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B o u n c i n g  b a c k ,  m o v i n g  f o r w a r d
Following 2017 ’s consulting market deceleration in grow th, 2018 saw 

significant recover y with the continent ’s overall  consulting market 

growing a healthy 8 .1% to reach a value of US$2 ,491m . 

Just as 2017 ’s lacklustre per formance can be largely at tributed to 

an abysmal year in the dominant South Africa market,  2018’s success 

is direc tly connec ted to a South Africa consulting bounceback. 

A s that nation begins to move on from the all-consuming Gupta 

scandal,  it s client s are gradually resuming investment,  generating 

consulting grow th of 2 . 8% across the wider southern Africa region—

an improvement suf ficient to recover the value lost to 2017 ’s 

market shrinkage in that region . Even so, many consultant s describe 

southern Africa’s per formance as disappointing: Though relieved 

the bleeding has stopped, they are quick to note that the market 

continues to per form well  below it s potential ,  with many describing 

conditions as slug gish . 

Many major players had strong expectations of Africa a few years back, 
but these expectations are deflating a little .

Emmanuel de Dinechin , Altai Consulting

Elsewhere on the continent,  market s are smaller but give far less 

cause for complaint .  The small  but rapidly developing market s of 

eastern and western Africa are not only booming but picking up 

pace, with stabilised commodit y prices helping consultant s in both 

regions to achieve overall  grow th rates solidly in the double digit s . 

Meanwhile,  the more mature—and, therefore, generally slower-

moving—nor thern Africa consulting market also improved on it s 2017 

A f r i c a  o v e r v i e w

GROWTH ECONOMY 
DIGITISATION
REFORM  STABILITY  DEMAND
PROFESSIONALISATION 
INVESTMENT  TRANSFORMATION  CONFIDENCE GOVERNMENT 
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per formance, expanding 7. 5% as GDP grow th picked up across much 

of the region . 

Progress in 2018 was driven by geographies ,  and we saw good grow th 
outside South Africa,  especially in western Africa. 

Malcolm Pannell ,  Korn Ferr y

Overall ,  grow th was slow in Africa last year,  influenced to a large extent 
by macro factors in the economies . 

Thiru Pillay,  D eloit te

2018 was more of the same in terms of consulting demand from 
f inancial  ser vices ,  telecoms , and specif ic government agencies with a 
progressive leadership and agenda. 

Bisi L amikanra , KPM G
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D i v e r s e  a p p r o a c h e s  t o  a  d i v e r s e 
m a r k e t
Nearly 12 million square miles,  as many as 2 ,0 0 0 languages, and 

more than 50 countries with huge variations in political stabilit y, 

economic maturit y,  and infrastruc ture development: The size and 

diversit y of the African continent can hardly be overstated—nor can 

the challenges faced by international consulting f irms working hard 

to ser ve the many and varied needs of this market .  Indeed, there is 

such diversit y across the continent that it  may seem odd to conceive 

of Africa as a single market in the f irst place. But the relatively 

modest scale of consulting revenues in most countries and the fac t 

that rapidly evolving political and economic conditions mean the hot 

spot s tend to change ever y few years have traditionally incentivised 

international f irms to approach Africa—or at least a large region 

within it—as a whole.  A s market s grow, however,  the incentives that 

drive consulting models are changing. 

One of the big gest challenges we face is  the level  of integration across 
a ver y diverse continent.  The ways of working are completely dif ferent 
across countries ,  and as a result ,  the way to sell  work to clients in each 
countr y is  also dif ferent .  However,  we are f inding that talking to clients 
about value and demonstrating it  in the ser vices we do is  helping us to 
relate to clients across the region in a similar way. 

S enior management consultant ,  Afric a

T h e  f l y - i n  m o d e l :  Va r i a t i o n s  o n  a  c l a s s i c

For example, the traditional fly-in /fly-out model that used to 

charac terise most global f irms’ approach to the market is increasingly 

untenable as the volume of work grows and a maturing client base 

comes to expec t local talent and local rates.  Yet the model has not 

vanished quite so much as it  has evolved, with several f irms still  f lying 

in global talent—t ypically based in Europe—to do much of consulting’s 

highly specialised work and to capitalise on emerging pocket s of 

grow th while African teams, strategically located in larger market s, 

suppor t day-to-day implementation and relationship management . 

Firms using this modified fly-in model appreciate the agilit y it  allows, 

let ting them take advantage of hot spot s when and where they pop up 

without being heavily commit ted to any single countr y. 

Our team is comprised of a UK-based team of analysts with specialist 
exper tise in African af fairs ,  a team of consultants we use on a case-by-
case basis ,  and a number of correspondents that we retain in many of 
our key countries to produce our repor ts . 

Tara O’Connor, Afric a Risk Consulting
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We have a big presence in Africa and have a lot of local operations ,  but 
it ’s  a light physical presence in most countries .  There will  always be a 
need for local relationship management to help clients wrestle with on-
site problems , but enablement is  more and more of f-site deliver y. 

