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H o w  w e  c a n  h e l p  y o u r  f i r m  t o  d e a l  w i t h  w h a t ’s 

h a p p e n i n g  n o w  a n d  p r e p a r e  f o r  w h a t  c o m e s  n e x t

Eve n  b e f o re  COV I D -19,  th e  p rof e s sio nal  s e r v ice s  in d u s tr y  w a s  e nte rin g  a  p e rio d  of 

c ha n ge  th e  l ike s  of  w hic h  it  ha d  n eve r  e x p e rie n ce d .  B u t  th e  p a ce  of  that  c ha n ge  is  n ow 

b ein g  a ccel e rate d ,  a s  f ir m s  re sp o n d  to  th e  c risis  a n d  reima gin e  th eir  f u ture  in  a  c ha n ge d 

wo rl d .  We’re  wo rkin g  si d e  by  si d e  w ith  th e m ,  u sin g  o ur  e x p e rie n ce ,  dat a ,  a n d  d e e p  s e c to r 

k n ow l e dge  to  h elp  th e m  c re ate  e f f e c ti ve  s trate gie s  f o r  e x tra o rdina r y  tim e s . 

R e a l - t i m e  f o r e c a s t i n g

Since mid-March , we’ve been supplementing our unique mo del of the global professional ser vices sec tor with 

data collec ted from hundreds of consulting f irms around the world.  O ur for tnightly up dates have become the 

industr y ’s satnav, providing up -to-date estimates of the likely impac t of the crisis by region , sec tor,  and ser vice, 

which change as the market changes , helping consulting f irms to adjust their strateg y accordingly.  But this 

publicly available data is for the market as a whole,  and ever y f irm faces a unique set of challenges . A s you plan 

for the nex t 12-18 months , we can provide forecast data that ’s tailored to your business .

I m m e d i a t e  m a r k e t  f e e d b a c k

One of the big gest challenges facing consulting f irms is uncer taint y: How has client behaviour changed as a 

result of the crisis? Whether we’re leveraging our own research c arried out over the previous few weeks , or 

under taking custom research around your ser vices and market s ,  we can provide you with quantitative and 

qualitative feedback ver y quickly,  enabling you to take quick and informed decisions .

C l i e n t - l e d  p r o p o s i t i o n s

Past crises have shown that the sp eed with which a consulting f irm adapt s it s ser vices will  determine it s resilience—

and that ’s truer than ever in the current environment , when client s’  exp ec tations around what ’s p ossible have 

radically shif ted. They ’re looking to consulting f irms to deliver bet ter,  faster solutions—and consulting f irms will 

need to resp ond by being more precise ab out where they can add tangible value and more comp elling in the way 

they ar ticulate this .  We’ve worked with many f irms over the last decade helping them test their ideas with client s .

A b o u t  u s
 – We’re nerds: We take a data-driven approach to helping f irms take investment decisions .  Since we 

star ted, we’ve invested millions in sophisticated, proprietar y research techniques that give us unique 

insight s into current and future trends .

 – We’re exp e r t s:  We’ve b e en fo c usin g exclusively o n th e p rofe ssio nal  s er vice s s e c to r fo r m o re tha n 

a d e c a d e ,  a n d we ke ep o ur k n ow le dge up to date by inter view in g h un dre ds of  s enio r pa r tn er s in 

p rofe ssio nal  s er vice s f irm s a ro un d th e wo rld ea ch yea r. 

 – We’re future-focused:  We under take the largest regular quantitative sur veys of the professional 

ser vices sec tor any where in the world,  and we’re constantly talking to professional ser vices f irms’ 

client s in order to understand how changes in their behaviour will  reshap e the industr y in the future.

 – We’re in d e p e n d e nt:  O ur a nalysis  a n d re co m m en datio n s a re d erive d f ro m o ur dat a a n d ex p erien ce . 

We d o n’t  re co m m en d f irm s to client s ,  a n d we w ill  n ever tell  yo u w hat yo u wa nt to h ea r jus t  b e c a us e 

yo u’ve paid us .

