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(1) Plan ahead

(2) Tell a different story

(3) Be flexible

(4) Create a dialogue with potential candidates
(5) Make people feel special —quickly

(6) Build a relationship with recruitment firms

In conclusion
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Name Job title Firm

Ben Pryer Strategy, Change & Consulting Manager Mackenzie Jones
Ben Richardson Director nbi

Daniel Malka Group CEO MC Partners
Dominic Moore Director and Co-Founder 325 Consulting

Don Leslie Director BLT

Felix Meller Senior Manager Badenoch and Clark
James Callander Managing Director Freshminds

John Gardner Chief Executive nbi

Matthew Godfrey

Director

Mackenzie Jones

Nick Barton

Managing Director

The Barton Partnership

Oliver Phoenix

Director

The Barton Partnership

Richard Stewart

Managing Director

Mindbench

Tony Restell Director Social Hire, Top-Consultant
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Breakdown of the global consulting market by region, 2014

Size of Size of Growth As a % of
consulting consulting 2014 global market
market 2013 market 2014 2014

North

America = v $5475bn 8%

Central
and South
America

1
Asia . 6 % @
Pacific Nfcing, ..
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B In conclusion GGG

Over the last few years leaders have been queuing up to tell us about the
challenges they face in their attempts to attract and retain the best people. But
relatively few seem to have clear sense of how to address those challenges.

Our research suggests that there are things that can be done and we've taken
some time to highlight them in this report. At their heartis the idea, espoused
here by Tony Restell but echoed by many people we’'ve spoken to, that the power
has shifted from consulting firm to candidate. Dropping any pretence that it
hasn’t, and taking the tactical and strategic steps necessary to address the
issue, is now critical for a firm to succeed in today's fast-growing market.
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Source Information Services Limited (Source) is a leading provider of information about the market for management
consulting. Set up in 2007 with offices in London and Dubai, Source serves both consulting firms and their clients with
expert analysis, research and reporting. We draw not only on our extensive in-house experience, but also on the breadth of
our relationships with both suppliers and buyers. All of our work is underpinned by our core values of intelligence, integrity,
efficiency and transparency.

Source was founded by Fiona Czerniawska and Joy Burnford. Fiona is one of the world's leading experts on the consulting
industry. She has written on the industry including: and The Economist books,
and
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