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E x e c u t i v e  s u m m a r y

Since emerging from the global f inancial crisis ,  the global consulting industr y has enjoyed an 

uninterrupted period of grow th. Initially,  waves of regulation kept many busy, and then the digital 

revolution took over,  providing huge oppor tunities in the latter par t of the last decade. While that 

doesn’t make grow th easy—firms have had to shif t the focus of their capabilities,  acquire new ones, 

reorganise themselves,  and in many cases,  rebrand to seize the oppor tunit y—there’s cer tainly been 

ample client demand to help them expand their empires.

The global pandemic has changed all  this.  For the first time in more than a decade, we expec t the 

global consulting market to shrink significantly in 2020. What’s more, clients’  attitudes about how 

and why they use firms, and what they use them for,  has changed.

The key finding of this repor t is that a gap has opened up bet ween need and demand. Clients expec t 

their organisations to change radically as a result of the crisis ,  and they expec t to be busier than ever 

making their organisations fit  for the future. But there are obstacles standing in the way of that work 

turning into consulting projec ts,  including changes to the way clients want to use consultants,  the 

fac t that many either don’t have the money or the abilit y to innovate, however much they need to, 

and evidence suggesting that vast numbers intend to use their own resources where they can. Added 

to that,  clients are more cautious than ever about which firms they ’ll  par tner with, preferring to stick 

to who they know and trust already, hampering firms’ abilit y to grow into new accounts. 

W hat  w ill  mat te r  m o s t  in  th e  n ex t  18  m o nth s ,  th e n ,  is  a  f irm's  a bilit y  to  dire c t  e n e rg y  towa rd 

ove rco min g  th o s e  o b s t a cle s  a n d  turnin g  clie nt  n e e d  into  d e ma n d .  Firm s  c a n’t  jus t  turn  up  to 

clie nt s  w ith  th e  s a m e  ol d  p lay b o o k—it  was  w rit te n  fo r  a  wo rl d  that  d o e sn’t  exis t  a ny m o re .  T h e 

key  that  unlo ck s  o p p o r tunit y  has  cha n ge d ,  a n d  this  re p o r t  s et s  o ut  h ow  f irm s  sh o ul d  go  a b o ut 

f ashio nin g  a  n ew  o n e .
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B r i e f  m e t h o d o l o g y 

In June and July 2020 we sur veyed 3 0 0 senior buyers of consulting ser vices in three regions: the 

US , Western Europe (France, Germany, and the UK ),  and A sia-Pacific (covering China, Australia, 

South Korea, Malaysia,  and Singapore).  Dif ferent par ts of the world are in dif ferent stages of 

dealing with the pandemic; some are hit harder than others; dif ferent government approaches have 

led to ver y dif ferent outcomes. A regional approach allows us to see where the dif ferences and 

similarities are bet ween dif ferent markets. 

All  respondents work for large companies,  and all  have been personally involved in decisions to use 

consulting firms in the last t wo years. 

We asked clients to tell  us about four key areas:

	– How their organisations are changing as a result of the pandemic

	– The impac t this will  have on how much consulting suppor t they anticipate needing, what they ’ll 

use consulting for,  and how they expec t to buy

	– How the pandemic has changed their perception of specific f irms

	– How clients want firms to engage with them in the future to sell  work. 
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H o w  S o u r c e  G l o b a l  R e s e a r c h  c a n  h e l p   

Understanding the size and 

shape of your market and 

identif ying oppor tunities 

for your firm 

What clients want from 

firms is changing. Our 

Global Data Model is a 

bottom-up model of the 

professional services 

industry, enabling us to 

size opportunities and 

forecast how big they will 

become. On a custom basis, 

we can tailor our model to 

individual firms’ definitions 

of sectors and services. 

With detailed breakdowns 

and forecasts, you’ll be 

able to place the right bets 

to create opportunities 

for your firm in the future, 

and put a number on your 

addressable market. 

Creating high qualit y  

thought leadership 

Even before the crisis, 

thought leadership was one 

of the most powerful ways 

of communicating a firm’s 

capabilities and ideas to 

clients—now it’s even more 

important. We’ve been 

reviewing consulting firms’ 

thought leadership for ten 

years, using our tried-and-

tested methodolog y on over 

1,0 0 0 pieces of thought 

leadership a year. We also 

assess how other content—such 

as case studies and service 

descriptions—build client 

understanding and trust. Our 

experience puts us in a position 

to help you understand the 

competitive landscape, create 

better content, and get more 

from your investment.

Testing and refining 

propositions 

Timely feedback from 

clients is crucial to creating 

and communicating 

compelling propositions. 

Our expert team of 

analysts will work with 

you to test your ideas, 

understand how to refine 

and improve them, how 

best to communicate them 

to the market, and what 

hooks will grab clients’ 

attention. 

We can also work with 

you to analyse how your 

firm can communicate 

propositions conceptually 

and practically through 

marketing, thought 

leadership, and advertising 

campaigns.

Building propositions 

clients will  engage with 

Having identified where 

client demand is, we can 

help you ensure you have 

the right propositions 

and capabilities to 

capture clients’ attention. 

We’ll work with you 

to understand what a 

distinctive proposition 

looks like, how much 

it could be worth, and 

specific areas where clients 

think your firm could 

be particularly credible. 

We’ll also work with you 

to understand where your 

firm can leverage existing 

capabilities to succeed, and 

where it needs to invest to 

become market-leading.  
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A b o u t  t h e  a u t h o r 

Alison is the Head of Client & Brand Insights at Source, 

overseeing all  repor ts and custom work we deliver in this area. 

Alison has delivered brand benchmarking projec ts for several 

of the world’s leading consulting firms, and frequently works 

on qualitative projec ts to help  f irms understand the nuances 

of how they ’re perceived by clients and how  well  they ’re 

positioned for the future. She’s a regular contributor to the  

Source blog and speaks at events around the world about  

our work.  Before Source, Alison was a consultant at  

Deloitte and Moorhouse in London.
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–  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
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