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General Description and Intent:
This course is designed to overview the management consulting profession with an emphasis on strategy and organization consulting. Attention will be placed on conceptual understanding and skill proficiency for practicing consulting. The course is relevant to those 1) who are specifically interested in consulting careers and / or 2) whose current or future job interests include staff consulting or line management with the use of consultants. 
Learning Objectives:

The purpose of the course is to provide an overview of the “world” of consulting, develop the basic conceptual and skill-based understanding required to practice consulting and preview some aspects of a career in consulting. 

Specifically, during the course, you will have the opportunity to:

· Gain knowledge of strategic and organization consulting issues and practices
· Improve your ability to define key factors and issues relevant to a consulting engagement, examine their inter-relationships and learn to work with them conceptually  and practically
· Learn the mindset and thinking process in various types of consulting projects
· Understand the basic consulting process, roles, styles, methods and skills
· Become familiar with the typical phases of any consulting project including: selling a project, entering the client organization, contracting,  gathering data, diagnosing issues, selecting appropriate actions, implementing solutions and leaving

· Gain practice in conducting a field-consulting project
· Improve your ability to present analyses of issues and organizational problems in a concise, accurate, clear and interesting manner from the perspective of a consultant
· Gain exposure to a variety of processes and interventions involved in the arenas of strategic and organization management consulting and understand how they are similar and different

· Learn how to match your individual strengths, weaknesses, likes, dislikes, personality and goals with consulting opportunities, demands and behaviors so as to help you enhance your placement and career opportunities in or outside of consulting

· Learn about the various functional specialty areas that have emerged in the consulting industry 
· Gain information about and assess consulting careers, opportunities and concerns

· Recognize ethical and cultural  issues in consulting

Learning Methods and Evaluation:

The following sources and methods will be used to enhance student learning:

· Interactive presentations and lectures

· Exercises and class discussions

· Case analyses

· Assigned readings

· Team working sessions
· Consulting team field projects and presentations

· Guest presentations by practicing consultants

· Individual research paper

Student evaluation will be based on (see more detailed descriptions in following pages):

· Class presence: your participation, contribution and engagement in class discussions and in team work, including team member peer evaluations at semester end (20%)
· Individual research paper (choose one of two choices): 1) an original paper dealing with an important issue, interest or opportunity in consulting; 2) a self-assessment and analysis paper of your knowledge, skills and fit for a particular type of consulting. (35%)
· Team consulting project: a field project involving developing a client engagement, performing consulting services for that client and presenting the results to both the client and the class. (45%)
Required Text Readings:

Block, Peter. Flawless Consulting: A Guide To Getting Your Expertise Used, 2nd Edition. Jossey-Bass/Pfieffer. 2000. (B)
Fombrun, Charles and Mark Nevins. The Advice Business:  Essential Tools and Models for Management Consulting. Pearson/Prentice Hall. 2004. (F&N)
Greiner, Larry and Flemming Poulfelt. The Contemporary Consultant – Insights from

Experts. Thomson South-Western Publishing. 2004/5. (G&P)
Greiner, Larry, Thomas Olson and Flemming Poulfelt. The Contemporary Consultant –Casebook. Thomson South-Western Publishing, 2004/5. (GOP)
Posted on Blackboard:
Jamieson, David. “Prelaunch” in Rothwell, W. and R. Sullivan, Practicing Organization Development and Change, Second Edition.  Pfieffer (2005). (J)
Jamieson, David and Terry Armstrong. “Client-Consultant Relationship: What It Takes To Create Value” in Buono, A. and F. Poulfelt, Client-Consultant Cooperation: Coping with Complexity and Change. Information Age Publishing, Inc. (in process for 2008) (J&A)
Jamieson, David. “Your Consulting Style” Consulting Today. Vol. 1, No. 2 (Spring, 1998). (J)
Other articles as needed during the term.

