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1T h e  G C C  c o n s u l t i n g  m a r k e t  i n  2 0 2 0

The GCC ’s consulting market arguably relies on t wo things more than 

any thing else: freedom of movement for consultant s and reliably high 

oil  prices.  S o, in a year when consultant s were confined not only to 

their countr y of residence but even to their homes, and when oil  prices 

were not so much volatile as downright absurd, you can imagine what 

that did to the ner ves of the average consultant in the region . Jangled? 

Cer tainly.  Shredded? Possibly. 

In the event ,  the 12 .4% by which the GCC consulting market contrac ted 

in 2020 was no worse than the contrac tion in the global consulting 

market .  It  might have felt more painful to GCC consultant s than it 

did to consultant s elsewhere, par tly because the market hadn’t ever 

contrac ted before and par tly because the t win-pronged crisis struck 

so precisely at the market ’s Achilles heel .  But the prevailing emotion in 

the conversations we had with consulting leaders at the beginning of 

2021 was one of relief.  It  could have been so much worse. 

For a while,  2020 promised much . Most f irms experienced an 

impressively strong star t to the year as client s across the region 

pressed for ward with trans formation initiatives designed to prepare 

them for a future that would look ver y dif ferent from the past .  For 

some, that meant redesigning their customer journey to make it f it  for 

a digital age; for others it  meant reconfiguring their nation’s entire 

economy. Few consultant s or client s imagined that change would arrive 

in the form it did or as quickly as it  did.  But the curious thing , and 

perhaps the market ’s saving grace, was that much of what client s were 

already doing was ever y bit as relevant as a response to a pandemic 

as it  had been as a response to emergent technologies or the need to 

diversif y economies.

Still ,  when the crisis hit it  hit hard: Ner vous client s put projec t s on 

hold, par ticularly where it  became clear that the bot tom had fallen 

out of their own market .  S ec tors like retail ,  hospitalit y,  and aviation 

quickly shut up shop, and these are expec ted to remain ver y tough 

places for consultant s to win business until  restric tions ease and 

tourist s return . Client s that had tended to use consultant s in the grey 

space bet ween consulting and BPO drew clearer lines of demarcation 

bet ween the t wo and made sure they were only paying consulting 

fees where consultant s were required. Even f inancial ser vices client s 

retrenched, deferring regulator y projec t s where they could and 

threatening one of the most reliable sources of revenue for some 

big f irms. And pressure on prices intensif ied ever y where. Ver y few 

consulting f irms had a good summer, and those that did are likely to 

have been beneficiaries of the region’s nascent restruc turing market .    

In  th e  event ,  th e 
12 .4%  by  which 
th e  G CC  consulting 
market  contra c te d 
in  2020  was  n o 
worse  than  th e 
contra c tion  in  th e 
global  consulting 
market .
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2
T h e  i m p a c t  o f  t h e  p a n d e m i c  v a r i e d 
m a s s i v e l y  b y  c l i e n t  s i z e  a n d  s e c t o r

GCC client s of fer a split  verdic t when asked about the impac t COVID 

has had on their businesses.  While 45% said the crisis had a negative 

impac t ,  41% said that 2020 was a good year for them . That lef t 14% 

saying their businesses were unaf fec ted by the economic and social 

impac t s of the pandemic . 

When we dig in a lit tle fur ther,  we f ind that upper-mid-sized 

organisations (those with bet ween 1 ,0 0 0 and 4,999 employees) 

seemed less likely to have been af fec ted by the troubles of 2020 

than larger client s,  as 18% of these client s claimed the crisis had no 

impac t ,  compared to just 10 % in organisations with 5,0 0 0 + employees. 

However, larger organisations in the GCC were also more likely to 

have felt a ver y positive impac t (32%) compared to upper-mid-sized 

organisations (20 %). And just as experience of the pandemic varied by 

client size,  it  also varied by sec tor.  For instance, manufac turing client s 

over whelmingly repor t a negative experience, with 78% of respondent s 

repor ting such . Things were also dif f icult in the energ y & resources 

sec tor,  with 6 0 % of client s saying their businesses suf fered to some 

degree. In the f inancial ser vices,  healthcare, and ser vices sec tors, 

however,  at least half of respondent s say the crisis had a positive 

impac t on their organisation . 

