

decisions regarding company growth, mergers or other practices (Alma Laboris, 2018). 

The tasks entrusted to a legal advisor may vary depending on the sector or the needs of 

the company in which they work, but it is possible to identify the main duties usually 

assigned to this professional figure.  

One task of the legal advisor is to provide technical support within the company's 

decision-making processes. In fact, the management of an organisation may not be aware 

of all the legal consequences of its choices. Thus, the legal advisor enables a company to 

know the regulatory implications and possible sanctions it faces for its business activities 

(La Legge, 2021). The legal advisor should therefore regularly monitor the company 

checking its compliance with local laws but also the international market environment 

(American International School of Johannesburg, 2015). 

Another responsibility usually assigned to the legal advisor is related to closure of 

contracts and their negotiation. This responsibility includes reviewing existing contracts 

and creating new ones. For this reason, this type of consultant is an expert in corporate 

law and reviews all corporate practices and processes to ensure that the company is 

operating within the legal boundaries.  

The legal advisor is usually entrusted with managing conflicts between employees and 
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management. It is to say, when dealing with incidents of harassment, employment 

disputes or other conflicts relating to employee relations, legal advisors will apply 

knowledge of the relevant laws in helping to resolve these issues (Alma Laboris, 2018). 

1.8.3 Accountant Advisor 

The first important aspect to stress while describing this professional figure is that there 

is a great variability in this sector and the industry, the employer or the level of experience 

of the accountant may deeply differentiate his/her tasks. 

As for the consultants presented in the previous sections, also for the accountant advisors 

there are many tasks that he/she could be entitled to. The most common responsibilities 

attributed to him/her are related to tracking of internal and external transitions, budgeting, 

forecasting future cash flows, computing taxes to be paid and preparing financial 

statements (Davis & Main, 2022). 

However, it is interesting to understand in a deeper way which tasks exactly an external 

accountant advisor may perform inside an organisation. 

In particular, the consultant may support client companies in the start-up or reorganisation 

phases by identifying the most suitable organisational, fiscal and legal solutions and 

carrying out the necessary administrative tasks (registration of new companies with public 

registers, such as VAT offices, Chamber of Commerce, Inps, etc.). If the consultant 

cooperates with an already established and operating company, he/she could advise the 

company in regard to tax-related matters. It is to say, consultants may inform the client 

about regulatory changes and advise on tax strategies, audit annual and infra-annual 

financial statements, oversee and prepare tax returns. 

Moreover, the accountant advisor may carry out company valuations when negotiating 

the purchase, sale or division of an economic activity (Atlante Delle Professioni). 

1.8.4 Insurance Advisor 

The insurance advisor, as the name suggests, provides insurance advice to clients. 

Through the analysis of the client company situation, he/she defines its specific needs and 

identifies and proposes insurance solutions that meet those needs. Moreover, the 

consultant is in charge of drawing up the policy contract and providing insurance 

technical assistance. The general knowledge an insurance consultant must have to be 

competitive in the market is composed by basic knowledge of strategic and operational 

marketing, skills with sales strategies and techniques, familiarity with the 
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financial/insurance services market, knowledge of the principles of insurance technology 

and management control, familiarity with business organisation and strategic business 

planning (Atlante delle Professioni). 

The insurance consultant can be considered as the professional figure who supports 

companies in finding the most suitable solutions to mitigate the economic consequences 

of unforeseen events (Finanza e Previdenza, 2021). 

In order to be sure to offer the solution that best fits the company needs the insurance 

consultant creates a map of possible business risks by estimating them in quality and 

quantity. The advantages of cooperating with an insurance advisor include the possibility 

for the company of operating its business knowing that the risk of carrying out that 

economic activity is limited by the presence of appropriate insurances. The consultant is 

concerned with protecting the company but also with being supportive in order to help 

the company achieve its goals. In this case, the best strategy is to reduce sources of risk 

and the related loss for the company. 

Insurance is a constantly evolving sector, and only a specialised professional can be 

informed about the constant changes taking place by providing precise and clear 

information and advice. 

In fact, the insurance consultant maintains control over the companies that rely on him/her 

by keeping them periodically informed about the possibilities of improving the insurance 

package based on the progressive needs of the company and the changes in the insurance 

offerings (Consulenza.pro, 2021).  

1.9 The Reference Indices: EBIDTA to Sales, ROI, ROE, ROS 

In the preceding paragraphs, the external consultancy sector was presented, describing its 

limitations and opportunities and the consultancy figures chosen to be studied in more 

detail were also introduced. In the following paragraphs instead, the financial indicators 

through which these figures will be analysed, and the method of analysis taken into 

consideration will be outlined. 

In order to study the impact of consultants within different organisations, it may be useful 

to develop a comparison between companies of similar size and belonging to the same 

sector, that do or do not use a specific consultancy figure. This means, in the particular 

case of this thesis project, to divide the sample under analysis into four groups: small-

sized companies that rely on a certain external consultancy figure and small-sized 

companies that do not, medium-sized companies that rely on a certain external 
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consultancy figure and medium-sized companies that do not. 

With regard to the analysis of companies results, four indices were chosen which are very 

commonly analysed to study the financial situation of a company: EBITDA to Sales, ROI, 

ROE, ROS. 

In order to better understand the results obtained, a brief definition of the financial terms 

under analysis will be presented.  

The following definitions have been extracted from the Treccani encyclopaedia 

economic-financial dictionary (Enciclopedia Treccani, 2012).  

In particular, turnover is defined as an economic indicator that measures the total amount 

of revenue recorded during the accounting period (typically the calendar year) by a 

business and derived from the sale of goods produced and/or the provision of services. 

The Return on Investment (ROI) is instead one of the most frequently used balance sheet 

ratios in corporate profitability analysis. It is obtained by the ratio of operating profit to 

total net operating capital employed. The numerator is the result from ordinary operations, 

the denominator is the sum used only in investments characteristic of the company's 

business, net of the respective depreciation provisions and any provisions. ROI is an 

indicator of efficiency in the use of resources available to the company to produce profits 

through its core business. 

The Return on Equity (ROE) is a summary measure of the profit made by company 

shareholders. It is calculated through the ratio of net income to shareholders’ equity. Since 

investing in a company share implies uncertainty, the ROE should be higher than the 

return on risk-free securities; the difference should represent the compensation for taking 

(pro rata) business risk. 

Return on Sales (ROS) is one of the most significant indices of a company efficiency and 

measures the sales profitability. It is to say, it helps to analyse the efficiency of a firm in 

transforming sales into profits. It is obtained by dividing operating profit by net sales. 

EBITDA shows how much is left over from the production value for the remuneration of 

physical and financial capital and for the payment of taxes. This value, divided by the 

sales volume (EBITDA/sales), gives an idea of the company profitability.   

1.10 Multiple Linear Regression 

In order to understand and study in greater detail the financial indices taken as reference 

and the impact that the four consultant figures under analysis have on them, it was decided 

to develop a multiple linear regression model. In fact, in the multiple linear regression 
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model several explanatory variables are used to make predictions on a dependent variable 

(Levine, Krehbiel, & Berenson, 2002). In the specific case of this thesis project, the 

financial ratios presented in the previous paragraph will be considered as the dependent 

variables (the Y variables), while the presence or absence of the consultants (which will 

represent the independent variables or X variables) will be introduced into the model 

through dummy variables where the coefficient 1 means that the consultant is present 

while 0 represents the absence of the consultant. The use of dummy variables allows the 

introduction of qualitative variables inside the model. In addition, a control variable, 

namely the turnover, has been also introduced into the model.  

To explain the concept of the control variable, it can be said that the focus of this thesis 

is on the impact of consultants within companies. In order to avoid misidentification, i.e., 

to avoid attributing to the presence of the consultant certain effects on financial ratios that 

are instead to be attributed to the turnover, the latter is extracted from the error term and 

made explicit in the model itself as a control variable. 

The control variables are thus those variables which are not necessarily of direct interest 

but are variables through which an attempt is made to correct the analysis.   

Although an attempt was initially made to construct a single model in which all four 

consultant figures were included and their impact on the financial benchmark index could 

be observed simultaneously, it was then preferred to build several models considering one 

consultant figure at the time as it was observed that by including all the variables 

simultaneously, these could influence the result and make the test not significant. In fact, 

the presence of a consultant figure may have an impact on the presence of another one 

and thus collinearity problems may arise. Multicollinearity of the explanatory variables 

is in fact one of the problems that can result from in the analysis of a multiple regression 

model. It consists precisely in the presence of a high correlation between the explanatory 

variables. In this case, collinear variables do not provide additional information and it is 

difficult to identify the effect that each of them has on the response variable. The values 

of the regression coefficients could therefore vary highly depending on which of the 

independent variables are included in the model (Levine, Krehbiel, & Berenson, 2002). 

Furthermore, working with small samples (59 small companies and 55 medium-sized 

companies) it was preferred to consider fewer variables at the same time so as not to risk 

compromising the model itself.  

The multiple linear regression was performed through the use of Microsoft Excel and the 

data analysis package. 
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With regard to the summary output showing the results of the analysis, the values that 

will be analysed in the models that are presented in chapter V will now be briefly 

presented. 

In the regression statistic, it is interesting to look at the multiple R section. This is in fact 

the correlation coefficient that expresses how strong the linear correlation is and can 

assume values from 0, no correlation, to 1, perfect positive correlation. 

The second element present in this section is the value of 𝑅ଶ, the coefficient of 

determination. It represents the percentage of variance in Y that can be explained by the 

variance of the X variables considered in the model. So, it is possible to say that 𝑅ଶ shows 

how well the observations fit a curve or line. However, in order to consider also the 

number of independent variables used and the sample size, adjusted 𝑅ଶ can also be 

observed. If more and more useless variables are added to a model, adjusted 𝑅ଶ will 

decrease. On the contrary, if more useful variables are added to the model, adjusted 𝑅ଶ 

will increase. Adjusted 𝑅ଶ will always be lower or equal to 𝑅ଶ. Another important feature 

of adjusted 𝑅ଶ is that it allows comparison between models that are trying to predict the 

same dependent variable with a slightly different subset of independent variables. It is to 

say, if different models from the same data need to be compared, the one with higher 

adjusted 𝑅ଶ should be considered as the preferable one.  

It is important to remember that, in the specific case of the models built in this thesis 

project, the 𝑅ଶ and the adjusted 𝑅ଶ may result in low values since few variables are used 

at the same time and this means that few information is present and therefore the X 

variables are less able to explain the variance in Y. Moreover, also the limited sample size 

included in the model affects these values. 

The standard error is another value that should be considered in the regression statistic 

part since it shows the average error of prediction or estimation of the model. It is to say, 

it allows to measure the precision of the regression coefficients. The bigger the standard 

error, the less precise the linear regression model is. 

In the ANOVA part, the analysis of the variance is performed. The first value that can be 

observed refers to the degrees of freedom (df). The degrees of freedom are numbers that 

are used to test hypotheses about the population from which a sample was drawn. If a 

sample contains n observations, it is possible to say that it consists of n individual pieces 

of information. In the specific case of this thesis project, the sample contains information 

from 59 small companies and 55 medium companies. 
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The degrees of freedom correspond therefore to the number of independent pieces of 

information that are free to vary in the calculation of a given parameter estimate. 

The Sum of Squares (SS) determines instead data dispersion with respect to their mean 

value. A large value registered in this section means that there is large variance. This 

means that individual observations are varying extensively from the mean. 

Another value present in the ANOVA table is the Mean Square (MS), it represents an 

estimate of the variance of the population. It is computed through the division of the sum 

of squares by the degrees of freedom.  

The degrees of freedom, the sum of squares and the mean square are computed for the 

regression, for the residuals and for the total. 

On one hand, the Sum of Squared Regression (SSR) is the amount of variation explained 

by the regression of Y on X. On the other hand, for the residuals (or errors) the Sum of 

Squares of Errors (SSE) computed corresponds to the amount of unexplained variation. 

The sum of SSR and SSE gives the total variation. 

The F test for the null hypothesis is then shown. It is used to compare two variances and 

is a hypothesis test based on the Fisher-Snedecor F-distribution. Its aim is to test the 

hypothesis that two populations that both follow normal distributions have the same 

variance. 

What is more, before analysing the results obtained after performing the test it is 

necessary to observe the p-value of the overall F-test. This test is in fact considered to 

detect if there could be a useful linear relationship between the independent features 

included in the model and the dependent variable Y. More specifically, the null hypothesis 

is 𝐻଴: 𝛽௜= 0 while the alternative hypothesis is 𝐻ଵ: 𝛽௜ ≠ 0. It is to say, the null hypothesis 

states that there is no linear relationship between any of the independent features and Y, 

while the alternative hypothesis states that there is at least one useful linear relationship 

between at least one of the independent features and Y.  

The p-value of the overall F-test is compared to the alpha-value, that for the models 

considered in this thesis is settled at α=0,05. If the p-value is higher than the alpha-value 

than the null hypothesis is failed to be rejected. This means that there is not enough 

evidence against the null hypothesis and the other results obtained in the tests should not 

be discussed. 

On the other hand, if 𝐻଴ is rejected it is possible to analyse the p-values of the individual 

t-tests that are performed for each β under analysis. In this case, the null hypothesis is that 

𝑋ଵ has no linear relationship with Y against the alternative hypothesis that states that 𝑋ଵ 
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has some useful linear relationship with Y. This linear relationship could be either 

positive or negative depending on the coefficients of these variables. The t-test can be 

represented as the null hypothesis 𝐻଴: 𝛽ଵ= 0 against the alternative hypothesis 𝐻଴: 𝛽ଵ ≠ 0. 

The p-value of every variable must be observed in order to understand if that variable is 

a useful linear predictive in the model or if it should be considered to eliminate that 

variable from the model. Once again, the p-value is compared with the chosen alpha-

value (that for the purpose of this thesis is α=0,05 and if the p-value is higher than alpha 

the null hypothesis will be failed to be rejected. 

If the null hypothesis is instead rejected, the coefficients of the variables can be analysed 

in order to continue with the development and interpretation of the model. In particular, 

a negative coefficient would indicate a negative slope. This means that for an increase of 

that variable it would be expected to observe a decrease in the dependent variable and 

vice versa.  

In this last part of the summary output, the standard error of each variable is also present. 

Moreover, the lower and upper boundaries for the 95% confidence interval are shown. 

Once all these variables have been analysed and the tests have been performed and 

commented, it is possible to write out the regression model that predicts what the 

dependent variable will be. 

Strictly speaking, the models developed in this thesis project can be represented as  𝑌 =

 𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε. Where 𝛽௢ is the intercept, 𝛽ଵ and 𝛽ଶ are the coefficients of  𝑋ଵ and 

 𝑋ଶ respectively,  𝑋ଵ is the dummy variable that takes value 1 if the consultant is present 

and 0 otherwise and  𝑋ଶ is the control variable, i.e., the turnover.  

In order to find out which is the value of 𝛽ଵ and 𝛽ଶ an estimated model is built. The 

estimated model can be represented as 𝑌෠= b0 + b1*x1+ b2*x2. Since in the models 

developed in this paper x1 is a dummy variable, the model could also be rewritten as 𝑌෠= 

(b0 + b1) + b2*x2 in the case the consultant is present and 𝑌෠= b0 + b2*x2 otherwise.  
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Chapter II   The Socio-Economic Context and the Study Sample 

2.1 Introduction to Italian Economy 

In order to fully understand the impact of consultants within companies, it is first of all 

important to understand the socio-economic context in which they are embedded.  