Focus on Cultural and Ethical Issues:

It’s also important to understand how cultures affect consulting and how to identify and address ethical issues in consulting. Individual cases and readings from the texts will help to address these issues, as well as, various class discussions. 
Guest Lecturers:
Occasionally, guests will be invited to provide information concerning their particular consulting expertise, their type of practice, their Firms or particular issues in the world of consulting.
Student Evaluation Descriptions:

· Class Presence means that you show up and that you participate and contribute, as a colleague, in presenting and discussing the material. No distracting behavior. No blackberry, non-course related computer use, email or texting. Inquiry and learning are the sole purpose of this course and our time together. 
Team Member Peer Evaluation: Forms will be distributed for use by each team in evaluating their team mates. These will be collected at the end of the semester.
· Individual research paper (choose one of two choices).
· an original paper dealing with an important issue, interest or opportunity in consulting. These could take many different forms ranging from a future development in the industry or a new approach to consulting to a new market opportunity or better way to educate or manage consultants.. Develop and support your essay as if your paper would be published in a trade magazine on consulting.
· a self-assessment and analysis paper of your knowledge, skills and fit for a particular type of consulting. This should be an honest assessment to help you develop your skills for the future. Consider your strengths and weaknesses, style, personality and experiences in determining the type of consulting and your fit. If you chose this option, discuss the focus of your paper with me by the end of our third week. Use relevant literature and experiences/examples from your project or your work to support your conclusions.
The paper must be printed, double-spaced, and is due in class on December 4th. It should be 10-15 pages in length. The style of presentation and format is your own choice -though it should be professional, interesting and readable. Whichever alternative you choose, you should ask one other student/colleague to read your completed paper and comment on it before you submit it.
· Team consulting project is a field project involving developing a client engagement, performing consulting services for that client and presenting the results to both the client and the class.
This major field project requires that you develop a client engagement and perform consulting services for that client. Each team will identify one organization setting in which they can share the responsibilities of the consulting project. Its purpose is to improve your consulting skills through the actual performance of a consulting assignment. 
You are asked to work in four (4) to six (6) person teams. Your team will identify a potential client and project, negotiate a defined assignment, enter the client organization, gain access to needed data and employees, identify and diagnose issues /problems and deliver a report with recommendations intended to result in positive and lasting changes. You should have your team formed and hold sufficient meetings to discuss and decide on a potential client, organize how your team will operate and determine meaningful roles for each team member by the end of the fourth week. The client should be secured through a written proposal, a copy of which is due in class as noted in the syllabus. 
Work for the client should begin no later than mid semester. Your client contact must be a responsible individual in an organization that has a problem / opportunity / issue in need of consultation. Such study areas can range from marketing to business strategy to HR, organization and system issues. The project should be sufficiently focused so as to be completed within the limited time of the course.
A professional oral presentation (with printed copies of overheads or power point slides) and your team’s project work during the semester will provide the basis for evaluation and feedback. The oral presentations will be made during the last two weeks of class. Your client is invited to hear your presentation at that time. If your client cannot make it that day, an audience of student peers will listen to and critique your presentation. The oral report should be approximately 20 minutes in length, and if you client cannot be present, your report should be presented as if the client was the primary audience. We ask that during your presenting time in the last two weeks that in addition to your presentation, you also summarize issues/problems that arose during your engagement and key learnings from this consulting project. If your client cannot make it, you are required to make this same presentation to your client before the end of the semester or as soon as can be scheduled with them. 
Based on requirements developed with your client, you may be asked to provide a written report for your client (and then for us as well). If your client requires a report, your report should include a description of (1) the client organization, (2) how you entered and what you contracted to do, (3) your methodology and (4) your identified problems / issues and recommendations. In the report provided to us you need to include a fifth section describing what you have learned about consulting as a result of performing this project. Your grade on the team project is a ‘team grade’ that will be assigned equally to all members of the team. In addition, you will each evaluate the other members of your team on their teamwork and effectiveness as a team member. These ratings will be due at the end of the semester and become part of each person’s participation grade. 
Academic Integrity

Academic Integrity is a critical value of the University Community.

Integrity violations destroy the fabric of a learning community and

the spirit of inquiry that is vital to the effectiveness of the University.