Around t wo-thirds of those who fared well  found that the crisis 

empowered them to implement change more quickly,  and many (59 %) 

also repor t benefiting from the flexibilit y of suppliers.  A signif icant 

propor tion of this client group (59 %) said new sources of government 

suppor t and funding helped to make 2020 a good year,  something 

client s in the f inancial ser vices sec tor par ticularly found to be true. 

For those less for tunate, the most cited culprit was a decline in sales. 

This was crushingly the case for manufac turing , with 82% of client s 

saying this was a signif icant issue. Meanwhile,  83% of client s in the 

energ y & resources sec tor had problems managing cash flow. 

T h e  c l i e n t  p e r s p e c t i v e

Details of our sur vey methodolog y are here. Please note that we had a relatively small 

number of respondent s from the pharma and healthcare sec tors,  both of which are still  in 

their (relative) infanc y but are impor tant areas of investment in the GCC region , and from 

the public sec tor.  We included data from these sec tors as a point of comparison , but it 

should be regarded as direc tional only.

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

W hile  45%  said 
th e  crisis  ha d  a 
n egative  impa c t , 
41%  said  that  2020 
was  a  go o d  year 
for  th em .
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The reasons given by GCC client s who say the crisis had a positive impac t  

N ote: Resp on dent s were asked to selec t all  the s tatement s they agreed with

The reasons given by GCC client s who say the crisis had a negative impac t 

N ote: Resp on dent s were asked to selec t all  the s tatement s they agreed with

Figure 4

Figure 5
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3I n s i g h t s  f r o m  c o n s u l t a n t s

I n t e r v i e w s  w i t h  c o n s u l t i n g  l e a d e r s

At S ource, we have always believed that the only way to truly 

understand a consulting market is to have real conversations with the 

consultant s who are on the ground working in that market ,  ser ving 

their client s day in and day out .  Below, you’ll  f ind condensed versions 

of our most recent discussions with consultant s in the GCC , as they 

reflec t on 2020, tell  us how the previously unimaginable event s of 

last year are reshaping the market ,  and in the case of a few brave 

souls ,  venture a guess as to what comes nex t .
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T i m  P a r r,  C E O  C o n s u l t i n g ,  D e l o i t t e  M i d d l e  E a s t ,  D e l o i t t e

How has the year been for Deloitte in the GCC ? 

It ’s b een surprisingly go o d . This is our third year of a 

fairly intensive inves tment programme; we grew ver y 

well  for the f irs t t wo of those an d ha d b een planning 

for another year of ver y s trong grow th this year b ut 

did a lot of scenario planning an d revised our forec as t s 

downwards once the crisis s truck in spring 2020 . In 

ac tual fac t we’ve jus t completed the f irs t half of our 

f inancial year an d our grow th year-to - date is ver y 

s trong an d well  ahea d of our plans .  The fac t that the 

rate of grow th is a bit less than it  has b een in previous 

years is par tly a self-f ulf illing prophec y—if you think 

you’re going to grow more slowly then you don’t hire as 

many p eople—so we’re in a situation now where the res t 

of our f inancial year is going to b e determined by our 

recruitment ef for t s .

How has the crisis impac ted you? 

The f irs t thing that was a surprise when the crisis 

hit was that the work we were alrea dy delivering 

continued to b e delivered success f ully without much 

interruption . The areas that suf fered were those 

where the sales c ycle is shor ter,  an d that meant the 

summer was tougher in those areas .  Through the 

summer an d right up to now at the en d of the year 

we have b een exp eriencing ver y s trong deman d in 

the market .  A naly tic s ,  Digital ,  an d Cus tomer an d 

Marketing teams , for example, are all  ex tremely b us y. 

From my p ersp ec tive ever y thing that ’s happ ened has 

accelerated the sp eed with which the market is moving 

in our direc tion . We’re focused on delivering en d-to -

en d trans formations to our client s enabled by s trong 

technolog y an d digital of fering s an d that ’s the par t of 

the market that ’s reb oun ding an d accelerating mos t .

How have travel restric tions impac ted a market 

that ’s always relied so heavily on fly-in fly-out? 