 – We’re obsessed with value: Our information and insights have underpinned some of the most strategic 

investment decisions made by professional ser vices firms. That’s because we know that, if we’re going to 

have an impac t, how we communicate is as impor tant as what we communicate.

 – We’re easy to work with: We’ll work with you as you want, whether that’s providing you with of f-the-shelf 

data or multi-country custom research. Because we want our work to add value, we charge for what you 

need. We don’t run a meter and we don’t have complicated licensing that limits who can read our material.
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I n t r o d u c t i o n 

In this strangest of years,  we’ve taken a dif ferent approach to this eighth edition of 

Planning for Grow th .  Although no market has been lef t untouched by COVID, there 

are—as you’ll  have seen from our regular updates—significant variations in the ex tent 

to which dif ferent geographies and sec tors have been hit and are beginning to recover. 

We’ve heard of some consultant s in the A sia-Pacific region who have been disappointed 

by “only ” meeting their 2020 target s,  such has been the streng th of the bounceback 

there, while for others the most dif f icult phase may be yet to come. Such variations in 

experience make it even harder than usual to make cogent argument s for investment in 

2021 from a geographical perspec tive. 

So, this year we’ve turned to our analysts, asking them to shif t their attention away 

from geographical or sector-based market distinctions, and to use their knowledge and 

instinct to score five dif ferent of ferings* for attractiveness to both clients and providers. 

We’ve crowdsourced this assessment and no opinion has carried more or less weight: 

This repor t is ,  in the truest sense, Source’s opinion . 

In a ddition to ranking th e se of fering s’  at tra c tiven e ss ,  we’ve ha d to b uild th em from 

th eir  comp on ent par t s .  T his  is  som ething that we’ve always b e en able to do,  b ut n ot 

with o ut signif ic ant tim e devote d to th e re c alibration an d remap ping of  tra ditional 

consulting ser vice lin e s .  O ur solution has b e en to create a n ew m o del  of  th e global 

market base d on a n ew ta xon omy.  T his  is  th e f irs t  rep or t to use b oth an d ser ve s as an 

illus tration of  th e p ower of  this  n ew ap p roa ch . 

The new taxonomy covers the professional ser vices industr y from architec ture to 

out sourcing and drills down to the capabilit y level,  giving us a huge array of building 

blocks with which to construc t new of ferings and model new oppor tunities.  This 

intrinsic flexibilit y is vital because most new and high-grow th oppor tunities are 

multidisciplinar y in nature and are delivered by an increasing range of f irms using 

increasingly diverse set s of capabilities. 

Informed by what we're hearing in our conversations with the leaders of consulting 

f irms around the world about where there's heat in the market,  we’ve used the model to 

construc t f ive of ferings—some ver y new, some more established—from our capabilities 

and scored them from the perspec tive of both client and supplier:  How pressing is the 

need for a solution for the client? Is an of fering easy to deliver for a provider? A sking 

these questions from both sides encourages us to consider where the interest s of client 

and supplier align and diverge. The of ferings are as follows:

	– Post- COVID consumer

	– Resilient business model design

	– Work force planning

	– Digital transformation

	– Clean business

* We’re using the term “of fering s” throughout this rep or t in recognition of the multidisciplinar y nature of what we’re 

describing , an d to dis tinguish them from the more tra ditional “ser vices” that professional ser vices f irms have ten ded 

to think of themselves as providing . 
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O f f e r i n g s  i n  o u r  n e w  t a x o n o m y

The new Source taxonomy of the professional ser vices industr y expands both the breadth of our 

coverage and the granularit y of our model.  It  now covers a wider range of professional ser vices 

providers who deliver a wider range of capabilities.  Fundamentally modular,  it  allows us to build 

out and size new propositions,  exploring how new development s and of ferings might play out .
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A rchitec ture E x terior b uilding design n