Academic integrity policies, the description of prohibited behavior,

and the appropriate sanctions are described in SCAMPUS
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Course Outline and Assignments
	Week/Dates
	Content /Topics
	Assignments

	1- Aug. 28 
	The Consulting Industry

· Overview of course
· Schedule, expectations, organization
· Structure of the industry

· Types of firms and practices
· Functional specialty areas

· Begin team formation

	G&P, Ch 1: The Changing Global Consulting Industry
F&N, Ch 1, 2: The Advice Business; Anatomy of a Consulting Firm
GOP, Case: McKinsey & Co.

	2- Sept. 4 
	Consulting, Consultants and Help

· What is consulting?

· Types, styles, skills, values

· Self assessment/self as instrument

· Models, philosophies, methods

· Consulting as a profession

· Field projects discussion and team formation

· Possible guest
	B, Ch 1: A Consultant By Any Other Name…

B, Ch 2: Techniques Are Not Enough

G&P, Ch 2: Professionalism in Consulting
F&N, Ch 3, 23: Thought Leadership; The Consultant’s Role
J, “Your Consulting Style”


	3- Sept. 11
	Marketing & Selling Consulting Services

· Understanding clients and value

· Firm/practice strategies and client expectations

· Internal/external focus

· Proposal development 

· Team: clients/projects

· Possible guest
	G&P, Ch 3: The Marketing and Selling of Consulting Services
B, Ch 3: Flawless Consulting 
F&N, Ch 9, 26: Developing Proposals; Consultancy Marketing

GOP, Case: Bain & Company 
Individual Paper  Topics/Focus Due (Option selection)

	4- Sept. 18
	Front End Work in Consulting

· Entry

· Stakeholder identification

· Relationship building & management

· Project mapping

· Contracting

· Team preparation for client proposals and contracting
	J, “Prelaunch”
J&A, “Client-Consultant Engagement”
B, Ch 4,5,6: Contracting Overview, The Contracting Meeting, The Agonies of Contracting
F&N, Ch 19: Consultant/Client Partnerships


	5- Sept. 25
	Data Gathering in Consulting

· What, who & how

· Review of methods

· Practice sessions

· Possible case

· Possible guest
	B, Ch 11: Getting Data
F&N, Ch 11: Gathering Data and Diagnosing Situations
Case-TBD
Field Project Client Proposals Due

	7- Oct. 2
	Diagnosis: Analyzing & Framing

· Understanding what’s going on

· Making sense of the client’s situation

· Feedback strategies & methods

· The role of resistance

· Project team preparation

· Possible guest/case
	B, Ch 8, 9,10,12,13,14: Understanding Resistance; Dealing With Resistance; Diagnosis to Discovery; Whole System Discovery; Preparing for Feedback; Managing the Feedback Meeting


	8- Oct. 9
	Specialty Consulting: Strategy & Organization; M & A; 

· Strategy consulting

· Development of organization consulting

· Historic and contemporary change consulting

· M&A consulting: advising to integration, common issues

· Possible guest

· Team meeting


	G&P, Ch 5, 13: Strategy and Organization Consulting; Consulting to Integrate Mergers and Acquisitions



	6- Oct. 16
	Managing Engagements

· Project management skills

· Different types of consulting/different types of projects

· Scale & scope

· Cultural considerations
· Possible guest


	F&N, Ch 6, 7, 8, 10: Consultants Toolkit; Thinking Like a Consultant; From Insight to Impact; Managing Projects
GOP, Deloitte & Touche Consulting Group


	9- Oct. 23
	Implementation: Intervention, Problem-solving, Change, Solutions or Recommendations
· Action-taking

· Providing value for the client

· Content/process distinctions

· Strategies, expectations, needs

Project team planning/coaching for field projects


	B, Ch 15,16,17: Implementation; Strategies for Engagement; Tools for Engagement
G&P, Ch 12: Intervention Strategies in Management Consulting
F&N, Ch 12, 13, 14: Interventions: Getting the Client to Change; Facilitating Change; Delivering Effective Presentations
Team Interim Report Due: Client Diagnosis Slides

	10- Oct. 30
	Specialty Consulting: Human Resources; Marketing; Operations Management

· Types of marketing consulting

· HR specialty areas, outsourcing

· OM issues and types of consulting

· Possible guest/case

	G&P, Ch 6, 7, 8: The Marketing Consultant; Operations Consulting; Human Resources Consulting


