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W h a t ’s  i n c l u d e d  i n  t h i s  r e p o r t
O ur rep or t s of fer a wealth of market sizing , grow th , an d forec as t data along side engaging , in- depth analysis of the 

tren ds that mat ter.  Using our highly f lexible,  multidimensional mo del we provide f irms with rob us t ,  trus ted data to 

make informed decisions ab out s trategic inves tment s an d plan for the f uture.
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1T h e  A f r i c a  c o n s u l t i n g  m a r k e t  i n  2 0 2 0

Af ric a has b e en s om ew hat of  a  mixe d bag for consultant s in re cent 

year s ,  with th e market in S ub -S aharan an d N or th ern Afric a growing at 

a  ver y h ealthy rate de spite th e o cc asional  s o cio - e con omic or p olitic al 

challenge ,  w hile S o uth ern Af ric a s tr ug gle d to maintain an upward 

traje c tor y amid an array of  in dus tr y s c an dals ,  p olitic al  un cer taint y, 

an d re ce ssion .  T h e arrival  of  COVID -19 on Af ric a’s  sh ore s , 

h owever,  saw th e w h ole market shif t  in a  single dire c tion—dow n—as 

governm ent s p ut re s tric tions aro un d ever yday life an d e con omie s 

to ok a tumble .  A s a re sult ,  consulting reven u e s a cross Af ric a fell  4 . 6% 

to total  US$ 3 , 0 09m in 2 02 0 . 

Af ter a turbulent run up to the pandemic ,  the S outhern Africa 

consulting market ,  which account s for more than 50 % of Africa’s 

consulting revenues, contrac ted in line with the overall  Africa average. 

While S outh Africa—the region’s largest market—imposed some of the 

most stringent COVID -19 restric tions on the continent ,  consultant s’ 

abilit y to register as essential workers and client s’  need to call  on 

exper tise to help guide them through the raf t of challenges, they were 

experiencing saw the market hold up bet ter than expec ted. There were 

similarly modest dips in Angola ,  Mozambique, and Zambia—all  three of 

which experienced double-digit grow th in recent years—as companies 

quickly got back to work digitising and expanding their operations 

af ter an initial  lull  in the pandemic’s early weeks.  

W hile COVID re s tric tions were s om ew hat le ss s tringent an d le ss 

p rolonge d in m u ch of  N or th ern an d S ub -S aharan Af ric a ,  consulting 

in b oth regions contra c te d at  a  rate similar to that se en in th e s o uth 

as client s pa use d p roje c t s in th e imm e diate af termath of  COVID -19 

hit ting .  T h e collap se of  oil  p rice s an d a slowdow n in inve s tm ent f rom 

over seas saw a cur tailm ent of  s om e governm ent sp en ding ,  en erg y 

& re s o urce s inve s tm ent ,  an d FDI-relate d op p or tunitie s as client s 

tighten e d th eir  p ur se - s tring s in th e se con d quar ter.  H owever,  thing s 

s tar te d to ease towards th e tail  en d of  Q3 an d into Q 4 with digital 

on ce again coming to th e fore—amid th e grow th of  f inte chs an d 

digital  m e dia plat forms—along side deman d for c y b er se curit y an d 

te chn olog y exp er tise .  

Af ter  a  turb ulent 
run  up  to  th e 
pan demic ,  th e 
S o uth ern  Afric a 
consulting  market , 
which  a cco unt s  for 
m ore  than  50 %  of 
Afric a’s  consulting 
revenue s , 
contra c te d  in  lin e 
with  th e  overall 
Afric a  average . 
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2T h e Af ric a consulting market has b e en ba dly hit  by th e crisis  an d 

contin u e s to suf fer as a dire c t conse qu en ce of  it .  Pre ssure on fe e 

rate s remains intense ,  an d o ur re search highlight s s om e con cerns 

aro un d th e ex tent to w hich f irms have b e en able to h elp client s 

thro ugh th e crisis .  H owever,  a  sh or tage of  high- c alib re p e ople an d 

client s w h o simply have to o m u ch to do m ean that consulting sup p or t 

is  n e e de d by b oth large an d mid- size d organisations ,  e sp e cially 

aro un d te chn olog y an d risk & complian ce work .  B ut as always se ems 

th e c ase with Af ric a ,  th e op p or tunitie s are as great as ,  i f  n ot greater 

than ,  th e challenge s .  In par ticular,  o ur re search fo un d that client s 

are ke en to work with consulting f irms that c an dem ons trate th ey ’re 

b ringing b et ter s olutions—an d th ey ’re p repare d to pay m ore for that 

t y p e of  sup p or t . 

