Working with the Business:

Consulting Skills for Data and IT Professionals

Overview

Graeme Simsion

Being right isn't enough. One of the major challenges — often the greatest challenge — is engaging the client:
understanding their requirements, winning their support, and meeting their expectations. Yet most IT professionals give
far less attention to these consulting skills than they give to their technical expertise. If you are an experienced
professional who has not previously studied consulting skills, this workshop is likely to be more valuable in improving your

effectiveness than any technical course.

In this highly-interactive workshop, Graeme Simsion shares principles, techniques, and tips learned from 25 years of
managing an internal data management function, establishing and managing a successful consultancy and working as an
independent consultant. He uses a combination of formal material, stories, lectures, group exercises and case studies to
share ideas and techniques that you will use throughout your professional life.

Learning Objectives

@ A deeper understanding of consulting relationships — and how to make them work
@ Practical techniques for establishing expectations — checklists and questions

@ A set of practices to keep assignments on track

@ Techniques for dealing with problems and difficult clients

@ Practical approaches to writing reports and delivering presentations

Seminar & Workshop Outline

Understanding consulting

The title or role of “"consultant” brings with it a specific
set of challenges and expectations. We look at the nature
and psychology of consulting, and identify behaviours that
lead to successful assignments.

@ The consultant role — how you're perceived,
what is expected

@ Why consulting assignments fail — and what to do
about it

@ \Working in a consulting team

@ Professional behaviour — and common mistakes
that hurt your credibility

Setting expectations

The widely-accepted key to effective consulting is
"managing expectations". This means establishing mutual
expectations and keeping them up to date, so that at
every stage of the assignment both client and consultant
can be confident in a successful outcome. We look at a
range of techniques for understanding and validating
expectations.

@ Selling consulting services: how the professionals do it
@ Really understanding clients and their needs
@ Establishing expectations — checklists and frameworks
@ Negotiating achievable outcomes — and negotiating

in general
@ Pulling it together in a consulting plan

Delivering services

We look at the day-to-day practices of good consultancy

needed to monitor expectations and deliver against them,
and to deal with problems. Attendees are encouraged to
bring their own problems for discussion.

Audience

@ Effective consulting practices: habits that distinguish the
professional

@ Staying on track — and managing change

@ Gathering data and formulating solutions

® Working with others: client staff, your own team,
external consultancies

@® Common problems — and practical solutions

@ Maintaining integrity — while keeping the stakeholders

happy
@ Dealing with difficult people

Deliverables and closure

Many consulting assignments stay on track until close to
the end — and then they stumble on as reports are
written and re-written, deliverables await final client
sign-off, and goodwill (and the prospect of further work)
diminishes. This final session looks at getting closure on
time and on budget and laying a base for a continuing
relationship. Particular attention is given to preparation of
verbal and written reports, a task that technical people
often find particularly frustrating.

@ Writing reports that get accepted - and acted upon

@ Designing and delivering effective presentations

@ Getting closure on the deliverables

@ Turning experience into capability: learning from
assignments

@ Maintaining the client relationship beyond the
completion date
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Group Booking & Series
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The Corporate Strategy for IT
25-26 November 2008,

23-24 March 2009, London

Achieving Business/IT Alignment
27-28 November 2008, London

Working with the Business
2-3 December 2008, London

Series Discounts

Attend more than one course
in this series and you will be
entitled to the following

discounts:
2nd course 10%
3rd course 15%

Group Booking Discounts
If 5 delegates from the same
organisation register at the
same time for the same or
various seminars, then the 5th
delegate is free. We regret that
this offer cannot be used in
conjunction with the Series
Discount.

This course is suitable for anyone who provides business or technical services to internal or external clients. No
technical background is assumed, but participants will gain more from the course if they already have some experience in
delivering service or advice.The course is particularly suitable for:

@ Enterprise Architects (Data,
Applications, Technical)
@ |T Strategists / Planners

Analysts

@ Senior Business and Systems

@ Service Team Managers
@ Internal Consultants / Advisors

@ External and Independent
Consultants

@ Professional Specialists

@ Account managers

Visit www.irmuk.co.uk for full course outline
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‘Clear thoughts and clear delivery.
Points supported by examples
well!

Deepak Shukla, Business
Analyst, Tata Consulting Services

Presenter
Graeme Simsion has
over twenty five
years experience as a
&% onsultant and CEO
of a successful consultancy. His
one-day consulting skills
workshop has regularly been
voted "best presentation” at
major conferences in the UK
and the US. Graeme’s technical
background includes business
and information systems
planning, business process
design and data management.
He is the author of two books
on data modelling.

