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Tuition for the Certificate in Management Consultan cy Essentials  

BHBi Consultancy Limited is a specialist private sector training tuition provider and assurance consultancy. Its’ 
team of highly qualified, professional consultants bring vast real-life experience to the classroom. BHBi lives and 
breathes operational client-facing consultancy. 

Course Delivery  

Our course programmes run all year. Each course lasts for 4 days and comprises of the following; 

· Comprehensive CMCE syllabus 
· BHBi Course Book, containing handouts, and slides,  
· Tuition provided by highly qualified (MSc MIIA FIIA MBA) professional specialist lecturers,  
· Workshop approach, incorporating group exercises, class debates and discussions of topics,  
· Access to BHBi’s interactive learning system – SMILE – to continue network support with other students 

and lecturers,  
· Support and mentoring from personal assigned professional trainer. 

Locations  

BHBi delivers CMCE training at its Academy Conference and Training Centres, based in a select variety of 
Holiday Inn Hotel & Resorts. The venues have been specifically selected for their; 

· Ease of access by road, rail, bus, and from airports  
· State of the art training facilities  
· Quality accommodation, with specially negotiated discount for BHBi students  
· Dedicated Conference & Training Centre facilities and staff  
· Location in vibrant City Centres with plenty of places to visit after courses have finished.  

For more information on current venues, please follow the attached link www.bhbi.co.uk/venues.htm 
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Costs  
  
We aim to offer high quality training at highly competitive costs. Our course fees include the BHBi Course Book, 
all course materials, access to SMILE, daily refreshments and lunch, assigned mentor. Our course fees do not 
include professional body membership, and overnight accommodation.  
 
All students will need to register with the Chartered Management Institute for the period of their qualification or a 
maximum of three years  – upon registration all Institute candidates will receive complimentary student 
membership of the Chartered Management Institute for the above period. 
 
BHBi has negotiated discount for accommodation and students who require this should contact us for more 
information.  
 
  
For latest prices, please visit http://www.bhbi.co.uk/cmi.htm 
  
Lecturing Team  
  
We firmly believe that students should be taught by their professional peers, who have extensive operational 
consultancy experience. Our team have been selected through their dedication to promoting excellence within 
the profession, and all have a commitment to ensuring the growth and success of the Institute.  
  
For details of our excellent lecture team, please visit www.bhbi.co.uk/BHBi_Meet_the_Team.pdf  
  
Contact Details  
  
Website: http://www.bhbi.co.uk/  
  
Enquiries: FREE PHONE 0800 0 329 923 
  
Course Director:  
Mark Barnes 
markbarnes@bhbi.co.uk  
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Continuing Professional Development (CPD)  
 
We at BHBi understand the drivers that are supporting a move to structured CPD for professionals. Alongside 
our accredited training portfolio, BHBi has developed a series of topical courses that reflect the learning 
outcomes for modern day consultancy practice. We continue to develop courses and often in a close working 
partnership with our clients. 
 
Our courses are valued by delegates and customers due to the; 
 

· Practical hands-on internal audit experience of the lecturing staff; 
· Knowledge of a variety of sectors and industries and sharing of best practice; 
· Quality of the professional training team; 
· Training expertise; 
· Quality of course materials and content; 
· Ability to design and deliver bespoke courses to meet learning outcomes; 
· Value for Money factors. 

 
Here is a sample of our CPD course portfolio; 
 

· Introduction to Internal Auditing 
· Introduction to Risk Management  
· Quality Management & Internal Auditing 
· Corporate Governance 
· Internal Control & Models 
· Introduction to Business Continuity Planning 
· Business Planning 
· Effective Communication & Client Relations 
· Marketing 
· Performance Management & Leadership 
· Propeller Performance Management & Strategy 
· Business Report Writing 
· Quality Auditing within QMS 
· Delivering Audit Programs 
· Joined Up Integrated Assurance 
· How to Lead Effective Audit Teams. 