T h e r e  h av e  b e e n  a  l o t  o f  l o g i s t i c a l  i s s u e s  w i t h  t r av e l 

r e s t r i c t i o n s  a c r o s s  t h e  r e g i o n ,  a n d  t h e r e  h a s  b e e n 

a  b i g  p u s h  to  g e t  m o r e  l o c a l  p e o p l e  w o r k i n g  i n  l o c a l 

m a r ke t s .  B u t  t h a t ’s  a c t u a l l y  g o i n g  v e r y  w e ll .  M o s t  o f 

t h e  g r o u n d  w e’r e  m a k i n g  i n  S a u d i  A r a b ia  i s  d r i v e n  b y 

t h e  f a c t  t h a t  w e’r e  h i r i n g  a  l o t  o f  y o u n g  S a u d i s .  F i f t y 

to  s i x t y  p e r c e n t  o f  o u r  r e s o u r c e s  i n  t h e  K i n g d o m  a r e 

n o w  S a u d i s .  I t ’s  h a r d e r  to  h i r e  l o c a l l y  a t  t h e  s e n i o r 

l e v e l ,  b u t  a s  w e  p r o m o te  p e o p l e ,  w e’ l l  s h i f t  t h e 

b a l a n c e  a t  s e n i o r  l e v e l s  f u r t h e r.

How has public sec tor expenditure held up 

against the backdrop of not only COVID but the 

problems there have been with oil  prices? 

T h e  p u b li c  s e c to r  i s  s t i l l  t h e  p o w e r h o u s e  i n  t h e  r e g i o n 

a n d  i t ’s  g e n e r a t i n g  a  l o t  o f  d i g i t a l  t r a n s f o r m a t i o n 

w o r k .  I t ’s  a  s l i g h t  e x a g g e r a t i o n  b u t  I  a l m o s t  s t r u g g l e 

to  r e m e m b e r  a n  R F P  t h a t  h a s n’ t  h a d  s o m e t h i n g  to 

d o  w i t h  d i g i t a l  i n  i t  r e c e n t l y.  Ev e r y  g o v e r n m e n t 

d e p a r t m e n t  i s  l o o k i n g  a t  d i g i t i s a t i o n  i n  t h e  f r o n t 

o f f i c e ,  a n d  t h e r e’s  a  l o t  o f  w o r k  o n  c o r e  s y s te m s  a n d 

ER P s  to o .  We  w e r e  a l m o s t  a s  w o r r i e d  a b o u t  w h a t 

h a p p e n e d  w i t h  o i l  p r i c e s  a s  w e  w e r e  a b o u t  COV I D 

b u t  a l t h o u g h  t h e  e n e r g y  &  r e s o u r c e s  m a r ke t  h a s  b e e n 

a  b i t  s l o w e r,  i t  d o e s n’ t  s e e m  to  h av e  h a d  a n  a c u te 

e f f e c t .  I  d o  t h i n k  i t ’s  m a d e  a  l o t  o f  o r g a n i s a t i o n s  m o r e 

c a u t i o u s  t h a n  t h e y  w e r e  b e f o r e  t h o u g h .

How has the market been in the UAE?  

A b u D habi is inves ting heavily in developing a more 

diversif ied economy an d I  think it  will  b e a s trong 

market for consulting for the foreseeable f uture. D ubai 

has probably suf fered more due to the nature of it s 

economy from COVID shutdowns b ut is b ouncing back 

s trongly an d it s s trong hospitalit y an d retail  sec tor has 

op ened up again for b usiness .  I ’m sure these sec tors will 

b e ver y innovative in years to come. We’re launching 

a big digital an d creative s tudio in D ubai in early 

2021 that we’ll  use as a plat form to bring our s trong 

consumer an d retail  c apabilities into the UA E .

And what about financial ser vices? 

The big thing in the f inancial ser vices sec tor right 

now is either banks wanting to go digital or new banks 

wanting to set up as digital banks . There’s also some 

M& A ac tivit y an d I  think there’s going to b e a lot more 

consolidation .

What about the big gest challenges? 

