
Internal Consultant Training (ICT) 
Delivering customised best practice training programs 
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Product – Internal Consultant Training 

ICG is uniquely placed to customise and deliver internal capability development and training 
programs in your organisation 
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ABOUT INTERNAL CONSULTING GROUP 

•  Mission: To help professionalise the freelance, boutique and internal consulting industries 

•  Vision: To be the world’s leading supplier of unbundled consulting, project services, capability 
building and professional association in the management consulting industry. 

ABOUT ICG TRAINING 

•  Training developed by internal 
consultants for internal consultants 

•  Draws on best practices from across 
academia, the consulting industry and 
industry practice 

•  Designed to mimic ongoing professional 
development at top branded firms 

•  Designed to receive Professional 
Development accreditation by ISCA – the 
new professional association designed 
by the industry for internal consulting 
professionals. 

ABOUT ICG’s TRAINERS 

•  Our trainers have been trained and then 
trained others at the world’s leading firms 

•  We select trainers on a combination of 
capabilities including: proven delivery 
execution in the marketplace (they are in 
the trenches too); proven experience and 
expertise delivering engaging training; 
the highest intellectual and professional 
calibre 

•  ICG’s trainers can be unbundled for one 
on one coaching, small team training and 
training strategy planning. 
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The Training Practice sits alongside ICG Industry, Functional and Support Practices 
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Product – Internal Consultant Training 

The ICT Practice is “best-in-class” and fulfils a specific need of Internal Consulting Teams 
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•  Training designed by consultants 
specifically for internal consulting 
and project teams 

•  Teaches specific top-tier consulting 
skills to internal teams 

•  Reduces the reliance on large 
external consulting teams.  

FULFILLS SPECIFIC NEEDS TRAINERS / FACILITATORS TEACHING METHODS 

“BEST-IN-CLASS” 

•  Ex-top tier consultants that have 
previously led world-wide training 
companies and/or trained ASX top 
100 companies 

•  Ex ASX top 100 executives with 
practical and relevant experience 

• Must have a minimum of 15 years 
relevant consulting experience and/
or subject matter expertise 

• Meet the rigorous standards to be 
accredited in specific training 
modules by ICG. 

•  Subject matter taught through 
reference to sanitised real world 
examples and group discussion 

•  Subject matter applied through 
integrated real-world case studies 
(attendees are separated into teams 
mixing experience, level and 
background to mirror actual projects) 

•  Participants develop further skills 
through team exercises and 
presentation of integrated exercises. 
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ICG Internal Consultant Training – core modules to develop end-to-end capabilities for Strategy 
and Project Teams 

Internal Strategy Team Project / Delivery Team  
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ICG can also develop bespoke / hybrid training modules. 

Financial 
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Defining the Issue 
(SCQ) 

Answer-First 
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Development 

The Strategic 
Toolkit 

Program 
Management 

Answer-First 
Workplanning 

Project 
Management 

Research/
Data 

Collection 
Techniques 

Interview 
Skills 

Cost/Benefit 
Tracking and 
Realisation 

Change 
Management 

Specialist to 
Strategy 

Generalist (Strategy 
and Project Teams) 

Specialist to Project 
Management 

Facilitation 

80/20 
Analysis 

What makes a 
great Analyst 

Developing 
compelling 

presentations 
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Product – Internal Consultant Training 

ICG also offers more specialised modules for developing highly specific skillsets and/or further 
developing senior resources 
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• Practice Management 

• Productivity and Operations Frameworks 

• Senior Consulting Team Management 

• ExCo and Board level presentations 

• Advanced Facilitation 

• Program Management Offices/Complex 
Project Management 

• Other “bespoke” modules from subject matter 
experts as requested. 

• Advanced Business Unit Strategy techniques 

• Functional and Corporate Strategy 

• Advanced Scenario Analysis 

• Building a lite Wargame Capability 

• Productivity and Operations Frameworks 

• Shared Services and Sourcing 

• Building a Market and Rival Scanning 
Capability 

• Other “bespoke” modules from subject matter 
experts as requested. 

