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360° Consulting 
360° Consulting is a business unit of 

SiEmpresas S.A. devoted to corporate 

consulting. Our consulting services are 

provided to medium and large sized 

companies that want to increase their work, 

efficiency, effectiveness, costs, 

competitiveness and others, by using Internet 

and the latest Technologies on a strategic and 

tactical fashion.  
 

SiEmpresas S.A. created 360° Consulting as a response to the needs that companies have to 

better faceoff the environment (market) and their internal situations. This consulting work is the 

result of over 50 years of experience in business management issues, implementation of leading-

edge technology solutions for businesses and cutting-edge developments for Internet. 

 

360° Consulting will be a constant ally for our customers, generating value for every project we 

work on. The customer is our reason for being and as such, our mission is to offer him and his 

company high Value solutions that profoundly improve the current conditions, solving problems of 

any size, with the conviction that with our solutions the client will succeed and have a soaring 

Return On Investment. 

 

More Info: http://en.consultorias360.com/consulting-services  

 
 
 
 
 



	
  

3 

	
  

 360° Vision: A Thorough Look at Organizations 

 

Businesses are organisms that although they can't breath, but 

they must be seen and understand as a whole. With a 360° 

vision it will be possible to understand the company and how 

the different areas interrelate. 

 

At the same time, Innovation, Internet and Technologies 

should permeate with the business on the 360° perspective. 

For example one common mistake is to see Internet as a 

channel where only the marketing and commercial 

departments intervene, where other areas, like logistics, 

production and financial can take advantage of this medium 

to reduce costs and become more effective. 

  

It's not unusual that companies see Internet and Technologies as something external, almost 

alien to the organization. This is also a mistake because any effort on these subjects must be 

aligned to those done by the company on the real world (brick-and-mortar). 

 

But how do you rate your company with respect to Internet? To answer this issue, please respond 

the following questions: 

 

• Does your organization have a high quality website? How do you define high quality? 

• Does the website add value to the consumers, the providers and/or the distributors? 

• The experience a user perceives through the website resembles that of a store (brick-

and-mortar) or the call center of the company? Why? 

• Is the website an expenditure or an investment? 

 

If you were unable to answer any of the previous question, you hesitated or had a negative 

response, it is time for your company to change. 360° Consulting is here to be by your side and 

guide you through this change. 

 

In the following diagram we want to share with you our 360° vision for the average company. This 

vision changes from company to company and can easily de adapted to different needs and 

situations. 
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Diagram property of SiEmpresas S.A. and 360° Consulting 

 
 

More Info:	
  http://en.consultorias360.com/consulting-services/360d-vision   
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Expected Results with 360° Consulting 

The needs and requirements are unique to 

every single client and this is how we proceed 

with our consulting services. In every work we 

take on, we strive to offer the greatest possible 

Value to our clients offering the best of our 

capacity and knowledge. Always, every single 

time! 

  
With our consulting work we maximize the ROI (Return On Investment) of our clients. This is 

accomplished by providing solutions that are creative, innovative, viable and with high impact that 

can be used by organizations on the short, medium and long term. We also provide Actual 

Transfer of Knowledge by involving from day cero the client's core team. This interactive and 

participatory methodology where findings are immediately transferred to the client and its 

workgroup makes knowledge palpable and easy to be used and applied. 

 

As we progress with the consulting work the client will be assured that he has hired an ally that 

speaks his same language. The team behind 360° Consulting has ample knowledge and 

experience in management (top management, marketing, sales and others) and technical 

subjects, allowing us to understand you and mediate with other areas to accomplish the 

organization's objectives. 

 

The quality of our work is 100% guaranteed. We can't guarantee the execution of our findings 

because of the high uncertainty it has, like political or economic instability or for example the 

resignation of a key player inside your company. These and other situations can totally change 

the result of the consulting process. However we are certain about the quality of our work and we 

back it up since day cero until the day we end our services with your company. 