In-House Training

For an in-house presentation

of this or any other IRM UK
seminar, please contact us on:
T: +44 (0)20 8866 8366

E: customerservice@irmuk.co.uk




Booking Form

Registration Information

Registration Fees:

Full payment or a purchase order is due prior to the event. Payment may
be made in Sterling (£) or Euros. If paying in Euros the prevailing exchange rate of
the country of the delegate or delegates’ company is to be used. The total Euros
remitted should be the amount required to purchase the sterling pound cost of the
event on the day of payment. All delegates must add VAT (17.5%) to their total event
fees.VAT may be reclaimed by delegates from the tax authorities after the event.
GROUP DISCOUNTS: For every 4 people from one company who register
for the same event, at the same time, a 5th delegate may attend FREE! Please
Note:We cannot offer any other published discounts / offers to those taking
advantage of this group discount.

The registration fee includes the lectures, documentation, refreshment breaks
and lunch on each day of the event. The cost of hotel accommodation is not
included in the event fee.

UK Delegates: Expenses of travel, accommodation and subsistence incurred
whilst attending any IRM UK event will be fully tax deductible by the employer
company if attendance is undertaken to maintain professional skills of the
employee attending.

Non-UK Delegates: Please check with your local tax authorities.
Cancellation Liability: In the event of cancellation of an event for any reason,
IRM UK's liability is limited to the return of the registration fee only. IRM UK will
not reimburse delegates for any travel or hotel cancellation fees or penalties.
Cancellation Policy: Cancellations must be received in writing at least two
weeks before the commencement of the event and will be subject to a 10%
administration fee. It is regretted that cancellations received within two weeks of
the event date will be liable for the full fee. Substitutions can be made at any time.

Hotel Accommodation and Seminar Venue Details

IRM UK in association with JP Events, have arranged special discounted hotel rates
at our various seminar venues and at other hotels nearby. Seminar venues will be
confirmed upon registration. Alternatively, please visit our website.

Email: enquiries@jpeventsltd.com www.jpeventsltd.com

Tel: +44 (0)20 7428 9911 Fax: +44 (0)20 7428 9966

Alternatively, you may book directly at the relevant hotels

Seminar Timetables
08.30 — 09.00 Registration (first day only) 09.00 — 12.30 Event
12.30 — 13.30 Lunch 13.30 — 17.00 Event

Mailing Information

As we are using multiple mailing lists, there is the possibility that you may receive
more than one brochure. If this is the case or if there is an error in your address
details, please forward the incorrect mailing labels to us so we can update our
database immediately.

O Please tick here if you are unable to attend a seminar but would like your
name added to our mailing list.

IRM UK Strategic IT Training Ltd

IRM UK are specialist in strategic IT training for IT & business professionals

and managers. Our carefully selected presenters have superior technical
knowledge, teaching skills and a wide range of practical business experience.

They are some of the most influential technologists, methodologists and original
thinkers in IT today. Noted for the participation of top level decision makers from
both the corporate, user and vendor communities, and the lucid analysis of critical
strategic and management issues, our events are condensed and rigorous
combining technical explanations with management advice and discussions of
future directions. Please visit our website for comprehensive information on our
events and speakers www.irmuk.co.uk.

How to Register

e-mail: customerservice@irmuk.co.uk
website: www.irmuk.co.uk
Fax: +44 (0)20 8866 7966

Post: IRM UK Strategic IT Training Ltd,
Bishops Walk House, 19-23 High Street,
Pinner, Middlesex HA5 5PJ, UK
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Phone: +44 (0)20 8866 8366

A IRM UK

Strategic IT Training Ltd www.irmuk.co.uk

Registration Form
Organisation
Address

City

Postcode

Country

Telephone Fax

e-mail

Booking made by

Approving Manager Position

Q Please tick here if this completed form confirms your telephone registration.

Delegate Details

1. Surname Mr/Ms/Mrs/Dr
First Name Direct tel:
Job Title e-malil
Event Name & Date

2. Surname Mr/Ms/Mrs/Dr
First Name Direct tel:
Job Title e-malil
Event Name & Date

3. Surname Mr/Ms/Mrs/Dr
First Name Direct tel:
Job Title e-mail

Event Name & Date

Billing address if different from above

BOOKING CODE MUST BE QUOTED WHEN REGISTERING

BOOKING CODE = WBD

Payment Details: Please note that full payment or a purchase order is due
prior to commencement of the event

Please tick appropriate method of payment:

Q Cheque, drawn on a UK bank, enclosed for £~
IRM UK Strategic ITTraining Ltd

Q Purchase Order Number

Q Bank Transfer (Please attach a copy of your bank transfer order to this
booking) Contact IRM UK for our bank details on +44 (0)20 8866 8366.\When
paying by bank transfer, please ensure that the order includes the following
details: the Event Title, the Delegate Name, and your Company Name. Please
ensure the full amount is paid, including VAT.

Q Credit Card

QO American Express
Please charge £

_made payable to

QVisa QO Mastercard Q Eurocard  Q Delta

to my account

Name on credit card (please print)

Cardholder’s Signature Date

Account NumberDDDDDDDDDDDDDDDD
ExpiryDate [ | J[ ][] security Code [ ][ ][]

Credit card Billing Address if Different from above

Q Data Protection: The personal information that you provide will be held
on a database by IRM UK.We may occasionally release your details to other
reputable companies. If you prefer not to be included in this service please
tick the box
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