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Our values and integrity
O u r  p u r p o s e  i s  t o  h e l p  y o u  g r o w  y o u r  b u s i n e s s .  We  a i m  t o  p r o v i d e  y o u  w i t h  t h e  b e s t
d a t a  a n d  a n a l y s i s  t o  h e l p  y o u  m a ke  t h e  r i g h t  d e c i s i o n s  f o r  y o u r  f i r m .

To  t h a t  e n d ,  S o u r c e  G l o b a l  Re s e a r c h  i s  c o m p l e t e l y  i n d e p e n d e n t  o f  a n y  p r o f e s s i o n a l
s e r v i c e s  f i r m  w e  w o r k  w i t h  o r  c o m m e n t  o n .  T h e  v i e w s  a b o u t  e a c h  f i r m  e x p r e s s e d  i n
t h i s  r e p o r t  c o m e  f r o m  s e n i o r  e n d - u s e r s  o f  p r o f e s s i o n a l  s e r v i c e s ;  y o u r  c l i e n t s  a n d
p r o s p e c t s ,  i n  o t h e r  w o r d s .  A l l  a n a l y s i s  i s  o u r  o w n — a s  e x p e r t s  i n  i n t e r p r e t i n g  c l i e n t
d a t a ,  o u r  a i m  i s  t o  h e l p  y o u  m a ke  s e n s e  o f  i t  a n d  b r i n g  t h e  i m p o r t a n t  m e s s a g e s  t o
y o u r  a t t e n t i o n  q u i c k l y .

I t  i s  n o t  p o s s i b l e  t o  i n f l u e n c e  o u r  r a n k i n g s  e i t h e r  b y  s u b s c r i b i n g  t o  o u r  r e s e a r c h  o r
b y  p a y i n g  u s  m o n e y — i t  n e v e r  h a s  b e e n ,  a n d  i t  n e v e r  w i l l  b e .
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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 weekly 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 will  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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How to use this Client Perception
Study
I t ’ s  v e r y  i m p o r t a n t  t o  b e  c l e a r  a b o u t  w h a t  o u r  C l i e n t  Pe r c e p t i o n  S t u d i e s  a r e ,  a n d  a r e
n o t :

W h a t  t h e y ’ r e  n o t  a r e  e x h a u s t i v e  s t u d i e s  o f  c l i e n t s ’  o p i n i o n s  a b o u t  s p e c i f i c  f i r m s
t h a t  r e m a i n  s t a t i s t i c a l l y  r o b u s t  w h e n  f i l t e r e d  t o  p r o v i d e  d e t a i l e d  d a t a  a b o u t  v i e w s  a t
a  v e r y  g r a n u l a r  l e v e l  o f  t h e  m a r ke t .  S o  i f ,  f o r  i n s t a n c e ,  y o u  w a n t  s t a t i s t i c a l l y  r o b u s t
d a t a  a b o u t  w h a t  c l i e n t s  i n  t h e  p h a r m a  s e c t o r  i n  G e r m a n y  t h i n k  a b o u t  M c K i n s e y ’ s
o p e r a t i o n a l  i m p r o v e m e n t  c a p a b i l i t i e s ,  y o u  w o n ’ t  f i n d  i t  i n  t h e s e  r e p o r t s .  We  d o
p r o f i l e  i n d i v i d u a l  f i r m s  i n  o u r  r e p o r t s  t o  t h e  e x t e n t  w e  c a n — i n d e e d  t h i s  r e m a i n s  o n e
o f  t h e  m o s t  p o p u l a r  p a r t s  o f  t h e  r e p o r t s  w i t h  r e a d e r s — a n d  w e  d o ,  s e p a r a t e l y ,
p r o v i d e  t a i l o r e d  p r e s e n t a t i o n s  t o  f i r m s  t h a t  b u y  t h i s  r e p o r t ,  c o n t e x t u a l i s i n g  t h e
r e s u l t s  f o r  t h a t  i n d i v i d u a l  f i r m .  H o w e v e r ,  o u r  C l i e n t  Pe r c e p t i o n  S t u d i e s  a r e  n o t
d e s i g n e d  t o  r e p l a c e  t h e  s o r t  o f  i n - d e p t h  c l i e n t  r e s e a r c h  t h a t  m a n y  f i r m s  c a r r y  o u t
( a n d  o f t e n  a s k  u s  t o  c a r r y  o u t  f o r  t h e m ) .