 

As part of our guarantee statement and our continuous interest for the best results of our 

consulting work, we offer our clients two follow-up consulting sessions. These sessions are 

generally held 6 and 12 months after we end the consulting service, although these times can 

change due to a common agreement with the client. The additional sessions have no extra 

charge for the client, except transportation and per diem. 
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Our reason for being is our clients and we strive to be the client's greatest allies and accomplish 

their corporate objectives. We work hard and we don't just look after your goals but if it's possible, 

we go further. 

 

Every time we start a new consulting assignment we establish the goals with the client and the 

time this will take us. This is a group work, interactive and participative, where both the consulting 

team and the client's team work together to reach the goal. During this process several 

methodologies, focuses and resource will be used to accomplish the goal. The obtained result will 

be palpable and can easily be implemented in the organization. This is our promise, obtaining a 

high value result for our client's organization. 

 

In a short brief, when you hire 360° Consulting your company will obtain a high quality 

consulting where concrete proposals to take advantage of Internet and Technology will be 

submitted, analyzing the particular needs of the company's areas and processes. As the result of 

this consulting the company will be able to make developments and internal changes (that can be 

accompanied by 360° Consulting) to augment productivity, reduce costs, increase the number of 

clients and sales levels, while producing greater profitability and facing competition and the 

market's new requirements. 

 

In 360° Consulting we like to surprise our clients with innovative and high value solutions. It will 

be our pleasure to show this to you and that is why we want to hear from you. If you are 

interested, please contact us. At the end of this document you'll find our contact information. We 

hope to hear from you soon! 

 

 

 

More Info: http://en.consultorias360.com/value-proposal  
 
  



	
  

7 

	
  

Position Papers 
From time to time at 360° Consulting we create position papers (or whitepapers) and articles, 

taking on different topics related to Management, Marketing, Sales, Strategy Development and 

others, with emphasis on Internet and Technologies. The main objective of these whitepapers is 

to help companies on their quest to have better conditions, including increase in sales, costs 

reduction, entry to new markets, developing of new products and creation of a better working 

environment. We believe that using Internet and Technology in a strategic and tactical manner on 

the daily life of companies will be a huge asset for facing off this and other challenges that can be 

easily turned into opportunities. 

 

As a preview of the topics we deal in at 360° Consulting, we present the following articles. For 

more articles, please visit our Blog (http://en.consultorias360.com/blog). 

 

 

 

 
PP No. 1 - The Wastage of Internet and Technologies in 
Companies 
It is difficult to think of a company that nowadays doesn't use technologies. In one way or another 

technology is a part of our daily life, including businesses, some using it more than others.  The 

most basic companies and does that run away from technologies will at least use electricity to 

power a light bulb and might have a phone. However this is not the rule, but rather the exception. 

Most businesses use technology massively, with computer systems and software that helps 

manage resources, sales (POS) and accounting. In the other end you will find companies that run 

on technologies and their operations would break down if you had to remove the technology 

factor. 

 

Technology is a basic component of enterprises, although one can argue that penetration varies 

from company to company. In any case, most businesses consider technologies and the areas 

that provide them as support areas, almost alien to the organization. This included businesses 

where systems are vital and they don't see technology areas as strategic ones, but as support 
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ones. This is part of the classic management vision, something that is rapidly changing due to the 

fast growth of technologies and leveraged by the changes brought via Internet. 

 

The way businesses are understood has dramatically changed in the last 15 to 20 years because 

of Internet. This medium has had a penetration no other medium has ever experienced before. 

Just in Latin America the official numbers talk of an Internet penetration of 30%, reaching a 

staggering 50% in Chile, 49% in Argentina and 45% in Colombia . In North America the 

penetration has reached to 75% . From any point of view these numbers are amazing and are 

prove of the social phenomenon that is Internet. This is a medium that cannot be dismissed, that 

has changed the way of life and it's changing how businesses are made. 