Interior b uilding design n

L an dsc ap e design

Audit & assurance Accounting op erations assurance

Accounting s ys tems assurance

Corp orate rep or ting

IFRS & regulator y rep or ting

Business process 
out sourcing

Contac t centre out sourcing

D ocument management out sourcing

Finance accounting out sourcing

Human resources out sourcing

IT out sourcing

O ther out sourcing

Payroll  out sourcing

Regulation & remediation out sourcing

S upply chain management & dis trib ution out sourcing

Civil  engineering Building & engineering analy tic s n

Engineering projec t management

Infras truc ture design

International development

Transp or t infras truc ture, planning & engineering

Urban design & planning

Cyb ersecurit y Cyb ersecurit y a dvice n n n

Cyb ersecurit y implementation n

Cyb ersecurit y incident resp onse

Penetration tes ting & wargaming n

Data & analy tic s Advanced analy tic s n n n n n

Data visualisation , b usiness intelligence & semantic layer n n n n n

Data warehousing & database management n n n n

Machine learning n n

D eals Capital alloc ation s trateg y

Commercial due diligence & valuation

Financial due diligence

M& A transac tion s trateg y

O p erational due diligence

Por t folio & inves tment s trateg y

Public-private par tnerships 

Technolog y due diligence 

D esign & UX Corp orate identit y n n

Cus tomer journey & UX b enchmarking n n

G raphic & UI design n n

UX & ser vice design n n

Financial 
management

Budgeting /f inancial planning process n n

D ebt a dvisor y

Finance f unc tion

Financial a dvisor y

Financial res truc turing & insolvenc y n

Forensic A nti- corruption ser vices

eDiscover y

Forensic accounting

Forensic technolog y solutions

Fraud mitigation

Inves tigation ser vices

HR & change Benefit s ,  comp ensation & p ensions , excluding ac tuarial  
& inves tment a dvice