W h a t  t h e y  a r e  d e s i g n e d  t o  d o  i s  p r o v i d e  a  s n a p s h o t  o f  v i e w s  w i t h i n  a  p a r t i c u l a r
c o n s u l t i n g  m a r ke t  a t  a  p o i n t  i n  t i m e .  W h a t  t h e y  l a c k  i n  d e t a i l  a b o u t  i n d i v i d u a l  f i r m s
t h e y  m a ke  u p  f o r  i n  t h r e e  i m p o r t a n t  w a y s :

A  m u l t i - f i r m  v i e w .  O u r  r e p o r t s  e n a b l e  c o n s u l t i n g  f i r m s  t o  s e e  h o w  t h e y  s t a c k  u p
a g a i n s t  t h e i r  c o m p e t i t o r s  i n  t h e  m i n d s  o f  c l i e n t s .

A  v i e w  f r o m  p r o s p e c t s ,  n o t  j u s t  e x i s t i n g  c l i e n t s .  We  i n c l u d e  t h e  v i e w s  o f  p e o p l e
w h o  a r e n ’ t  c u r r e n t  a c t i v e  c l i e n t s  o f  t h e  f i r m  t h e y ’ r e  t e l l i n g  u s  a b o u t ,  e n a b l i n g  u s
t o  u n d e r s t a n d  w h a t  w e  t e n d  t o  t h i n k  o f  a s  a  f i r m ’ s  b r a n d  p i p e l i n e ,  a n d  t o
c o m p a r e  t h e  v i e w s  o f  p r o s p e c t i v e  a n d  a c t i v e  c l i e n t s .  I n  d o i n g  t h i s ,  w e ’ r e  a b l e  t o
a s s e s s  t h e  e x t e n t  t o  w h i c h  c l i e n t s ’  e x p e c t a t i o n s  o f  a  f i r m  a r e  m e t  i n  r e a l i t y ,  a n d
h o w  w e l l  a  f i r m ’ s  m a r ke t i n g  a n d  d e l i v e r y  c a p a b i l i t i e s  a r e  a l i g n e d .

I n d e p e n d e n c e  a n d  e x p e r t i s e .  T h e  t r o u b l e  w i t h  c o n d u c t i n g  y o u r  o w n  c l i e n t
r e s e a r c h  i s  t h a t  c l i e n t s  a r e  o f t e n  r e l u c t a n t  t o  e x p r e s s  n e g a t i v e  v i e w s  a b o u t
f i r m s  ( a n d  p e o p l e )  w i t h  w h o m  t h e y ’ v e  w o r ke d  c l o s e l y .  T h e y  h a v e  n o  s u c h
c o n c e r n s  w h e n  t h e y ’ r e  t e l l i n g  u s .  A d d e d  t o  w h i c h ,  w e ’ r e  a b l e  t o  b r i n g  t h e
e x p e r t i s e  w e ’ v e  g a i n e d  o v e r  y e a r s  o f  a n a l y s i n g  t h e  c o n s u l t i n g  m a r ke t  t o  b e a r ,
h e l p i n g  t o  i n t e r p r e t  t h e  r e s u l t s  w i t h i n  t h e  c o n t e x t  o f  t h e  w i d e r  m a r ke t  a n d  t h e
s t r a t e g i c  p r i o r i t i e s  o f  c o n s u l t i n g  f i r m s .

I t ’ s  i m p o r t a n t  t o  r e m e m b e r  t h a t  t h i s  i s  a  s t u d y  o f  c l i e n t  p e r c e p t i o n s ;  a  s u m m a r i s e d
v i e w  o f  w h a t  w e ’ r e  h e a r i n g  f r o m  t h e  m a r ke t .  I t ’ s  n o t  S o u r c e ’ s  v i e w ,  n o r  i s  i t  a
c o m m e n t  o n  m a r ke t  s h a r e  o r  a  r e c o m m e n d a t i o n  t o  c l i e n t s  a b o u t  w h i c h  f i r m s  t o  b u y
f r o m .  T h e  a u d i e n c e  o f  t h e s e  r e p o r t s  i s  v e r y  m u c h  t h e  f i r m s  f e a t u r e d  i n  t h e m ,  a n d
t h o s e  i n t e r e s t e d  i n  t h e  s t r e n g t h  o f  t h e  c o m p e t i t i o n  i n  a n y  g i v e n  m a r ke t .
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