 
Customers include: 
 

· Companies House, Cardiff & Swansea Joint University Internal Audit Services, Institute of Internal 
Auditors IIA-UK, Orange plc., Julian Hodge Bank, Monmouthshire Building Society, Admiral Insurance, 
DVLA, Department of Constitutional Affairs, Cardiff & Vale NHS Trust, Bridgend County Borough 
Council, Carmarthenshire County Council, Blaenau Gwent County Council, Cardiff Council, Capital PFI, 
South Wales Audit Consortia, Gwalia Housing, Scottish Executive, …..and many more. 
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BHBi Training & Accommodation Venue  
 

Our Cardiff courses are run within the Academy & Conference Training Suite at the Holiday Inn in Cardiff City Centre. The 
Holiday Inn Cardiff is situated between the Millennium Stadium and Cardiff Castle. The hotel is perfectly located for the 
business or leisure traveller. The hotel is easy to reach from the M4 and offers free parking for up to 85 cars on site. Cardiff 
Central Railway Station is a 5 minute walk from the hotel and Cardiff Airport is a 25 minute taxi ride. 

 

 
 

    
 

  

BHBi delegates can take advantage of a  special 
accommodation rate at the Holiday Inn of £80 per ni ght 
B&B.  
 

For more information on the hotel facilities and fo r 
reservations; 
 

http://www.ichotelsgroup.com/h/d/hi/925/en/hd/cdfcy  
 

Holiday Inn  
CARDIFF CITY CENTRE  
CASTLE STREET 
CARDIFF, CF10 1XD 
UNITED KINGDOM  
  
Hotel Reservations:   0870 400 9093  
Hotel Front Desk:   44-870-4008140 
Hotel Fax:   44-292-0231482 
  
Email: cardiffcity@ihg.com 
 

BHBi also delivers in -house, 
and is set to open new 
Training Centres in 2008. 
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COURSE FEEDBACK 
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100% rated the Course as EXCELLENT 
 
100% strongly agreed that the course meet the advertised aims and objectives. 
 
100% strongly agreed that the level and depth of the course content was appropriate. 
 
100% either agreed or strongly agreed that the course delivery was well structured. 
 
100% strongly agreed that the venue was accessible. 
 

100% either agreed or strongly agreed that the training room was comfortable. 
 

100% strongly agreed that the venue provided good food & refreshments. 
 

100% either agreed or strongly agreed that they received a good level of customer service from BHBi. 
 

100% either agreed or strongly agreed that they received sufficiently detailed joining instructions in 
good time from BHBi. 
 

We are happy to supply further contactable referenc es for students and employers. 
 
Contact Details  
 

Paul Haley     Mark Barnes 
Director of Strategic Operations   Managing Directo r 
Email: paulhaley@bhbi.co.uk    Email: markbarnes@bhbi.co.uk  
 

Website: www.bhbi.co.uk   
 

FREE PHONE 0800 0 329 923 
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Great Value For Money! 
 
 
 
Block Release - £1,125 plus VAT, inclusive of 4 day s tuition, and inclusive of lunch and 
morning / afternoon refreshments.  Accommodation av ailable at additional £80 per 
night. 
 
Day Release - £315 plus VAT per day, 4 days tuition  total of £1,260 plus VAT, and 
inclusive of lunch and morning / afternoon refreshm ents.  
 
Client Site Training – Our training team will atten d your premises and deliver this 
course. You provide the training room and facilitie s, food and refreshments. This will 
save you travel and accommodation costs, and ensure  your staff are still available. The 
cost of this service is subject to negotiation. Ple ase enquire. 
 
 
 

All enquiries, please call FREE PHONE 0800 0 329 92 3 
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2008 TIMETABLE 

 
 
BLOCK RELEASE DATES 
 
Block 1  CMCE   Holiday Inn, Cardiff  February  25 – 28  2008 
Block 2  CMCE   Holiday Inn, Cardiff  March  24 – 2 7   2008 
Block 3  CMCE   Holiday Inn, Cardiff  May  26 – 29   2008 
Block 4 CMCE   Holiday Inn, Cardiff  June  16 – 19  2008 
Block 5  CMCE   Holiday Inn, Cardiff  October 27 – 30  2008 
Block 6  CMCE   Holiday Inn, Cardiff  November  24 – 27  2008 
Block 7  CMCE   Holiday Inn, Cardiff  December 08 –  11   2008 
 
 
DAY RELEASE DATES 
 
Dayrel 1 CMCE   Holiday Inn, Cardiff  Feb/March        18,25/17,24  2008 
Dayrel 2 CMCE   Holiday Inn, Cardiff  May/June 12,1 9/9,16  2008 
Dayrel 3 CMCE   Holiday Inn, Cardiff  Oct/Nov 13,20 ,27/03  2008 
All Day Release courses are held on Mondays 
 
Maximum Course size of 12 people. Dates and venues correct at time of printing, and subject to change which 
will be notified. Additional dates, venues, locations will be added, subject to demand. 
 