First, the impact of Covid-19 crisis in the Italian market will be briefly presented. To do 

so, data have been taken by the ISTAT Annual Report 2020 (Rapporto annuale ISTAT, 

2021). It is important to remember that the impact of the health emergency due to Covid-

19 hit the Italian economy at a stage of near stagnation. In 2019, GDP grew only by 0,3%, 

decelerating compared to 2018. In the first quarter 2020, the partial blockage of activity 

linked to the health crisis led to negative effects on the demand and supply side with GDP 

slumping by 5,3%. The measures taken to contain the epidemic caused a significant 

reduction in economic activity for a large part of the production system: more than 70% 

of the enterprises (representing almost 74% of employment) reported a reduction in 

turnover in the two-month period March-April 2020 compared to the same period of the 

previous year, and in approximately 41% of the cases the drop was greater than 50%. In 

addition, for almost 15% of the operators, turnover was zero. By contrast, for about 5% 

of the companies, turnover increased compared to a year earlier, with the pharmaceutical, 

chemical and telecommunications industries accounting for the largest share. In April, 

when business closure reached its peak, industrial production recorded a further fall (-

19,1%) after the slump in March (-28,4%). Compared to February levels, the index thus 

fell by 44%. At the sectoral level, the most negative consequences of this crisis were faced 

by important industrial sectors and some services severely affected by the direct 

consequences of the epidemic, such as air transport, accommodation, publishing and 

travel agencies. An interesting element to analyse is the type of measures that companies 

activated to react to this difficult situation. First of all, it emerges that for more than one 

in three companies there had been no intention to develop specific responses to the crisis. 

This behaviour, which was especially widespread among smaller companies (almost 40% 

among micro enterprises compared to 14% among large ones), indicates a sort of 

disorientation against such an unexpected and sudden crisis.  

With reference to the manufacturing sector, the monthly data of the industrial production 

index indicate that the effects of the lockdown led to a level of activity about 42% lower 

than a year earlier. In this situation, identifying the possible trajectory of the recovery in 

the following years is an exercise characterised by high levels of uncertainty, but the 
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comparison of the current crisis with the two previous recessions recorded in 2008-2009 

and 2011-2013 could provide useful elements on both the intensity of the crisis and its 

spread among the manufacturing sectors. In March 2020, the decrease in production 

affected more than 90% of the sectors, a level similar to that recorded in July-August 

2008. However, in April 2020 there was a slight improvement (around 82% of the 

sectors). The current crisis has therefore very quickly led to a degree of spread of the 

downturn in manufacturing activity comparable to those observed during the 2008-2009 

contraction and significantly greater than that of the subsequent recession, but which 

could be of shorter duration. 

These things considered; it is interesting to analyse the current situation of the Italian 

economy to better understand the situation in which consultants object of analysis are 

actually working. In the first quarter of 2022, Italy's GDP rose by 0,1% compared to the 

previous quarter and by 6,2% compared to the first quarter of 2021. Generally, the growth 

forecast for 2022 is 2,6%. Regarding the GDP components, on a quarterly basis there was 

a 0,6% decrease in domestic final consumption, while gross fixed capital formation 

increased by 3,9%. Imports and exports grew by 4,3% and 3,5% respectively. If the 

different economic sectors are considered, agriculture and industry were up compared to 

the previous quarter by +1,8% and +0,5% respectively, while services decreased by 0,1% 

(Altroconsumo, 2022). 

These things considered; it is now possible to analyse the Italian productive system in 

deeper details. 

Analysing the 2021 situation, the industrial production increased by 6,3%. Among the 

sectors, the greatest growth was recorded in the manufacture of coke and refined 

petroleum products (+25,1%), the supply of electricity, gas, steam and air (+13,3%) and 

the production of basic pharmaceutical products and pharmaceutical preparations 

(+11,6%). Only mining and quarrying (-11%), the manufacture of transport equipment (-

9,3%) and the manufacture of electrical equipment (-1,8%) declined (Altroconsumo, 

2021). 

As far as the future development of Italian productive system, one can see a clear attempt 

by legislators to introduce new technological changes and opportunities that can lead to a 

significant change in production processes along the entire value chain. 

Digitisation within the Italian production process is relatively mature only in a very small 

part of companies, while in most cases it finds initial expression through pilot projects 

and incremental attempts focused on single phases of production processes (Camerano, 
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Melini, Palazzo, Brancati, & Maresca, 2018). 

2.2 Italian Industrial Production and the Manufacturing of Electrical Equipment 

In the previous section, the Italian economic situation has been briefly presented. In this 

paragraph, an attempt will be made to analyse the Italian industrial sectors in more detail 

and to introduce the sector under study in this thesis, namely the manufacturing of 

electrical equipment. 

In order to study the Italian industrial production, it is interesting to consider the total sold 

production of every sector on a yearly basis. Data have been collected by ISTAT website 

and have been extracted in June 2022.  

 
Figure 1 Source: ISTAT 

In Figure 1 it is possible to observe the total sold production of 2020 for the different 

product categories. The different numbers correspond to the ATECO 2007 Codes for the 

product categories considered.  

Number 7, that in this graphic is considered together with number 8, refers to metal ores 

and other minerals from quarries and mines; number 11, which also includes product 

category number 12, is representative of the beverage and tobacco industries; number 10 

corresponds to food products; number 13 to textile products; number 14 to clothing items 

(including leather and fur); number 15 to leather products (excluding clothing items) and 

similar; number 16 to wood, products of wood and cork (except furniture) and articles of 

straw and plaiting materials; number 17 to paper and paper products; number 18 to 

products of printing and reproduction of recorded media; number 19, that also includes 

product of category number 20, is representative of coke and refined petroleum and 

chemical products; number 21 of basic pharmaceutical products and pharmaceutical 

preparations; number 22 of rubber and plastic products; number 23 of other non-metallic 

mineral products; number 24 of metal products; number of 25 of fabricated metal 
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products, except machinery and equipment; number 26 of computers, electronic and 

optical products, electromedical equipment, measuring appliances and watches; number 

27 of manufacturing of electrical equipment; number 28 of machinery and n.e.c. 

equipment; number 29 of motor vehicles, trailers and semi-trailers; number 30 of  other 

transport equipment; 31 of furniture; number 32 of products of other manufacturing 

industries; number 33 of repair, maintenance and installation of machinery and 

equipment; finally number 38 corresponds to waste collection. 

Analysing data, it is interesting to observe that the first product category that registered 

the highest revenue for sold production in 2020 was the number 10 corresponding to food 

products. This category alone counts for the 14,4% of the revenue from the whole sold 

production. The second most remunerative category is number 28, that corresponds to 

machinery and n.e.c. equipment and is representative of the 12,7% of the revenues 

deriving from the whole sold production. At third place it is possible to find category 25, 

i.e., fabricated metal products, except machinery and equipment, that counts for the 

10,8% of the total revenues.  

If the focus is instead shifted to the lower part of the ranking, the least remunerative sold 

production is category number 7, referring to metal ores and other minerals from quarries 

and mines, the revenues coming from this category just counts for the 0,3% of the whole. 

In penultimate place is the category number 38, it is to say waste collection, with revenues 

that represent the 0,4% of the total. A slightly better result is achieved by category number 

18, products of printing and reproduction of recorded media, that counts for 1,1% of the 

total revenues.  

Once that the general image of Italian industrial production is conveyed, it is interesting 

to develop a deeper insight on the electrical equipment manufacturing sector in Italy since 

it is the central topic of the thesis.  

 
Figure 2 

As it is possible to observe in Figure 2, the manufacturing of electrical equipment in Italy 
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has been fluctuating since 2011. In fact, in that year it had a turnover of 31 billion euros, 

that decreased to 24 billion euros in 2016 and reached almost 26,9 euros in 2020. In this 

year this sector was representative of the 3,9% of all the revenues collected by the 

different product categories being the 8th most remunerative sector in the general ranking. 

As far as the production sold in number of units is concerned, in 2011 it counted with 2,7 

million units. Subsequently there was a decrease to 1,9 million units in 2014 and then a 

further increase to 6,7 million units in 2018 (ISTAT, 2022). 

2.3 Introduction to the Economy of Veneto  

After briefly presenting the Italian economic landscape, it is interesting and important to 

focus on the regional one. It is in fact the latter that is the subject of the studies conducted 

in this thesis project.  

As in the case of the national economy, the regional economy also suffered considerably 

from the impact of the Covid-19 crisis. Based on data from Unioncamere Veneto, in the 

first quarter of 2020 the production manufacturing contracted by 7,6% compared to the 

same period of 2019. Activity declined in all sectors and especially in transport 

equipment, jewellery, eyewear, furniture and wood and the fashion system. The decline 

was most intense among smaller enterprises (10-49 employees). The drop in production 

was almost entirely determined by companies that suspended their production under the 

Prime Ministerial Decree of 22 March 2020, as amended by the Decree of the Ministry 

of Economic Development of 25 March 2020, or by their own decision. The production 

of the companies that remained active stagnated (Banca D'Italia, 2020). 

After analysing the negative effects of the crisis, it is also interesting to study the 

economic upswing that characterised 2021. 

In October 2021, total industry turnover increased by 2,8% compared to September 2021. 

Adjusted for calendar effects, total turnover increased by 23,5% in January-October 2021 

compared to the same period of the previous year. 

In December 2021, inflation raised by 0,4 % month-on-month and 3,9 % year-on-year. 

On average, consumer prices grew by 1,9 % in 2021. 

In November 2021, producer prices in industry increased by 1,2% on a monthly basis and 

by 22,1% on a yearly basis. 

Overall, for 2021 data show a strong recovery from the shock to which the economic 

system was subjected in 2020. Among the Italian regions, Veneto shows the strongest 

resilience, which should be summed up in a GDP improvement of 6.9% in 2021 and 4.2% 
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in 2022. For 2021, a recovery of 4.2% was estimated for household consumption in 

Veneto and 16.1% for gross fixed investments (Ufficio di Statistica della Regione del 

Veneto, 2022).  

Shifting the focus to companies established in the region, it can be seen that the fourth 

quarter of 2021 closed with a slight increase in the number of companies in the Veneto 

Region compared to the corresponding months of 2020. In fact, in the period October-

December 2021 there was a 0,5% increase compared to the same period of the previous 

year, in line with the third quarter. At the sectorial level, the regional declines recorded 

in the agricultural and industrial sectors are more than offset by the growth of companies 

active in the construction and service sectors. This fact could be explained due to the 

introduction by the Italian Government of new tax incentives for building and services 

development. 

Focusing on trade exchanges, it is possible to notice that there was a significant recovery 

of the markets in the period January-September of 2021. In fact, in the first nine months 

of the year the value of Veneto exports of goods grew by almost 19% compared to the 

figure recorded in the same six months of 2020 and by 6% when compared to the first 

nine months of 2019. Driving Veneto exports are the metal production sectors and fashion 

goods.  

As regards destination markets, there was a significant increase in sales to all the main 

markets, with peaks in France, Germany and the USA. 

In the Veneto Region two economic sectors stand out from the others in terms of 

importance: the wine and tourism sectors. For this reason, their performance during 2021 

will be briefly discussed. 

In 2020, the global wine trade paid the consequences of the Covid-19 pandemic, showing 

a slowdown in sales. In Veneto, the value of wine exports stopped at 2,245 billion euro, 

2,9% less than in 2019 (-1,6% in Italy), interrupting the growth observed in previous 

years. Nevertheless, with almost 36% of the national value, the Veneto was confirmed as 

Italy leading region in wine exports. In 2021, after an uncertain start, marked by the 

restrictions imposed to contain the third wave of Covid-19 contagion, exports of wine 

made in Veneto began to grow again, returning to pre-pandemic levels. From January to 

September 2021, the value of exports recorded almost 1,8 billion euros, i.e., an increase 

of more than 140 million euros with respect to the same period of 2019. On its own, 

Veneto continues to export more than Piedmont (884 million euros) and Tuscany (815 

million) combined, the two regions that follow Veneto in the regional ranking (Ufficio di 
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Statistica della Regione del Veneto, 2022). 

Another fundamental sector in the Veneto economy is the one related to Tourism. Veneto 

is indeed more specialised than the Italian average in tourism. On the basis of an estimate 

made from ISTAT's Tourism Satellite Account (CST) for 2015, the direct contribution to 

the regional GDP of the expenditure of Italian and foreign overnight travellers was about 

8%, compared to an average of 6,1% in Italy and 8,2% in the Northeast (Banca D'Italia, 

2020). The first ten months of 2021 showed a strong increase in the tourism sector 

compared to 2020 (+51,6%). From June to August 2021 there were almost the same 

presences recorded in the whole 2020 and September recorded more presences than the 

same month pre-covid (+0,3%).  In the entire period from January to October 2021 the 

domestic flows of tourists substantially return to pre-covid figures with only a slight 

decrease of -1,7% (Ufficio di Statistica della Regione del Veneto, 2022). 

Analysing the industrial sector of the Veneto Region it is possible to notice that the main 

contribution is given by the manufacturing activity and in particular by the capital good 

sector, i.e., goods used in the production of other commodities. During 2019 the 

manufacturing sector grew by 0,9%, boosted by the machinery manufacturing industry, 

the pharmaceuticals and the electrical equipment, which contributed with an increase by 

3,1%, 2,4% and 2,3% respectively. If the industry turnover as a whole is considered, it 

increased by 2,3% with respect to the previous year (Regione Veneto, 2019). 

So, it is possible to say that the metal-machinery sector is the major industrial sector of 

the Veneto Region. In fact, it counts about 25.000 firms of which 2/3 are craft enterprises 

(Regione Veneto). This sector includes fabrication of machineries, electro mechanics, 

metal processing and transports. 

It is interesting to underline that almost half of the exported goods of the Region belong 

to this industrial sector. In particular, the first largest export branch is industrial machinery 

(19,4% of all the exports of the Region) with a turnover of 9,6 billion euros.  

The second most exported goods are instead precision and electrical appliances, with an 

export turnover of 5,6 million euros. 

In the Italian market, Veneto is second only to Lombardy in the production of machinery 

and equipment. This sector involves over 6.000 companies and 55.000 workers, which 

represent 12,7% of all firms and 15% of all workers in Italy. 

The impact of electrical and electronic components has increased during the years 

becoming essential in many different production processes such as process control tools, 

electric wares, industrial automation systems, electric motors, IT components and energy 
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management systems (Regione Veneto).   

Moreover, if the trade balance is taken into consideration, it is to say, if the difference 

between imports and exports is considered, the electrical equipment manufacturing sector 

registered an increase of 2,5 billion euros in 2020 confirming the strength and the 

potential of the sector (Regione Veneto, 2021).  

Considering these data, for the purpose of this thesis it was decided to analyse and study 

precisely this sector.  

2.4 SMEs  

In order to study the effects of external consultants on the SMEs of the Veneto Region, it 

is important to define what is meant by this expression. The European Commission (EC) 

provides a clear definition of small and medium enterprises (SMEs) defining them “as 

business entities that have the following characteristics: fewer than 249 employees, an 

annual turnover not exceeding €50 million or a total balance sheet not exceeding €43 

million” (European Commission, 2003). As it is possible to notice, the criteria to define 

a SME are mainly financial. 

Going into more detail on the classification of small and medium-sized enterprises, a more 

specific distinction can be made by defining a number of reference thresholds to 

distinguish between micro, small and medium-sized enterprises. It is to say, micro-sized 

enterprises are those companies in which less than 10 people are employed and the annual 

turnover and the total balance sheet are not exceeding €2 million. Small-sized enterprises 

are those companies in which less than 50 people are employed and the annual turnover 

and the total balance sheet are not exceeding €10 million. Medium-sized enterprises are 

instead those companies in which less than 250 people are employed and the annual 

turnover and the total balance sheet are not exceeding €50 million (European 

Commission, 2003).  

Studying the Italian market, it emerges that of the total 4,34 million companies that 

constitute the Italian entrepreneurial market, 95,2% are micro-enterprises.  The small- and 

medium-sized enterprises (SMEs) account instead only for 4,7% of the total number of 

Italian companies. This means that big companies account just for the residual 0,1% of 

the total. The data shows a clear predominance of micro-enterprises. Another peculiarity 

is a rather predominant concentration of the enterprises in the North of Italy, while there 

is an almost equivalent distribution between the Centre and the South (including the 

islands). Moreover, it is interesting to observe that the percentage of micro-sized 
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enterprises in Italy is superior to the European average of 93% with respect to the other 

firm structures. The total number of SMEs in Italy that respect the criteria given by the 

European Commission is 154.000. Of this total, about 129.000 are small enterprises and 

about 25.000 are medium-sized enterprises.  SMEs in Italy alone are responsible for 41% 

of the total turnover generated by all enterprises, amounting to €1,054 billion, 33% of all 

private sector employees, i.e., 4,5 million workers, of whom 2,4 million are employed by 

small enterprises and 2,1 million by medium-sized companies, and 38% of the country 

added value, amounting to €247 billion (Angelino, et al., 2021).  