It ’s b een a ver y comp etitive market an d that ’s resulted 

in a lot of pressure on price.  There’s a lot of evidence 

of p eople pricing b elow normal profitabilit y levels , 

an d even at cos t ,  to win work . The way to deal with 

that is not to get involved in discounting an d a race 

to the b ot tom , esp ecially if  focused on qualit y,  b ut 

ins tea d to trans form your cos t to ser ve. You need the 

right deliver y mo dels ,  which includes thinking ab out 

how you use lower- cos t deliver y mo dels including 

of f shore. S econ dly,  you’ve jus t got to keep coming up 

with prop ositions that are dif ferentiated . It ’s why we’re 

ver y much focused on trans formation an d delivering 

b usiness outcomes through technolog y innovation .
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5A b o u t  t h i s  r e p o r t 

M e t h o d o l o g y

S o u r c e s

US dollar to British p oun d US$1 = £0 .78

US dollar to euro US$1 = € 0 . 87

Megamodel: our global data model

The quantitative market data in this repor t comes 

from our unique model of the global professional 

ser vices market . 

Rather than making high-level assumptions, this 

model has been built from the bot tom up, sizing 

the market capabilit y by capabilit y—assessing 

how much work a f irm earns delivering each 

professional capabilit y within each sec tor and 

countr y. This result s in a robust view of the size 

of the supply-side market ,  which can then be 

broken down to view the size of the market by 

countr y, sec tor,  line of business,  capabilities,  and 

market segment s.

This year ’s model has been expanded, with a new 

capabilit y taxonomy and a much broader range 

of professional ser vices f irms included—all  of 

which reflec t s convergence and other changes 

we see in the industr y.  For the purposes of this 

repor t we’ve focused on t ypes of f irm and market 

segment s that broadly equate to traditional 

definitions of consulting. A s a result of these 

changes to our methodolog y, there are changes 

to our market sizing data ,  which take into account 

that conventional consulting f irms now compete 

in many non-consulting market s—in essence that 

their addressable market is larger.  Historic data 

has been restated to match our new definitions, 

but the inclusion of new t ypes of f irm and 

additional ser vices may also have an impac t on 

grow th rates. 

Alongside this market segmentation , we also 

limit our market sizing and analysis to what we at 

S ource call  “big consulting”—work done by mid-

and large-sized f irms (those with more than 50 

people).  Please note that we don’t track the long , 

thin tail  of work done by contrac tors and ver y 

small  f irms, as most readers of this repor t would 

not seek or be able to compete in this par t of the 

market . 

All  of the data in the model is calibrated through 

ex tensive inter views with , and sur veys of, 

professional ser vices f irms and their client s, 

allowing us to discuss broader trends in the 

market alongside detailed dimensions such as 

headcount .  These inter views and sur veys are 

supplemented with desk research , which allows 

us to assess the impac t of wider macroeconomic 

trends on professional ser vices.  This ,  combined 

with our detailed modelling ,  result s in a long-term 

view of the market that is able to suppor t both 

historic and forecast data .

All  f igures given in this repor t are in US dollars. 

For reference, S ource is using the following 

exchange rates in it s repor t s this year:
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Client perspec tive

We carr y out a client sur vey to help us build a rich 

pic ture of how dif ferent trends in the GCC are 

af fec ting client s’  organisations and their use of 

consulting. This sur vey focuses on trends in the 

GCC , providing detailed insight s into the nuances 

of the market .  For this ,  we sur veyed 10 0 senior 

client s of consulting f irms from across the GCC , 

all  of whom work in organisations with more than 

1 ,0 0 0 employees. This sur vey focuses on the 

following areas: 

 - How they expec t to use consultant s during 

2021 and the f irst half of 2022

 - Fac tors that af fec t the way client s work with 

consulting f irms

 - The ways consulting f irms market themselves 

to client s and the impac t this has on client 

decision-making

Respondent s by sec tor

Figure 35

Finan cial ser vice s 
Te chn olog y, m e dia & tele coms
En erg y & re so urce s  
Man uf a c turing  
S er vice s  
Retail 
H ealth c are  
Public se c tor 
Pharma & biote ch   

27 % 2 2 % 2 0 %

14%

8 %

5%

2 %

2 %

1%
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Inter views with senior consultant s

In addition to our quantitative research , we 

inter viewed 16 ver y senior consultant s in the 

GCC , representing most of the leading consulting 

f irms in the geography and many smaller local 

specialist s to understand more about how the 

consulting market is per forming and the major 

trends, changes, and challenges consultant s and 

their client s face. Throughout the year,  S ource 

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 conduc ted a thorough PE S T analysis 

in the GCC that drills down into f iner 

macroeconomic details on a holistic and sec tor-

by-sec tor basis and allows us to f it  our research 

into a wider macroeconomic pic ture.