 

Currently and more so with the pass of time, the question has changed from "Do we create 

presence in Internet?" to "How do we create presence in Internet?". Internet has become a 

necessity, almost a market requirement. For example, nowadays it's unconceivable that a Bank 

lacks Internet presence and that it doesn't allow its client to at least check the account balance 

online. However you can see how many Banks went online just to meet market demands. In other 

words, these Banks responded to the market's minimum demands but didn't consider the long run, 

thus enabling them to grow and offer additional services. There are relative few Banks that offer 

High Quality websites that help answer their customers or potential costumers' inquiries, which is 

something as easy as providing clear information on how to open new products or being able to 

open them online. This is a problem that is not only seen with Banks, but with many type of 

businesses. 

 

Something quite similar happens with technology on businesses. Very few companies have been 

empowered by the technologies and have made them a core component of the organization. 

When this technology empowered vision is present, every time the company updates its strategy 

and vision, technology is able to play an active and participative role, responding to the corporate 

needs. What usually happens is that technology changes with the organization's needs, but a 

much lower pace, relegating itself from the rest of the company. 

 

The main problem is that companies usually see Internet and Technologies as support areas. 

The company has a clear vision, a defined strategy and the "important areas" are aligned with 

them: top management, marketing, commercial, logistics and productions. However this lists 

rarely includes systems, technology and software development areas. This means that these 
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areas, although they might be important, are not strategic but instead are support areas. Having 

this classic vision was fine some years ago, but with the speed the world is moving this vision has 

to change. All technology related areas must start to be seen and act as strategic areas, 

completely aligned with the company and that are able to respond the same way areas like 

marketing do. 

 

Technical areas, as part of their sync with the strategy of the company, must learn to speak 

"management language". These areas are responsible for the current and future state of the 

organization, and that's why they must be part of the company's main team. They must be active 

leaders when it's time to propose new solutions, since these are areas that have a complete 

vision of the company. 

 

When technical areas are included in corporate decisions, they will start to be responsible for the 

same objectives as other areas: cost reductions, more income and more clients, among others. 

And these objectives are no different from the ones sought by other organizations, being 

objectives almost natural for the technical areas, except that previously proposals on these fields 

came from other areas. Great savings and increase on income is a natural responsibility of the 

technicians, since they can be achieved via technology and especially Internet. 

 

A very simple example where costs saving decision can be seen is when organizations decide to 

reduce paper consumption, a decision that many times is not proposed by the technical areas. 

This change requires the complete support of the technical areas, but this proposal is usually 

submitted by other areas. For example, Marketing might be responsible for this proposal as a way 

to increase corporate responsibility. Now, what are the implications of such a decision? According 

to a study held by the European Union, companies that have stopped printing invoices and are 

creating them by electronic means are saving 2 Euros per invoice. This is a huge saving, if you 

take into account the large number of companies that print an invoice for thousands of customers 

on a monthly basis. Something to take into account. 

 

Strategic and Tactical Use of Internet and Technologies 

 

When organizations start seeing their technical areas as part of their corporate strategies, they 

can take great advantages. With this vision, any technological endeavor and Internet 

development will benefit the whole company, working for wide objectives and values. This will be 
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a whole new company, with a greater number of people engaged and working on bigger and 

more ambitious projects. 

 

From this point on we'll be working with an example. Acme Delights (AD) is a company that 

currently has 5000 direct employees and produces all type of candy, soft beverages and fast 

foods. AD has direct presence in 8 Latin American countries, some just as distributor and in 

others also as producer. Recently the company was acquired by a French organization that has 

defined 3 strategic goals: reduce costs in 5% in one year, increase sales in 8% in one year and 

go into 3 new foreign markets within 2 years. They have stated that they won't fire anyone, in fact 

that if needed, personnel can grow up to 10%. The quality of the products must also stay the 

same. 