	11- Nov. 6
	Specialty Consulting: TBD
Possibly:

· Unique challenges consulting to CEOs and Boards

· Consulting on global issues

· Public Sector/Non-Profit

· Other
	G&P, Ch. 9, 10, 11: Consulting to CEOs and Boards; Globalization Consulting; Realities of Public Sector Consulting
GOP, BAE Automated Systems; Bain & Company: International Expansion



	12- Nov. 13
	Closure, Termination or Leveraging: Endings & Expansions

· Stabilizing 

· Providing closure

· Building future work

Preparing for Client Presentations

· Content, organization, presentation


	B, Appendices-Checklists



	13- Nov. 20
	Specialty Consulting: Information Technology

· IT/IS consulting services, outsourcing 
· Possible guest

Managing Consulting Firms & Consultants

· Business models

· Performance

· Growth

· Ethics

· Knowledge management

· Internal consultants

· Careers

· Leading Professional Service Firms

· Future of Consulting

Project team coaching


	G&P, Ch 4
Information Technology Consulting
G&P, Ch 14, 15, 16, 17, 18, 19: On Becoming a Transformational Change Agent; Managing Growth Stages in Consulting Firms; High Performance Consulting Firms; Knowledge Creation and Management in Consulting; Will Consulting Go Online; Research on Consulting and Consultants

B, Ch 18, 7: Ethics and the Shadow Side of Consulting; The Internal Consultant

Team Interim Report Due: Action Plan/Recommendation Slides 

	14- Nov. 27
	Thanksgiving Holiday
	

	15- Dec. 4
	Field Projects: Presentations & Discussions

· Reports to Class and Clients
	B, Ch 19: The Heart of the Matter
F&N, Ch 4, 5, 24, 25, 27, 28: Innovation: The Growth Engine of Consulting; The Future of Management Consulting; Strong Ethics; So You Want to be a Consultant; Interviewing With Consulting Firms; Testimonials from Consultants 

Individual Papers Due

Team Project Slides/Reports Due

	16-Dec 11
	Field Projects: Presentations & Discussions

· Reports to Class and Clients
	Team Project Slides/Reports Due


Guidelines for Participation

(Courtesy of Tom Olson)
Excellent Performance

-Initiates information relative to topics discussed

-Accurately exhibits knowledge of assignment content

-Clarifies points that others may not understand

-Shares personal experiences or opinions related to topic

-Offers relevant / succinct input to class

-Actively participates in simulations and class exercises

-Demonstrates ability to apply, analyze, evaluate & synthesize course material.

-Demonstrates willingness to take risks in attempting to answer unpopular questions.
Good Performance

-Regularly participates in discussions

-Shares relevant information

-Gives feedback to classroom discussions

-Consistently demonstrates knowledge of reading assignments

-Demonstrates ability to analyze / apply course material

-Demonstrates willingness to attempt to answer questions
Fair / Average Performance

-Participates in group discussions when asked

-Demonstrates knowledge of course material

-Offers clear, concise, “good” information on class assignments

-Offers input, but tends to reiterate the intuitive

-Attends class regularly
Poor Performance

-Occasional input, often irrelevant, unrelated to topic

-Reluctant to share information

-Not following the flow of ideas

-Personal applications only

-Drains energy from the class
Unacceptable Performance

-Fails to participate even when specifically asked

-Gives no input to discussions

-Does not demonstrate knowledge of the readings

-Shows up to class: does nothing

-Distracts group / class

-Irrelevant discussion
Additional Resources:

Please refer to the list of references in the Greiner and Poulfelt text, The Contemporary

Consultant, on page 359. Additional references not included in Greiner and Poulfelt are the following books. While all of the additional reference texts are not required reading, they may prove helpful for those who are interested in learning more about consulting.
Barcus, Sam W., & Wilkinson, Joseph W. (Editors). Handbook of Management Consulting Services. New York: McGraw-Hill, 1995.
Bell, Chip R. and Leonard Nadler. Clients and Consultants: Meeting and Exceeding