M e t h o d o l o g y 

We sur veye d 10 0 senior exe cutive s over a range of  co untrie s in 

Af ric a ,  asking for th eir  view s on th e p rioritie s an d challenge s th eir 

organisations f a ce an d th e role consultant s may play in dealing with 

th e se in th e f uture .  T h e dif f icult y of  c arr ying o ut this  t y p e of  re search 

in th e region m eans that o ur sample com e s p re dominantly f rom S o uth 

Af ric a ,  E g y pt ,  Nigeria ,  an d Kenya . 

A key par t  of  this  rep or t compare s th e p rioritie s ,  p referen ce s ,  an d 

b ehavio ur s of  large an d mid- size d client organisations .  Unle ss s tate d 

oth er wise ,  we’ve def in e d large organisations as th ose with 5 , 0 0 0 or 

m ore employe e s (35% of o ur sample)  an d mid- size d organisations as 

th ose with b et we en 1 , 0 0 0 an d 4 ,999 employe e s (57 % or o ur sample). 

A n a d ditional  8% of o ur sample com e s f rom organisations with 

b et we en 2 5 0 an d 999 employe e s ,  w hich we in clu de to refle c t th e 

s tr u c ture of  th e market s in this  region . 

D etails  of  o ur sur vey m eth o dolog y are here. Please n ote that we ha d 

a relatively small  n umb er of  re sp on dent s f rom th e p harma an d retail 

se c tor s .  W h ere ap p rop riate ,  we’ve in clu de d data f rom th e se se c tor s 

in th e char t s in this  se c tion as a p oint of  comparis on ,  b ut it  sh o uld b e 

regarde d as dire c tional  only. 

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

I n t r o d u c t i o n  

T h e  Afric a 
consulting  market 
has  b e en  ba dly 
hit  by  th e  crisis 
an d  continue s  to 
suf fer  as  a  dire c t 
conse quen ce  of  it . 
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O n balan ce ,  w hat impa c t did th e COVID crisis  have on yo ur organisation as a w h ole in 2 02 0? 

Af ric a compare d to oth er market s 

Figure 4

A  t a l e  o f  t w o  m a r k e t s 

T h e  p a n d e m i c  i s  f a r  f r o m  o v e r  i n  A f r i c a 

At th e tim e of  w riting ,  th e n umb er of  n ew COVID c ase s rep or te d in th e region is  at 

an all-tim e high ,  as are th e n umb er of  rep or te d deaths .  H ere ,  as elsew h ere ,  th ere ha d 

to b e rapid a daptation .  For s om e organisations ,  th e crisis  has b ro ught un exp e c te d 

op p or tunitie s;  for oth er s ,  disas ter.  O verall ,  57 % of th e exe cutive s we sur veye d say that 

th eir  organisations have b e en n egatively impa c te d by th e crisis—wor se than th e global 

average ,  b ut n ot th e ver y wor s t .  A s we’ve n ote d b efore in th e se rep or t s ,  a  n egative 

impa c t isn’t  simply th e re sult  of  f alling sale s (alth o ugh 61% th ose claiming a n egative 

impa c t cite d this)  b ut may als o re sult  f rom a p erception that ,  for example ,  a  company ’s 

lea der ship team has f aile d to s tep up th e challenge s of  th e las t  18 m onths .  S up ply chains 

have f aile d ,  an d th e shif t  to rem ote working has b e en e sp e cially  p roblematic :  4 8% of 

th e companie s we sur veye d in Af ric a said th ey co uldn’t  op erate rem otely,  compare d 

to 28% in oth er market s .  T h ose w h o say th e crisis  has ha d a p ositive impa c t on th eir 

organisation may b elieve th e company has re sp on de d well  in alm os t imp ossibly dif f icult 