H ennie Human , E Y

We’ve aimed to develop a strateg y that allows for f lexibilit y in moving 
from one countr y to another,  depending on political  and economic 
f luctuations . 

Jean-Philipp e D uval ,  P w C

D e e p e n i n g  c o m m i t m e n t :  H u b s  a n d  s p o k e s

Not ever y f irm shares enthusiasm for the fly-in /fly-out model, 

however,  and argue that it  betrays a failure to take the Africa market 

seriously.  Only by making a true commitment to local market s—with 

fully staf fed of fices f illed with local talent,  ready to weather good 

times and bad—can a f irm come to genuinely understand it s client 

base and how to ser ve it  best .  Some consultant s fur ther argue that 

the deep understanding fostered by such an all-in approach may help 

to keep firms out of trouble,  noting that the political naivet y some 

firms have blamed for their embroilment in the Gupta scandal would 

not have sur vived a dedicated, authentically local presence. 

We’ve been operating in most countries for many years ,  so the idea of 
chasing hot money doesn’t  really f igure—we’d be run rag ged. Africa can 
be quite volatile ,  the market can run for a couple years ,  then there’ll  be 
a hiatus ,  so we go through the good and the bad. 

Malcolm Pannell ,  Korn Ferr y

Having local people in local of f ices is  essential  to understanding the 
context in which clients operate as well  as the impact of changes 
on the local market and the local work force .  It ’s  also essential  to 
understanding whether something will  have nefarious implications , 
which we think is  an excellent way to avoid some of the problems some 
f irms have got into in recent years . 

Edwin Macharia ,  Dalb erg

For f irms looking to establish such a dedicated presence, the hub-

and-spoke model is a natural star ting point ,  and several f irms that 

previously operated on a fly-in /fly-out basis have adopted this model 

in recent years.  Firms appreciate this approach as a way of set tling 

down in a relatively stable corner of the Africa market,  of fering local 

talent at local rates while maintaining the flexibilit y to intensif y or 

reduce their presence elsewhere on the continent as the market 

dic tates.  However, the hub-and-spoke model is far from a panacea: 

Having one Africa hub—or even a few—still  means ser ving a huge and 
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diverse area from a relatively small  base, and coordination and travel 

bet ween the various hubs and spokes can be a formidable logistical 

challenge. 

We now operate a single advisor y practice across all  Africa with one 
set of f inancial  accounts .  We have a number of industr y leads who are 
tasked with f inding oppor tunities across Africa,  engaging with clients 
and delivering.  We now have cer tain hubs of excellence in cer tain 
countries .  We are stil l  developing this model and are aiming to have it 
operating fully by the end of the year. 

Mark O’ Flaher t y,  P w C

It ’s  dif f icult  not to operate hub-and-spoke in Africa.  There are likely to 
be more people in Africa than in India in the next few years ,  but they ’re 
much more fragmented. You’ve got to choose the spot from which to 
operate ,  and there are seldom direct f lights . 

Malcolm Pannell ,  Korn Ferr y 

We have a strong local presence with local deliver y centres ser ving 
E g ypt and the wider region. That helps us when it  comes to the price 
and qualit y equation. It ’s  something that newer entrants into the 
market don’t have yet ,  and they ’re coming in with a higher price tag 
because they ’re using people based and priced in other markets .  Over 
time , they will  become more competitive on price ,  but at the same time 
the consulting market will  also expand. A s demand increases ,  there’s 
upward price pressure ,  so that ’s going to balance things out . 

A mr Mahfouz, IBM

Fur thermore, just as maturing African client s tire of looking to 

London to have their needs met,  those out side South Africa are 

also increasingly tiring of looking to Johannesburg. Af ter all ,  the 

successful Africa model isn’t only about meeting the needs of 

consulting f irms: It ’s also about addressing the needs of a rapidly 

growing and maturing client base that increasingly expec t s—and is 

newly empowered to demand—ser vice on it s own terms. Government s 

are also flexing their muscles to demand local consultant s,  driven 

by both frustration with foreign consultant s who fail  to understand 

their requirement s and the need to create qualit y jobs in their home 

jurisdic tions.  In several countries,  a local base f illed with local talent 

is not only good prac tice but a legal necessit y. 

There are some countries where bringing in of fshore talent can be 
an issue that needs to be explained to clients ,  but I  don’t think we’re 
par ticularly ag gressive with of fshore at the expense of onshore talent . 
Our client relationship management will  always be done onshore if 
possible ,  and then it ’s  a matter of explaining the situation to clients . 

H ennie Human , E Y
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M e t h o d o l o g y

S o u r c e s

Our repor t is based on quantitative and qualitative research of consulting 

f irms in Africa .  This includes the following:

Megamodel: our global data model

The quantitative data contained in this repor t focuses on consulting done by 

mid- and large-sized consulting f irms (those with more than 50 consultant s) 

and t ypically includes work they have carried out for mid- and large-sized 

client s—what we at Source call  “big consulting”.  It  therefore reflec t s the 

“addressable” market for the majorit y of mid- and large-sized consulting 

f irms; we don’t tr y to track the long , thin tail  of work done by ver y small 

f irms for ver y small  client s,  nor the contrac tor market,  as most readers 

of this repor t would not seek or be able to compete with this par t of the 

market .  Our analyst s work out the addressable size of the market through 

desk research, identif ying the number of f irms that meet our criteria ,  and 

ex trapolating from that to reach a f igure for the market as a whole. 

