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I n t r o d u c t i o n

L ast year we began our annual market at trac tiveness index by proposing that 

consulting had perhaps set tled upon a sweet spot,  wherein the global market was 

generating “a high degree of uncer taint y without incurring too much collateral damage”. 

In shor t ,  client s were star ting to feel anxious about the prospec t of slowing GDP and 

burgeoning trade wars,  but they were not pulling back on investment .  Instead, they 

were pursuing grow th, digitisation, and—in some cases—advice for future-proofing 

their businesses against the dif f icult times they suspec ted lay ahead. 

This year,  that sense of watchful waiting has intensified, and the at trac tiveness scores 

reflec t a global market that has become a bit more ner vous even as it  continues to 

soldier on . This year’s average score of 9. 56 is only slightly lower than last year’s 9.76 , 

though there are signals that things may be about to take a darker turn . 

Take a closer look at our index, and you’ll  see that nearly all  of this year’s drop can be 

at tributed to grow th scores (one of four metric s we look at in assessing at trac tiveness), 

which have fallen in nearly ever y market we cover: Only India has seen it s grow th score 

improve, and only Australia has held steady. The trade wars that were simmering last 

year have begun to boil  over,  threatening a global recession and with it  the possibilit y 

of increased political uncer taint y.  Speaking of trade and political uncer taint y,  the 

Brexit saga has now lingered far longer than anyone expec ted and continues to hang 

as a spec tre over a wear y UK and, indeed, over much of western Europe. Meanwhile,  a 

changing political climate is also helping to drive down average talent scores,  as a wave 

of protec tionism and anti-immigration sentiment is making an already impossibly tight 

consulting labour market even more challenging. 

Taken together, it all sounds rather bleak—and yet the overall attractiveness of the global 

consulting market remains relatively high. Average revenue per consultant and client 

propensity to buy remain virtually unchanged from last year, signalling that clients are 

mostly getting on with business—the business of grow th, of digitisation, and of shoring 

up against future turbulence. Consulting, it seems, remains in that sweet spot. 

But sooner or later,  something has to give. Over the nex t year,  an inevitably 

contentious US presidential elec tion and the ultimate resolution of Brexit will  play a 

major role in either resolving or exacerbating our trade and economic anxieties,  set ting 

the scene for what comes nex t—for bet ter or worse. Consulting could ver y easily be 

dislodged from the sweet spot . 

Where will  it  land if  it  is? It ’s dif f icult to paint a pic ture in which the consulting market 

suddenly collapses.  During dif f icult times, the wealthy, mature client s that constitute 

the backbone of global consulting are ver y likely to keep investing , simply shif ting 

their at tention to solutions aimed at helping them weather the storm . And then there’s 

digitisation—a true jug gernaut that we firmly believe could only be drag ged down by a 

true (and unlikely) global economic meltdown . Even if  we were to see a repeat of 20 0 8 , 

when consulting funds were significantly depleted, it ’s hard to imagine the digitisation 

push grinding to a halt .  

The future remains uncer tain,  but we also think it  looks pret t y sweet even beyond the 

sweet spot—at least for the world’s management consultant s. 
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A b o u t  t h i s  r e p o r t
This is the seventh edition of Planning for Grow th, and our methodolog y has remained 

unchanged for the last few years. It is still  important to keep in mind that the scores 

provided are a mix of art and science: Hard data is used where it exists, but much is 

informed by our conversations with, and sur veys of, senior consultants working in the 

geographies covered. Like all forecasting, the index isn’t per fect, but we think it ’s pretty 

darned good, and we are pleased to stand by it as an honest indication of where we’d 

invest our money (or not) if we were a management consulting firm looking to grow. 

We award a score out of five (where five is the most favourable) for each of the following:

Ta l e n t

How easy is it  to f ind and retain the people you need?

G r o w t h

What are the market’s prospects for grow th in 2020? This is converted from the forecasts 

published in our Market Trends Programme for 2019 (updated, where necessar y, to 

reflect changes in market conditions in individual geographies since our relevant report 

for that geography was published earlier this year), which take into account the following: 

–– How client s expec t their consulting expenditure to change

–– GDP grow th forecast s

–– Inward investment

–– Political stabilit y

–– The number of companies headquar tered in the market

A v e r a g e  r e v e n u e  p e r  c o n s u l t a n t

Using data from our global data model,  balanced to account for dif ferences in the 

struc ture of market s.

C l i e n t s ’  p r o p e n s i t y  t o  b u y  c o n s u l t i n g

Based on the size of consulting market s relative to GDP of the geographies in which 

they sit ( World Bank figures for 2018).

W h y  n o t  s i z e ?

We don’t take the size of the consulting market into account in assessing it s 

at trac tiveness for a couple of reasons:

–– 1 . Our ranking would become much more static:  The size of market s relative to each 

other changes ver y slowly, and the US consulting market is so much big ger than any 

other that it  would probably always top our rankings if  size were a consideration . So, 

our barometer would become less sensitive.

–– 2 . We’re not sure size really mat ters in it self.  Yes,  the US is the big gest market by 

some considerable distance, but it ’s also got the most people working in it  and the 

highest degree of consulting saturation . What mat ters is how much oppor tunit y 

exist s,  and our view is that size of a market relative to GDP, combined with the other 

things we measure, provides a much more useful view of that . 
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B. J. Richards

bj.richards@sourceglobalresearch .com

B.J.  Richards

B . J.  is the senior editor at Source and is responsible for ensuring 

consistenc y in qualit y,  content,  and tone across the core 

programme. She also writes a number of our core repor t s and 

par ticipates in Source’s market research . An accomplished writer 

and editor,  B . J.  has provided strategic communications for senior 

executives ranging from a US senator to president s of Har vard 

Universit y.  She earned her juris doc torate from the Universit y of 

Georgia and is a member of the Georgia bar.
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s e r v i c e s  t o  t h e  w o r l d ’ s  m o s t  s u c c e s s f u l 
p r o f e s s i o n a l  s e r v i c e s  f i r m s ,  h e l p i n g  
t h e m  t o  i d e n t i f y,  a n d  d e v e l o p  s t r a t e g i c 
r e s p o n s e s  t o ,  t h e i r  m o s t  p r e s s i n g  
o p p o r t u n i t i e s  a n d  c h a l l e n g e s .

A m o n g  o t h e r  t h i n g s ,  o u r  w o r k  i n c l u d e s :

– D e e p  m a r ke t  a n d  c o m p e t i t o r  a n a l y s i s

– A c q u i s i t i o n  s t r a t e g y

– P r o p o s i t i o n  s t r a t e g y  a n d  d e v e l o p m e n t

– B r a n d  a n d  c l i e n t  s e n t i m e n t  a n a l y s i s

– T h o u g h t  l e a d e r s h i p  s t r a t e g y,  d e v e l o p m e n t ,  a n d  r e v i e w

Fo r  m o r e  i n f o r m a t i o n  a b o u t  a n y  o f  t h e s e ,  p l e a s e  v i s i t  o u r  w e b s i t e 

o r  g e t  i n  t o u c h .

O u r  c u s t o m  w o r k
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