circums tan ce s ,  b ut h ere—m ore than any w h ere else—it ’s  sale s grow th that ’s  th e p rimar y 

f a c tor driving p e ople’s  view s:  65% of th ose claiming a p ositive impa c t p ointe d to this , 

compare d to 41% of re sp on dent s in oth er market s . 
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T h e crisis  se ems to have b e en wor se for large companie s ,  69 % of w hich rep or t th e crisis 

has ha d a n egative impa c t ;  mid- size d companie s ,  p erhap s b e c a use th ey c an a dapt m ore 

quickly,  ap p ear to have f are d b et ter.  Client s in Nigeria an d E g y pt are m ore p ositive than 

th ose in Kenya an d S o uth Afric a . 
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C h a l l e n g e s  r e m a i n —a n d  a t t e m p t s  t o  f i n d  s o l u t i o n s 
h a v e  p r o d u c e d  m i x e d  r e s u l t s 

Issu e s aro un d th e transition to rem ote working during th e pan demic p oint to a de ep er-

seate d p roblem . Twent y-nin e p ercent of  client s said that th e greate s t challenge th ey 

f a ce is  aro un d th e a doption of  n ew te chn olog y.  A lth o ugh that ’s  only slightly le ss than 

th e average a cross oth er market s (2 5%),  oth er challenge s—nam ely un clear obje c tive s 

an d slow de cision-making—com e top of  th e corp orate agen da elsew h ere .  A gain ,  size of 

organisation mat ter s:  Te chn olog y a doption is  m ore likely to b e a p roblem am ong mid-

size d organisations ,  b ut companie s with m ore than 5 , 0 0 0 employe e s lo ok m ore like th eir 

international  co unterpar t s an d ten d to b e m ore con cern e d ab o ut de cision-making ,  th e 

qualit y of  managem ent information ,  an d s o on . 

Intere s tingly,  client s’  re sp onse—irre sp e c tive of  w h eth er th ey ’re a large b usin e ss 

s tr ug gling with organisational  s clerosis  or a  mid- size d on e n ot yet making ef fe c tive use 

of  te chn olog y—has b e en to imp rove th e qualit y of  managem ent information .  T hir t y-nin e 

p ercent said this  was on e of  th e t wo m os t imp or tant s olutions th ey ’ve explore d ,  with 3 0 % 

saying th ey ’ve revisite d th eir  s trateg y an d /or b usin e ss m o del . 

H ow organisations have re sp on de d to th e challenge s th ey f a ce

Figure 5

Improving the quality of our management information

Revisiting our strategy and/or operating model

Implementing other new technology

Implementing technology to aid remote working

Ensuring that the right information gets to the right people

Using outside expertise

Carrying out research to understand how our market has changed

Making better use of our internal resources

Outsourcing some aspects of our work to third parties

Changing our organisational structure

39%

30%

28%

22%

20%

19%

17%

9%

9%

5%

H owever,  i f  we lo ok at  th e ex tent to w hich th e se re sp onse s have p rove d ef fe c tive ,  we 

c an again se e a wide disparit y in th e exp erien ce of  large an d mid- size d organisations . 

Big companie s have don e b e s t :  O n average ,  53 % of client s in su ch organisations rate 

th eir  re sp onse as “ver y ef fe c tive”.  V iew s are m os t p ositive aro un d initiative s to re - shap e 

s trategie s ( 78% rate th e se as ver y ef fe c tive)  an d make b et ter use of  internal  re s o urce s 

( 75%),  b ut view s ab o ut imp roving managem ent information were m ore mixe d:  O nly 53 % of 

client s saw this  work as ver y ef fe c tive ,  an d 13 % said it  was to o early to tell . 
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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 Africa’s consultant s,  as they 

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

2020 are reshaping the market ,  and in the case of a few brave souls , 

venturing a guess as to what comes nex t . 
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A d a m  C r a k e r,  C E O ,  I Q b u s i n e s s 

How did the consulting market in South Africa 

per form in 2020?     