 

DA has many information systems that helps the company with production, providers, sales, 

financial and accounting control, among others. However the systems department has always 

been seen as an outsider that supports the company and plays a secondary role. This area 

responds to the requirements requested by other areas but is not proactive, having perfectly 

understood its role on the organization. For this reason, executives are worried by the role being 

played by the systems area, since they believe this area is a key factor to the situation they are 

facing. 

 

If the systems area continues to play the same role, nothing new will happen. The other 

traditional areas will have to see how they can reduce costs and later tell systems what they have 

to do in order to comply with the new directive. The role played by the systems area will be totally 

reactive and responding exclusively to the requirements requested by other areas. 

 

When this vision is modified and systems becomes a strategic area results will be drastically 

different. Systems will change form a passive, quiet, reactive role, to an active one where 

decisions are taken with the other areas of the company. Furthermore, its knowledge of the 

business (not as profound as maybe other areas) plus the fact that they work with all the areas of 

the company, leads them to have a privileged view of the company. The people from this area 

can start to propose new and creative solutions, knowing for example what is being done in 

Internet by others and how these proposals could affect the company. If this area compromises 

with the corporate vision, it can take the company to new bearings. 
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Continuing with the example and assuming that the systems area had a change of role, the 3 

objectives proposed by the French parent company can be accomplished with proposals 

submitted by this area. The company has many computer systems, but now with the active 

participation of this area new proposals can be made and that have not been identified by other 

areas because it's not their responsibility. Among others, they can propose new systems and 

upgrades, a better physical infrastructure (better hardware and networks) and better 

communications with providers, distributors and other via Internet. These proposals are not the 

result of one day of compromise of this area, but is probably something they new way back. 

However since they use to be a support area, no one had asked them to actively participate. 

 

One of the ways to accomplish these 3 objectives is to use Internet on a strategic fashion. 

Systems have already proposed to use Internet to communicate with providers and distributors. 

In fact this one of the areas where Internet can be of great value and help enterprises reduce 

costs and optimize operations, except that this is usually missed, as companies believe that 

Internet is exclusively for sales and marketing. The truth is that Internet can and must be used by 

every area of the company, including financial, legal and logistic areas, creating real solutions 

that go beyond the usual email applications. 

 

Now for the traditional use of Internet by marketing and sales and the addition of the systems 

area, the company will be able to create a great development to be used to enter the new 

markets. Many websites lack strategies and are not aligned with corporate vision. That is to say 

that Internet is seen as another medium but not necessarily aligned to the corporate strategy. 

When it is aligned, this channel can be better used and taken advantage, just as a company does 

with a physical (brick-and-mortar) store or an office, seeking the same corporate objectives. The 

company must also know who the Internet users are and how they relate to different situations, 

something that many times is unknown. 

 

Every letter, image, video or element on a webpage must have justification. If this is not the case, 

the Internet presence is not responding to the needs of the company. This used to be the case at 

DA and they're working on changing this vision to obtain greater benefits. With this new vision it is 

seen that marketing can use Internet for all their campaigns, so executives instruct marketing to 

work with systems any current and future campaign. 
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When the systems area proposal is supported the company will be able to enter the 3 new 

markets with an Internet strategy that is much cheaper than the traditional market strategy. 

Instead of spending thousands or millions of dollars on publicity on traditional media like TV, radio 

and press, a similar and much cheaper Internet campaign can be devised. For example, a high 

quality and striking webpage can be created, aligned to the corporate strategy with high value for 

the clients and with advertising on this media. However this doesn't imply that traditional media is 

not used at all, because it can be used as complements to the Internet strategy. 

 

 

The corporate vision that is proposed on this paper can be something natural for some 

companies; however most will see this as something big and traumatic. This is not entirely true, 

because the change is not as big as might be seem. The systems area and the developments 

they create have always served the company, except that they have been supporting and not 

main actors. The change is just to tell these areas that the company wants to use them better, be 

more compromised with the company's activities and that the company desires a greater return 

on the money invested on these areas. 