Using this definition, we’ve built a bot tom-up model of the global consulting 

market from the information we get from consulting f irms and our own 

research, and we use it  to size the industr y and it s grow th rates.  This is 

based on our global model which contains detailed data about almost 1 ,6 0 0 

firms, plus higher-level estimates about a fur ther 4 0 0,0 0 0 firms, all  with 

more than 50 consultant s apiece, in addition to comprehensive primar y 

research carried out by Source analyst s. 

Please note that our 2017 baseline f igures have changed a lit tle since last 

year,  as we have refined and implemented improvement s to our research 

methods. We are happy to provide subscribers who bought last year’s repor t 

with a restated set of 2017 baseline f igures should this be of interest .

We should emphasise that there are no standard sources of definitions 

of data within geographies let alone bet ween them . We are, however, 

confident that the richness of our qualitative data,  combined with Source’s 

unparalleled industr y exper tise,  means that our analysis fairly and 

accurately reflec t s the state of the market . 

Please note that we have refined and implemented improvement s to our 

research methods for digital data,  taking a bot tom-up approach to f irm-level 

data this year. 

All  f igures given in this repor t are in US dollars.  For reference, Source is 

using the following exchange rates in it s repor t s this year: 

US dollar to British pound US$1 = £0.75

US dollar to euro US$1 = €0.85

A b o u t  t h i s  r e p o r t
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Interviews with senior consultants

In addition to our quantitative research, we inter viewed 19 ver y 

senior consultant s (t ypically the most senior person in their countr y) 

from most of the leading consulting f irms in the region and many 

smaller local specialist s to understand more about how the consulting 

market is per forming , and what the major trends, changes, and 

challenges are.  Throughout the year Source analyst s remain plug ged 

into the global consulting market through our bespoke research and 

consulting projec t s,  adding fur ther depth to our understanding of the 

consulting industr y. 

In-depth desk research

We also con duc te d a th oro ugh PE S T analysis  in Afric a that drills 

dow n into f in er ma cro e con omic details  on a h olis tic  an d se c tor-

by-se c tor basis  an d allows us to f it  o ur re search into a wider 

ma cro e con omic pic ture . 

Definitions of sectors and services 

Our definition of management consulting includes a broad range of 

business advisor y ser vices,  but excludes:  

 – tax advisor y

 – audit

 – the implementation of IT systems

 – the deliver y of out sourced/of fshored ser vices

 – HR compensation /benefit s administration and technolog y

Where mergers and acquisitions work is concerned, consulting on 

deals is included (under strateg y),  but corporate f inance fees on 

deals themselves are generally not included, although it is not always 

straight for ward to separate the t wo. 

For more information about how we classif y consulting ser vices and 

sec tors,  please see “Definitions of sec tors and ser vices”.
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C o n t r i b u t o r s

Name Job title Firm

Adam Craker CEO IQbusiness

Emmanuel de Dinechin Par tner Altai Consulting

Jean-Philippe Duval Par tner Public Sec tor & Space P wC

Joost de Haas Accenture Strateg y, Managing Direc tor  Accenture 

 – Africa Lead 

Hennie Human Advisor y Market s Leader – Africa Region E Y

Bisi L amikanra Head of Nigerian Advisor y Prac tice KPMG

Ber t Lopes Johannesburg O f fice Managing Par tner  BDO 

 and Mining Lead 

Edwin Macharia Par tner & Africa Regional Direc tor Dalberg

Amr Mahfouz Comms Sec tor Leader,  MENA IBM

Ahmed Moharram Direc tor LOGIC Management  

  Consulting

Dr. Pradeep K Mukherji  President & Managing Par tner Avasant

Tara O'Connor E xecutive Direc tor Africa Risk Consulting

Mark O'Flaher t y Consulting Leader P wC

Malcolm Pannell  Countr y Chair South Africa Korn Ferr y

Neresh Pather Direc tor Africa Mot t MacDonald

Bridy Pax ton Marsh Risk Consulting Lead Africa Marsh Risk Consulting

Thiru Pillay Consulting Leader – Deloit te South Africa Deloit te

Mohamed Radwan Managing Direc tor Platinum Par tners

Mongi Ben Tkhayat Founder and Managing Par tner AMEF Consulting

We are ex tremely grateful to all  the people we spoke to for making this repor t possible.  Below is 

a list of the individuals who have contributed from consulting f irms (some consultant s choose to 

remain anonymous). 
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B . J.  is the senior editor at 
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A shok is a writer and editor at 

Source, contributing to our Market 

Trends Programme and Client 

Perception Programme repor t s. 

Prior to joining Source, he was 

an editor and a consultant in the 

commodities market,  and he also 
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W e  p r o v i d e  a d v i c e  a n d  c u s t o m  r e s e a r c h 
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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