Definitions of sec tors and market segment s 

O ur 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 market segment s”.

Respondent s by organisation size Respondent s by func tion

Figure 36 Figure 37

5 0 %

2 5%

5 0 %

23 %

2 0 %

9 %

9 %

8 %

3 %
2 %

1 , 0 0 0 - 4 ,999 employe e s
5 , 0 0 0 + employe e s

G en eral managem ent /CEO
Finan ce
IT
Data & information managem ent
O p erations (e . g . ,  sup ply chain)
Strateg y
O th er
S ale s & marketing
Reg ulator y complian ce

1%
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Pharma & biotech 
Includes research into an d the pro duc tion of 
drug s ,  biologic al pro duc t s ,  medicinal chemic als , 
an d life sciences . 

Healthcare
Includes private an d p ublicly-f un ded healthc are, 
hospitals ,  lab oratories ,  an d medic al equipment . 

Public sec tor
G overnment
Includes federal/national ,  s tate /regional ,  loc al 
government , emergenc y ser vices ,  jus tice,  social  
ser vices ,  p ublic transp or t ,  an d conser vation . 

Educ ation
Includes p ublic an d private scho ols ,  universities ,  
an d libraries .

Defence
Includes national securit y an d consulting aroun d 
defence issues . 

Not for profit
Includes non- commercial research 
organisations ,  religious ,  p olitic al an d 
professional memb ership organisations ,  trus t s , 
lab our unions , an d b usiness associations .

Retail
Includes the selling of clothes ,  fo o d, consumer 
go o ds , an d automobiles . 

Ser vices
Logis tic s
Includes warehousing , s torage, packing an d  
crating , an d dis trib ution including c argo, freight , 
an d haulage. 

Business ser vices
Includes ser vices relating to law, accountanc y, 
IT maintenance, securit y s ys tems , a dver tising , 
employment agencies ,  an d vehicle leasing . 

Leisure
Includes museums , ar t galleries ,  theatre, golf 
courses ,  hotels ,  hospitalit y,  travel agencies , 
res taurant s ,  an d bars . 

Real es tate
Includes es tate agencies an d op erators of  
residential an d commercial b uilding s .

Transp or tation
Includes private an d p eople-related 
transp or tation , including airlines ,  airp or t 
management , train op erators ,  rail  infras truc ture 
management , water transp or tation , courier 
ser vices ,  an d private b us ser vices . 

Technolog y, media & telecoms
Telecoms
Includes telephone, mobile,  digital ,  an d other 
communic ation ser vices . 

High-tech
Includes IT-related devices ,  comp uter an d comp uter-
related devices ,  audio an d video equipment , 
broa dc as ting an d communic ation equipment .

Media
Includes ra dio,  television , an d digital broa dc as ting 
s tations an d ser vices as well  as printing an d 
p ublishing of newspap ers ,  p erio dic als ,  an d b o oks .

Energ y & resources 
Energ y 
Includes the exploration an d pro duc tion 
of energ y, including oil ,  gas ,  coal ,  an d 
renewables .

Utilities
Includes the deliver y of elec tricit y,  gas , 
water,  sanitation , an d other related 
ser vices .

Primar y resources
Includes agriculture, chemic als an d 
chemic al pro duc t s ,  commo dities ,  fores tr y, 
f ishing , metals ,  mining , an d plas tic s . 

Financial ser vices
Banking
Includes retail  banking , commercial 
banking , an d len ding .

Insurance
Includes general insurance (e . g . ,  motor, 
home, p et s ,  health—any thing on an annual 
contrac t),  life insurance, p ension pro duc t s , 
an d retirement planning . 

Private equit y
Includes b oth consulting work for private 
equit y f irms an d consulting work with 
private equit y p or t folio b usinesses . 

Capital market s
Includes inves tment banking , tra ding of 
s tocks an d f inancial pro duc t s ,  corp orate 
f inance, an d broking . 

Inves tment an d wealth management
Includes private banking , high net-wor th 
banking , inves tment management , trus t 
f un ds , the management of p ension f un ds , 
an d asset management . 