 

SENIOR DEVELOPMENT SPECIFIC SKILLSETS 
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Paul Lahiff 
Affiliate 

Ex-CEO with deep knowledge of finance 
and credit union sector, also with 
consulting experience. Experienced 
non-executive director, with expertise in 
board facilitation, mediation and 
executive coaching.  
 

ICG’s Training Team Experience eclipses that of any Competitor… 

David Moloney 
Practice Leader 
Financial Services 

One of Australia’s leading FS 
consultants, previously partner of Booz 
and Co, and country manager of Oliver 
Wyman. 
David operates at all training levels from 
analyst to board level and specializes in 
consulting methodology and strategy. 

Raj  Gokhale 
Practice Leader 
Human Capital 

Over 15 years experience at Director 
level in both consulting firms (Boston 
Consulting Group, Egon Zehnder) and 
corporates (Charles Schwab, American 
Express, Macquarie Bank), working 
primarily in financial services as well 
across other industries such as 
healthcare and media. 

Bodo Mann 
Practice Leader 
PMI & BPO 

Experienced strategy and operations 
Consultant / Director with 17 years of 
business and professional services 
experience working with ASX 100 and 
global blue chip clients across 
Australasia and Europe in operating 
businesses (GE Capital Europe), 
Management and Strategy Consulting 
(Booz & Company, White Room 
Associates) and Executive Search and 
Leadership Advisory (Spencer Stuart). 

James Bawtree 
Practice Leader 
PMO 

15 years experience and Approved 
Consultant and Trainer in Portfolio, 
Programme, Project, Benefits 
Management and Maturity Reviews. 
Results driven, strategic thinker with 
proven management experience in 
setting up initiates, delivering products 
and services though multiple concurrent 
portfolios, programmes and projects to 
successfully achieve agreed outcomes.  

Himanshu Dua 
Practice Leader 
Strategy &Training 

Has successfully run strategy training 
courses for ASX-100 companies and 
leading consulting firms. Over 17 years 
experience in strategy both from Bain & 
Company and as Head of Strategy at 
Westpac Banking Corporation. Deep 
experience in Financial Services, 
Airlines, Operations, Sales and 
Marketing across clients in Australia, 
Asia, USA and Central and South 
America. 
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Marcus Crow 
Practice Leader 
Training 

With 15 years experience working at 
the front of the room delivering 
training and facilitation for market-
leading organisations across industry. 
Marcus’ clients are market-leading 
ASX-200-type businesses. He has 
had particular exposure to banking, 
property, insurance, wealth, Pharma 
and FMCG.  

Matt McKeown 
Practice Leader 
Training Support 

Over 20 years’ experience in design and 
facilitation of courses in business skill 
development, Office IT and software 
user training, executive coaching and 
communications consulting. 
Worked in several countries in the Asia 
Pacific region, with leading firms across 
various sectors including finance, 
manufacturing and information 
technology. 
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Clients recognise the Unique Proposition that is ICG Training 
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Client role Comment 

Retail Bank Strategy Head “ICG’s training is unique in the industry – we use them exclusively for our training needs” 

Internal Consultant “This is a phenomenal program – I haven’t seen anything like it in my career.” 

Bank Capability Manager “We can’t justify a full time projects team, ICG’s model fills the gap for us.” 

Group Strategy Head “We want to build a world class consulting team – ICG is helping us get there.” 

Consulting Firm Head “Let’s talk about how ICG might help our new alumni with another career option and how you can us with training.” 

Media Company Executive “I like the idea of giving my people the help they need rather than outsourcing to a consulting firm.” 

Retail Bank Strategy Head “ICG fills the middle ground between the big firms and doing it ourselves.” 
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Suggested ICT training packages structured by course length and core skills required 
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One-Off 
(1/2 day) 

Analysis Toolkit 
(1 day) 

Strategy Analyst 
(2 days) 

Project 
Management 

(1 day) 

Project Analyst 
(2 days) 

Project/Strategy 
Analyst 

Bootcamp 
(4 days) 

Project Management 

Developing 
Compelling 
Presentations 

Developing 
Compelling 
Presentations 

Developing 
Compelling 
Presentations 

Answer First 
Workplanning 

Answer First 
Workplanning Project Management 

Answer-First 
Hypothesis 
Development 

Answer-First 
Hypothesis 
Development 

Cost/benefit Tracking/
Realisation Defining the Issue 

Financial Modelling Defining the Issue Project Management Financial Modelling The Strategic Toolkit 