Change management n n n

Diversit y & inclusion n

Employee engagement n n n n

G overnance & b oard ef fec tiveness

HR s trateg y & ef fec tiveness n n

Lea dership n

O rganisational design & culture n n n n

O rganisational training & development n n n n

O utplacement n

Pension f un d evaluation & a dvice

Per formance management n n

Stakeholder management n

Talent management n

Team ef fec tiveness & collab oration n n n

Innovation Ideation n n n

Innovation management n n n n

Innovation s trateg y n n n n

Strategies for grow th from innovation n n n

Legal Corp orate & transac tion law

Criminal law

Digital & technolog y law

D omes tic & family law

Intellec tual prop er t y law

International tra de, regulator y & government law n

L ab our & employment law n

Litigation Disp ute a dvisor y ser vices

E xp er t witness

Trial ser vices

Marketing & 
creative

Bran d ac tivation n

Bran d s trateg y n n

Creative pro duc tion n

Cus tomer relationship management n

Marketing & communic ation pro duc tion n

Marketing & communic ation s trateg y n

Marketing mix optimisation n

Public relations & af fairs

N et work 
engineering

N et work ins tallation

N et work optimisation n n

N et work s trateg y & architec ture n n n

O p erations Benchmarking n n n n

Business continuit y & recover y n n n

Cos t cut ting n n

Cus tomer ser vice n n n

D ev O ps n

Dis trib ution s trateg y n n n

Lean & Six Sigma n n n

O p erational review n n n n

O ut sourcing a dvice n n

Pos t- M& A integration n

Process design , re- engineering & automation n n n n n

Procurement /p urchasing n n

Prop er t y & es tate management n n n

Sales & dis trib ution planning n n n

Sales force ef fec tiveness n n n

S upply chain management n n n n n

Target op erating mo del n n n n

Pro duc t 
engineering & R& D

Physic al pro duc t qualit y assurance & tes ting

Physic al pro duc t R& D n n

Pro duc t & in dus trial  design n

Technic al feasibilit y assessment , protot yping & mock-
ups

Real es tate Corp orate, occupier ser vices & facilities management n

Integrated real es tate develop er ser vices n

Real es tate deal/transac tion ser vices

Real es tate s trateg y n n

Recruitment Contrac t s taf f ing supply n

E xecutive interim

E xecutive search

Talent sourcing n

Research Cus tomer feedback n

Cus tomer segmentation n

Employee feedback n

Environmental & social impac t research n

Macro/microeconomic research n n n

Market research n n n n

Risk Ac tuarial

Compliance risk n n n

Crisis & rep utation management

Environmental risk n n

Financial assurance n

Internal audit

O p erational risk n n n

Physic al securit y solutions

Physic al securit y s trateg y

Programme risk n

Resp on ding to regulation n n n

Risk governance n n

Risk management n n n

Technolog y & securit y risk ser vices n n n

Third-par t y assurance n n n n

Transac tions-related risk

Treasur y risk

S of t ware 
engineering

A pplic ation development n n n

Digital pro duc t qualit y assurance & tes ting n

Digital pro duc t R& D n n

IoT an d connec ted devices n n n

S olution architec ture n n n

V ir tual ,  augmented, an d mixed realit y n n

Strateg y Business & f inancial mo delling n n n n

Categor y management n n n

Channel management n n n

Corp orate recover y & turnaroun d

Corp orate res truc turing n

Corp orate s trateg y n n

Market analysis & s trateg y n n n

Polic y formulation n

Pricing n n

Strategic sourcing /of f shoring ser vices n n n

S us tainabilit y Clean technolog y n

G reen IT n n

Purp ose-led s trateg y & change n n

Resource- ef f icienc y implementation n

Resource- ef f icienc y s trateg y n n

S ocial impac t & trus t n n n

S us tainable inves tment n n

S us tainable supply chain n n

S us tainable work force n n n

Sys tem integration Func tional & in dus tr y applic ation integration n n

Microsof t n

O racle n

Sales force n

SAP n

Workday n

Tax Corp orate tax

Global employer/mobilit y ser vices

In direc t tax

International tax

Private wealth tax

Tax disp ute resolution & controvers y

Transac tion tax

Trans fer pricing

Technolog y AI a dvice & implementation n n n n

Cloud a dvice n n n n

Cloud implementation n n n n

ERP consulting n n n

G eospatial a dvice & implementation n n

IT s trateg y, planning & review n n n n n

IT training n n n

Programme management n n n n

Rob otic s a dvice & implementation n n n n

Ven dor selec tion n n n n
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S c o r i n g  m e t h o d o l o g y 

Our new scoring methodolog y for this repor t star t s from the basic idea that,  in order 

to assess how at trac tive an of fering is to professional ser vices f irms, conditions on 

both the client and supply side need to be taken into account .  We set tled on four 

fac tors for each side:

For each of these fac tors,  we devised a series of questions with answers that scored 

from 1 to 5,  and then averaged them to give each fac tor a score. Combining the scores 

for the fac tors gives each of fering t wo separate scores out of 20 : a client score and a 

provider score. 

It ’s here that the key dif ference bet ween the provider and client perspec tives becomes 

apparent .  For the former, the questions centre on the challenges of deliver y and ROI: 

a high score overall  will  come from an of fering that draws on existing methodologies 

and skills ,  could be bought predic tably by many people for a long time, and isn’t hard to 

make dif ferentiated from the competition . On the client side, the higher the score, the 

greater the need to look to ex ternal providers for help: It ’s a resonant issue, preferably 

with at tendant regulator y pressure, and while there's clear evidence of the benefit s of 

taking ac tion, the resources needed to address it  are scarce. 

For the avoidance of doubt,  though they take dif ferent things into account,  both scores 

measure the at trac tiveness of the of fering to professional ser vices f irms. So, a high 

client score doesn' t mean it 's good news for the client,  it  means it 's good news for the 

f irm (because conditions on the client side are favourable).  It  is ,  then, the t wo scores 

combined that ultimately determine how at trac tive each of fering is to professional 

ser vices f irms.

Client issue

Provider offering

Re s o n a n c e

How engaged are 
the general p ublic , 
employees , an d the 
C-suite?

Fo u n da ti o n

What ’s already in 

place?

I m p a c t

Is it  p ossible to make  
a tangible impac t?

E xe c u ti o n

How complic ated  
is delivering the 
of fering?

I n te r ve n ti o n

Is there pressure to ac t 
from ex ternal forces?

S ize

How big is the 
opp or tunit y?

S c a rc it y

How available are  
the technolog y,  
p eople, an d data 
required?