Manufac turing
Aerospace
Includes space research an d technolog y, 
the manufac ture of aircraf t ,  aircraf t par t s , 
rocket s an d other space equipment , an d 
tanks an d ammunition . 

Automotive
Includes the manufac ture of motor vehicles , 
in dus trial  vehicles ,  an d vehicle supplies an d 
par t s . 

Cons truc tion
Includes sur veying , architec tural ,  an d 
engineering ser vices ,  heav y cons truc tion , 
house b uilding , an d the b uilding of 
infras truc ture. 

Consumer packaged goods
Includes the manufac ture of clothes , 
fo o ds , alcohol ,  tobacco, f urniture, home 
f urnishing s ,  cleaning pro duc t s ,  small  arms , 
children’s toys ,  an d sp or t s equipment . 

Consumer an d in dus trial elec tronic s 
Includes elec tric al comp onent s ,  household 
an d in dus trial  appliances ,  commercial an d 
professional equipment . 

In dus trial produc t s
Includes in dus trial  machiner y, s teel an d 
metal pro duc t s ,  an d plas tic pro duc t s . 

D e f i n i t i o n s  o f  s e c t o r s  a n d  m a r k e t  s e g m e n t s 
S e c t o r s
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Technolog y & innovation
I d eatio n ,  In n ovatio n ma na ge m e nt ,  In n ovatio n 
s trate g y,  Strate gie s f o r g row th f ro m 
in n ovatio n ,  Cl o u d a d v ice ,  ER P co n sultin g , 
IT s trate g y,  p la n nin g & rev iew, IT trainin g , 
Pro g ra m m e ma na ge m e nt ,  Ve n d o r s el e c tio n , 
Cl ea n te c h n ol o g y,  G re e n IT,  C o rp o rate 
id e ntit y,  G ra p hic & U I d e sig n ,  U X & s e r v ice 
d e sig n ,  Cus to m e r jo urn ey & U X b e n c h ma rkin g , 
Dat a v isualis atio n ,  b usin e ss intell ige n ce & 
s e ma ntic laye r.

Strateg y
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, Business & f inancial mo delling , 
Categor y management , Channel management , 
Corp orate recover y & turnaroun d, Corp orate 
res truc turing , Corp orate s trateg y, Market 
analysis & s trateg y, Polic y formulation , Pricing , 
Strategic sourcing /of f shoring ser vices ,  Real 
es tate s trateg y, Environmental & social impac t 
research , Macro/microeconomic research , 
Market research , Cus tomer feedback , 
Cus tomer segmentation , Employee feedback , 
Advanced analy tic s ,  S us tainable inves tment .

Cybersecurit y consulting
Cyb ersecurit y a dvice, Cyb ersecurit y incident 
resp onse, Penetration tes ting & wargaming , 
Technolog y & securit y risk ser vices .

HR , change & people strateg y
Benefit s ,  comp ensation & p ensions , 
excluding ac tuarial & inves tment a dvice, 
Change management , Diversit y & inclusion , 
Employee engagement , G overnance & b oard 
ef fec tiveness ,  HR s trateg y & ef fec tiveness , 
Lea dership,  O rganisational design & culture, 
O rganisational training & development , 
O utplacement , Pension f un d evaluation & 
a dvice, Per formance management , Stakeholder 
management , Talent management , Team 
ef fec tiveness & collab oration , Resource-
ef f icienc y s trateg y, Purp ose-led s trateg y & 
change, Resource- ef f icienc y implementation , 
S ocial impac t & trus t .

Operations
Benchmarking , Business continuit y & recover y, 
Cos t cut ting , Cus tomer ser vice, D ev O ps , 
Dis trib ution s trateg y, Lean & Six Sigma , 
O p erational review, O ut sourcing a dvice, 
Pos t- M& A integration , Process design , re-
engineering & automation , Procurement /
p urchasing , Prop er t y & es tate management , 
Sales & dis trib ution planning , Sales force 
ef fec tiveness ,  S upply chain management , 
Target op erating mo del ,  S us tainable supply 
chain ,  Corp orate, occupier ser vices & facilities 
management , Integrated real es tate develop er 
ser vices ,  Real es tate deal/transac tion ser vices .