Any single listed 
module as required 
by the client 80/20 Analysis The Strategic Toolkit 

Cost/benefit Tracking/
Realisation 

Research/Data 
Collection/Techniques 
+ Interview Skills 

 
Research/Data 
Collection/Techniques 
+ Interview Skills 
+ 80/20 Analysis 
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ICG’s Training Delivery Format is flexible and fully customisable 
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Module  
Duration 

Training Program Format Investment* Suggested 
Participants 

One-Off Periodic Programmatic Range (Pax) # 

½ day •  $350-$450 10 - 12 

1 day •  $800-$1200 10 - 12 
 

2 day •  $1500-$2000 8 - 12 

5 Days •  $3,200-$5,000 8 - 12 

. 

✔ 

ICG’s training module durations range from 2 hours to one week. Depending on specific training needs and capability 
development requirements, we will work with closely you to design the most effective program roll-out format for your organisation. 

✔ 

✔ 

✔ 

Sample Training Program Format 

*Pricing excludes Training Coordination, Printing, Venue and Customisation Costs. 

✔ ✔ 



Overview of Sample  
Training Modules 
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Sample – Defining the Issue 

The “Defining the Issue” training module provides an effective overview on the 
Situation-Complication-Question framework used to immediately identify the critical 
issues in large, complex and poorly defined projects.  
 
In particular, the training module covers the following: 
 
•  A detailed definition of what Situation-Complication-Question actually means and how to 

apply the framework 

•  A detailed integrated exercise where attendees apply these learnings to an actual case 
study example and have to present their results. 
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An introduction to the SCQ 
framework which enables a quick 
definition of the issue(s) that needs to 
be addressed in complex projects/
situations 

© Internal Consulting Group 2013 Product - Internal Consultant Training (ICT) 

COMMERCIAL IN CONFIDENCE 
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Situation  (S) 

Complications/constraints  (C) 

Critical question  (Q) 

Hypothesis/answer 

Primary assertions 

Secondary assertions 

•  Describe the background of the problem that the audience is already 
familiar with 

•  Define the major problems and constraints facing the analysis.  What has 
changed? 

•  Formulate the primary question(s) to be addressed by the project/ analysis 

•  Answer the question to resolve the complications.  Each hypothesis 
should be supported by a “logic tree” 

•  Key assertions, which prove the hypothesis, should be mutually exclusive and 
collectively exhaustive (“MECE”) 

•  Each is supported by a second level of facts which verify the assertion 

•  Facts should verify the primary assertions and be explicit enough to 
translate into an effective presentation 

DEFINING THE PROBLEM 

The first step involves setting up the Situation, Complication and Question 

© Internal Consulting Group 2013 Product - Internal Consultant Training (ICT) 

COMMERCIAL IN CONFIDENCE 
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S-C-Q 

Recognised, stable situation Something went wrong What do we do? 

Recognised, stable situation Something could go wrong How can we prevent it? 

Recognised, stable situation Something changed What should we do? 

Recognised, stable situation Something could change How should we react? 

Recognised, stable situation Here�s what you might expect to find Do we find it? 

Recognised, stable situation Here�s someone with a different point of 
view 

Who is right?  

Recognised, stable situation In this situation we have three 
alternatives 

Which one should we 
choose? 

Recognised, stable situation We need to do something new How do we do it? 

SITUATION COMPLICATION QUESTION 
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Sample – Answer First Hypothesis Development 

The “Answer-First Hypothesis Development” training module provides a detailed 
discussion on how to use this approach to enable the key issues of a project to be 
answered/solved through the shortest “critical path” and addresses all relevant 
issues  
 
In particular, the training module covers the following: 
 
•  A deep dive on structured problem solving, including issue trees and using a hypothesis-

driven approach 

•  How to use this approach to ensure that all issues relevant to the problem are addressed 
(a Mutually Exclusive and Collectively Exhaustive) 

•  An detailed discussion of the steps involved in developing an answer-first hypothesis, 
when to use this approach and common pitfalls 