Expectations. 2nd Edition. Gulf Publishing Company, Book Division, Houston.
Bellman, Geoffrey. The Consultant’s Calling: Bringing Who You Are to What You Do. San Francisco: Jossey-Bass Publishers, 1990.
Cockman, Peter, Evans, Bill, & Reynolds, Peter. Client-Centered Consulting: Getting your Expertise Used When You’re Not in Charge. New York: McGraw Hill Book Co., 1996.
Cohen, William A. How to Make It Big as a Consultant. AMA, New York, 1991.
Connor, Dick. Increasing Revenue From Your Clients, John Wiley & Sons. New York.
Connor, Dick & Davidson, Jeffrey. Marketing Your Consulting and Professional Services. New York: John Wiley & Sons, 1990.
Cveljo, Katherine. Management Consulting. New Jersey, Scarecrow Press, 1993.
Czerniawska, Fiona. Value-Based Consulting. New York: Palgrave, 2002.

Dun’s Consultants Directory, latest edition; Library reference HD69.C6.D86.
Greenbaum, Thomas L. The Consultant’s Manual. New York: John Wiley & Sons, 1990.
Greenfield, W.M. Successful Management Consulting: Building a Practice with Smaller

Company Clients. Prentice Hall, Englewood Cliffs, New Jersey, 1987.
Grossman, Lee. The Change Agent. Amacom, A Division of American Management

Association, New York.
Holtz, Herman. Choosing and Using a Consultant. New York: John Wiley & Sons, 1989.
Holtz, Herman. The Complete Guide to Consulting Contracts. Enterprise, Dearborn Publishing, 1994.
Holtz, Herman. The Consultant’s Guide to Hidden Profits. New York: John Wiley & Sons, 1992.
Holtz, Herman. How to Succeed as an Independent Consultant. New York: John Wiley & Sons, 1993.

Holtz, Herman. The Independent Consultant’s Brochure and Letter Handbook. New York: John Wiley & Sons, 1995.
Kelley, Robert E. Consulting: The Complete Guide to a Profitable Career, Revised Edition. Charles Scibner’s Sons, New York.
Lippitt, Gordon and Ronald Lippitt. The Consulting Process In Action, 2nd Edition. San Diego: University Associates, 1986.
Margerison, Charles J. Managerial Consulting Skills: A Practical Guide. Brookfield, VT:

Gower Publishing Company, 1988.
Maister, David. H. Managing the Professional Service Firm. New York: The Free Press, 1993.
Maister, David. H., Charles Green and Robert Galford. The Trusted Advisor. New York: Simon & Schuster, 2000.

Metzger, Robert. Profitable Consulting. Reading MA: Addison-Wesley Publishing, 1989.

Nevis, Edwin. Organizational Consulting: A Gestalt Approach. Cambridge, MA: Gestalt Press, 2001.
Price Waterhouse Change Integration Team. Better Change - Better Practices for Transforming Your Organization. Irwin, Chicago, 1995.
Schaffer, Robert. High-Impact Consulting. San Francisco: Jossey-Bass Publishers, 1997.

Schein, Edgar H. Process Consultation Revisited. Reading, MA: Addison-

Wesley Publishing Company, 1999.

Shenson, Howard L. The Contract and Fee-Setting Guide for Consultants and Professionals. John Wiley & Sons. New York in association with University Associates, Inc., San Diego, Ca.
Shenson, Howard L. How to Select and Manage Consultants. Lexington, MA: Lexington

Books, 1990.
Shenson, Howard L. Shenson on Consulting. New York: John Wiley & Sons, 1990.
Stroh, Linda and Homer Johnson. The Basic Principles of Effective Consulting. Mahwah, New Jersey: Lawrence Erlbaum Associates, Publishers, 2006.

Tepper, Ron. The Consultant’s Proposal, Fee and Contract Problem Solver. New York: John Wiley & Sons, 1993.
Tobias, Lester L. Psychological Consulting to Management: A Clinician’s Perspective.

Brunner Mazel, New York.
Tuller, Lawrence W. The Independent Consultant’s Q&A Book. Bob Adams, Inc. Publishers, 1992.
Weiss, Alan. Million Dollar Consulting, Revised Edition. New York: McGraw-Hill, 1997.
Weinberg, Gerald M. The Secrets of Consulting. New York: Dorset House Publishing, 1985.
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