As might be deduced from the preceding paragraphs, the main actors of the economy of 

the Veneto Region are small and medium-sized enterprises. Moreover, the main economy 

is centred on manufacturing companies (Corò, Plechero, & Volpe, 2020). 

This was a further motivation for considering only this company dimension in the study 

of this thesis project.   

2.5 The Sample Object of Study 

In order to analyse in a more specific way the Veneto Region market, the AIDA database 

was used. AIDA is an online database, produced by Bureau van Dijk, that contains 

financial, biographical and commercial information on corporations operating in Italy. 

The financial information is provided by Honyvem, which buys and processes all official 

financial statements filed with the Italian Chambers of Commerce. All data, with a 10-

year history, are indexed and can be used as search keys, processed, evaluated and 

exported in multiple formats (Università degli Studi della Tuscia). 

According to this database, 179.580 companies are settled in the Veneto Region in 2022 

and 1.522 of them belong to the electrical equipment manufacturing sector. The financial 

statement of 1.287 of them is available online. 

An interesting aspect to underline is that between those 1.287 enterprises, only 29 have a 

turnover that exceeds the 50 million euros and can therefore be considered big enterprises. 

Medium-sized companies, i.e., firms whose annual turnover is between 10 and 50 million 

euros, count for 98 units and small-sized companies, it is to say, companies whose annual 

turnover is between 2 and 10 million euros, are instead 276. Micro-sized enterprises are 

therefore 884.   

It is thus possible to summarise these data stating that in the Veneto Region the companies 

belonging to the sector of the electric manufacturing industries are for 68,7% micro 

enterprises, for 21,4% small enterprises, for 7,6% medium enterprises and for 2,3% big 
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enterprises. These results are coherent with the conclusions withdrawn in the previous 

paragraphs.  

As previously stated, for the purpose of this thesis only small and medium enterprises 

were considered. This means that the analysis started over a sample of 374 companies.  

An attempt to contact about the same number of small and medium enterprises was made 

and this allows comparisons between the two sample groups.  

Specifically, 59 small and 55 medium-sized enterprises were willing to respond and to 

collaborate on this thesis project. 

Moreover, an analysis of the geographical distribution of the 1.287 companies whose 

balance sheets are available in the AIDA database was performed.  

2.6 Territorial Division of the Study Sample 

After having introduced the structure and general characteristics of the companies under 

study, it is also interesting to analyse their territorial concentration so as to be able to 

observe the distribution of this type of company across the region. 

In order to do so, the seven provinces of the Veneto Region were taken into consideration. 

It is to say, Venice, Verona, Vicenza, Padua, Treviso, Rovigo and Belluno (Regione 

Veneto, 2022).  

The area comprising the province of Venice has been called the metropolitan city of 

Venice since 1 January 2015 and is the tenth largest metropolitan city in terms of 

territorial area in Italy. The metropolitan city consists of an area of 2,5 thousand kmଶ, a 

population of 837,9 thousand people and 44 different municipalities. 

By contrast, the province of Verona consists of 98 municipalities, a territory of 3,1 

thousand kmଶ and a population of 926,9 thousand people.  

Verona is the second most populous province in the Veneto region, after Padua. The latter 

counts in fact with 932,6 thousand inhabitants, an area of 2,1 kmଶ and 102 different 

municipalities. 

In the third place in terms of population is the province of Treviso. Indeed, 875,9 thousand 

people live in an area of 2,5 thousand kmଶ divided in 94 municipalities. 

To the west of the province of Treviso lies the province of Vicenza, where 852,1 thousand 

people live in an area of 2,7 thousand kmଶ and 114 municipalities. 

Although it has a larger surface area than the provinces presented above, measuring in 

fact 3,6 thousand kmଶ, the province of Belluno has only 198,1 thousand inhabitants and 

61 municipalities. 
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In last place in terms of both surface area and number of inhabitants is the province of 

Rovigo. It counts indeed with 1,8 thousand kmଶ, 228,6 thousand people and 50 

municipalities (Regione Veneto, 2022). 

 
Figure 3 

Observing the graph in Figure 3, the 1.287 enterprises under analysis seem to be 

concentrated in the provinces of Vicenza, Treviso and Padua. 

In fact, 385 firms belonging to the electrical equipment manufacturing sector are settled 

in Vicenza, 286 of whom are micro-sized enterprises, 97 are small-sized enterprises, 42 

are medium-sized enterprises and only 10 are big enterprises. In this province the 29,9% 

of all the firms belonging to this sector settled in the Region is present. 

The province of Treviso counts with 321 companies (24,9% of the whole) belonging to 

the sector object of analysis, the vast majority of whom are micro-sized ones (224 units). 

However, also 71 small-sized companies, 19 medium-sized companies and 7 big 

companies are settled in the province. 

A similar division is present also in the province of Padua, where 242 firms are settled 

(corresponding to the 18,8% of the whole). 169 of whom are micro-sized, 50 are small-

sized, 18 are medium-sized and only 5 are big companies. 

In the province of Verona, the total number of firms is 146 (11,3% of the whole). There 

are 4 big enterprises, 9 medium enterprises, 21 small enterprises and 112 micro 

enterprises. 

132 companies have established their headquarters in the province of Venice, 

corresponding to the 10,3% of the total. Of them, 3 are big enterprises, 5 are medium, 28 

are small and 96 are micro-sized.  

Considerably lower numbers are recorded in the provinces of Belluno and Rovigo, where 

2,7% and 2% of the total number of firms present in the Region is settled respectively. In 
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fact, in the case of the Province of Belluno, the total number of enterprises belonging to 

the sector under analysis is 35. Of them, 7 are medium-sized companies, 7 are small-sized 

companies and 25 are micro-sized companies. 

Only 26 firms are settled in the province of Rovigo, 2 medium-sized firms and 2 small 

sized ones. Micro-sized companies are instead 22. 

Focusing on small and medium enterprises, corresponding to the firm size studied in this 

paper, it is interesting to observe the following graphs. 

 
Figure 4 

 
Figure 5 

Graphs in Figures 4 and 5 allow us to summarise the percentage distribution of companies 

belonging to the electrical equipment manufacturing sector by province. In particular, it 

can be seen that 35,14% of the small-sized enterprises and 42,86% of the medium-sized 

enterprises are located in the province of Vicenza. On the other hand, 25.72% of small 

sized enterprises and 19.39% of medium sized enterprises are located in the province of 

Treviso. The province of Padua registers almost the same percentage of small and 

medium enterprises, counting with 18,12% of the former and 18,37% of the latter. 

After analysing the general percentages of companies in the Region, it is interesting to 

see whether these values are consistent with the companies that decided to collaborate 
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with this thesis project. it is important to point out that the phone calls and emails 

requesting companies to participate in the study were not made according to a territorial 

criterion, but rather purely by size. That is, all companies that were of a suitable size for 

the study were contacted.  

 
Figure 6 

Graph in Figure 6 seem to present data that are coherent with the geographical distribution 

presented above. In fact, 35,09% of the respondent companies are settled in Vicenza, 

24,5% of them are settled in Treviso and 21,93% in Padua. 

 
Figure 7 
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Figure 8 

Graphs in Figures 7 and 8 show instead the distribution of companies by province but this 

time considering their size. Also in this case, data confirm a concentration of enterprises 

in the provinces of Vicenza, Treviso and Padua. 

In fact, 27,12% of the small-sized respondent companies are located in the province of 

Vicenza, 30,51% in the one of Treviso and 18,64% in the one of Padua. 

Medium-sized companies seem instead to be more intensively located around the 

province of Vicenza (43,64% of them are settled in this area), followed by Padua 

(25,45%) and then Treviso (18,18%). 
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Chapter III   Analysis of the Four Consultant Figures 

The following paragraphs will proceed with the analysis of the four advisory figures under 

study, namely the financial, legal, insurance and accountant advisor. This analysis will 

also be carried out considering the size of the companies in which these consulting figures 

operate. In fact, in previous studies conducted in Great Britain a direct relationship 

between company size and use of consultants was noted, it is to say, the larger the 

company size, the more intensive the use of external consultants (Smallbone, North, & 

Leigh, 1993). This could be explained by the fact that bigger enterprises have to deal with 

more complex activities, have more means at their disposal and can spend more time 

looking for the type of consultant that better fits their needs. 

It is therefore purpose of this study also to analyse if this is the case in the Veneto Region 

environment or if other relations between firm size and use of the consultant can be 

underlined. 

3.1 Percentages of Firms Using a Financial Advisor 

Many companies rely on the professional figure of the financial advisor. This fact could 

be related to the very specific knowledge that this type of consultant must have that is 

typically not available inside small and medium enterprises. Analysing the percentages 

of medium-sized firms relying on the financial advisor it was noted that 38 over 55 

companies use this type of external consultancy on a continuous basis. This means, the 

69,09% of the firms interviewed.  

Similar results were registered for small-sized companies. In fact, over the 59 interviews, 

36 affirmative answers were counted when it was asked if inside the organisation there a 

continuous use of an external financial advisor was. The percentage in this case is 

therefore 61,02% of small-sized companies relying on this professional figure. 

It is possible thus to observe that medium-sized firms on average use more this type of 

consultant, and this could be explained by their greater financial availability but also by 

the greater complexity of the market operations they have to deal with on a daily basis. 



50 
 

 
Figure 9 

The graph in Figure 9 compares in a clearer way small and medium firms that rely on the 

figure of the external financial consultant. As already previously stated, the majority of 

both medium- and small-sized companies do use this type of external consultant. 

3.2 Percentages of Firms Using a Legal Advisor 

The professional figure of the legal advisor is relatively new and its extensive use inside 

organisations has developed especially in the last decade. However, many firms still 

prefer to hire an internal figure in order to receive legal advice instead of relying on an 

external consultant.  

These considerations explain why the percentage of firms using this type of consultant is 

significantly lower than in the case of the financial advisor. In fact, studying the medium-

sized companies only 27 of them engage a legal advisor regularly for day-to-day business. 

The percentage of medium-sized companies that use an external legal advisor is thus 

49,01% as it is possible to observe also in Figure 10.  

Similar results have been registered as far as small-sized companies are concerned. In 

fact, 28 over 59 of them rely on the external legal consultant, i.e., the 47,5% as shown in 

figure 10.  

 
Figure 10  
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3.3 Percentages of Firms Using an Accountant Advisor 

Accounts tend to be kept in-house whenever possible and companies are reluctant to share 

private information about their economic situation with external consultants. 

This is proved by collected data that show that only 19 over 55 medium-sized firms rely 

on this type of external consultancy figure. It is to say, only 34,5% of firms do not manage 

the whole accounting internally.  

Nevertheless, the situation changes drastically if small-sized firms are analysed. In fact, 

42 of them affirmed that they do rely on external accountant advisors, and it means that 

71,1% of small-sized companies consider this professional figure essential. 

In Figure 11 it is possible to observe the difference in percentages of the results obtained. 

 
Figure 11 

These data may suggest that as soon as firms grow and acquire more resources they try 

to internalise as much as possible all accounting-related matters while firms prefer to use 

an external consultant that help them with their ordinary administration when they are 

still small and with fewer resources available.  

3.4 Percentages of Firms Using an Insurance Advisor 

A high number of firms rely on an insurance advisor. It may be explained by the fact that 

companies running a business already have to face many risks in their ordinary 

administration so that they prefer to be sure to be protected by the external risks that can 

be avoided. At the same time, since insurance policies are generally renewed on a yearly 

basis it could not be profitable for SMEs to hire an internal employee to manage and study 

the most convenient insurance policies.  

Medium-sized firms using external insurance advisors are 39, which means the 70,9% of 

the sample size, as represented in figure 12. Similar results have been registered for small-

sized companies with 39 firms relying on an external consultant, thus the 66,1% of them 

as observable in Figure 12.  
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Figure 12 

3.5 Other Consultants Used by the Analysed Sample 

During data collection, the selected companies were asked whether they make use of other 

external consultants in order to observe if there were other professional figures 

particularly present in the sector. The results obtained will be presented below. 

A professional figure that is often used as external consultant by companies is the one of 

the Human Resources (HR) Expert. The consultant ensures proper personnel management 

so that it respects and follows the company strategic objectives. He/she can intervene in 

all processes that pertain to personnel management: from recruitment, selection, induction 

and discharge of personnel to actual management. The consultant is in charge of planning 

interventions for the evaluation, motivation, training and development of human 

resources. The degree of specialisation depends strongly on the size of the organisation 

in which he/she operates, and on the way work is divided (Atlante delle Professioni). 

30,9% of medium-sized firms rely on this type of consultancy while only 11,9% of small-

sized firms do. This difference may be explained due to different budget constraints.  

Another professional figure that many companies refer to is the Labour Consultant. This 

type of consultant fulfils legal obligations in the field of labour, social security and social 

assistance in the area of personnel management. He/she also solves personnel 

classification problems, manages relations, communications mainly with the 

Employment Centres, the Labour Directorate, INAIL, INPS, and with the trade unions of 

workers and employers (Atlante delle Professioni). 

23,6% of the medium-sized companies cooperate with a labour consultant on a continuous 

basis and this percentage is even greater (32,2%) for small-sized companies. Many of the 

companies interviewed stated that this professional figure particularly helps them with 

payroll management and understanding regulatory references regarding the hiring of new 

workers. 
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For the ordinary course of business, several companies continuously refer to an external 

IT Consultant. This type of consultant enables them to always have a functioning 

operating system and to implement new cloud functionalities that allow a high continuity 

of services and a competitive position in the market. 

Nevertheless, cooperating with this type of consultant on a continuous basis is expensive 

and firms may prefer to contact an IT expert only in case a problem arises or in any case 

only to renew their computer systems on a sporadic basis. This conclusion is supported 

by the data, in fact only 12,7% of medium-sized firms rely on an IT external consultant 

on a continuous basis and only 8,5% of small-sized companies do. 

Also due to the nature of the chosen business, another important aspect is security. This 

is why consultants who deal with safety-related matters are present in many of the 

companies surveyed. In particular, the figure of the Healthy and Safety Manager (in the 

Italian Legislation called “RSPP”, Head of the Prevention and Protection Service) is very 

common inside the companies belonging to this sector. 

Although the position of security manager can be performed, according to Italian law, by 

the manager himself or by an employee of the company, many firms prefer to hire an 

external consultant to take charge of this very delicate aspect of business operations. 

However, the safety consultant who wants to act as the Healthy and Safety Manager for 

a company must possess the skills and professional requirements specified in Article 32 

of Legislative Decree 81/2008 (Gazzetta Ufficiale della Repubblica Italiana, 2008). 

In general, the safety consultant is responsible for providing the manager with all the tools 

and resources to try to reduce workplace risks and comply with health and safety laws for 

workers. A safety consultant's main tasks include advising the employees on everything 

they should wear and on the procedures they should adopt, to ensure that the company 

comply with safety regulations and to reduce the possibility of accidents. Moreover, the 

safety consultant is in charge of explaining what to do in the event of workplace accidents 

(Business School, 2020). 9,09% of the medium-sized companies under analysis rely on 

this type of consultant against 22,03% of small-sized ones. This data may suggest that 

firms tend to internalise this figure as they increase their business and have the resources 

to do so.  



54 
 

 
Figure 13 

Figure 13 helps summarising and comparing previously stated data. 

Some of the companies interviewed also reported using other external consultants on an 

ongoing basis, such as technical, environmental and management consultants. However, 

the percentages of companies referring to these professional figures are negligible, so 

these results will not be discussed in this paper. 
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Chapter IV   The Impact of the Consultants 

In the following paragraphs it will be observed if and how the reference indices, it is to 

say the EBITDA to Sales, the return on investment (ROI), the return on equity (ROE) and 

the return on sales (ROS), of the small- and medium-sized enterprises object of analysis 

are affected by the presence of the four consultants figures studied in this paper. A 

comparison between the two groups will be developed in order to understand if there are 

detectable differences between them.  

4.1 Analysis of the ROI 

Analysing the Return on Investments of the firms that belong to the sample, it is possible 

to notice that the medium-sized firms have an overall average of 12,1% of ROI, while 

small firms registered a value of 10,7%. These values are both positive, thus firms 

operating in this sector registered overall positive performances. Nevertheless, it is 

important to underline that data used were taken from the latest available balance sheet, 

which for many companies corresponds to that of 2020.  The pandemic factor and related 

crisis have certainly had a negative impact on company performance, leading firms to 

record lower values than they were used to in previous years and hopefully in future years. 