•  A detailed integrated exercise where attendees apply these learnings to an actual case 
study example and have to present their results. 
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A comprehensive overview of how to 
develop Answer-First Hypotheses to 
enable a focused project and avoid 
“boiling the ocean” or “paralysis by 
analysis”  

© Internal Consulting Group 2013 Product - Internal Consultant Training (ICT) 

COMMERCIAL IN CONFIDENCE 
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Answer First 

•  Formulating a hypothesis from experience, 
business intuition and the facts at hand, and then 
developing a series of analytic tests that will prove 
or disprove the hypothesis (deductive) 

•  Always more efficient, especially if issue has been 
previously addressed 

•  Workplan/logic tree lends itself directly to storyline 
and presentation 

•  Hypothesis can be self-fulfilling, new blinding insights 
may be missed  

•  Difficult to employ where no clear hypothesis or 
experience exists 

Appropriate approach 90% of time 

Benefits: 

Risks: 

Applicability: 

Inference 

•  Collecting facts and performing exhaustive 
analysis, the result of which will allow you to infer 
the answer to the problem (inductive) 

•  Effectively builds background data and context 
where none previously existed 

•  Can lead to new insights - may identify broader, 
more strategic issues 

•  Can easily stray into irrelevant analysis - “yield 
loss” 

•  Difficult to prioritise or selectively prune analysis 
without central hypothesis 

Appropriate approach 10% of time 

PROBLEM SOLVING APPROACH 
An Answer First (Hypothesis Driven) problem solving approach has been applied by leading 
consulting organisations to solve many complex business problems 

Definition: 

© Internal Consulting Group 2013 Product - Internal Consultant Training (ICT) 

COMMERCIAL IN CONFIDENCE 

61 

Situation 

Complication 

Question 

Hypothesis/answer 

Primary assertion Primary assertion Primary assertion 

Secondary 
assertion 

Secondary 
assertion 

Secondary 
assertion 

Secondary 
assertion 

Secondary 
assertion 

Secondary 
assertion 

Final assertion Final assertion 

PROBLEM SOLVING PYRAMID 
Once the problem has been laid out, a pyramid is developed to break-down the problem into smaller 
components 
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Sample – Program Management Office / Complex Project Management Training Module 

The “Program Management Office / Complex Project Management” training module 
covers the following topics: 
 
•  Overall life cycle of a successful and value adding project management office 

•  Understand different type of programs along four dimensions: 

•  Very Large Projects 

•  Tactical Programs 

•  Operational Programs 

•  Strategic Programs 

•  Elaborate on tools and techniques segmenting between soft vs. hard skills 

•  “Tips and Tricks”. 
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A comprehensive overview on the 
key aspects of a best practice Project 
Management Office and Complex 
Project Management function 

© Internal Consulting Group 2013 Program Management Offices / Complex Project Management 
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How & 
When 

What 

Why 

Why 
What 

How 

When 

Why 

what 

How 

When 

Complex Project Management has different types and categories of initiatives 

Initiatives need to be management under the one framework so 
objectives can be aligned and achieved 

16 © Internal Consulting Group 2013 Program Management Offices / Complex Project Management 

COMMERCIAL IN CONFIDENCE 

The Balance - Portfolio Program Project & Risk Management  

All three levels of strategy and change initiatives need to be considered when stating a new initiative or assessing the on-going viability of 
an in-flight initiative. 
 
There are nine key areas for each level that need to be considered covered in the next set of slides. 
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Identify 
Enhance the 
capability 

Realise the 
benefits Define 

Evaluate and 
close 

The right focus on 
doing the right projects the right way  

needs to be found. 

1 2 3 4 5 
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Sample – Small Project Management Training Module 

The “Small Project Management” training module covers the following topics: 
 
•  An introduction to the four key phases of the project management lifecycle 

•  Identify & validate opportunity 

•  Initiate & plan project 

•  Execute & control project 

•  Conclude project 

•  Deep dive on governance structures and their importance 

•  Facilitated discussion of key project risks and mitigating strategies. 
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A comprehensive overview on the 
key aspects of best practice project 
management 

