Management Development

	Consulting Skills

	Aims
	· This course will equip participants with the skills to conduct effective consultancy assignments and build confidence to achieve successful outcomes with their clients.

	Participants will be able to:
	· Critically analyse and assess their own consulting skills, preferences and style

· Understand the key elements of the consulting process
· Apply a range of appropriate tools and techniques in order to conduct effective consulting assignments

· Effectively evaluate their own performance and identify opportunities for further development

	Timing
	5 days

	Who should attend
	· Internal and external consultants

· Any staff whose role involves consulting with and influencing stakeholders

· Staff involved in change projects and performance improvement initiatives 

	Format
	· The course is very interactive and includes exercises to practice and develop skills at all stages of the consulting process

· Participants will be encouraged to use their own experiences and issues to enhance the impact of the event
· Participants will receive feedback and coaching tips from the facilitators and other participants 
· The programme requires 2 facilitators (if delivered as an in-house programme this may include a facilitator from within your organisation)

	Notes
	· This course can be linked with our management development programmes in areas such as presentation skills, influencing & communication skills, problem solving and business analysis, change management and coaching to form a coordinated management skills programme


	Please be aware that all of our programmes can be adapted to fit your organisations’ specific needs and indeed we would encourage this.  This could include incorporating your own preferred models or working styles as well as your own branding.  The programme outlines provided are intended merely to be indicative of our capabilities and do not form our total offering in a given subject area.


	Session / content
	
	Method

	Day 1 – Consulting Styles & Processes
· Introduction and overview of the process

· Consulting styles

· Internal vs External consulting

· Identifying your personal consulting style 
	
	A combination of presentations, discussions and exercises to enable participants to identify different consulting approaches and consider their personal preferences. 

	Day 2 – Marketing & Gaining Entry
· The consultative selling process

· Influencing and gaining rapport

· Contracting and objective setting

· Conducting meetings

· Effective questioning techniques 
	
	A highly participative day, focusing on key skills to establish an effective customer relationship.

	Day 3 – Understanding Your Clients’ Needs
· Diagnostic frameworks for understanding the business and culture

· Stakeholder management & dealing with challenging people
· Diagnosis vs prescription
	
	Focuses on obtaining a clear understanding of client and project objectives.  Practical guidance on dealing with a range of stakeholders and keeping your project on track.

	Day 4 – Information Gathering & Diagnosis
· Methods of data gathering – workshops, focus groups, questionnaires, use of IT

· Effective facilitation skills
· Tools for analysing information
	
	How to select the most appropriate approach and maximise efficiency.  Building necessary skills to obtain insightful and meaningful data.

	Day 5 – Reporting, Review & Evaluation
· Structuring information

· Preparing deliverables

· Effective presentation of outcomes

· Evaluation of project success

· Recap and personal action planning 
	
	Communicating results of your project to stakeholders in the most effective way.  Identifying future opportunities and building on success.
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