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History 

Aryana management consultancy firm was founded by a number of 

Sharif University of Technology alumni’s in 2001. Ever since its foun-

dation, it has been able to establish its reputation as the leading man-

agement consultancy firm in the country. During its 15 years of pres-

ence in the consultancy market, Aryana has been able to define a well-

established and long-lived relationship with a broad range of custom-

ers in different industries. This has not been possible without Aryana 

being able to provide its customers with “real value”, a given which 

seems to be lacking in the consultancy practice of many other firms. 

We do believe that the quality of the consultancy provided in the man-

agement consultancy market of Iran can improve and the reasons are 

as following. 
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1. Tool Orientation 

Each and every framework, tool, technique, 

etc., has been established in response to a 

specific management “need”. In other terms, 

the reason for which such tools have been 

developed has been to solve “true issues” 

and “real problems” of businesses rather than 

focusing on a mere “implementation” of such 

tools per se. unfortunately the prevalent man-

agement consultant’s mentality in Iran defies 

such rudimentary logic and therefore the use 

of such tools are not steamed from a re-

sponse to an organizational “issue” that such 

tools would tackle, but a need-or even urge- 

in the “implementation” of such tools itself. 

What has happened therefore is that such 

tools have defaulted on delivering what was 

promised by consultants and has resulted in a 

bad name for both consultants and the tools 

themselves.  

2. Limited knowledge and experience 

consolidation 

The aforementioned problem, which is the 

result of  lacking a problem-based approach 

in defining consultancy projects, has not only 

drained the trust in the effectiveness of con-

sultancy practices out of managers, but has 

also pushed consultants to uptake a rather 

unsustainable approach in defining new pro-

jects. The current market fad is trying to in-

crease the wow-factor of introducing new 

tools regardless of their justification which is 

obviously hurting every stakeholder in-

volved.  

Such approach has limited the potential for 

“consolidation of knowledge and experi-

ence” which in its own terms is a major by-

product of consultancy practices in leading 

firms around the world. No wonder why, the 

output provided from consultancy projects to 

a car manufacturer in Iran is not significantly 

different from that provided to a home appli-

ance manufacturer-even though the former is 

competing in a highly supported environ-

ment while the latter is competing in a de-

regulated environment. 

3. Inconsistency 

Another reason for which management con-

sultancy tools do not work is the 

“inconsistency” in up taking such tools by 

consultants in Iranian organizations. We be-

lieve that the essence of all such tools and 

their raison d'etre is to facilitate change and 

help organizations improve. Regardless of 

the tools used for such end, the consistent 

implementation of tools-and an avoidance of 

an “islandic mentality” is imperative. 

 And finally, we do believe that the only 

route leading to a successful consulting pro-

ject runs through facilitating true dialogue 

between the organization and the consultant. 

Consistent and face to face dialogues, along-

side an openness to making difficult deci-

sions steamed from such dialogues, is the 

one and only path down this road. It is 

through such approach that one would be 

confident in providing solutions to real prob-

lems.  
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Introducing the problem based ap-

proach to management and personnel 

In Aryana, we avoid using the predefined 

one-size-fits-all solutions for common look-

ing problems in different organizations. In 

our methodology, we approach to each pre-

sented organizational issue with one eye to 

the problem itself but another eye to the or-

ganization’s capacity for change, its previous 

approach, market dynamics, etc. What we 

Code of conduct and project  
implementation approach 
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strive to achieve in our approach is to ini-

tially redefine the “challenge presented” to 

an “approachable problem”, aka the problem 

based approach. The next step constitutes of 

sharing the problem with relevant organiza-

tional stakeholders in order to attain a shared 

mental model of the problem. This would 

help us in reaching consensus on the solu-

tion, hence increasing the buy-in of the solu-

tion and easier implementation. 

Incremental improvement 

The common misunderstanding in organiza-

tions is related to the lack of understanding 

and misperception of “change”. 