© Internal Consulting Group 2013 Small Project Management 

COMMERCIAL IN CONFIDENCE 

Module Overview 

14 

1) Identify & 
Validate 

Opportunity 

2) Initiate & Plan 
Project 

3) Execute & Control 
Project 

4) Conclude 
Project 

Introduction 

Wrap-up 

© Internal Consulting Group 2013 Small Project Management 
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The team to deliver the strategy is forming quickly  

Responsibilities Team 

Stakeholder Team 
Steve Benjamin, Petra Woodlarkova, Tony 

Handsome 

ICG global research team (as needed) 

Core Team 
Benno Blanc (50%+) 

Marc Wyleyy (30%) 
Liudimila Ben (80%) 

 

Steering Committee 
John AppleSeed, Mario Rossi, Tim Ross (20%) 

Working Team 
tbd 

 
Note: (x%) indicates the % of time spent on the project by each member approximately per week 

ICG global production team (as needed) 

•  Day-to-day operational mgmt 
•  Operational work stream mgmt 
•  Weekly work stream meetings, monthly workshops, 

ad-hoc meetings   
•  Cross-stream fact base 

•  Endorse decisions & approach 
•  Fortnightly working sessions 
•  Define priorities, review progress, make decisions 

Extended team (as required) 
•  Ad-hoc meetings 

41 
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Sample – ExCo and Board Level Presentations Training Module 

The “ExCo and Board Level Presentations” training module covers the following 
topics: 
 
•  What is different about ExCo and Board presentation? 

•  What is a preparation plan? 

•  Stakeholder mapping 

•  Tools and techniques 

•  Heuristics and guidelines  

•  FAQs. 
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A compelling guide for the successful 
preparation and execution of board 
level presentations 

© Internal Consulting Group 2013 

COMMERCIAL IN CONFIDENCE 

What is different about Board presentations?  

11 

Source: CIBC and ICG analysis 

Key  Differences for prospective presenters 

•  A Board setting is usually more formal than 
ExCo 

•  Non –executive Board members will have 
diverse experience and are unlikely to be 
proficient in all issues brought to them 

•  Non-executive directors will vary in their 
time on the Board – newer members will be 
keener to make an impact, more 
experienced ones less so 

•  The style/approach of the Chair will be an 
important influence on how the meeting is 
conducted 

•  Boards post GFC, Centro and James Hardie 
are more conscious of risk – strategic, 
operational and reputational 

•  Their desire is to be more strategic but 
inevitably the agenda can be dominated by 
compliance and regulatory issues 

•  A company secretary will be in attendance 

CIBC Structure (Representative) 

© Internal Consulting Group 2013 

COMMERCIAL IN CONFIDENCE 
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Four Stages in the Presentation lifecycle 

Presentation 
Plan 

•  Preparing the 
Presentation Plan 

•  Stakeholder Map 

•  Using your Sponsor 

Preparation Execution Follow-Up 



© Internal Consulting Group 2015 

Product – Internal Consultant Training 

Sample – Building a Competitor and Market Radar System Training Module 

The “Building a Competitor and Market Radar System” training module covers the 
following topics: 
 
•  Why you need a market and rival scanning capability 

•  Building a capability assessment through gap analysis 

•  Participant level radar analysis and tools 

•  Industry level radar analysis and tools 

•  A word on ethics 

•  Bringing it together. 
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A comprehensive overview on how to 
build an effective market and rival 
scanning capability in your 
organisation 

© Internal Consulting Group 2013 Building a Competitor and Market Radar System 
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Industry evolution charts concatenate time lapse radar (Consulting industry example) 

22 

Source: ICG Analysis 
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COMMERCIAL IN CONFIDENCE 

Step 1 is to identify relevant trends and isolate the critical ones 
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Source: ICG Analysis 

Willingness to shop and temporarily self insure 

Brand preference/price sensitivity. 

Stance toward FSL collection/gaming 

Intensity of competition for customers.  

Degree of promotion of shopping 

Intrusiveness over FSL reduction  
pass through 

Orderly management of transition. 

Extent of shift in FY13 GWP for FSL 
liability purposes 

Group imperative to maintain profit level  
(your team) 

Industry financial pressures/impact on  
price increases. 