P re di c t a b il it y

Will client s come  
back for more?
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A b o u t  t h e  a u t h o r

Edward Edgcumb e

edward .edgcumb e @ sourceglobalresearch .com

Ed ward  Edgc umb e 

Edward is Model Design & Research Lead at S ource, where he is responsible for marshalling 

the research and data input s for all  our models ,  taxonomies,  and databases.  He has most 

recently led the development of the newly expanded S ource taxonomy, drawing on his 

ex tensive experience of scanning the market for potential acquisitions to build a more 

granular,  capabilit y-driven view of the professional ser vices landscape. He holds a degree in 

classic s from Magdalen College, Ox ford; and an MMus from the Royal Academy of Music .
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A  p o w e r f u l  r e s e a r c h  t o o l  t h a t  a l l o w s  s u b s c r i b e r s  t o  ke e p  u p  t o  d a t e  w i t h  t h e  

l a t e s t  c o n t e n t  b e i n g  p r o d u c e d  a n d  m a x i m i s e  t h e i r  r e t u r n  o n  i n v e s t m e n t .  A  s e r i e s 

o f  r e p o r t s  t h a t  a n a l y s e  t h e  q u a l i t y  a n d  e f f e c t i v e n e s s  o f  t h o u g h t  l e a d e r s h i p  a r e 

p u b l i s h e d  t h r o u g h o u t  t h e  y e a r.
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W h i t e 
S p a c e

P l e a s e  n o t e  t h a t  w i t h  t h e  p u r c h a s e  o f  a l l  c o u n t r y  M a r ke t  D a t a  &  A n a l y s i s  r e p o r t s  i n  2 0 2 0 ,  y o u  w i l l  a l s o  g a i n  a c c e s s  t o  m o n t h l y 

u p d a t e s  r e g a r d i n g  t h e  i m p a c t  C OV I D - 1 9  i s  h a v i n g  o n  t h e  c o n s u l t i n g  i n d u s t r y  m o r e  w i d e l y.
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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  a n d  c o n t e n t  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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S o u r c e  G l o b a l  R e s e a r c h  i s  a  l e a d i n g 
p r o v i d e r  o f  i n f o r m a t i o n  a b o u t  t h e 
m a r k e t  f o r  p r o f e s s i o n a l  s e r v i c e s .

S e t  u p  i n  2 0 0 7 ,  S o u r c e  s e r v e s  t h e  p r o f e s s i o n a l  s e r v i c e s  i n d u s t r y

w i t h  ex p e r t  a n a l y s i s ,  r e s e a r c h ,  a n d  r e p o r t i n g .  W e  d r a w  n o t  o n l y  o n

o u r  ex t e n s i v e  i n - h o u s e  ex p e r i e n c e  b u t  a l s o  o n  t h e  b r e a d t h  o f  o u r

r e l a t i o n s h i p s  w i t h  b o t h  s u p p l i e r s  a n d  b u y e r s .  A l l  o f  o u r  w o r k  i s

u n d e r p i n n e d  b y  o u r  c o r e  v a l u e s  o f  i n t e l l i g e n c e ,  i n t e g r i t y,

e f f i c i e n c y,  a n d  t r a n s p a r e n c y.
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©  S o u r c e  I n f o r m a t i o n  S e r v i c e s  L t d  2 0 2 0

S o u r c e  I n f o r m a t i o n  S e r v i c e s  L t d  a n d  i t s  a g e n t s  h a v e  u s e d  t h e i r  b e s t  e f f o r t s  i n  c o l l e c t i n g  t h e

i n f o r m a t i o n  p u b l i s h e d  i n  t h i s  r e p o r t .  S o u r c e  I n f o r m a t i o n  S e r v i c e s  L t d  d o e s  n o t  a s s u m e ,  a n d

h e r e b y  d i s c l a i m s ,  a n y  l i a b i l i t y  f o r  a n y  l o s s  o r  d a m a g e  c a u s e d  b y  e r r o r s  o r  o m i s s i o n s  i n  t h i s

r e p o r t ,  w h e t h e r  s u c h  e r r o r s  o r  o m i s s i o n s  r e s u l t  f r o m  n e g l i g e n c e ,  a c c i d e n t ,  o r  o t h e r  c a u s e s .
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