As far as the legal consultant is concerned, it is possible to observe some interesting 

results. In fact, small firms relying on this professional figure registered an average ROI 

of 14,39% while firms that do not only achieved a value of 7,37%. As far as medium-

sized firms are concerned, the difference in the average ROI between firms relying on 

this type of consultant and firms that do not is much more noticeable. In fact, in the first 

case an average ROI of 17,71% is observed while in the latter case the average ROI is 

6,70%. These results have been summarised in Figure 14. 

 
Figure 14 
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firms under analysis. Small companies using this type of consultant have an average ROI 

of 11,95% against the 8,75% of firms that do not use this type of consultant. However, as 

in the previous case, this difference is more evident in the medium-sized firms case. It is 

to say, the impact of financial advisor is more clearly identifiable in medium-sized 

companies. The average ROI of firms of this size that do use this type of consultancy is 

15,68% against 4,13% that do not as it is possible to notice in Figure 15.  

 
Figure 15 

In accordance with these results, also the insurance advisor seems to have a positive effect 

on the firms he/she is working for, and this can be observed in Figure 16. As a matter of 

fact, small companies cooperating with him/her present an average ROI of 12,93%, a 

much higher value than the one of 6,36% achieved by those firms that do not work with 

this type of consultant. Once more this difference is most evident when comparing 

medium-sized firms. In this case, the average ROI of firms with the insurance advisor is 

15,98% against the 2,67% of the firms without. 

 
Figure 16 

Conflicting results have been noted for the accountant advisor. Small firms without this 

type of consultant have an overall average ROI of 13,94% against the 9,49% of the other 

firms. On the opposite side, medium-sized firms not relying on this consultancy figure 

have an average ROI of 7,67% that is a lower result than the 20,51% achieved by the 

firms using this type of consultant. One possible explanation for these results could be 
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that since this type of consultant represents a high cost, small firms tend to externalise 

their accountability only once they understand that they are not able to manage it by their 

own, thus when their situation is already critical and external accountant advisors need 

more time and effort to give their positive contribution to these types of companies. Figure 

17 below summarises the results obtained. 

 
Figure 17 

4.3 Analysis of the ROE 

As already mentioned, the Return on Equity is one of the profitability indicators, i.e., 

indicators aimed at assessing the company economic equilibrium and measuring the 

company ability to generate income and resources. According to the collected data, the 

average ROE of small-sized firms is 13,8% while the average ROE of medium-sized 

firms is 14,4%.  On a purely indicative level, these values can be defined as encouraging 

as they exceed the inflation rate by at least 3-5 points (Comitato Torino Finanza). 

The average ROE of medium-sized firms relying on the legal consultant registered a value 

of 19,62%, the one of medium-sized firms that decided not to rely on a legal consultant 

is instead 9,39%. Similar results have been registered in the case of small-sized firms. In 

fact, small firms using the external legal consultant have an average ROE of 18,60% 

against the average ROE of small firms that do not use a legal consultant that is of 9,45%. 

These results can be clearly observed in Figure 18. 

 
Figure 18 
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Figure 19 

Figure 19 shows that both medium-sized and small-sized firms relying on the figure of 

the external financial advisor register on average a higher ROE than firms that do rely on 

this professional figure. In particular, medium-sized companies that cooperate with a 

financial advisor have a ROE of 18,37% while firms of the same size that do not cooperate 

with a financial advisor have an average ROE of 5,56%. In the case of small-sized 

companies this difference is smaller. Small firms not using a financial advisor registered 

an average ROE only 1,58% lower than the firms that do not use a financial advisor. In 

fact, in the former case the average ROE is 12,83% while in the latter case the average 

ROE is 14,41%. 

The accountant advisor also seems to have a great impact on the average ROE of the 

companies under study. In fact, as it is possible to observe in Figure 20, small-sized 

companies relying on this professional figure register almost the double of the ROE than 

firms of the same size that do not, i.e., 15,61% in the former case and 8,92% in the latter 

case. 

As far as medium-sized firms are concerned, companies cooperating with an accountant 

advisor have an average ROE much higher than the firms that do not. In fact, medium-

sized companies using an accountant advisor have a ROE of 24,40% while the ones 

without register a ROE of 9,14%. 
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It is interesting to observe the case of the insurance advisor. In fact, small-sized firms not 

relying on this professional figure show an average ROE of 8,33% higher than firms of 

the same size that do rely on the insurance advisor. These results are clearly observable 

in Figure 21. In the case of medium-size firms, the difference is even more remarkable. 

In fact, medium-sized firms cooperating with an insurance advisor register a ROE of 

17,79% that is only much higher than the one of medium-sized firms that do not cooperate 

with this professional figure that is of 6,17%. 

 
Figure 21 

4.4 Analysis of the ROS 

The ROS measures the profitability of sales. The companies under analysis register an 

average Return on Sales (ROS) of 11,25% as far as medium-sized companies are 

concerned, and of 6,23% in the small-sized companies case. These values, both being 

positive, indicate that on average the companies enjoy good operational efficiency and 

are therefore able to meet their operating costs and cover any other charges. 

Also for this value, it is interesting to study its variation considering the presence or 

absence of the four consultants figures. 

 
Figure 22 
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for medium firms and 9,81% for small firms. Companies that do not use the advice of the 

legal advisor have registered an average ROS of 8,26% as far as medium-sized firms are 

concerned and of 3% in the case of small-sized firms.  

Results collected regarding the impact of the financial advisor are coherent with the ones 

collected so far. In fact, for both small and medium enterprises, the registered average 

ROS of firms relying on this professional figure have given higher results than the average 

ROS of firms that do not rely on the financial advisor, as it is possible to observe in Figure 

23. Indeed, the graph below shows that the medium-sized firms relying on the financial 

advisor have an average ROS of 12,49% against the 8,49% registered for companies of 

the same size that do not use this professional figure. Small-sized companies have instead 

an average ROS of 7,98% that is slightly higher than the 3,49% achieved by the small 

companies without the financial advisor.  

 
Figure 23 

 
Figure 24 
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that do not. 

 
Figure 25 

As it is possible to observe in Figure 25, also in the case of the insurance advisor firms 

working with this type of external consultant do register a higher ROS. In the case of 

medium-sized firms, the ones relying on this type of consultant figure have an average 

ROS of 13,08% against the 6,81% registered by the firms without this type of consultant. 

For small-sized firms the difference is slightly lower, in fact the average ROS of firms 

relying on this consultant is 7,72% while the average ROS of firms that do not use this 

consultancy figure is of 3,33%.  

4.5 Analysis of the EBITDA/Sales 

As mentioned in previous paragraphs, the EBITDA/Sales indicator expresses the 

company true ability to stay in the market as it measures how much operating income it 

is able to generate per unit of turnover. 

As far as the companies subject of study are concerned, medium-sized enterprises have 

an average EBITDA/Sales of 13,43% while small enterprises of 9,31%, both value being 

positive.  

If the legal advisor is taken into consideration, it is interesting to underline that the 

EBITDA/Sales ratio of firms that cooperate with this professional figure is higher for both 

medium-sized and small-sized enterprises.  

More specifically, medium-sized companies with a legal advisor record an 

EBITDA/Sales of 15,83% compared to the 11,11% recorded by companies of the same 

size that do not employ this professional figure. The difference is more pronounced in the 

case of small enterprises where the employment of this professional figure brings the 

average index to a value of 12,86% compared to the value recorded of 6,11% for 

enterprises that do not rely on this type of consultant. These data can be observed in Figure 

26 below. 
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Figure 26 

The EBIDTA/Sales ratio seems to be impacted by the figure of the financial advisor too. 

In fact, firms relying on this professional figure do have a higher EBIDTA/Sales on 

average. Medium-sized firms using this type of consultant have an average ratio of 

14,66% while firms of the same size without this type of consultant have an average ratio 

of 10,66%. Small firms with the financial advisor have instead an average ratio of 11,11% 

while small firms that do not rely on this professional figure have an average ratio of 

6,5%. Figure 27 shows these results. 

 
Figure 27 

The accountant advisor and the insurance advisor seem to impact in a positive way the 
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Figures 28 and 29 below. 
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professional figure register an average ratio of 10,94%. Similarly, small-sized companies 

working with the accountant advisor achieved an average ratio of 11,44%, higher than the 

3,59% recorded by the companies that do not employ an accountant advisor. 

Finally, medium companies that cooperate with the insurance advisor have an average 

EBITDA of 15,26% against the 8,97% registered by the medium companies without the 
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insurance advisor. Small enterprises working with the insurance advisor register instead 

a value of 10,62% that is almost 3,87% higher than the ratio computed for small 

companies that do not cooperate with this professional figure. 

 
Figure 28 

 
Figure 29 

4.5 Summary of the Results 

The preceding paragraphs analysed the variation of the benchmark financial ratios with 

respect to the presence or absence of the external consultants under analysis. In this 

paragraph, an attempt will be made to summarise the results obtained by focusing more 

on the consultants under study. 

 
Figure 30 
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Figure 30 shows the percentages obtained in the reference indices when the legal advisor 

is taken into consideration. As it is possible to observe, medium-sized firms relying on 

this type of external consultant registered higher results in all four indices under analysis 

if compared to the firms of the same size that do not rely on this type of consultant figure. 

It is therefore possible to assume it is convenient for medium-sized enterprises to 

cooperate with an external legal consultant.  

 
Figure 31 

As in the case of medium-sized enterprises, also small-sized enterprises seem to benefit 

from the presence of an external legal consultant. It is to say, small firms of the analysed 

sample that cooperate with an external legal consultant registered higher values for all the 

indices studied in this paper. This could be connected by the fact that by cooperating with 

a legal consultant small and medium-sized enterprises alike are able to conclude contracts 

that are more convenient and are better informed about their rights and obligations 

towards their suppliers, competitors and customers.  Results can be observed in Figure 31 

above. 

 
Figure 32 

Figure 32 represents the results obtained by the four reference indices when the insurance 

advisor is cooperating with the medium-sized enterprises. Firms cooperating with this 

type of consultant figure registered higher financial ratios of firms that instead do not rely 
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on the insurance advisor. In particular, the higher gap has been registered with the ROI. 

In fact, medium-sized firms relying on the professional figure of the insurance advisor 

registered a ROI 13,31% higher than firms that do not.  

 
Figure 33 

Small-sized firms working with an external insurance advisor also register higher 

financial ratios than firms that do not as it is possible to observe in Figure 33. However, 

the difference is not as strong as in the case of medium-sized companies. In this case, the 

ROE is the ratio that seems greatly affected by the presence of the insurance advisor. This 

is in fact the ratio in which the difference between companies relying on the consultant 

and companies not relying on the consultant is higher. 

These results could be connected to the type of industry in which the firms under study 

are working. In fact, in this sector, i.e., the manufacturing of electrical equipment, the 

risks associated with daily operations are high and it is therefore essential to be insured 

correctly and considering all the possible sources of risk.   

 
Figure 34 

The professional figure of the accountant advisor in medium-sized enterprises impacts in 

a positive way the results obtained by companies in the four financial indices under 

analysis as it is possible to observe in Figure 34. In this situation too the ROE is the index 

that it is greatly affected by the presence of the external accountant under study. 
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Figure 35 

Small-sized companies are positively affected by the presence of the accountant advisor 

as far as the EBITDA/Sales ratio, the ROS and the ROE are concerned. In particular, the 

EBITDA/Sales ratio is the ratio that register the highest difference between companies 

working with the accountant advisor and companies not working with the accountant 

advisor. Notwithstanding, it is interesting to underline that small-sized companies not 

using the accountant advisor as external consultant register a higher ROI than the others 

as it is observable in Figure 35. 

 
Figure 36 

Figure 36 summarises the results obtained by medium-sized companies that use an 

external financial advisor. Firms seem to benefit by the presence of this type of external 

consultant. Managing the finances in the most correct way is therefore beneficial for 

medium-sized companies and affects all the ratios under study. 
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Figure 37 

The financial ratios of small-sized companies are positively affected by the presence of 

the financial advisor too as it is possible to observe in Figure 37. Nevertheless, in this 

case the difference registered by firms relying on the external financial consultant and the 

firms that instead do not rely on the consultant is not as remarkable as in the case of 

medium-sized firms. The EBITDA/Sales ratio seems to be the financial index in which 

the presence of the financial external advisor has the greater impact.  
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Chapter V   Multiple Linear Regression Models 

In order to quantify the relationship existing between the dependent variables, i.e., the 

reference financial ratios, and a set of explanatory variables, i.e., the presence or absence 

of the external consultant and the company turnover, a series of multiple linear regression 

models were constructed. These will then help to predict what the value of Y, the 

reference financial ratio, will be for given values of the X variables, that in this case are 

represented by the turnover and the presence or absence of the consultant. The models 

and analyses were developed following the procedures described in section 1.10 where 

the methodology used for the study and analysis of the results obtained was described. 

5.1 ROI of Small-sized Enterprises 

The first model that has been developed is the one that studies the Return on Investment 

(ROI). As previously stated, the model studied in this thesis project can be represented 

as: 

𝑌 =  𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε 

Where Y represents in this case the Return on Investment, 𝛽௢ the intercept, 𝑋ଵ is a dummy 

variable that express the presence (with value 1) or absence (with value 0) of the 

consultant figure and has a 𝛽ଵ coefficient while 𝑋ଶ corresponds to the control variable, 

i.e., the turnover, and has a 𝛽ଶ coefficient. In the model also ε, the error term is present.  

This model has been repeated for every consultant figure object of analysis, so that 𝑋ଵ 

stands for the presence or absence of the insurance advisor in Model 1, for the presence 

or absence of the legal advisor in Model 2, for the presence or absence of the financial 

advisor in Model 3 and for the presence or absence of the accountant advisor in Model 4.  

Figure 38 
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Figure 38 shows the regression analysis performed using Microsoft Excel referring to the 

presence or absence of the insurance advisor.  

Starting with the observation of the 𝑅ଶ it is possible to know that the independent 

variables considered explain about 15,26% of the variation of the dependent variable, i.e., 

the ROI. The observations collected in this case belong to all the small-sized enterprises 

interviewed, so the sample size is 59.  

In order to understand if the test is significant, the Significance F is observed. Since the 

result that appears in this section is 0,00967 and this value is lower than the alpha value 

of 0,05 it is possible to state that the test is significant at the 95% confidence level, and it 

is therefore possible to reject the null hypothesis according to the criteria stated in the 

methodology section.  

It is then important to observe if also the p-values of the coefficients are significant. Since 

all the p-values are lower than the alpha-value of 0,05 it is possible to say that the 

coefficients included in the model are significant. 

Shifting the focus to the coefficients themselves, it is remarkable to observe that the 

relationship between the dependent and independent variable is positive when 

considering the insurance advisor, the X1 in this model, and is instead slightly negative 

when turnover is considered, the X2 in this model. It is to say, when the insurance advisor 

is present, the ROI of the small-sized companies tend to increase, however, as far as the 

turnover increases it impacts the ROI in a negative way.  

More specifically, on one hand every time the insurance advisor is present the ROI 

increases by 0,08. On the other hand, when the turnover increases of one unit, the ROI 

will decrease by –0,0000000433. 

It is now possible to represent the results obtained through model 1 with the following 

formula: 

𝑅𝑂𝐼෢ = (0,196 + 0,08) + (– 0,0000000433*x2) in the case the insurance advisor is present  

and 𝑅𝑂𝐼෢ = 0,196 + (– 0,0000000433*x2) otherwise. 
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Figure 39 

Figure 39 represents the summary output of model 2, where the impact of the legal advisor 

over the 59 small-sized companies interviewed is analysed. Also in this case, the 

regression is significant since the result of the F-test is 0,005 and this value is lower than 

the 0,05 significance level.  

The 𝑅ଶ explains that about 17% of the variation in Y, the dependent variable, is connected 

to the variation in the X variables. 

Observing the p-values it is then possible to state that all the independent variables are 

significant since 0,01 < 0,05 and 0,013 < 0,05. Therefore, the independent variables 

considered do have an impact on the ROI. Observing the coefficients, it is noticeable that 

the presence of the legal advisor contributes to the increase of the ROI by 0,08 while the 

turnover seems to have a negative impact by -0,0000000435.  

