A Typology of Consulting Styles

Product:


Consultant and client view the consultant's role as "service provider" and the client's role as "customer." Before even approaching the consultant, the client identifies and diagnoses the problem and chooses a solution, such as skill in producing a computer file, test, video, lab manual or other "product" that can remediate the problem. In effect, the client "purchases" what the consultant has "for sale."
Prescription: 


Consultants and clients working in the prescription model view the consultant's role as "expert" and the client's role as "receiver of expertise." The relationship between consultant and client is much like the relationship between doctor and patient. The consultant possesses expert opinions and knowledge about instructional matters. Thus, the client describes his or her concerns about teaching, and the consultant's role is to identify, diagnose, and solve problems.

Collaborative: 


Consultants and clients view the consultant's role as "catalyst" or "facilitator of change" and the client's role as "content expert." Collaborative consultants and clients are partners, each having some unique expertise to contribute to the teaching improvement process. Both the consultant and client may identify, diagnose, and suggest solutions to problems; however, it is the client's prerogative to accept or reject the consultant's contributions.

Affiliative: 


Consultants and clients working in the affiliative model view the consultant's role as a combination of instructional consultant and psychological counselor and the client's role as seeker of personal as well as professional growth. Affiliative consultants focus on empowering the client and solving personal problems that may cause or exacerbate the client's instructional problems. Both the client and consultant may suggest solutions, but it is the client who retains control of the process.

Challenger 


In this model, the consultant takes the role of "challenger" or "devil's advocate" which puts the client into the role of either defender or accepter. The consultant and client may begin the consultation process using either the collaborative or afilliative model, but at some point the consultant recognizes that the problem is different from that identified by the client. Perhaps the client is denying the problem or is personally or professionally challenged by it. Thus to bring about any meaningful change, the consultant feels a need to confront the client as a first step in solving the problem.
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Consultants and clients working in the prescription model view the consultant's role as "expert" and the client's role as "receiver of expertise." The relationship between consultant and client is much like the relationship between doctor and patient. The consultant possesses expert opinions and knowledge about instructional matters. Thus, the client describes his or her concerns about teaching, and the consultant's role is to identify, diagnose, and solve problems.
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Consultants and clients view the consultant's role as "catalyst" or "facilitator of change" and the client's role as "content expert." Collaborative consultants and clients are partners, each having some unique expertise to contribute to the teaching improvement process. Both the consultant and client may identify, diagnose, and suggest solutions to problems; however, it is the client's prerogative to accept or reject the consultant's contributions.
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Consultants and clients working in the affiliative model view the consultant's role as a combination of instructional consultant and psychological counselor and the client's role as seeker of personal as well as professional growth. Affiliative consultants focus on empowering the client and solving personal problems that may cause or exacerbate the client's instructional problems. Both the client and consultant may suggest solutions, but it is the client who retains control of the process.
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In this model, the consultant takes the role of "challenger" or "devil's advocate" which puts the client into the role of either defender or accepter. The consultant and client may begin the consultation process using either the collaborative or afilliative model, but at some point the consultant recognizes that the problem is different from that identified by the client. Perhaps the client is denying the problem or is personally or professionally challenged by it. Thus to bring about any meaningful change, the consultant feels a need to confront the client as a first step in solving the problem.
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