Every defined organizational project is ex-

pected to induce positive change. But if what 

the organization is expecting is not on the 

same page with the consultant, then the pro-

ject is doomed. As most organizational chal-

lenges don’t happen overnight and need time 

to develop, the reversal process of unwinding 

challenges would also take time and perse-

verance. 

We therefore believe that the expectation of 

“solving all challenges in short time” is not 

possible or unreasonable. But what is possi-

ble is incremental improvement and that is 

what we help organizations achieve. 

Consultant as a facilitator 

What Iranian organizations expect when they 

hire consultants is that consultants should 

approach the organization in the same man-

ner that a mechanic approaches a broken car 

or a surgeon approaches a patient.  The con-

sultants should get in the organization, fix 

the problem and get out. But the truth is that 

challenges in the organization only get 

solved through collaboration. 

The reason for which managers in organiza-

tions have such mentality is that they either 

“don’t believe in the defined project” as 

these projects have been force-feeded to 

them from above, or steam from the “lack of 

trust in their own employees” and would pre-

fer all the load to be lifted by consultants. 

We believe the role of the consultant to be 

the facilitator role rather than anything else. 

Collaboration between the managers, em-

ployees and the consultants is rudimentary 

and this is only possible once the managers 

believe in themselves the project and their 

employees. 5 



Our expertise in the management consultancy 

field ranges from high level organizational plan-

ning to “function improvement” projects such as 

HR management and process management.   

Overall we strive to provide “real value” for our 

customers by solving their most pressing organ-

izational issues, most of which is related to defin-

ing and implementing strategy. 

 Our experience suggest that the most challenging 

aspect of each “strategy definition and implemen-

tation” project is the lack of organizational coop-

eration in drafting the organizations strategies. In 

other terms organizations would rather outsource 

their thinking obligations than take the burden 

themselves. 

Our approach to overcoming this problem is 

through what we call “pragmatic learning” in 

which a team of managers and high ranking experts 

of the organization, cooperate with consultants to 

draft the organizations strategies. 

The next major concern in such projects is what we 

basically define as a shallow implementation. High 

level managers might know what the organizations 

strategy is all about and what their role is in it-as 

they have been involved in defining it- but other 

members of the executive body and personnel just 

tend to have heard about it or have a limited under-

standing of it.   

To overcome this problem, Aryana cascades the 

defined strategy throughout the organization by us-

ing the balanced scorecard method in which each 

strategy is broken down to the defining elements 

understandable in each business unit. 

Services and expertise 

6 



 

The “Automotive and assembly” industry in Iran is 

the second major industry only after “oil and gas”. 

The core characteristic of this industry has been due 

to the dominance of two key players striving to gain 

upper hand alongside a number of smaller one’s 

which have been pushing to increase market share. 

Numerous other small and large piece makers are 

also serving as suppliers while a good deal of sup-

plies are also imported from outside the country. 

Again and as with many other organizations enjoy-

ing a relatively strict monopoly, the two major pro-

ducers have been slow in picking up key aspects of 

competition. 

But again as Iran is opening its gate to foreign auto-

makers with better products, local players are start-

ing to feel the necessity of change and we are proud 

to have been able to be their change agent. 

What we do 

Business strategy and change management 

Through our business strategy and change manage-

ment projects, we have been helping our auto in-

dustry customers find there place in the volatile 

market place and build upon that for further ad-

vancements. We have helped them revolutionize 

the way they see and do their businesses from 

sourcing and production to functional and strategic 

planning. 

Human resource management 

Our team of experts have also been helping our 

auto industry clients on their human resources 

management needs. The services provided have 

been mainly in the field of human resources per-

formance improvements. 

Automotive and assembly 
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Insurance 

Though the insurance industry has quite a history in the Iranian market, its devel-

opment and maturation has been slow and gradual. The reason for this has been 

the near half century dominance of the governmental insurance organizations 

which led the market to sell mainly auto and health related products and very few 

products in other categories. Recently, as of other industries, insurance has opened 

its way to newly established private organizations and the competition has there-

fore uplifted. But as the competition is becoming more fierce, organization not 

only strive to increase their market share in standard products but also tend to look 

into more untapped segments of the markets. The current look is fixed on life 

products and its other subcategories which has been a vastly unserved market. 