Overall, the results obtained can be summarised by the formula: 

𝑅𝑂𝐼෢ = (0,21 + 0,0836) + (– 0,0000000435*x2) in the case the legal advisor is present  

and 𝑅𝑂𝐼෢ = 0,21 + (– 0,0000000435*x2) otherwise. 
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Figure 40 

Model 3 summary output is shown in Figure 40. Observing the significance level of the 

overall test, it is possible to say that the test is significant since the value obtained is lower 

than the 0,05 significance level. The value of the 𝑅ଶ is 0,1 meaning that the model 

explains about 10% of the variation in the ROI. However, if the p-values of the 

coefficients are considered, the figure of the financial advisor does not seem to be 

significant. It is to say, the financial advisor seems not to have an impact on the ROI for 

the sample considered. The reasons that may explain this result will be discussed in the 

conclusions. On the other hand, the turnover does impact the ROI, even though through 

a negative relationship. In fact, for a unit increase in the turnover the ROI decreases by -

0,0000000429.  

 
Figure 41 

The impact of the accountant advisor is analysed in model 4 and can be observed in Figure 
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41. Also in this case, the sample size is represented by all the small-sized enterprises and 

the test is significant since 0,029 is lower than 0,05, i.e., the significance level. 𝑅ଶ is 

0,1187, meaning that the model is able to explain about 11,87% of the variation in Y. 

However, once again, observing the p-values the consultant figure under analysis does 

not seem to impact the result. The possible motivations behind this result will be presented 

in the conclusions. The turnover has instead an impact on the ROI, making it decrease by 

-0,0000000442 for every unit increase in turnover. The p-value of this coefficient is 

indeed 0,017 and it thus lower than the alpha-value of 0,05 at 95% confidence level. 

In order to briefly summarise these results, it is possible to say that the return on 

investment (ROI) in the case of the small-sized companies belonging to the 

manufacturing of electrical equipment sector operating in the Veneto Region seems to be 

impacted in a positive way by the presence of the insurance advisor and by the presence 

of the legal advisor while does not seem to be affected by the presence of the financial 

advisor and of the accountant advisor.  

Comparing the four models through their adjusted 𝑅ଶ it is possible to notice that model 2 

seems to be the best model to describe the impact of the consultant on the ROI with an 

adjusted 𝑅ଶ of 14,05%, model 1 also seem to be a good model and has an adjusted 𝑅ଶ of 

12,23%. On the contrary, models 3 and 4 only registered an adjusted 𝑅ଶ of 7,22% and 

8,72% respectively. 

5.2 ROE of Small-sized Enterprises 

The second model that has been developed is the one that studies the Return on Equity 

(ROE). As in the previous case, the multiple linear regression model under analysis can 

be represented as: 

𝑌 =  𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε 

Where Y represents in this case the Return on Equity, 𝛽௢ the intercept, 𝑋ଵ is a dummy 

variable that express the presence (with value 1) or absence (with value 0) of the 

consultant figure and has a 𝛽ଵ coefficient while 𝑋ଶ corresponds to the control variable, 

i.e., the turnover, and has a 𝛽ଶ coefficient. In the model also ε, the error term, is present.  

As in the previous paragraph, this model has been repeated for every consultant figure 

object of analysis, so that 𝑋ଵ stands for the presence or absence of the insurance advisor 

in model 5, for the presence or absence of the legal advisor in model 6, for the presence 

or absence of the financial advisor in model 7 and for the presence or absence of the 

accountant advisor in model 8.  
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Figure 42 

The first thing that is possible to analyse in Figure 42 is the overall regression accuracy. 

As already stated throughout this paper, it is determined by the 𝑅ଶ and adjusted 𝑅ଶ. In 

this case, the 𝑅ଶ is 0,17 it means that 17% of the variation of the output variable is 

explained by the variation of the input variables.  

The second element that is interesting to discuss it the probability that the regression 

output is not by chance, and this can be checked observing the significance of F of the 

regression. The smaller the significance of F in the regression, the greater the probability 

that the regression output is not coincidental. In this case, the significance of F is 0,0053. 

This means that there is only 0,53% of possibility that the output shown has been obtained 

purely by chance. This value is compared to the alpha-value of 0,05 for the 95% 

confidence interval. Since the p-value of the F-test is lower, than the test is overall 

significant. 

In the third part of the regression output, it is possible to study the reliability of the 

coefficients of the model. This is determined by the p-values of each coefficient.  

As it is noticeable in figure 35, all the p-values of the coefficients of the model are 

significant since their value is lower than the alpha-value of 0,05. Specifically, 004 < 0,05 

and 0,039 < 0,05. 

The coefficients allow then the construction of the regression equation: 

𝑅𝑂𝐸෣= (0,328 + 0,1107) + (– 0,00000008003*x2) in the case the insurance advisor is 

present  

and 𝑅𝑂𝐸෣= 0,328+ (– 0,00000008003*x2) otherwise. 

It is to say, the presence of the insurance advisor seems to impact in a positive way the 
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ROE. In fact, every time this type of consultant is cooperating within a small-sized firm 

an increase by 0,1106 in the ROE is registered. On the other hand, for every unit more in 

the turnover the ROE decreases by – 0,00000008003. 

 
Figure 43 

Figure 43 displays the summary output of the regression analysis related to the impact of 

the legal advisor. The 𝑅ଶ of this model is 0,1859 meaning that about 18,59% of the 

variation in the ROE is explained by the independent variables considered. The overall 

test is significant since the p-value of the F-test is 0,0031 and this value is lower than the 

alpha-value considered at the 95% confidence interval that is 0,05.  

Observing then the p-values of the coefficients, it is possible to state that, since they are 

all smaller than the alpha-value, all the independent variables do have an impact on the 

ROE. In particular, when the legal advisor is present the ROE increases by 0,1164. On 

the contrary, the turnover has once again a negative impact on the ROE making it decrease 

by – 0,0000000805 every time that the turnover grows by one unit.  

These things considered; the regression equation can be represented as: 

𝑅𝑂𝐸෣= (0,348 + 0,1165) + (– 0,0000000806*x2) in the case the legal advisor is present  

and 𝑅𝑂𝐸෣= 0,348 + (– 0,0000000806*x2) otherwise. 
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Figure 44 

Model 7 is shown in Figure 44. In this case the impact of the financial advisor is taken 

into consideration. The 𝑅ଶ informs that about 11,93% of the variation in Y can be 

explained though the variation in the independent variables. The test is overall significant 

since the p-value is lower than the alpha-value, i.e., 0,0285 < 0,05. 

However, considering the p-value of the coefficients, the figure of the financial advisor 

does not seem to play a role in the determination of the ROE since the p-value of this 

variable is greater than the significance level of 0,05. The turnover is instead significant 

since 0,008 < 0,05 and impacts the ROE in a negative way, it is to say, for every unit of 

increase in the turnover the ROE decreases by – 0,0000000768. The possible explanations 

for the results obtained will be briefly discussed in the conclusions section. 

 
Figure 45 

Figure 45 shows the summary output of model 8. In this case, the 𝑅ଶ is 0,1092 meaning 
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that the model explains about 10,92% of the variation in the ROE. The p-value of the F-

test then confirms that the model is significant. In fact, it has a p-value of 0,0391 that is 

lower than the alpha-value of 0,05. 

Nevertheless, when the p-values of the coefficients are considered, it is remarkable to 

observe that the professional figure of the accountant advisor does not impact the ROE. 

It has indeed a p-value of 0,58 that is way higher than the alpha-value of 0,05. 

The turnover is instead significant since its p-value is of 0,0227 so it is smaller than the 

significance level. Notwithstanding, the turnover impacts the ROE in a negative way, it 

is to say, every unit of turnover makes the ROE decrease by – 0,0000000662. 

In order to briefly review these results, it is possible to say that the return on equity (ROE) 

in the case of the small-sized companies belonging to the manufacturing of electrical 

equipment sector operating in the Veneto Region seems to be impacted in a positive way 

by the presence of the insurance advisor and by the presence of the legal advisor while 

does not seem to be affected by the presence of the financial advisor and of the accountant 

advisor.  

Comparing the four models through their adjusted 𝑅ଶ it is possible to notice that model 6 

seems to be the best model to describe the impact of the consultant on the ROE with an 

adjusted 𝑅ଶ of 15,7%, model 5 also seems to be a good model and has an adjusted 𝑅ଶ of 

14,1%. On the contrary, models 7 and 8 only registered an adjusted 𝑅ଶ of 8,8% and 7,7% 

respectively. 

5.3 ROS of Small-sized Enterprises 

The third model that has been developed is the one that studies the Return on Sales (ROS). 

As in the previous cases, the multiple linear regression model under analysis can be 

represented as: 

𝑌 =  𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε 

Where Y represents in this case the Return on Sales, 𝛽௢ the intercept, 𝑋ଵ is a dummy 

variable that express the presence (with value 1) or absence (with value 0) of the 

consultant figure and has a 𝛽ଵ coefficient while 𝑋ଶ corresponds to the control variable, 

i.e., the turnover, and has a 𝛽ଶ coefficient. In the model also ε, the error term, is present.  

As in the previous paragraphs, this model has been repeated for every consultant figure 

object of analysis, so that 𝑋ଵ stands for the presence or absence of the insurance advisor 

in Model 9, for the presence or absence of the legal advisor in Model 10, for the presence 

or absence of the financial advisor in Model 11 and for the presence or absence of the 



78 
 

accountant advisor in Model 12.  

 
Figure 46 

The impact of the insurance advisor in small-sized companies belonging to the electrical 

manufacturing sector and settled in the Veneto Region is analysed in Figure 46.  

In model 9 the 𝑅ଶ is 0,1094. It means that about 10,94% of the change in ROS is driven 

by the variables provided in the model. The significance F is 0,039 so the test is overall 

significant being this value lower than the alpha-value of 0,05.  

Considering the p-values of the independent values it is interesting to observe that the 

insurance advisor seems to impact the ROS, making it increase by 0,0516. On the other 

hand, the turnover is not a significant variable because its p-value is above the 0,05. This 

value would be considered significant only if the alpha-value would be changed to 0,1 so 

the significance level would be in this case at 90% instead than 95% as in the previous 

cases.  In the case this new significance level is applied, then all the other values would 

still be significant being considerably lower than the alpha value of 0,1.  

If the coefficient of the turnover is taken under analysis, it is observable that it has a 

negative impact on the ROS decreasing it by – 0,00000002235 for each unit of turnover 

increase. The model can be therefore represented as: 

𝑅𝑂𝑆෣= (0,1017 + 0,0516) + (– 0,00000002235*x2) in the case the legal advisor is present  

and 𝑅𝑂𝑆෣= 0,1017 + (– 0,00000002235*x2) otherwise. 
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Figure 47 

Model 10 summary output is shown in Figure 47. 𝑅ଶ has a value of 0,2143 meaning that 

the independent variables explain about 21,43% of the variation in Y.  

Since the Significance F is lower than the alpha value of 0,05, i.e., 0,001 < 0,05, it is 

possible to reject the null hypothesis according to which there are no useful linear 

relationships between the dependent variable and the independent ones. Once that it is 

concluded that the model is significant, it is possible to observe the lower part of the 

summary output where the coefficients are shown. The p-values lower than 0,05 indicate 

that the independent variables are significant so that it is possible to conclude that the 

presence of the legal advisor has an impact on the ROS. 

More specifically, the presence of the legal advisor increases the ROS by 0,0757. On the 

contrary, for every unit more of turnover the ROS decreases by – 0,0000000245.  

The equation related to this model can therefore be expressed as: 

𝑅𝑂𝑆෣= (0,107 + 0,0757) + (– 0,0000000245*x2) in the case the legal advisor is present  

and 𝑅𝑂𝑆෣= 0,107 + (– 0,0000000245*x2) otherwise. 
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Figure 48 

In order to study the impact of the financial advisor, represented in model 11, Figure 48 

can be observed. 𝑅ଶ is 0,1275, the model explains therefore about 12,75% of the variation 

in the ROS. The test is overall significant since the p-value is 0,021 and thus lower than 

the significance level alpha of 0,05. Observing then the p-values of the coefficients, it is 

possible to state that also in this case the p-values are lower than the alpha-value of 0,05 

so that the variables considered do impact the ROS. In fact, 0,018 < 0,05 and 0,045 < 0,5. 

More specifically, the presence of the financial advisor increases the ROS by 0,0567 

while for every unit increase in turnover the ROS decreases by – 0,0000000251. 

The model can thus be described as: 

𝑅𝑂𝑆෣= (0,1103 + 0,0567) + (– 0,0000000251*x2) in the case the financial advisor is 

present  

and 𝑅𝑂𝑆෣= 0,1103 + (– 0,0000000251*x2) otherwise. 
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Figure 49 

Model 12 shows, displayed in Figure 49, the impact of the accountant advisor on the ROS. 

𝑅ଶ is 0,0729 so that according to this value the model explains about 7,29% of the 

variance in the ROS. This value being so low suggests that the model is not really a good 

one. What is more, since the value in the significance F is not lower than 0,05, i.e., 0,12 

> 0,05. one can infer that it is not a very strong regression. In fact, it is not possible to 

reject the null hypothesis according to which there are no linear relationship in the model. 

These things considered; the results obtained in this model are not very useful for the 

analysis of the impact of external consultants on small-sized firms. 

In order to briefly discuss these results, it is possible to say that the return on sales (ROS) 

in the case of the small-sized companies belonging to the manufacturing of electrical 

equipment sector operating in the Veneto Region seems to be impacted in a positive way 

by the presence of the insurance advisor, by the presence of the legal advisor  and by the 

presence of the financial advisor while does not seem to be affected by the presence of 

the accountant advisor.  

Comparing the four models through their adjusted 𝑅ଶ it is possible to notice that model 

10 seems to be the best model to describe the impact of the consultant on the ROS with 

an adjusted 𝑅ଶ of 18,6%, model 11 and model 9 also seem to be good models and have 

an adjusted 𝑅ଶ of 9,6 and 7,76% respectively. On the contrary, model 12 only registered 

an adjusted 𝑅ଶ of 3,98%. 

5.4 EBITDA/Sales of Small-sized Enterprises 

The third model that has been developed is the one that studies the EBITDA/Sales ratio. 

As in the previous cases, the multiple linear regression model under analysis can be 
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represented as: 

𝑌 =  𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε 

Where Y represents in this case the EBITDA/Sales, 𝛽௢ the intercept, 𝑋ଵ is a dummy 

variable that express the presence (with value 1) or absence (with value 0) of the 

consultant figure and has a 𝛽ଵ coefficient while 𝑋ଶ corresponds to the control variable, 

i.e., the turnover, and has a 𝛽ଶ coefficient. In the model also ε, the error term, is present.  

As in the previous paragraphs, this model has been repeated for every consultant figure 

object of analysis, so that 𝑋ଵ stands for the presence or absence of the insurance advisor 

in Model 13, for the presence or absence of the legal advisor in Model 14, for the presence 

or absence of the financial advisor in Model 15 and for the presence or absence of the 

accountant advisor in Model 16. 

 
Figure 50 

Figure 50 displays model 13, related to the impact of the insurance advisor on the sample 

considered. In this model, 𝑅ଶ corresponds to the value of 0,0999. It means that 9,99% of 

the variation in the EBITDA/Sales ratio can be justified by the model itself.  

The Significance F is in this case 0,0524 it means that if the rule is applied strictly, the 

test should not be considered significant. In fact, this value is slightly above the alpha 

value of 0,05. However, since the p-value in this case is only 0,0024 bigger than the alpha 

value it is still possible to consider the test significant and continue the analysis of the 

output. Anyway, once the p-values of the coefficients are taken into consideration, it is 

possible to notice that the insurance advisor does not seem to impact the EBITDA/Sales 

ratio. In fact, the p-value related to this variable is 0,125 and is therefore higher than the 

0,05 significance level. The turnover is instead a significant variable and impacts the 
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EBITDA/Sales ratio in a negative way. It is to say, for every unit more of turnover the 

ratio decreases by – 0,0000000369. 