 
Enrolment is now open. 
 
For information and enrolment, contact us on FREE PHONE 0800 0 329 923 or by email 
paulhaley@bhbi.co.uk or visit our website www.bhbi.co.uk/cmi.htm 
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Overview 
This qualification provides an introduction to Management Consultancy. It is intended for people who are 
considering a move into management consultancy from a functional discipline, or for those who wish to obtain an 
introduction to the skills and knowledge needed in the field of management consultancy. 
 
Aims 
To help you learn, as an aspiring management consultant, about: 

• The Consultancy Role 
• The Consultancy Cycle 
• The Client Relationship 
• Communication for Consultants 
• Effective Project Delivery 
• Structured Knowledge, Research and Analysis 
 

Prior Learning 
There are no specific entry requirements for this qualification, but it is expected that candidates are intending to 
enter into a management consultancy role and will therefore be educated to degree level or hold a minimum of 
two years business experience. 
 
Assessment 
You will be assessed on your achievement of the learning outcomes. The assessment programme is designed to 
test your knowledge and understanding of the whole syllabus. To achieve this introductory qualification, 
candidates must meet all of the learning outcomes. 
 
Any material you generate as part of this qualification may be counted as evidence towards the Diploma in 
Management Consultancy offered by the Institute of Management Consultancy in conjunction with the Chartered 
Management Institute. 
 
Guided Learning Hours 
These are used as a notional measure of the substance of a qualification, and help Centres determine what 
teaching and learning resources are going to be needed to support candidates. They are based on an estimate 
of the time that might actually be spent by the candidate being taught or instructed, as well as the time 
candidates spend on structured learning such as directed assignments, assessments on the job or supported 
individual study or practice. They do not include learner initiated private study. 
 
There are 45 Guided Learning Hours for the Management Consulting Essentials Certificate. 
 
Awarding Body  
This qualification is offered by the Institute of Management Consultancy which is a wholly owned division of the 
Chartered Management Institute, which is the awarding body. Further details about the qualification can be 
obtained by contacting either organisation. 
 
 
 



   

BHBi – Making Consultancy Sense                            

                                                                                                                                  
���������	
���
������������ ���������	
���
������������������������������������� ��

��������� !"#�#$���$�#�������%%&�'(%�!�!!�!�$
���
$ �������)������*+	����
,-�-�./�.	0 �
���1�
�������*�%*1��*��2�3���
������)��*4�(�.5�$!#$ �������6�-�
�����666.-�-�./�.	0�

 Page 10 of 14�
�

Suggested Reading 
Suggested reading lists can be found on the Institute of Management Consultancy website, www.imc.co.uk 
or on the Chartered Management Institute website under qualifications www.managers.org.uk 
 
Links to the Management Consultancy Competence Fram ework and other Qualifications 
The Management Consultancy Competence Framework developed by the Institute of Management Consultancy 
sets out the knowledge, skills and behaviours for a management consultant. This is summarised as follows: 
 

 
 
The Framework sets out three progression levels – development, independence and mastery. The 
independence level defines the standards required for the Certified Management Consultant (CMC®) award, 
which is competency based. The two qualifications offered by the Institute of Management Consultancy - 
Management Consulting Essentials and the Diploma in Management Consultancy – are stepping stones towards 
CMC® and cover essential knowledge and content which underpin the CMC® award. To obtain CMC®, you will 
need to demonstrate how you apply your knowledge through practical work-based experience as a management 
consultant. 
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Introduction and Aims 
The purpose of this programme is to explore the role of the management consultant. It considers the skills, 
knowledge and professional behaviours required by an effective consultant. It looks at ethical standards and 
codes of conduct and will give you a framework to evaluate your current knowledge, skills and behaviours to 
plan your future development. It includes an overview of the development of the consultancy market, reviews the 
phases of the consultancy process and typical consultancy interventions introducing a range of tools, skills and 
techniques to support effective interaction with clients. The role of effective communication is considered as well 
as core communication techniques. An overview of project delivery, including risk, quality assurance and 
effective personal contribution, is followed by investigating core consultancy skills in knowledge sourcing, 
research and analysis. 
 