 

Internet with its great boom will surely be the breaking point to start this transformation. When the 

question is "How do we create presence in Internet" and the answer is "In the best possible way", 

technical areas start to play a major, strategic and tactical role. In the same way you wouldn't 

want your company's products being produce by inexperienced hand, you want to have the best 

for the development of Internet and that is why systems and technical areas must play an active 

role. And since the objective is not to have an Internet presence just to say you have it, this 

presence must answer the corporate objectives. 

 

The world is changing at amazing speed and with Internet it is being said that we live in 

exponential times. However it is still time to make this changes and doing them before your 

competition. It is time for companies to give the best they have, investing in technology and 

Internet and by doing this, establishing guidelines and standards for the market and business 

sector. But the changes have to take place now, because today is not too late but the same thing 

can't be said about tomorrow. 
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Our Team 
The team of 360° Consulting is an interdisciplinary group of professionals with different ages and 

experiences. Together, this team has over 50 years of experience in different Management areas 

like top management, marketing, sales and human resources, mixed with Technical and 

Engineering areas. The group has a strong emphasis on management subjects, but this 

knowledge is combined with Systems and Computer Engineer (similar to Computer Science) and 

also Electric and Electronic Engineer. Our team has worked on the development of several 

technology platforms, including ERPs, CRMs and Internet systems, playing different roles like 

developers and project leaders. 

 

 
Andrés Julián Gómez 
360° Consulting Director 

Andrés Julián is a graduate of Systems and Computer Engineering with option in Business 

Administration from Universidad de Los Andes (Bogotá, Colombia), besides having a major in 

Electronic Commerce from this same university. Andrés has been involved in Internet related 

projects since he was 15 years old and hasn't stopped since. He has extensive experience 

leading project from top management and has also worked on marketing and commercial areas. 

In this works he has often assumed the role of consultant, mediating between management and 

the technical areas. 

Andrés defines himself as an entrepreneur and has performed several project of this nature. In 

his spare time he writes and maintains the Blog Un Emprendedor. He also actively participates in 

Active 20-30, an international civic organization dedicated to help underprivileged kids.  

 

 
Manuel Enrique Montes Contreras 
TI Director and Senior Consultant 

Manuel is an Electrical and Electronic Engineer, graduated from Universidad de los Andes. He 

has worked for over 5 years in business development projects in the area of Information 

Technology (IT) and in marketing and positioning of new technologies. He led the software 

development of SuEstacion, focused on the systematization of processes in the sector of gas 

stations in Colombia. He also worked on the development of a nonprofit entity responsible for 
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disseminating tourist alternatives in Colombia through the use of new technologies. He currently 

serves as Director of IT at SiEmpresas S.A. and accompanying consultant of 360° Consulting. 

 

Fernando Alfonso Montes Sarmiento 
Senior Consultant and Business Solutions Advisor 

Fernando has over 40 years of experience in business administration, time in which he has 

worked with gas stations, auto dealers, auto repair shops and mining of coal and limestone, 

among others. He graduated from Universidad Santo Tomás (Bogotá, Colombia). He also has 

studies related to economics from Universidad de los Andes, psychology from the UNAM 

(Mexico) and several courses on sales, marketing and computers.  

 

More Info:	
  http://en.consultorias360.com/about-us/our-team   
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Corporate Information 
Thank you for reading our Press Kit. If you have any doubt, inquiry or comment, please don't 

hesitate and contact us. It will be our pleasure to hear from you and answer your questions and 

requirements. 

 

Here is our contact information: 

 

• Company: SiEmpresas S.A. – 360° Consulting Business Unit 

 

• Contact: Andrés Julián Gómez Montes 

                             360° Consulting Director 

 

• Phone: +(57) (1) 381 9527 

 

• USA Phone: +(1) (786) 462 3379 

 

• Cell Phone: + (57) 314 222 3932 
 

• Email: andres.gomez@consultorias360.com 

 

• Website: http://en.consultorias360.com 

 

 

 

More Info: http://en.consultorias360.com/contact-us  