 
Figure 51 

Model 14, shown in Figure 51, represents the impact that the legal advisor has on small-

sized enterprises. As it is possible to observe through the analysis of the results of the F-

test, the overall model is significant since its p-value is below the significance level. i.e., 

0,006 < 0,05. Moreover, the 𝑅ଶ is 0,1658 meaning that about 16,58% of the variation in 

the EBITDA/Sales ratio can be explained by the independent variables. Focusing then on 

the independent variable, it is interesting to observe that both the legal advisor and the 

turnover do impact the dependent variable in a significant way since their p-values are 

lower than the alpha value. In fact, 0,01 < 0,05 and 0,018 < 0,05. However, on one hand 

when the legal advisor is present the EBITDA/Sales ratio increases by 0,0797 while on 

the other hand, for a unit increase in the turnover the ratio decreases by – 0,0000000395.  

The equation describing the model can be expressed as: 

𝐸𝐵𝐼𝑇𝐷𝐴/𝑆𝑎𝑙𝑒𝑠෣ = (0,185 + 0,0797) + (– 0,0000000395*x2) in the case the legal advisor is 

present  

and 𝐸𝐵𝐼𝑇𝐷𝐴/𝑆𝑎𝑙𝑒𝑠෣ = 0,185 + (– 0,0000000395*x2) otherwise. 
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Figure 52 

In order to study the impact of the financial advisor, model 15 shown in Figure 52 was 

built. The 𝑅ଶ suggests that about 12,55% of the variation in the EBITDA/Sales ratio can 

be explained by the variation in the independent variable. The model is overall significant 

since the p-value of the F-test is 0,02 and it is therefore lower than the significance level 

of 0,05. The independent variables are also significant since their p-values of 0,0468 for 

the financial advisor variable and of 0,01899 for the turnover variable are both lower than 

the alpha-value of 0,05. These things considered; it is interesting to look at their 

coefficients. The presence of the financial advisor has a positive impact in the 

EBITDA/Sales ratio making it increase by 0,0652 while for every unit more of turnover 

the ratio decreases by – 0,0000000408. The model is therefore described by the equation: 

𝐸𝐵𝐼𝑇𝐷𝐴/𝑆𝑎𝑙𝑒𝑠෣ = (0,188 + 0,0652) + (– 0,0000000408*x2) in the case the legal advisor is 

present  

and 𝐸𝐵𝐼𝑇𝐷𝐴/𝑆𝑎𝑙𝑒𝑠෣ = 0,188 + (– 0,0000000408*x2) otherwise. 
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Figure 53 

The last model developed to describe the impact of the consultant figures under analysis 

on the small-sized companies of the Veneto Region belonging to the electrical 

manufacturing sector is the one shown in Figure 53. In model 16 is in fact possible to 

observe the impact of the accountant advisor on the sample object of study. 𝑅ଶ is of 

0,1499 meaning that 14,99% of the variation in Y can be explained though the variation 

in the X variables. The significance F at 0,01 explains that the test is overall significant 

since this value is lower than the 0,05 significance level.  

Analysing the p-values of the coefficients, the accountant advisor is a significant variable 

since its p-value is 0,019 and is therefore lower than the alpha-value of 0,05. Every time 

the accountant advisor is present the EBITDA/Sales ratio increases by 0,082. On the 

contrary, the turnover does not seem to have an impact on the EBITDA/Sales Ratio since 

its p-value is 0,16 and 0,16 < 0,05.  

In order to briefly comment these results, it is possible to say that the EBITDA/Sales ratio 

in the case of the small-sized companies belonging to the manufacturing of electrical 

equipment sector operating in the Veneto Region seems to be impacted in a positive way 

by the presence of the legal advisor, of the financial advisor and of the accountant advisor 

while does not seem to be affected by the presence of the insurance advisor.  

Comparing the four models through their adjusted 𝑅ଶ it is possible to notice that model 

14 seems to be the best model to describe the impact of the consultant on the ROI with 

an adjusted 𝑅ଶ of 13,6%, models 16 and 15 also seem to be informative models and have 

an adjusted 𝑅ଶ of 11,95% and 9,4% respectively. On the contrary, model 13 only 

registered an adjusted 𝑅ଶ of 6,8%. 
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5.5 ROI of Medium-sized Enterprises 

As in the case of small companies, linear regression models were developed for medium-

sized companies to study the impact of consultants on benchmark financial ratios. In this 

case, the sample size is composed by 55 enterprises. 

Starting with the Return on Investment (ROI), the model studied in this thesis project can 

be represented as: 

𝑌 =  𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε 

Where Y represents in this case the Return on Investment, 𝛽௢ the intercept, 𝑋ଵ is a dummy 

variable that express the presence (with value 1) or absence (with value 0) of the 

consultant figure and has a 𝛽ଵ coefficient while 𝑋ଶ corresponds to the control variable, 

i.e., the turnover, and has a 𝛽ଶ coefficient. In the model also ε, the error term, is present.  

This model has been repeated for every consultant figure object of analysis, so that 𝑋ଵ 

stands for the presence or absence of the insurance advisor in model 17, for the presence 

or absence of the legal advisor in model 18, for the presence or absence of the financial 

advisor in model 19 and for the presence or absence of the accountant advisor in Model 

20.  

 
Figure 54 

Figure 54 represents model 17 that is trying to determine if there is a relationship between 

the ROI of medium-sized enterprises and the presence of the insurance advisor, 

considering also the turnover as control variable. The first value to be analysed is the 

significance of the F-test in order to understand if a regression relationship exists. In this 

case, the regression relationship is present since the p-value is lower than the 95% level 

of significance, i.e., 0,018 < 0,05. Observing the 𝑅ଶ of the model, it is possible to conclude 



87 
 

that 14,3% of the variation in the dependent variable can be explained in the model. The 

p-value of the independent variable is then analysed. In this case, the insurance advisor 

does have an impact on the determination of the ROI of medium-sized companies. In fact, 

the p-value for this variable is 0,0048 and is thus lower than the 0,05 significance level 

taken as reference. Every time the insurance advisor is present, the ROI increases by 

0,133. Nevertheless, the turnover is not significant in the determination of the ROI for the 

sample of reference. It is to say, the turnover does not seem useful in the prediction of the 

ROI for medium-sized firms. 

 
Figure 55 

In order to analyse the impact of the legal advisor, model 18 shown in Figure 55 has been 

developed. Observing the p-value of the F-test it is possible to infer that the test is 

significant since its p-value of 0,03 is lower than the alpha-value of 0,05. 

The 12,58% of the variation of Y can be explained by the variation in the independent 

variables as the 𝑅ଶ suggests.  

The legal advisor impacts the ROI since its p-value is lower than the significance level, it 

is to say, 0,008 < 0,05. Every time this professional figure is present the ROI increases 

by 0,12. However, the turnover is not significant in the determination of the ROI since its 

p-value is higher than the alpha value of 0,05.  
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Figure 56 

Figure 56 shows model 19, referring to the impact of the financial advisor in medium-

sized companies. The test is overall significant since its p-value of 0,04 is lower than the 

significance level of 0,05 for the 95% confidence level.  

The 𝑅ଶ demonstrates that 11,58% of the variation in the dependent variable can be 

explained by the variation of the independent variables. 

Analysing the p-values of the independent variables, it is possible to say that the figure of 

the financial advisor is significant in the determination of the ROI. In fact, its p-value is 

lower than the significance level, i.e., 0,011 < 0,05. Every time this professional figure is 

present the ROI increases by 0,1186. Nevertheless, the turnover is not affecting the ROI. 

Its p-value is indeed higher than the significance level, so this variable is not useful in the 

determination of the ROI for medium enterprises. 

 
Figure 57 



89 
 

The impact of the accountant advisor is studied in model 20 whose output can be observed 

in Figure 57. The test is overall significant since its p-value is lower than the alpha-value, 

i.e., 0,016 < 0,05. The 𝑅ଶ is 0,146 meaning that 14,6% of the variation in Y can be 

explained due to the variation of the independent variables. The figure of the accountant 

advisor impacts the ROI and this can be stated by observing the p-value of 0,0044 that is 

lower than the significance level of 0,05. When firms rely on the accountant advisor the 

ROI increases by 0,129. Nevertheless, the turnover does not impact the ROI having a p-

value higher than the alpha-value of 0,05. It is to say, the ROI is not impacted by the 

difference in the turnover. 

In order to briefly summarise these results, it is possible to say that the return on 

investment (ROI) in the case of the medium-sized companies belonging to the 

manufacturing of electrical equipment sector operating in the Veneto Region seems to be 

impacted in a positive way by the presence of the consultant figures under analysis.  

Comparing the four models through their adjusted 𝑅ଶ it is possible to notice that model 

20 seems to be the best model to describe the impact of the consultant on the ROI with 

an adjusted 𝑅ଶ of 11,32%, model 17 also seem to be a good model and has an adjusted 

𝑅ଶ of 11%. Models 18 and 19 registered instead adjusted 𝑅ଶ of 9,21% and 8,2% 

respectively. 

5.6 ROE of Medium-sized Enterprises 

The Return on Equity (ROE) of medium-sized companies has been analysed comparing 

the results obtained by companies that rely on the external consultants object of study 

with the ones registered by companies that do not. The model studied in this thesis project 

can be represented as: 

𝑌 =  𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε 

Where Y represents in this case the Return on Equity, 𝛽௢ the intercept, 𝑋ଵ is a dummy 

variable that express the presence (with value 1) or absence (with value 0) of the 

consultant figure and has a 𝛽ଵ coefficient while 𝑋ଶ corresponds to the control variable, 

i.e., the turnover, and has a 𝛽ଶ coefficient. In the model also ε, the error term is present.  

This model has been repeated for every consultant figure object of analysis, so that 𝑋ଵ 

stands for the presence or absence of the insurance advisor in Model 21, for the presence 

or absence of the legal advisor in Model 22, for the presence or absence of the financial 

advisor in Model 23 and for the presence or absence of the accountant advisor in Model 

24.  
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Figure 58 

The impact of the insurance advisor has been studied in model 21, shown in Figure 58. It 

is remarkable to observe that if the 95% confidence level is maintained, the overall test 

does not seem significant since its p-value is higher than the alpha-value of 0,05. 

However, if the confidence level would be set at 90% the alpha-value would be 0,1. If 

this is the case, it would be possible to consider the test significant if the rules for rejection 

would not be strictly applied. In fact, the p-value for the test is 0,108 that is just 0,008 

higher than the alpha-value. Observing the 𝑅ଶ it is possible to infer that the model explains 

about 8,2% of the variation in the dependent variable. This result can be considered quite 

low, meaning that not much of the variation in the ROE can be explained by the presence 

of the insurance advisor. Nevertheless, the presence of this consultant figure does seem 

to impact the ROE since its p-value of 0,039 is lower than the alpha-value of 0,05 and 

also of the new alpha-value of 0,1 that has been previously introduced. Every time this 

professional figure cooperates with a company the latter seems to register a higher ROE 

by 0,116. On the other hand, the turnover is not significant in the determination of the 

ROE, meaning that it does not impact the dependent variable. 
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Figure 59 

Model 22, displayed in Figure 59, analyses the impact of the legal advisor in the medium-

sized enterprises. As in model 21, the test is not significant if the 95% confidence level is 

maintained. However, it is significant if the confidence level is set at 90% so that the 

alpha value is now 0,1. In fact, 0,0986 < 0,1. If it is the case, it is interesting to observe 

the 𝑅ଶ of the test that states that 8,5% of the variation in Y can be explained by the 

independent variables. This result is not very encouraging, it is to say, not a lot of the 

variation in the ROE is connected to the independent variables studied in this model. 

If the p-values are taken into consideration, it is possible to say that the presence of the 

legal advisor impacts the ROE since its p-value of 0,035 is lower than the alpha-value of 

0,05 usually considered but also than the alpha-value of 0,1 taken into account in this test. 

When the legal advisor is present, the ROE of medium-sized firms increases by 0,109. 

Nevertheless, the turnover does not play a role in the determination of the ROE, since its 

p-value is higher than the alpha-value considered. 
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Figure 60 

Model 23 that studies the effect of the financial advisor in the medium-sized enterprises 

is shown in Figure 60. The test is overall significant since its p-value is lower than the 

alpha-value chosen, i.e., 0,049 < 0,05. The independent variables are able to explain about 

the 10,9% of the variation in Y, as it is possible to understand by observing the 𝑅ଶ. 

The figure of the financial advisor is overall-significant since its p-value of 0,016 is lower 

than the alpha-value of 0,05. This means that by cooperating with a financial advisor firms 

may increase their ROE by 0,133. On the other hand, the turnover seems not to impact 

the ROE. In fact, its p-value is higher than the alpha-value of 0,05.  

 
Figure 61 

The impact of the accountant advisor has been studied in model 24 that is shown in Figure 

61. The test is overall significant since its p-value is 0,0147 and this value is thus lower 
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than the 0,05 significance level at the 95% confidence interval. 𝑅ଶ of 0,1498 means that 

about 14,98% of the variation in Y can be explained by the variation in the independent 

variables present in the model.  

The accountant advisor impacts the ROE making it increase by 0,15 every time this 

professional figure is present. This variable is significant since its p-value of 0,004 is 

lower than the alpha-value of 0,05. On the contrary the p-value of the turnover is higher 

than the significance level and this variable seems therefore not to impact the ROE.  

In order to briefly discuss these results, it is possible to say that the return on equity (ROE) 

in the case of the medium-sized companies belonging to the manufacturing of electrical 

equipment sector operating in the Veneto Region seems to be impacted in a positive way 

by the presence of the consultant figures under analysis. 

Comparing the four models through their adjusted 𝑅ଶ it is possible to notice that model 

24 seems to be the best model to describe the impact of the consultant on the ROE with 

an adjusted 𝑅ଶ of 11,7%, model 23 also seem to be a good model and has an adjusted 𝑅ଶ 

of 7,5%. On the contrary, models 21 and 2 only registered an adjusted 𝑅ଶ of  4,7% and 

5% respectively. 

5.7 ROS of Medium-sized Enterprises 

The Return on Sales (ROS) of medium-sized companies has been analysed comparing 

the results obtained by companies that rely on the external consultants object of study 

with the ones registered by companies that do not. The model studied in this thesis project 

can be represented as: 

𝑌 =  𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε 

Where Y represents in this case the Return on Sales, 𝛽௢ the intercept, 𝑋ଵ is a dummy 

variable that express the presence (with value 1) or absence (with value 0) of the 

consultant figure and has a 𝛽ଵ coefficient while 𝑋ଶ corresponds to the control variable, 

i.e., the turnover, and has a 𝛽ଶ coefficient. In the model also ε, the error term, is present.  

This model has been repeated for every consultant figure object of analysis, so that 𝑋ଵ 

stands for the presence or absence of the insurance advisor in model 25, for the presence 

or absence of the legal advisor in model 26, for the presence or absence of the financial 

advisor in model 27 and for the presence or absence of the accountant advisor in model 

28.  
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Figure 62 

Model 25 studies the impact of the presence of the insurance advisor inside medium-sized 

firms object of the analysis and is represented in Figure 62. Observing the p-value of the 

overall test it is possible to state that the model is significant if the rejection rule is not 

applied strictly for the alpha-value of the 95% confidence interval or if the 90% 

confidence interval is instead applied. In fact, the p-value for the test is 0,053 and this 

value is slightly higher than the alpha-value of 0,05 that should be applied at the 95% 

confidence interval. However, if the rule is not applied in a strict way, it is possible to 

reject the null hypothesis even in this case. Moreover, the null hypothesis is strictly 

rejected if the 90% confidence interval is instead applied, in fact in this case the alpha-

value would be 0,1 so that the p-value is clearly lower than this result. The 𝑅ଶ suggests 

that about 10,67% of the variation in Y can be explained by the variation in the 

independent variables. The presence of the insurance advisor is significant, meaning that 

the p-value of this coefficient is lower than the alpha-value, i.e., 0,042 < 0,05 and 0,042 

< 0,1. When medium-sized firms cooperate with this consultancy figure their ROS tend 

to increase by 0,062. On the other hand, the turnover does not seem to affect the ROS 

since this variable does not result significant due to its p-value that is higher than the 

significance level.  
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Figure 63 

The impact of the legal advisor has been analysed in model 26 and can be observed in 

Figure 63. As it is possible to notice from the p-value of the F-test, the overall test is 

significant. In fact, its p-value is lower than the alpha-value, i.e., 0,019 < 0,05. About 

14,12% of the variation in Y can be explained by the variation in the independent 

variables, as the 𝑅ଶ demonstrates. Observing the independent variables, it is possible to 

say that the legal advisor impacts the ROS since its p-value of 0,013 is lower than the 

alpha-value of 0,05. This means that every time the legal advisor is present the ROS 

increases by 0,0698. If the turnover is taken into consideration, it is important to notice 

that this variable should not be considered significant at the 95% confidence interval. 

