Course Title:

Business Strategies for Computer Consultants

Course Number:

BA 103

Credit:

3

Institution:

Clackamas Community College

Outline Developed by:
Len Eaton, Computer Science Department


Bill Waters, Business Department
Course Description:

Consultant: The application of talents, expertise, experiences, and other relevant attributes, which result in an improvement in the client’s condition (Getting Started in Consulting, by Alan Weiss, Wiley Publishing)

This class introduces the procedures for establishing and developing a successful consulting business in computer-related services including web development, network support, and computer support.  Includes defining goals, identifying local markets, creating a business plan, understanding taxes, accounting, and licensing issues, pricing services, promotion, creating contracts, and client management.  

Outline
1. The Role of the Consultant.
2. Challenges and Obstacles.
3. Business and Personal Objectives.
4. Taxes, Accounting, Licensing, Insurance and Other Legal Issues.

5. Creating a Professional Image, Reputation and Ethics.

6. Marketing and Pricing Your Services.
7. Networking to Expand Your Business Contacts.
8. Writing the Proposal and Getting the Contract.
9. Managing the Client Relationship Once the Job Is Done.

10. Expanding Your Consulting Business.
11. Your Own Professional Development.
Expected Student Outcomes: 

The defined outcomes listed in this guide are stated in terms of what the student will be able to do after completing this course. This section is a statement of final learning outcomes and does not attempt to state how, or in what order, the defined outcomes will be presented. 

Upon successful completion, the student should expect to be able to:

1. Discuss the nature of the working environment for web design, computer and network consultants.
2. Research local consulting markets and possibilities

3. Identify the scope and nature of his/her own consulting business goals

4. Create a computer consulting business including the components of licensing, marketing, production, and finance.
5. Identify personal characteristics that are common among successful consultants.
6. Determine the elements that enter into a successful pricing strategy.

7. Develop and implement a successful marketing plan.
8. Identify processes for establishing business relationships and using support services.

9. Identify effective and ineffective strategies and practices of consulting.

10. Manage the client relationship to insure satisfaction and repeat business.
11. Identify strategies for growing a consulting business.

Length of Course:

One quarter with 3 lecture hours per week for a total of 32 hours
Prerequisite:

None
Grading Method:

Letter grades only.
Required Text:

(To be determined at a later date)
Library Resources

Use of library and information resources is integrated into computer science certificate and degree programs in general education requirements and in computer science classes as relevant to the curriculum. Use of library and information resources is encouraged and students can access a variety of program-appropriate materials via the library's web-based electronic databases and print materials. Instruction in use of library and information resources is available to all students.
