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COURSE SYLLABUS

2022/2023 Academic Year

GENERAL COURSE INFORMATION

11. Course Name Communication Consulting / Komunikacijsko savjetovanje
1.2. Study Programme Public Relations Management specialist professional graduate study programm

1.3. Course Short Name  EESNORINY 1.7. Year of Study 2nd

1.4. Course Code PRM22238 1.8. Semester 3rd (Winter)

1.5. Course Status Obligatory 1.9. ECTS 5

Course Total
Type Hours 1.10. Class Venue and Bernays — According to published
1.6. Course Structure Tectures 20 Schedule schedule
Exercises 10

2. TEACHING STAFF

2.1. Lecturer in Charge Tvan Pakozdi 2.6. Course Associates

2.2. Academic Rank M.A. in journalism 2.7. Academic Rank
2.3. Teaching Rank Tecturer 2.8. Teaching Rank

2.4. Contact e-mail ivan.pakozdi@bernays.hr 2.9. Contact e-mail

2.5. Consultations According to published schedule 2.10. Consultations

3. COURSE DESCRIPTION

The course introduces students to the concepts of management and communication consulting processes, which are studied
as part of the course as a type of professional consulting services that consultants / advisors, primarily employed in
marketing or communication agencies, provide to corporate clients, managers, management staff and department heads to
optimize and improve processes. The course studies the factors that influence the successful consultant-client relationship,
the evaluation critetia of success between the consultant and the client in the areas of conflict between the consultant and
the client. The course emphasizes the development of consultation soft skills and teaches them techniques of using personal
and institutional strategies to build trusted relationship with clients, individuals or institutions in order to establish a trust
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. Enrolment
Criteria

. Learning
Outcomes

3.4. Course
Content

. Types of
Class
Activities

. Types of

Exercises

. Course
Language

environment that is key to proven successful counselling. As a part of the course, students learn to distinguish general
principles and processes in business and communication consulting. They also learn how to identify dimensions and
implications of the relationship between client and consultants, how to choose communication approaches for successful
communication with clients and ultimately how to plan the consulting process using available communication techniques,
tools and approaches, with the aim of providing the client with a professional consulting service.

There are no specific requirements for enrolment in this course.

11: Distinguish general principles and processes in business and communication consulting and different strategies for
building a relationship with the client.

12: Create satisfaction and dissatisfaction elements matrix between the consultant and the client in order to identify the
dimensions and implications of their relationship.

13: Design communication patterns to establish a professional relationship with the client using individual and institutional
client access strategies.

I14: Propose a solution in dubious business situations with a client using the communication techniques, tools and
approaches that make up a consulting setvice.

Nature and purpose of managerial consulting; counselling process

General and specialist counselling services

Counselling models

Marketing consulting

Evaluation criteria of success between the consultant and the client

Atreas of conflict between the consultant and the client / critical dimensions of the consultant-client relationship
Client Management

Perceptions of PR agencies and their clients about the reasons for cooperation and sources of conflict
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Consulting and coaching as counselling tools

10.  Building relationships with clients; Reliable client-partner; Relationship building strategies

11.  Matrix of client relationship development

12.  Individual and institutional counselling strategies

13.  Soft skills - management consulting skills: Communication bottom up and top down; Record keeping; Problem Talkers
Vs. Problem Solvers; The golden rule of communication - Walk, speak, write; "So what?" principle, tips for business
interviews, MECE principle

Multimedia and

x  Lectures x  Exercises Field Trips Mentored Paper
Network
Seminars .
Distance Independent .
and . X ) Laboratory Misc.
Learning Assignments
Workshops
Auditory Methodical Practicum Laboratory Experimental
x X . . .
Exercises Exercises Exercises Exercises Exetcises
Field Proofreading Foreign Project '
and spoken Language ) Misc.
Exercises . . Exercises
Exercises Exercises

Croatian and English language
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Participation in exercises, demonstrations and project development according to the professot’s instructions.

; Class Activities Written Oral 1 Preliminary
Attendance in Class Exam Exam Exam(s)
Seminar . . .

3 Project Exercises Essay Misc.
Paper
Grade Type Points
1. Class attendance 5
2. Preliminary exam 20
3. Independent Assignment 75
Total Points 100

1. Kubr, M. (2002). Management consulting. A guide to the profession. 4th edition, International Labour Organization, Geneva.
Selected chapters: 1, 2, 3 and 15 (pp. 3-80 and pp. 327-341)

2. Schein, E. H. (1999). Process Consultation Revisited: Building the Helping Relationship, Addison Wesley Longman, Reading, MA.
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Observations and evaluation of teaching; student questionnaires

COMMUNICATION Communication :
MANAGEMENT c M R Wanbesmont Bernays
FORUM

Review Masterclass