Show a figure of the trend of the market growth in different segments and the fore-

casted growth in life 

What we do 

Business strategy and change management 

In this rapidly changing environment of the insurance industries, well established 

organizations compete to maintain and increase their market share while new 

founded organizations compete for survival and growth. Throughout our business 

strategy projects, we have been able to help organizations better understand the 

business dynamics of this new era, develop ways to better compete and also ex-

plore new opportunities for growth. Alongside that we have been the change agent 
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to which organizations turned to, when they needed help in implementing of these 

strategies.  

Business development and NPD 

Though, as in any other industry, products and services provided by insurance or-

ganizations require frequent updates and revisions to remain relevant through time, 

this has not been the case in the insurance industry. The reason for such stagnation 

in creativity and innovation has been due to the role of government and its inter-

ference in the industry. But as the business environment has become more de-

manding and as privatization has forced competition, businesses have realized the 

role of business development in the growth of their businesses and we have been 

there to help them out. 

Sales, Marketing and Retail management 

The sales function in Iranian insurance firms is highly dependent on an extensive 

sales networks that consists of different layers of branches, retails and agents. For 

an insurance organization to succeed in the marketplace a strategically managed 

sales network and retail is a must. Through such a network they would be able to 

expand their brand presence, product reach and customer satisfaction which would 

latter on translate to higher product sales and customer loyalty.  

Our team of experts have helped insurance organizations fulfill their need of a 

clear marketing strategy and retail management approach.  
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prove and adjust to meet the new needs and 

demands. 

What we do? 

Strategic management  

As we have been actively helping out our 

customers who are present all areas of the 

mining industry value chain, we are in a po-

sition to provide thorough and in-depth ad-

vice based on hands-on knowledge.  This is 

the reason why numerous clients turn to us in 

order to find advice for their long term and 

strategic planning. Our services also extent 

beyond that and also includes implementa-

tion guidance’s for the plans in place and 

also advices on ad-hoc issues that not many 

are fitted to provide.  

Iran is a country rich in different kinds of 

minerals and the mining industry has been-

and most probably for a long time will re-

main to be-one of the main economic drivers 

of the country. But as Iran is passing through 

an input driven economy to a more produc-

tivity based one, this sector has been strug-

gling to catch up. Low margins and high 

waste is replete in the practice of different 

players of this industry and they have re-

cently come to realize that such practices 

would not be sustainable unless they adhere 

to change. 

Aryana has been the change agent for a num-

ber of the biggest players in the mining in-

dustry and we are still helping them to im-

Industries and Mines 
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Not long ago, utilities and electric companies 

in particular used to be state owned enter-

prises, governed and managed by the minis-

try of energy. Such companies, from power 

plants to distribution companies, were 

founded on governmental rather than busi-

ness justifications and given their situation 

they were not the most efficient ran organi-

zations either. Short sightedness and ad hoc 

decision makings alongside sloppy business 

processes were just among the most obvious 

of their problems.  

In the previous decade, a chain of events, one 

of which was privatization, the playing field 

and ground-rules has changed for many en-

terprises.  

Such a shift has pushed the management and 

new owners of these enterprises to rethink 

their businesses on two levels. They have 

been asking that is keeping the business 

given their situation justifiable and if yes, 

how can the enterprise become more busi-

ness-like and efficient.  

What we do? 

Strategic planning 

Aryana has been able to help many of these 

enterprises find business justification and 

improve their efficiency. We have been also 

helping regional electric companies which 

are yet state owned, to adjust themselves to 

the new environment and stand on their own 

foot. 

Alongside the electric utilities, Aryana has 

also been providing its services to suppliers 

and other providers of the electric industry. 

We have been able to provide guidance on 

strategy and planning to a number of key 

turbine and transformer producers of the 

country. 

Power plants, distributors  
and regional electric companies 
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