Risk & financial management
O p erational risk ,  Programme risk ,  Resp on ding 
to regulation , Risk management , Budgeting /
f inancial planning process ,  D ebt a dvisor y, 
Finance f unc tion , Financial a dvisor y, Financial 
res truc turing & insolvenc y, eDiscover y, 
Forensic accounting .
 

M a r k e t  s e g m e n t s

We’ve taken the lines of business and capabilities from our taxonomy that broadly align with traditional 

definitions of consulting and divided them into market segment s that include the following. Please note 

that for some lines of business,  for example, forensic s,  we’ve taken a subset of the relevant capabilities 

and excluded others. 
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C o n t r i b u t o r s

Name Job title Organisation

Imad Abuizz Digital Plat form Leader P w C

Sanjeev A gar wal Managing Direc tor Protiviti

Nuno G omes Par tner,  Career Business Leader MENAT Mercer

Jonathan Holmes Managing Direc tor Middle East & Africa Korn Ferr y

Wasim Khan MENA Consulting Leader E Y

Rafael Lemaitre Par tner Sia Par tners

Rami Nazer Middle East Advisor y Par tner P w C

Pedro Oliveira Par tner,  Middle East & Africa Head Oliver Wyman

Tim Parr CEO Consulting , Deloit te Middle East Deloit te

Gianmario Pisanu Managing Direc tor – Consulting Lead –   Accenture 

 Middle East & Turkey 

Visar Sala Managing Direc tor of Accenture Strateg y Accenture

Rene S eyger Managing Par tner Middle East Roland Berger

Chris S eymour Managing Direc tor Mot t MacDonald

Ar vind Singhi Head of Client s & Market s ME SA KPMG Saudi Arabia 

Farhan Syed Par tner,  Head of Advisor y - Middle East  KPMG 

 and S outh A sia 

Dr.  Markus Wiesner Par tner Heidrick & Strug gles

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

of individuals who have contributed (excluding those consultant s who wished to remain anonymous). 
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A b o u t  t h e  a u t h o r s

Edward Haigh

edward . haigh @ sourceglobalresearch .com

Edward  Haigh 

Ed is a Managing Direc tor of S ource, and he is par ticularly 

focused on HR , strategic marketing , and new produc t 

development . He is a key member of the S ource research 

team and spends much of his time inter viewing consultant s 

and their client s around the world in order to identif y and 

explore major market trends. Ed regularly speaks about the 

consulting market to leadership teams around the world,  has 

lec tured at Columbia Universit y (New York),  Imperial College 

(London),  and Vrije Universiteit (Amsterdam), and he is 

regularly quoted by media including the Wall Street Journal, 

the Washing ton Post ,  the Financial Times, Bloomberg , and 

the trade press.  Prior to joining S ource in 20 0 8 , Ed spent 

seven years in various marketing roles for S ony Europe.

S op hie  G unn 

S ophie joined in November 2020 

and is an Analyst in our consulting 

prac tice area . She suppor t s 

bespoke projec t work and repor t 

writing , analysing the result s of 

our client sur veys and inter views. 

Before joining S ource, S ophie 

completed a Histor y degree at 

the Universit y of Edinburgh and 

spent over t wo years working at a 

boutique management consultanc y 

as a research analyst .

S ophie G unn  

sophie.gunn@sourceglobalresearch.com
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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.

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

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  M a r ke t  Tr e n d s  r e p o r t s  i n  2 0 2 1 ,  y o u  w i l l  a l s o  g a i n  a c c e s s  t o  a  m o n t h l y  v i d e o 

s u m m a r y  o n  t h e  g l o b a l  m a r ke t ,  p r e s e n t e d  b y  F i o n a  C z e r n i a w s k a .

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.

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

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  M a r ke t  Tr e n d s  r e p o r t s  i n  2 0 2 1 ,  y o u  w i l l  a l s o  g a i n  a c c e s s  t o  a  m o n t h l y  v i d e o 

s u m m a r y  o n  t h e  g l o b a l  m a r ke t ,  p r e s e n t e d  b y  F i o n a  C z e r n i a w s k a .

R e p o r t s 
2 0 2 1

M a r ke t  Tr e n d s  
P r o g r a m m e

C l i e n t  P e r c e p t i o n 
S t u d i e s

E m e r g i n g  Tr e n d s 
P r o g r a m m e
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