However, it is significant at the 90% confidence interval. In fact, in this case the alpha-

value is 0,1 so that it is higher than the p-value of the turnover coefficient that is 0,072. 

The turnover impacts the ROS in a negative way, it is to say, for every unit of increase in 

the turnover the ROS decreases by – 0,00000000031. 

In this case, it is possible to summarise the results obtained by the formula: 

𝑅𝑂𝑆෣= (0,09 + 0,0698) + (– 0,00000000031*x2) in the case the legal advisor is present  

and 𝑅𝑂𝑆෣= 0,09 + (– 0,00000000031*x2) otherwise. 
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Figure 64 

Model 27 shows the impact of the financial advisor on the ROS and can be observed in 

Figure 64. 𝑅ଶ is 0,0737 so that according to this value the model explains about 7,37% of 

the variance in the ROS. This value being so low suggests that the model is not really an 

informative one. What is more, since the value in the significance F is not lower than 0,05 

one can infer that it is not a very strong regression. In fact, it is not possible to reject the 

null hypothesis according to which there are no linear relationship in the model. These 

things considered; the results obtained in this model are not very useful for the analysis 

of the impact of external consultants on medium-sized firms. 

 
Figure 65 

In order to analyse the impact of the accountant advisor, model 28 has been developed 

and it can be observed in Figure 65. The test is significant since its p-value is 0,0067 and 
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it thus lower than the alpha-value of 0,05 at the 95% confidence interval. 𝑅ଶ is 0,175 

meaning that about 17,5% of the variation in the ROS can be explained by the model. The 

accountant advisor has an impact the ROS since its p-value of 0,004 is lower than the 

alpha-value of 0,05. Every time a medium-sized firms cooperate with this consultant 

figure its ROS increases by 0,083. On the contrary the turnover cannot be considered a 

significant variable since its p-value is higher than the significance level. This means that 

this variable does not help determining the ROS of medium-sized companies. 

In order to briefly comment these results, it is possible to say that the return on sales 

(ROS) in the case of the medium-sized companies belonging to the manufacturing of 

electrical equipment sector operating in the Veneto Region seems to be impacted in a 

positive way by the presence of the insurance advisor, by the presence of the legal advisor 

and of the accountant advisor. On the other hand, the ROS does not seem to be affected 

by the presence of the financial advisor. 

Comparing the four models through their adjusted 𝑅ଶ it is possible to notice that model 

28 is to be the best model to describe the impact of the consultant on the ROI with an 

adjusted 𝑅ଶ of 14,11%, models 26 and 25 also seem to be good models and have an 

adjusted 𝑅ଶ of 10,8% and 7,23% respectively. On the contrary, models 27 only registered 

an adjusted 𝑅ଶ of 3,8%. 

5.8 EBITDA/Sales of Medium-sized Enterprises 

The EBITDA/Sales of medium-sized companies has been analysed comparing the results 

obtained by companies that rely on the external consultants object of study with the ones 

registered by companies that do not. The model studied in this thesis project can be 

represented as: 

𝑌 =  𝛽௢ + 𝛽ଵ𝑋ଵ+ 𝛽ଶ𝑋ଶ + ε 

Where Y represents in this case the EBITDA/Sales, 𝛽௢ the intercept, 𝑋ଵ is a dummy 

variable that express the presence (with value 1) or absence (with value 0) of the 

consultant figure and has a 𝛽ଵ coefficient while 𝑋ଶ corresponds to the control variable, 

i.e., the turnover, and has a 𝛽ଶ coefficient. In the model also ε, the error term is present.  

This model has been repeated for every consultant figure object of analysis, so that 𝑋ଵ 

stands for the presence or absence of the insurance advisor in model 29, for the presence 

or absence of the legal advisor in model 30, for the presence or absence of the financial 

advisor in model 31 and for the presence or absence of the accountant advisor in model 

32.  
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Figure 66 

Model 29, shown in Figure 66 analyses the presence of the insurance advisor inside the 

medium-sized companies and the effect that this consultancy figure has on the 

EBITDA/Sales ratio. As it is possible to observe, the test is overall significant since the 

p-value of the F-test is lower than the alpha-value, i.e., 0,029 < 0,05. 𝑅ଶ is 0,127 so that 

it is possible to say that the model explains about 12,7% of the variation in Y. The 

insurance advisor has an impact on the EBITDA/Sales ratio and every time this 

professional figure is present the EBITDA/Sales ratio increases by 0,062. This can be 

stated by observing the p-value of this coefficient that is 0,023 so that it is lower than the 

0,05 alpha-value at the 95% confidence interval. On the other hand, the turnover does not 

seem a significant variable since its p-value is higher than the alpha-value. For this reason, 

this variable does not seem informative about the EBITDA/Sales ratio for medium-sized 

companies.  
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Figure 67 

Figure 67 displays model 30 that analyses the effects of the legal advisor on the 

EBITDA/Sales ratio of the medium-sized companies. The test is overall significant since 

the p-value of the F-test is 0,037 and this value is lower than the alpha-value of 0,05 

adopted at the 95% confidence interval. 𝑅ଶ is 0,119 meaning that the model explains 

about 11,9% of the variation in the EBITDA/Sales ratio. The professional figure of the 

legal advisor is significant since its p-value is 0,03 and it is thus lower than the alpha-

value of 0,05. This means, that every time the legal advisor is employed by the medium-

sized companies of electrical manufacturing equipment sector, their EBITDA/Sales ratio 

increases by 0,055. The turnover is instead not significant at the 95% confidence interval, 

but it would be significant at the 90% confidence interval. In this case, the p-value of 0,07 

would be lower than the alpha-value of 0,1. However, the turnover impacts the 

EBITDA/Sales ratio in a negative way, making it decrease by – 0,00000000029 for every 

unit increase in the turnover.  

It is possible to summarise the results obtained by the formula: 

𝐸𝐵𝐼𝑇𝐷𝐴/𝑆𝑎𝑙𝑒𝑠 ෣  = (0,118 + 0,055) + (– 0,00000000029 *x2) in the case the legal advisor 

is present  

and 𝐸𝐵𝐼𝑇𝐷𝐴/𝑆𝑎𝑙𝑒𝑠෣  = 0,118 + (– 0,00000000029 *x2) otherwise. 
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Figure 68 

The impact of the financial advisor has been analysed in model 31, shown in Figure 68. 

As it possible to notice from the p-value of the F-test the model cannot be considered 

significant at the 95% confidence level. Nevertheless, the model is significant at the 90% 

confidence level. In fact, in this case the alpha-value of 0,1 would be higher than the p-

value of the F-test that is 0,09. 𝑅ଶ is 0,086 meaning that the model explains only about 

8,6% of the variation in the dependent variable. The professional figure of the financial 

advisor impacts the EBITDA/Sales ratio making it increase by 0,0459 every time this 

type of consultant is present. It is true at the 90% confidence level since the p-value of 

this coefficient is 0,099 that is lower than the alpha-value of 0,1. If the rule associated to 

this confidence level is not applied too strictly then it is possible to consider the turnover 

variable as significant too. In fact, the p-value associated to this variable is 0,105 that is 

only slightly higher than the alpha-value of 0,1. If this is the case, it is noticeable that for 

every unit increase in the turnover the EBITDA/Sales ratio decreases by – 

0,000000000259, the turnover having therefore a negative effect on this ratio. 

It is possible to represent the results obtained by the formula: 

𝐸𝐵𝐼𝑇𝐷𝐴/𝑆𝑎𝑙𝑒𝑠 ෣  = (0,113 + 0,0459) + (– 0,000000000259*x2) in the case the legal 

advisor is present  

and 𝐸𝐵𝐼𝑇𝐷𝐴/𝑆𝑎𝑙𝑒𝑠෣  = 0,113 + (– 0,000000000259*x2) otherwise. 
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Figure 69 

The impact of the accountant advisor has been studied in model 32, displayed in Figure 

69. The model is significant at the 95% confidence interval as it is possible to observe by 

the p-value of the F-test, i.e., 0,013 < 0,05. The model explains about 15,49% of the 

variation in the dependent variable as it is observable by the 𝑅ଶ of 0,1549. The 

professional figure of the accountant advisor results significant since its p-value of 0,009 

is lower than the alpha-value of 0,05. When medium-sized firms cooperate with this type 

of consultant their EBITDA/Sales ratio increases by 0,069. Notwithstanding, the turnover 

seems not to impact the EBITDA/Sales ratio since its p-value is higher than the alpha-

value at the 95% confidence interval. This variable seems therefore not significant in the 

determination of the EBITDA/Sales ratio.  

In order to briefly summarise these results, it is possible to say that the EBITDA/Sales 

ratio in the case of the medium-sized companies belonging to the manufacturing of 

electrical equipment sector operating in the Veneto Region seems to be impacted in a 

positive way by the presence of the four consultant figures under analysis. 

Comparing the four models through their adjusted 𝑅ଶ it is possible to notice that model 

32 seems to be the best model to describe the impact of the consultant on the 

EBITDA/Sales ratio with an adjusted 𝑅ଶ of 12,24%, models 29 and 30 also seem to be 

good models with an adjusted 𝑅ଶ of 9,4% and 8,6% respectively. On the contrary, model 

31 only registered an adjusted 𝑅ଶ of 5,08%. 
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5.9 Summary of the Results and Comparison between Small-sized and Medium-

sized Enterprises 

In order to better understand the impact that the four consultant figures object of analysis 

have on the small- and medium-sized companies the results that have been obtained so 

far will be briefly discussed. 

Starting with the Return on Invest (ROI), it seems to be impacted in a positive way by the 

presence of both the legal advisor and the insurance advisor in the case of small-sized 

enterprises. In fact, the insurance advisor contributes with an increase by 0,08 in this index 

and the legal advisor with an increase by 0,084. The 𝑅ଶ of these two models are 0,1527 

and 0,1702 respectively. 

On the contrary, the financial advisor and the accountant advisor do not play a role in the 

Return on Investment if the small-sized enterprises under analysis are considered. 

Different results have been registered for medium-sized companies. In fact, in this case 

all the four consultant figures under analysis are significant and have a positive impact on 

the ROI. In particular, the presence of the insurance advisor increases the ROI by 0,133 

and the model has a 𝑅ଶ of 0,143; the presence of the legal advisor increases the ROI by 

0,115 and the model has a 𝑅ଶ of 0,126; the presence of the financial advisor increases the 

ROI by 0,119 and the model has a 𝑅ଶ of 0,116 and the presence of the accountant advisor 

increases the ROI by 0,129 and the model has a 𝑅ଶ of 0,146. 

Coherent results have been registered if the Return on Equity is considered. Also in this 

case, the insurance advisor and the legal advisor do impact the ROE by 0,1107 and 0,1165 

respectively as far as the small-sized enterprises are concerned. The 𝑅ଶ of the two models 

are 0,17 for the insurance advisor and 0,19 for the legal advisor. The financial advisor 

and the accountant advisor do not have an impact on the ROE as far as the sample under 

analysis is concerned. Different results have been registered if medium-sized companies 

are taken into account. In fact, the presence of the financial advisor and the presence of 

the accountant advisor do impact positively the ROE at the 95% confidence level. In fact, 

when the former is present the ROE increases by 0,133 while when the latter is present 

the ROE grows by 0,152. The 𝑅ଶ for the two models are 0,109 and 0,149 respectively. 

The models that analyse the impact of the professional figures of the insurance advisor 

and of the legal advisor are instead significant only at the 90% confidence interval so 

when an alpha-value of 0,1 is taken into consideration. If this is the case, the cooperation 

with an insurance advisor increases the ROE of medium-sized companies of the sector 
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under analysis by 0,116 and the model describing this relationship has a 𝑅ଶ of 0,082. 

Medium-sized firms working with a legal advisor increases instead their ROE by 0,109 

and the model has a 𝑅ଶ of 0,085.  

The multiple regression analysis considering the Return on Sales (ROS) suggests that 

only the model that consider the impact of the accountant advisor is not significant as far 

as the small-sized companies are considered. The presence of the insurance advisor in 

small-sized companies instead impacts this index by making it increase by 0,0516. The 

𝑅ଶ associated with this model is 0,109. Every time the legal advisor is present the ROS 

increases instead by 0,076 and the model has a 𝑅ଶ of 0,214. The financial advisor also 

plays a role in the determination of the ROS for small-sized companies and when this 

professional figure is present the ROS grows by 0,057. The 𝑅ଶ is in this case 0,128. 

The ROS of medium-sized enterprises is positively affected by the presence of the legal 

advisor and of the accountant advisor respectively. In fact, the former makes the index 

increase by 0,07 and the overall model has a 𝑅ଶ of 0,141 while the latter grows the ROS 

by 0,083 and the overall model has a 𝑅ଶ 0,175. If the professional figure of the insurance 

advisor is instead taken into consideration, it is remarkable to say that the model 

describing its effect on the ROS is significant at the 95% confidence interval only if the 

rejection rule is not applied in a strict way. In fact, the p-value of the F-test is 0,053 and 

this value is slightly higher than the alpha-value of 0,05. Anyway, the presence of the 

insurance advisor impacts the ROS in a positive way, making it increase by 0,06 every 

time this professional figure is present. The 𝑅ଶ associated to this model is 0,107. On the 

contrary, the model describing the effects of the financial advisor for medium-sized 

enterprises is not significant, meaning that the financial advisor seems not to have an 

impact of the ROS of medium-sized companies. 

The EBITDA/Sales ratio analysis shows instead different results. In this case the presence 

of the insurance advisor does not seem to impact the ratio as far as small-sized companies 

are concerned. This professional figure impacts instead the medium-sized companies 

increasing their EBITDA/Sales ratio by 0,063. The 𝑅ଶ of the model is 0,13.  

The presence of the legal advisor is important in order to increase the EBITDA/Sales ratio 

for small-sized firms, in fact every time this professional figure is present the ratio 

increases by 0,0797 and the 𝑅ଶ associated to this model is 0,1658. This type of external 

consultant is also important for medium-sized enterprises. In fact, their EBITDA/Sales 

ratio increases by 0,055 when they are cooperating with a legal advisor. The 𝑅ଶ of the 
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model is 0,12. 

Model 15, in which the presence of the financial advisor inside small firms is studied, has 

a 𝑅ଶ of 0,1255 and determines that every time this professional figure is present the 

EBITDA/Sales ratio increases by 0,0652. On the contrary, model 31 that analyses the 

impact of financial advisor on medium-sized companies is not significant at 95% 

confidence interval. If instead 90% confidence interval is adopted, then it is possible to 

infer that the presence of this professional figure inside medium-sized companies 

increases their EBITDA/Sales ratio by 0,046 and the overall model has a 𝑅ଶ of 0,086. 

Finally, the impact of the accountant advisor was analysed. The EBITDA/Sales increases 

by 0,0827 every time this professional figure is present inside small-sized companies and 

the 𝑅ଶ associated to this model is 0,1499. When this professional figure is instead present 

inside medium-sized companies the index increases by 0,069 and the associated model 

has a 𝑅ଶ of 0,155. 

These things considered; as far as the small-sized companies are concerned, the 

accountant advisor seems to impact only the EBITDA/Sales ratio while the legal advisor 

seem to impact all the indexes in a significant way. If instead medium-sized companies 

are concerned, it is remarkable to underline that the model describing the impact of the 

financial advisor is not significant when the Return on Sales is analysed while the 

accountant advisor impacts all the indexes under analysis in a positive way.  
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Chapter VI   Conclusions 

The aim of this study is to analyse the impact that external consulting figures have on 

small and medium-sized enterprises in the Veneto Region in order to understand whether 

external consultancy can really be considered as an added value for the enterprises 

themselves. In order to simplify and make the study more reliable, in addition to the 

territorial limitation, two other criteria were added to restrict the variability of the results 

obtained. In fact, besides presenting the sector and the limits of consultancy as a whole, 

the study of this thesis focused on four external consultancy figures in particular, namely 

the legal, insurance, financial and accountant consultants, and on a specific industrial 

sector, namely the manufacture of electrical equipment.  