Content 
 
The Consultancy Role: 
 
Understanding: 
What management consultancy is 

• How the management consultancy role can be defined, and which typical responsibilities and activities 
are included 
• What the challenges, risks and pitfalls of the management consultancy role are 
The knowledge, skills and behaviours required 
• The range of essential professional behaviours needed by the individual – such as analytical and pro-
active thinking, the ability to deal with complexity and take responsibility, interpersonal capabilities, 
effective delivery and the ability to undertake personal growth 
• The principal consulting skills and technical knowledge required for effective performance 
• The purpose, role and impact of professionalism, integrity and working within codes of conduct and 
ethical guidelines in the best interests of the client 
 

Personal professional development 
• The importance of personal growth and continuing professional development 

 
The consultancy market  

• The structure and historical development of the management consultancy market 
• The current market for management consultancy, including issues such as competition, types of 
consultancy interventions, and relevant legislative, economic, social and political factors, different types 
of consultancy (e.g. internal, external, public sector), and how their products, service and markets may 
differ 

How to: 
• Undertake a self-assessment to determine your current abilities and development needs 
• Develop and implement a personal action plan for learning and self-development 
• Review and reflect on your learning and development using tools such as the Institute of Management 
Consultancy’s Competence Framework 
• Request and review feedback to improve your performance and development activities 
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The Consultancy Cycle: 
 
Understanding: 

• The diversity of consultancy interventions and approaches 
• The consultancy cycle and typical inputs and deliverables for each stage of the cycle 
• The principles and stages of a model for managing the consultancy cycles 
• The types of problems, risks and issues which may arise during each phase of the consultancy cycle 
• The importance of scoping interventions effectively and agreeing clear contracts with clients 
• The need for interventions to have a clear, planned structure 

 
How to: 

• Select an appropriate style of consultancy intervention 
• Manage client expectation of the intervention 

 
 
The Client Relationship: 
 
Understanding: 

• The principles of consultation and negotiation in managing clients 
• Methods of engaging your client 
• What quantitative and qualitative information is essential to your role and responsibilities in working 
with clients 
• The importance of professionalism, ethics and confidentiality in building and maintaining client 
relationships 
 

How to: 
• establish credibility with your client 
• research your clients needs effectively 
 
 

Communication for Consultants: 
 
Understanding: 

• The importance of effective communication 
• The principles and processes of effective communication and their impact on productive working 
relationships with clients, team members, colleagues and managers 
 

How to: 
• Apply listening and questioning techniques to understand issues and problems 
• Recognise different forms of verbal and non-verbal behaviour and their appropriate uses 
• Plan and manage meetings effectively 
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Effective Project Delivery: 
 
Understanding; 

• The importance of planning and managing a project and the impact of poor project planning and 
management on consultancy projects 
• The components of a project plan 
• The need for effective budgeting of time and resources 
• The role and importance of quality assurance 
• The management consultant’s personal role in effective project delivery including upward management 
and client management techniques 
 

How to: 
• Apply personal time management techniques within the project context 
• Establish an effective infrastructure to ensure project delivery 
• Identify potential and actual risks to effective project completion 
 
 

Structured Knowledge, Research and Analysis: 
 
Understanding: 

• The importance of identifying the client issue, applying a structured approach and selecting appropriate 
analytical tools and techniques to meet this need 
• The methods of identifying, validating, filtering and sourcing the knowledge and information needed to 
take decisions in different contexts 
• The importance of confidentiality when dealing with sensitive information 
• The resources you have available to you and the role of effective networks in research 
 

How to: 
• Identify the client need effectively 
• Apply a range of simple, recognised data gathering, problem solving and analytical tools and 
techniques (such as SWOT, PESTLE, etc) to achieve agreed outcomes 
• Draw conclusions on the basis of analysing information both quantitatively and qualitatively 

 
Learning outcomes 
You will be assessed to ensure that you have met all the learning outcomes by demonstrating your knowledge 
and understanding of how to: 
1. Produce a personal development plan, based on your self-assessment against the skills, knowledge and 
behaviours required by management consultants which you can use to manage your development. 
2. Describe the stages in the consultancy cycle, and outline the risks associated with each stage. 
3. Define why it is important to build effective relationships with clients and outline the techniques you would use 
to establish credibility with a client. 
4. Review the range of communication methods available to the management consultant and plan and manage 
a client meeting. 
5. Describe the key components of a project to enable effective delivery of a consultancy intervention. 
6. Describe how you would manage diagnosis and analysis effectively in a given client context. 
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7. Describe how you would present your findings, conclusions and recommendations to the client following 
research, analysis and diagnosis. 
 
Certificate in Management Consulting Essentials 
 
 

 
 