Customer 
Behaviour 

Personal Lines 
Competitive 
Behaviour 

Government/
Opposition/ 

Media/Advocacy 

Commercial Lines 

Group Financial/
Industry Pressures 

Sample Short List Elaboration Long listing Techniques 

Technique ICG Comments 

NGT •  Nominal Group Technique –  
Brainstorming Re-engineered. 

Interviewing 
•  Traditional, with or without a strawman 

•  Prioritisation often cumbersome. 

Delphi 

•  Hard to engage stakeholders seriously 

•  Performs well when something at stake 

•  Creates audit trail. 

Forcing 
Techniques 

•  Engineered frameworks to drive out possibilities 

•  Trend checklists 

•  Global comparisons etc. 

Desk 
Research 

•  Most common source 

•  Use impact and frequency analysis or similar to 
add empiricism to your work. 

Team 
Sessions •  Discuss and debate using KJ/Isikawara 

Driver 
Analysis 

•  Driver Trees 

•  Systems Dynamics. 

© Internal Consulting Group 2013 Building a Competitor and Market Radar System 
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Value chain profile highlights competitor strengths and weaknesses (Mortgage example) 
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Source: ICG sanitised sample 

Key 
strengths 

S
tro

ng
 

P
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ity
 

W
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k 
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e 
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• - 

•  Specialist 
products 

•  Higher cost of 
funds 

•    - Rating 

•    - Retail deposits. 

• - 

•  Electrification 

•  Fast track/ 
streaming 

•  Systems 
flexibility. 

Relative 
weaknesses 

•  Customer 
onboarding 
process 

•  Proactive 
lifestage 
management. 

– Exaggerated for illustration – 

•  Third party 
origination cost 

•  E-val usage. 

•  Cost 
management 

•  Price for 
volume 

•  Customer 
satisfaction 

•  Brand 

•  Premium for 
credit quality. 

•  MIS aligned by 
volume only 

•  Mortgage 
Insurance 

•  Response 
to changes 
in prime 
envelope. 

•  RMBS issuance •  Volatility 
management 

Product and pricing Operations Credit 
risk Costs 

Distribution, 
sales & 
cross-selling 

Customer 
management Funding 

Business 
model 
and 
overview 

1 2 3 4 5 6 7 8 
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Sample – Advanced Facilitation Training Module 

The “Advanced Facilitation” training module covers the following topics: 
 
•  Overall life cycle of a successful and value adding facilitation approach 

•  Understand different type of facilitation along two dimensions: 

•  Light vs. heavy leadership style 

•  Process vs. Content 

•  Elaborate on tools and techniques segmenting between soft vs hard skills 

•  Helpful tips to take it further. 
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A comprehensive overview on how to 
create compelling presentations  

© Internal Consulting Group 2013 Advanced Facilitation 

COMMERCIAL IN CONFIDENCE 

A preparation framework 

17 

•  Objectives  
•  Context & 

stakeholders 
•  Meeting format 
•  Roles & audience 
•  Venue/logistics 
•  Reduce risk of 

problems 

•  Getting started 
•  Effective leadership/ 

discussion techniques  
•  Group dynamics 
•  Effective questioning & 

listening  
•  Using flip charts 
•  Giving presentations 
•  Dealing with disrupters  

•  Closing remarks 
•  Actions 
•  Feedback 

Close Plan Conduct 

© Internal Consulting Group 2013 Advanced Facilitation 
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“ The skill involved in helping a group to reach an effective outcome” 

When would we use it? 
•  Workshop to gain an understanding of a current process / design a new process 
•  Focus group brainstorm ideas/solutions to specific problems eg. new product/poor 

customer satisfaction 
•  Meeting to resolve conflict between individuals / help groups with opposing stances 

reach consensus 
•  Training day to teach staff how to use new systems / processes 
•  Project to drive through a process 

Why is it important for internal consultants? 
•  Spend a large part of our day in meetings 
•  Run numerous workshops eg. process mapping 
•  Seen as independent / across all businesses 
•  Increasingly used to resolve conflicts between different areas of the bank 

 
Facilitation defined 

15 



UNBUNDLED CONSULTING • PROJECT SUPPORT • CAPABILITY BUILDING • PROFESSIONAL ASSOCIATION 

Internal Consulting Group 

Email enquiries@internalconsulting.com or 
visit our website at www.internalconsulting.com 

 

 
 


