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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 ov 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 k e  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  R e 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  ex 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  ex 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 k e  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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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  P e 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  ex 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 ov 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 k e 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 ov 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  ex 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 ov 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 ex 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  P e 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 )  o r  t h e  m o r e  w i d e - r a n g i n g ,  g l o b a l  v i e w  o f  p e r c e p t i o n s
p r ov i d e d  b y  o u r  C o n s u l t i n g  B r a n d  B a r o m e t e r .

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 ov 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 k e 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 k e  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
ex t e n t  t o  w h i c h  c l i e n t s ’  ex 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 k e 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  ex 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 k e 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 o  b e a r  t h e  ex p e r t i s e
w e’ v e  g a i n e d  ov 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 k e t ,  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 ex t  o f  t h e  w i d e r  m a r k e 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 k e 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 k e 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 k e t .
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Methodology

Who did we talk to?
We  h a v e  2 1 8   r e s p o n s e s  f r o m  o u r  s u r v e y  o f  exe c u t i v e s ,  d i r e c t o r s ,  a n d  s e n i o r
m a n a g e r s  i n  J a p a n  u n d e r t a k e n  f r o m  O c t o b e r  t o  D e c e m b e r  2 0 2 0 ,  a l l  o f  w h o m  h a v e
b e e n  r e s p o n s i b l e  f o r  b u y i n g  s u b s t a n t i a l  v o l u m e s  o f  c o n s u l t i n g  s e r v i c e s  i n  t h e  p a s t
t w o  y e a r s .  We  a s k  a l l  r e s p o n d e n t s  a b o u t  t h r e e  f i r m s  t h e y ’ r e  f a m i l i a r  w i t h ,  g i v i n g  u s
6 5 4  r e s p o n s e s  a b o u t  d i f f e r e n t  f i r m s .  T h e y  r e p r e s e n t  a  w i d e  r a n g e  o f  s e c t o r s  a n d
b u s i n e s s  f u n c t i o n s ,  a n d  7 3 %  w o r k  i n  o r g a n i s a t i o n s  t h a t  g e n e r a t e  m o r e  t h a n  $ 5 0 0 m  i n
r e v e n u e .

Fo r  m o r e  i n f o r m a t i o n  a b o u t  t h e  p e o p l e  w e  s u r v e y e d ,  p l e a s e  s e e  t h e  ex t e n d e d
m e t h o d o l o g y  s e c t i o n  a t  t h e  b a c k  o f  t h i s  r e p o r t .

The difference between direct clients and prospects
We  t a l k  a b o u t  t w o  t y p e s  o f  c l i e n t s  i n  t h i s  r e p o r t :  d i r e c t  c l i e n t s  a n d  p r o s p e c t s .

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

P r o s p e c t s  a r e  c l i e n t s  w h o  f e e l  q u a l i f i e d  t o  s h a r e  a n  o p i n i o n  a b o u t  a  f i r m  b u t
a r e n ’ t  a m o n g  t h e  f i r m’ s  d i r e c t  c l i e n t s .  T h e y  m a y  h a v e  h a d  ex p o s u r e  t o  t h e
w o r k  t h e  f i r m  h a s  d o n e  e l s e w h e r e  i n  t h e i r  o r g a n i s a t i o n  o r  h a v e  s i m p l y  f o r m e d
a n  i m p r e s s i o n  b a s e d  o n  r e a d i n g  a  f i r m’ s  t h o u g h t  l e a d e r s h i p  o r  b e i n g  ex p o s e d
t o  i t s  m a r k e t i n g  i n  s o m e  o t h e r  f o r m .  I n  t h i s  r e s e a r c h ,  w e  s e g m e n t  t h i s  g r o u p
i n t o  t h o s e  t h a t  a r e  s i m p l y  a w a r e  o f  a  f i r m ,  a n d  t h o s e  t h a t  h a v e  s h o r t l i s t e d  a
f i r m  b u t  d e c i d e d  n o t  t o  p r o c e e d  w i t h  t h a t  f i r m .

T h e  d i f f e r e n c e s  b e t w e e n  t h e  o p i n i o n s  o f  t h e s e  t w o  t y p e s  o f  c l i e n t s  t e l l  u s  a
l o t  a b o u t  t h e  d i f f e r e n c e s  b e t w e e n  ex p e c t a t i o n  ( p r o s p e c t s )  a n d  r e a l i t y  ( d i r e c t
c l i e n t s ) .  B u t  t h e y  a l s o  t e l l  u s  s o m e t h i n g  a b o u t  t h e  d i f f e r e n c e s  b e t w e e n  a
f i r m’ s  m a r k e t i n g  a n d  w h a t  i t  a c t u a l l y  d e l i v e r s .
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A powerfu l  research  too l  that  a l lows  subscr ibers  to  keep  up  to  date  wi th  the  
l a tes t  content  be ing  produced  and  max imise  the i r  re turn  on  investment . 
A  ser ies  of  reports  that  ana lyse  the  qua l i ty  and  ef fect iveness  of  thought 
leadersh ip  a re  pub l i shed  throughout  the  year.

P r o g r a m m e  s c h e d u l e  f o r  2 0 2 1

W h i t e 
S p a c e

Please  note  that  wi th  the  purchase  of  a l l  Market  Trends  reports  in  2021 ,  you  wi l l  a l so  ga in  access  to  a  month ly  v ideo 
summary  on  the  g loba l  market ,  p resented  by  F iona  Czern iawska .
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2 0 2 1
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S o u r c e  a n a l y s e s  t h e  w ay  i n  w h i c h  e c o n o m i c , 
b u s i n e s s ,  b e h av i o u r a l ,  a n d  t e c h n o l o g y 
c h a n g e  d r i ve s  h o w  o r g a n i s a t i o n s  u s e 
p r o f e s s i o n a l  s e r v i c e s ,  a n d  t h e  i m p l i c a t i o n s 
t h a t  h a s  f o r  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 .

Since  i t s  incept ion  in  2007 ,  Source  has  invested  in  soph is t i cated , 

propr ie tary  research  techn iques  that  not  on ly  prov ide  un ique  ins ights 

on  cur rent  and  future  t rends  in  the  market ,  but  a l so  prov ide  a  bet ter  and 

fas ter  so lut ion  than  you  would  be  ab le  to  reach  yourse l f. 

Our  ana lys i s  and  recommendat ions  a re  der ived  f rom data  and  exper ience , 

and  we use  our  team’s  extens iv e  knowledge  of  the  indust ry  to  prov ide 

act ionab le  and  c lear  conc lus ions  on  the  best  course  of  act ion  for  you  and 

your  f i rm.  Our  ins ights  have  underp inned  some of  the  b iggest  s t ra teg ic 

investment  dec i s ions  made  by  profess iona l  serv ices  f i rms  around the  wor ld . 
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