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Maximise your effectiveness and value with this
proven 9-step approach to best practice consulting
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Developing the depth and quality of the internal consulting function has never been more important. As
organisations continue to transform their processes and systems to meet increasing client demands, more and
more value is required from the delivery of IT services. Today's IT departments need staff to produce tangible,
sustainable results through their interactions with all stakeholders.

Internal consulting encompasses all service functions within the organisation, whether they are formally set up as consulting units mirroring external
consultancies, whether they are individuals or informal groups who provide services to the rest of the organisation, or those who engage and manage
external consultants. In-house IT consultants, like their external counterparts, need a range of professional skills and frameworks in order to maximise their
effectiveness and the value they contribute to the organisation - beyond dealing with purely technical matters.

Internal Consulting - the Critical Skills
No matter where your original expertise lies, this unique training program will build upon your existing skills and knowledge to equip you with the
right consulting skills, techniques and frameworks.

You will learn how to develop a consultative approach to your work that is both systematic and effective and that will enhance your individual and
departmental standing with the business. The program provides an effective framework for running focused consultancy meetings, undertaking
well-structured projects, managing demanding clients, designing and facilitating customer workshops, analysing data and documenting findings.

Key Benefits Who Should Attend?
Over three days of intensive and interactive training you will learn This course offers powerful benefits to anyone whose job involves
proven best-practice consulting techniques. By the end of the program providing services or facilitation to members of their organisation or to
you will be better able to: external customers. It also allows existing consultants to validate their
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= Generate challenging engagements and increased repeat requests Analyst-Programmer, IT Security, Government Agency
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evaluate vendors rather than have them manage us 7/
IT Regional Manager, Asia-Pacific Manufacturer

External Consulting 11| enjoyed this structured 9-step program more than
The key consulting techniques taught in this course are of direct previous individual soft skill courses /4
relevance to all external service providers and their consulting teams. Service Delivery Exec, Asia Pacific, Major Outsourcing Provider

41 Our work with Greg produced rapid dividends in the form
of increased awareness and confidence, leading
WWW_aIC-group_com_au to enhanced profile, retained major clients, and
! ! . . extended engagements //
...learn the skills practised by all leading consultancies... _ Director, Service Department, Major Australian Bank
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Course Content
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A1 | can see considerable positive

development in every one of my

staff who have worked with Greg.

Simon Narroway, Director Transactional Banking, NAB

Experiential Learning

A critical differentiator of this program is its use of high-
impact experiential learning techniques combined with
extensive use of realistic, IT-based scenarios. Throughout
the program, participants apply their newly acquired
consulting skills to solve business issues contained
within these scenarios. Participants work within a team
based environment and experience realistic time pres-
sures to create tangible project deliverables. The scenar-
ios allow for very challenging and pressurised exercises
- but it is all contained within the context of a low risk
learning environment. Opportunities for individual, peer/
team and group feedback are provided throughout the
program to enhance learning outcomes.

Greg M. Lee Course Leader
Greg Lee is a highly experienced and accomplished management consultant and trainer,
having been involved in corporate training since 1987 and consulting since 1992, with IBM,
Mercuri International, Workforce Transformations, Bid Direction and in his own company
GMCL & Associates.

Greg was initially trained in the IBM consulting method and has maintained a very active
interest in methodologies ever since. He is accredited in Situational Leadership, NLP, and
MBTI, and is familiar with most other models and frameworks such as EQ, Clare Graves,
and Satir. He is currently completing a Doctorate at Macquarie Graduate School of
Management. Greg has presented and guest lectured in the USA, maintains contact with
mentors at Columbia and Purdue Universities, and has even contributed to their books.

Within the broad topics of management consulting and training, Greg specialises in client
relationships and value, questioning and listening techniques, presentation framing, and
qualitative methods, the latter earning him Macquarie Graduate School of Management's
2005 Order Of Merit Award.

In-House

This course is ideally suited as an internal
staff development program. To discuss

Currently Greg works predominantly across Asia-Pacific. He works extensively with multi-
nationals whilst also having engaged with government agencies. His client list includes
HSBC, Morgan Stanley, National Australia Bank, Novell, Panasonic and Rexel. Recent
assignments include Department of Defence communications networks, Telstra e-government
strategies, George Patterson & Partners client management and SITA marketing strategy.
Greg's formal qualifications include B.Sc., M.B.A., M.Appl. Res.

www.alc-group.com.au

your in-house requirements please
contact ALC on 1300 767 592 or
email learn@alc-group.com.au
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A1 Greg assisted us greatly with strategy,
process, skills, and confidence. ¥
Craig Hutchison, Director, Corporate, Panasonic

Importance of Internal Consulting

Organisations today are experiencing an unprecedented rate of change
— globalisation, rapid technology innovation, growing competition, unpredictable
macroeconomic and political forces. In the face of such uncertainty, IT has
become a key determinant in how well organisations can adapt and flourish.

Lasting change cannot be sustained without the deployment of modern IT
systems and technology. In this context, the role of the internal IT consultant
is critical to business success. If carried out effectively, your organisation
maximises project benefits while at the same time you enhance your individual
and departmental standing within the business.

If internal consulting is not carried out effectively, then you can expect higher
project costs, delayed milestones, loss of project benefits, the requirement to
use external solutions/services, potential degradation in client servicing by the
business, and a lower perception of internal IT's “ability to deliver” within the
organisation.

Internal Consulting — Getting it Right

Providing quality internal consulting is not only about having good specialist
or technical knowledge. Increasingly, success is determined by how well you
can develop a consultative approach with others in your organisation.
Developing this ability increases the likelihood of achieving desired project
outcomes, enhances the perception of internal IT services, and improves your
standing as an internal advisor.

If you fail to understand your client — if you aren’t able to ‘tease out' the
difference between what they say versus what they actually want and need -
then your project will underperform. If you cannot effectively get your message
across to other people, your ideas will be lost and even your best plans will
fail. Fundamentally important are your abilities to listen, communicate
effectively, manage meetings, present your findings with clarity and impact,
and facilitate your way to a desired outcome.

These are the skills that specialist external consulting organisations
practice, and that you will learn in this intensive program.
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