Although these limitations allowed a clearer and more reliable study of the impact of 

counselling, it would clearly be useful and interesting to broaden the research criteria by 

comparing the impact these consultant figures have in different sectors in the Region and 

in the same sector in different regions. It would then be crucial to include other 

consultancy figures within the research in order to understand their future potential. It is 

to say, even though this thesis is an interesting starting point to assess the added value of 

consulting firms, in order to make the study completer and more interesting, the analysis 

could be broadened by varying each of the three variables decided upon for this thesis 

project, i.e., the four consulting figures, the territory in which the companies are 

established and the sector in which the companies operate. One could indeed study the 

impact of different consulting figures within the Veneto Region and the electrical 

equipment sector, or the effect of the same four consulting figures analysed in this thesis 

on the electrical equipment sector of another region other than Veneto, or even the effect 

these four figures under analysis have on companies belonging to a different sector in the 

same region. In short, as can be understood, the possible variations that would allow this 

research to be completed and concluded are still very numerous. Nevertheless, these 

considerations help to understand and appreciate the great potential of this thesis.  

As far as the consulting sector analysis is concerned, it has been said that it is a relatively 

new sector, which originated around the end of the 19th century in the United States but 

developed mainly in the second half of the 20th century. In Italy, the consulting sector 

has grown considerably and strengthened especially in recent years. However, the 

structure of this sector is very fragmented and there is still institutionally no training path 

to follow in order to become a consultant, except for some very specific areas such as 
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security consultants where specific certifications are required.  

This raises the question of whether it is possible and imaginable to envisage a path of 

institutionalisation towards the figure of the counsellor. This might mean recognising not 

only the rights of consultants but also their duties and would grant a different authority to 

this professional figure. It might be conceivable to establish necessary certifications to be 

obtained for all the main counselling figures. In fact, although there are certifications and 

courses to be followed required for some professional figures, the consulting sector still 

seems far from obtaining its own autonomous strength and credibility, detached from the 

person or context in which it operates.  

Institutionalization of the consultant figure could help increase its credibility. In fact, the 

introduction of a license to practice that could be lost in case of incorrect behaviour, thus 

contrary to pre-established ethical standards, of the counsellor would ensure more correct 

and straightforward behaviour of the latter. 

A major criticism that is levelled at consultants is that they propose standardised solutions 

instead of trying to adapt them to the client's needs; on the other hand, many consultants 

accuse entrepreneurs of being not open to change and of remaining too tied to old business 

models. With regard to this aspect, the importance of clear and transparent 

communication between consultant and entrepreneur is emphasised. Communicating the 

expected results and matching them with realisable expectations and concrete results 

requires simultaneous commitment on the part of consultants and entrepreneurs. It 

becomes therefore imperative to combine a scientific and structured method of analysis 

with the human component of consulting. Talking to the entrepreneur, understanding his 

and his company needs and objectives must go hand in hand with the implementation of 

a more efficient structure and more innovative working methods.  

Another very important factor that has not yet been discussed in depth in the literature, 

however, is the problem related to privacy and the importance of keeping a company 

information confidential even once the collaboration with the consultant is over. There is 

the risk that many managers do not want to share information with the consultant that 

could be very important to his or her work because of the possibility that the consultant 

might then disclose it to competing firms or because of the risk that the firm using the 

consultant might be seen to be in financial distress and thus the firm credibility might be 

endangered.  

Although these fears of entrepreneurs are partially overcome by the introduction of 

confidentiality contracts that ensure the privacy related to the sensitive information of 
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companies that rely on consultants, there is still a lot of work to be done regarding the 

completeness and standardisation of these contracts in the daily work of consultants. Such 

work would help to strengthen the credibility of this sector.  

The reasons why companies turn to consultants are often of financial origin. To be more 

precise, companies very often turn to consultants when their economic situation has 

become critical, and they need quick solutions so that they do not have to go out of 

business. However, in this way consultants are not allowed to implement and improve the 

business in the way they consider as the most appropriate and are instead only required 

to seek quick solutions to remedy emergency situations. Therefore, when consultants are 

called in too late and the situation is already critical, their action may not be sufficient to 

revive the company future and may therefore make it appear that the consultant's action 

was ineffective when in fact it was only belated.  

This tendency is indicative of how the figure of the consultant is still perceived in Italy 

and in Europe in general, namely as someone who fixes a critical situation rather than 

someone who develops, grows and enables the expansion of an already existing and 

successful business. This way of seeing the consultant more as a doctor than as an expert 

can also be seen from the fact that there are many micro-businesses offering consultancy 

services but that there is a lack of clear regulations and very often the businesses 

themselves do not set aside a part of their budget for consultancy services. One aspect 

that would be interesting to analyse in future research related to the world of consultancy 

is certainly the impact of regional, national and European funding for the development 

and hiring of external consultants within local businesses. In fact, it is common to see 

calls for tenders and funding that allow companies to apply for external consultants to 

support their activities. After collaborating with these consultants, the companies 

themselves might realise the potential of these professionals and decide to continue the 

collaboration by reserving a part of their budget for these collaborations. 

Notwithstanding, this thesis project does not consider government support and the impact 

this has on the choice to engage a consultant. It would indeed be interesting and important 

to study and analyse how many companies rely on the consultant because they receive 

funds from the public purse and how many firms continue the collaboration even after 

these funds have run out.  

In general, a limitation of this thesis, which could, however, become an interesting 

starting point for future research, is that it does not consider the reasons that led to hiring 

the consultant while measuring his/her impact on the financial indicators, but only 
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considers the presence or absence of the consultant. Studying the reasons for hiring an 

external consultant could provide a more comprehensive explanation for the results 

found. In fact, if a consultant is hired to improve an already positive starting situation, 

one would expect to see better results than if the consultant is hired to try to prevent the 

bankruptcy of a company or in any case within a company that is already in severe 

difficulty. 

In an attempt to even partially remedy this problem, it was decided to consider in this 

study only those consultants who had long-term relationships with the companies 

surveyed so that the work and projects implemented by the consultants over time could 

be observed in the results obtained by the enterprises. 

Another aspect that was not considered in this thesis project but can certainly be explored 

in more detail by other future analyses is the type of business relationships that firms that 

make use of a consultant have. Indeed, one factor that could impact a firm choice to hire 

an external consultant is whether or not the firm has relationships with international 

partners or suppliers or instead specializes more on local trade. For example, firms that 

tend to export a lot usually enter into contracts with other firms abroad, and the figure of 

a legal advisor might be more significant than if the contracts sanctioned by the firm are 

only regionally based.  

The fact that the full potential of consultants is not understood and the fact that many 

entrepreneurs simply believe they do not need them are factors that considerably limit the 

results of this research. Awareness-raising is therefore essential, and the encouraging 

results obtained in this research could therefore motivate and push several small- and 

medium-sized enterprises to make use of external consultants.  

In order to better analyse the impact of consultants within enterprises, the economic 

context in which the companies are embedded was analysed. In particular, an attempt was 

made to understand the economic situation in which these firms operate and the impact 

in terms of employment of this sector in the economic overview both nationally and 

regionally. It was thus possible to note the great potential that this sector has at the 

national level, being the eighth most remunerative sector by product category at the Italian 

level and having grown by 2,3% during the last year at the regional level.  

The geographical distribution of enterprises was then studied, noting a large concentration 

of enterprises belonging to the Electrical Equipment Manufacturing sector in the 

provinces of Vicenza, Treviso and Padua. In particular, 42,86% of medium-sized 

enterprises belonging to this sector are established in the province of Vicenza. 
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The reasons behind this concentration of companies have not been explored in detail in 

this thesis, but it is certainly considered interesting to observe this phenomenon, which 

can definitely be studied in more detail by further studies. 

It would be important to broaden the study to a national level by trying to see in which 

cities there is a greater concentration of companies belonging to this sector and then trying 

to understand the reasons behind this phenomenon. By studying possible clusters, it 

would be possible to understand whether there is actually a sharing of know-how within 

this sector in the different cities (or regions) where these enterprises are most 

concentrated. A next step that would be very interesting to carry out would be to analyse 

the sharing of this know-how in order to understand whether this has an effect on the use 

of a consultancy figure or vice versa. 

In this thesis project, as mentioned earlier, four consulting figures in particular are 

presented. The reason behind this choice stems from the need to study the impact of 

consultants within companies in a practical way, and therefore it was necessary to select 

only a few consultancy figures in order to be able to define them more clearly and study 

them in deeper detail. Nevertheless, it is evident that the study method applied in this 

thesis project can also be adapted and repeated for different consultancy figures used 

within companies. With regard to the external consultancy figures analysed in this thesis, 

it is interesting to note that the tasks assigned to each of the consultants under analysis 

are much more varied than one might expect and very often the tasks assigned to these 

consultancy figures are not completely defined by precise boundaries but often some 

responsibilities coincide. For this reason, the presence of one consultant may have an 

impact on the presence of another because a company that relies on an external consultant, 

precisely by virtue of the relationship that has been established with him/her, may prefer 

to assign him/her more responsibilities rather than hire a different consultant who is more 

expert in another area. 

It is to say, in this thesis the impact of the consultants was studied individually so as to 

avoid that the presence of a consultant could impact the results obtained by the presence 

of another one. However, it would be interesting to study the simultaneous presence of 

different consulting figures to see whether a specific combination of consultants could 

lead in general to better results. This seems to be a natural and important development of 

this thesis. It would be therefore interesting to further the study by trying to understand 

which counselling figures have an impact on each other and whether there are measurable 

relationships/connections between certain consulting figures. In this way, by studying the 
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simultaneous impact of different consultancy figures, it would be possible to understand 

which combinations of consultants would lead to better financial results and for which 

businesses. 

In this thesis, an attempt was made to observe whether companies that make use of 

consultancy figures actually recorded higher financial ratios on average than companies 

that do not. This analysis, performed throughout chapter four, showed optimistic results. 

In fact, in almost all cases, for both small and medium-sized companies, the various 

consultants led to higher values than those recorded by companies that did not use the 

consultant. 

In an attempt to establish a model that could quantify the impact that the external 

consultants under analysis have on the financial indices taken as a reference by the 

companies, 32 linear regression models were then constructed to study the impact that 

each of the four consultants considered have on each of the four financial indices analysed 

throughout the thesis. The companies were divided into two groups according to their 

size, i.e., medium-sized companies were studied separately from small-sized ones. 

Although not all models obtained and not all variables considered were significant, the 

results obtained from the sample studied were generally encouraging. In particular, small-

sized enterprises seem to particularly benefit from the legal advisor and the insurance 

advisor, whereas the accountant advisor seems to be crucial for medium-sized enterprises.  

It is important to look at some of the results obtained trying to give possible explanations 

for the phenomena observed. In particular, the fact that for small enterprises the 

accountant consultant is only significant when considering the EBITDA to Sales ratio 

was unexpected. That is, the presence of the accountant consultant seems to have no 

impact on the other financial ratios for Veneto small-sized companies belonging to the 

Electrical Equipment Manufacturing Sector. This may be explained by the fact that this 

type of consultant, especially in small enterprises, is called in too late, when the situation 

is already very critical, and therefore it is very difficult for them to achieve significant 

results until after a long period of time. Another problem could be related to the fact that 

very often entrepreneurs who are in charge of small enterprises fail to fully understand 

the importance and potential of the help of a consultant and therefore do not collaborate 

with him/her even when it would be necessary, considering this collaboration instead as 

an avoidable expense. Among the entrepreneurs contacted to collect data for this research, 

some also pointed out that the economic and health crisis has left companies with a very 

tight budget, which they cannot afford to pay for external consultancy services except 
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through public funding. Many times, companies prefer to manage finance and accounting 

issues internally as they consider them to be fundamental parts of the company business 

and try to maintain maximum control over them. However, this may not be the winning 

strategy as an external and more neutral opinion may lead to a more effective funds 

management that is more focused on business development than on simply maintaining 

the levels achieved. 

These considerations may also explain why the financial advisor appears to have no 

impact on either the ROE or the ROI in the case of the small enterprises under analysis. 

Surprisingly, however, the situation changes as far as the legal advisor is concerned. The 

latter in fact turns out to have an impact on all the financial indices analysed for small 

enterprises. This result, which was certainly not expected, can be explained by the ever-

increasing complexity of contracts and government regulations, which make it incredibly 

useful to have a figure of reference who allows business activities to be carried out 

correctly. The figure of the legal advisor is also very useful when considering 

international trade relations, in this case in fact being aware of the rules governing 

international trade is essential and the support of a legal advisor can become fundamental. 

Even in the construction of these models, however, limitations can be noted. First of all, 

important qualitative variables such as the reasons for referring to a certain counselling 

figure, which were listed earlier in this chapter, were not taken into account within the 

models. Furthermore, the impact of consultants was only studied from a quantitative point 

of view. That is to say, the difference recorded in the financial benchmarks was studied 

but it was not considered whether there was an improvement in qualitative terms within 

the companies. The presence of consultants could improve the general working 

environment, reduce stress, improve communication, give a long-term vision to the 

company projects and enable new business opportunities among other things.  

One could consequently implement this thesis by contacting the companies that were 

studied and interviewing the entrepreneurs in order to develop an interview based on 

mostly qualitative aspects, as to whether they have experienced improvements in their 

working environment after having relied on an external consultant.  Another possibility 

would be to consider these aspects for other future research concerning the consulting 

sector.  

A considerable limitation of this thesis is the fact that the results are based on a sample of 

only 114 companies. Although this number is sufficient to draw interesting conclusions, 

it should be increased considerably in order to be able to study more definitive and reliable 
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results. 

Another limitation of this thesis is the fact that the situation of the companies before 

starting to work with a consultant and after starting the collaboration was not observed. 

Instead, different companies that use the consultant were compared with companies that 

do not. The reasons behind this are the difficulty in finding data, the reticence of the 

companies to state exactly how long the consultant has been working with them and also 

the difficulty in comparing the company results including also the macro-economic 

factors that are affecting it at a specific point in time. 

The limitations listed above are to be understood as ideas to deepen the results obtained 

by this research rather than as factors that devalue the thesis itself. The great potential of 

this thesis is also, and above all, the possibility of demonstrating in a concrete way how 

much the consultants are to be seen as resources and not as avoidable additional costs. 

Obviously, the choice of consultant must be influenced by the needs and objectives of the 

companies in order to be effective. 

Having analysed many of the limitations and potentialities of this thesis, in order to best 

conclude this study, the focus will be shifted on the value of the results obtained. Indeed, 

for the academic world these results can and should be seen as a starting point for further 

research in the consulting world. Many studies have already been done in this regard, but 

the field of Electrical Equipment Manufacturing and the counselling figures featured in 

this thesis have not yet been adequately analysed in the studies to date. For this reason, 

this thesis could give them prominence by allowing future students and researchers to 

start from an already established basis of study.  

On the other hand, this thesis can already be regarded as a useful tool in the hands of 

entrepreneurs and enterprises that have been analysed. In fact, for the medium- and small-

sized enterprises belonging to the electrical equipment sector and established within the 

Veneto Region, it is incredibly useful to already have at one's disposal data indicating the 

effect that the consultancy figures analysed have had within enterprises similar to them. 

For this reason, this thesis will be shared with a number of companies that participated in 

the study and expressly requested to have the results, and their interpretation, once the 

study was completed. However, companies that operate in the same sector but in different 

regions could also rely on this study to make their own relative assessments of the 

consulting world and whether or not they in turn could rely on external consultants.  

The investigative method adopted for this thesis research could then be replicated for the 

study and analysis of other professional figures that work both externally and internally 
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to companies. It would be possible, for example, to study the impact of an in-house human 

resources manager compared to relying on an external head hunting and recruiting 

company, again following the method and structure of analysis outlined in this thesis. 

That is, this research could be extended and replicated for different professional figures 

and different sectors, while maintaining the same analytical and investigative structure.  

Considering this, it is interesting to interpret the results obtained correctly, keeping in 

mind their limits and potentialities but at the same time understanding the importance and 

the possible future development of the consultancy sector. 
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