BS7xxx: Business Consulting 
Sections 1 – 7 are key module details which once validated cannot be changed without re-validation

	
	
	
	
	
	
	
	

	2.
UoW Credits
	40
	Level:
	M
	Status 

	C
	
	

	
	

	3.
Subject
	Business Management
	Type:
	Taught

	
	
	
	
	
	
	
	

	4.
Pre-requisites

      Co-requisites
	None
None

	
	
	
	
	
	
	
	

	5.
Aims/Learning Outcomes

The aim of this module is to equip the student with sufficient skills to conduct a business consulting assignment for a commercial client in a professional manner.

Upon completion of this module, students should be capable of:

a) conducting a project scoping exercise for a business consulting project

b) determining the needs of the client and matching this with the competences of the consultant.

c) drafting , delivering and negotiating a business proposal for a consulting project

d) planning and providing project management tools for an accepted project.

e) conducting assignment tasks to time and cost budgets/plans.

f) effectively reporting progress as well as final results to the client

g) understanding the ethical framework within which the assignment must be conducted.

h) abiding by the codes of conduct of the Institute of Management Consultancy.

	

	6.
Catalogue Summary

The module takes a highly practical approach to the business of consultancy in a commercial environment. It does so in two distinct parts namely, classroom based learning & teaching followed by a ‘live’ business project for a commercial client.

The class-based activities look at all aspects of providing a professional service to clients, including client relationship management, project scoping , consideration of competences and project needs. The management of the project including time/cost controls; team management and project reporting. Quality management and ethical guidelines are also considered.

The available project(s) will be identified and agreed by staff with clients prior to the start of the module. Students will be ‘matched’ to projects prior to acceptance to the module in order to maximise the likely success both for the client as well as the student. Students will normally work in pairs and be assessed both by the client and supervisor against criteria agreed in advance by all parties.

	
	
	
	
	
	
	
	

	7.
Assessment Pattern

Project
	Weight %

100%
	Pass Req

50% 
	Comments



	
	

	8.
Indicative Tutorial Team
	Mike Davies & Business Management Team.

	

	9.
Indicative Teaching Methods

A series of key lectures will be supplemented by workshops and seminars where case studies will be considered and analysed. 

The Project will be supervised and the student mentored by a qualified member of the Business Mgt team through regular meetings throughout the course of the project.


	10. Indicative Learning Activities
Indicative Learning Activities

Classroom time
 Project
Total:
	Hours

  18
382

200
	Comments 

For the initial 6 weeks (3 hours per week)
To be completed within the module duration.


	11. Sample Assignments

Consider the issues of communication between the Marketing and Finance departments of a client company involved in the fast moving consumer goods market.  They have been  are concerned that efficiency is being compromised by lack of cohesion between the departments manifest in a ‘blame game’ involving senior management of the business.

Scope the project and propose an action plan to analyse and suggest solutions that might then be implemented by the client. Be prepared to design and manage the project plan and report at regular intervals both to the client’s representative and to your academic supervisor. The output of the project should be in the form of a written report (approximately 5,000 words) and you should be prepared to present your findings to the client in a suitable form to be agreed (Most probably a verbal presentation to the client’s senior management group).

	
	
	
	
	
	
	
	

	12. Indicative Outline Content

· Marketing & selling consulting services

· Scoping and proposing the project

· The role of the Consultant

· Ethical and professional codes of conduct

· Client relationship management

· Project management inc. team management.

· Quality management

· Administration & Reporting

· Where to stop..

	
	
	
	
	
	
	
	

	13. Indicative Reading

Course Text:  

Wickham P A (2004) Management Consulting–Delivering an Effective Project, 2nd Ed. Pearson. London

Additional Reading:

Cope M (2003). The Seven Cs of Consulting. 2nd ED. Pearson, London

Johnson M (2005). The Independent Consultants Survival Guide. CIPD. London.

Kubr M (2002). Management Consulting. 4th ED. Intl Labour Organisation, Geneva.

Markham C (2004). The Top Consultant. Kogan Page, London.

McKenna C D (2006) The World’s Newest Profession. Cambridge Univ. Press, Cambridge..

Newton R (2005) Project Manager. Mastering the Art of Delivery in Project Management. FT. London

Peelen E (2005). Customer Relationship Management. FT. London 

Schaffer R H (2002) High Impact Consulting, Jossey Bass. San Francisco, Calif 

Toppin G and F Czerniawska (2005) Business Consulting. Profile Books.


