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TARGET AUDIENCE 
This course is a recommended and qualifying course in the Rotman School of Management’s 
Consulting Major, and provides the foundation for the project courses in Management 
Consulting. It is primarily targeted at students at the end of their first year MBA or part-time 
students in their second/third year, who wish to understand specific consulting tools and/or plan 
a consulting career.  The learnings from this course are broadly applicable across business 
functions and industries, and are therefore not only relevant to consulting, but also valuable in 
corporate strategy assignments or business development challenges. 
 
COURSE MISSION 
Strategy consultants help organizations analyze and solve some of their most challenging 
business problems. These problems are typically ill-defined and cross-functional, with clients 
frequently holding conflicting views on the situation.  
 
This course will help students to develop structured problem-solving, and work on their 
communication, team and influencing skills that will help to bring clarity and structure to the 
business problem and identify appropriate solutions. 
 
COURSE SCOPE  
The emphasis in this course is on developing problem-solving skills, with additional focus given to 
communication and influencing skills. It will be organized around the phases of a typical 
consulting engagement: problem definition, problem structuring, data gathering and analysis, 
recommendations development and presentation. Students will learn and practice specific 
consulting tools and principles associated with each of these five phases, such as issue trees, 
hypothesis-driven problem solving, client communication and team management. 
 
This skills-development course emphasizes hands-on practice and will involve a combination of 
mini-cases, role-play, and lectures.  Guest speakers from the consulting industry will help to round 
out the consulting picture. 
 
REQUIRED RESOURCES 
There is no textbook. The course package will contain cases and articles such as: 

• Deloitte & Touche Consulting Group, HBS 9-696-096  
• Welcome Aboard (But Don’t Change Thing), HBR R0210A 
• Growing For Broke, HBR R0209X 
4 Mini-cases:  
• Danielle Marcoux at AdNet2Win Technologies, HBS 9-412-039 
• Mary Griffin at Derby Foods, HBS 9-412-040 
• Michael Lester at Lachlan Consulting, HBS 9-412-041 
• Ramesh Patel at Aragon Entertainment Limited, HBS 9-412-042 

 
Recommended Book (not mandatory): 

• The McKinsey Mind, Rasiel & Frida, McGraw Hill, 2002 
 
Other reading material will be handed out during the classroom sessions.  
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COURSE FORMAT 

Intensive format – offered over 6 days in the Summer Intensive Term.  Please see the elective 
course list on RWorld for the exact schedule. 
 
EVALUATION AND GRADE DISTRIBUTION 

Component Due Date Weight 
Group assignment 1 In class 5% 
Group assignment 2 In class  10% 
Group assignment 3 In class 5% 
Group assignment 4 TBD 20% 

Final paper 2 weeks after the course 60% 
 
 

 