We went into a level-f ive lockdown at the en d of March 

las t year,  which ha d a big impac t on the market .  In the 

secon d quar ter,  all  decisions really slowed down an d 

many projec t s that ha dn’t s tar ted yet were cur tailed 

or deferred . But as we got closer to the third quar ter, 

we saw the market really pick up as many client 

organisations a djus ted their priorities to remote 

working , digitisation , online access to cus tomers ,  new 

marketplaces ,  an d ecos ys tems . S o, the secon d half 

of 2020 was much more p ositive,  an d we’ve seen a 

reasonable continuation of that in the f irs t half of 2021 . 

O verall ,  the market ha d it s ups an d downs , not leas t due 

to a lot of price pressure. Many client s were deferring 

payment s on projec t s as they bat tened down the 

hatches , b ut we were flexible an d engaged with them on 

that basis .

To what ex tent were projec t s in the second half 

of 2020 completely new and established as a 

result of the challenges faced? Or were they an 

acceleration of what was already on the cards 

for client s before COVID hit? 

The majorit y of them were alrea dy un der way b ut 

accelerated . There was cer tainly a renewed focus on 

prioritising the a doption of new ways of working . If 

we lo ok at the digitisation projec t s that are currently 

ac tive, ab out 70 % were alrea dy in the pre-pan demic 

pip eline while 3 0 % are new an d a resp onse to what ’s 

happ ened in the las t 18 months .

Did any sec tors come back from the pandemic 

stronger, and are any still  languishing?  

Banking has b een the s tronges t throughout ,  which is 

go o d news as it ’s one we’re ver y ac tive with . Banks have 

b een launching new digital plat forms , par ticularly for 

retail  cus tomers an d S ME s , for new apps , pro duc t s ,  an d 

ser vices .  Jus t ab out ever y one of the major banks have 

b een inves ting in commercial S ME s for new ecos ys tems 

an d ex ten ded ser vices to enable b usinesses to op erate 

ef fec tively.  We’re seeing ver y rapid inves tment profiles 

from mobile telecommunic ations op erators who have 

resp on ded to the opp or tunit y that they have with 

their cus tomers in the retail  an d commercial space to 

of fer f inancial ser vices .  M oney trans fer an d insurance 

are probably the t wo lea ding areas that we’ve seen 

signif ic ant inves tment in that area . The sec tors an d 

in dus tries that have b een impac ted c atas trophic ally are 

retail ,  tourism , health ,  manufac turing , an d insurance. 

Retail  client s deferred all  projec t s except those that 

facilitated online marketplaces an d online access to 

cus tomers .  Pret t y much ever y healthc are projec t an d 

initiative that was planned in the provision of private 

health was deferred b ec ause the entire sec tor ha d 

to prioritise COVID -related ef for t s .  W ith the S outh 

Afric an government having prohibited alcohol sales 

for several months , even major manufac turers in 

the alcohol in dus tr y were severely impac ted . W hile 

insurance was ac tually tracking ver y solidly las t year 

until  Februar y 2021 , when a cour t ruled that insurers 

were obliged to pay out claims for b usiness interruption 

insurance. Since then , all  non- essential inves tment 

programmes have s topp ed so insurers c an preser ve 

their balance sheet s .

To what ex tent has the people aspec t of digital 

come to the fore?  

We’ve seen strong demand in learning and development, 

for which we implement bespoke learning capabilities. 

But we’ve seen weaker demand in change management, 

which is t ypically where we’d see that front end of 

digital, with new plat forms and processes being rolled 

out. I do think clients are still  buying those ser vices so 

perhaps we’re just losing out to other competitors, so it ’s 

a case of streng thening our proposition in that space.

How have you found the transition to ser ving 

client s remotely, and how has that impac ted your 

firm? 

We’ve a djus ted ver y quickly since we’d alrea dy 

a dopted technologies like Teams , Zo om , an d Miro for 

collab oration . Currently,  mos t of our team work from 

home, b ut some are working in the of f ice or at client 

sites .  In S outh Afric a ,  b usinesses ha d to regis ter las t 

year to remain op en an d ac tive as essential ser vice 

providers ,  an d we were ver y quick to do so. This has 

enabled us to s tay focused an d achieve a solid team 

p er formance, with ebbs an d flows of our p eople in 

an d out of the physic al of f ice environment an d client 

environment .

Have you found generating oppor tunities with 

new client s more of a challenge than doing so 

with existing client s? 

We’ve cer tainly missed the opp or tunities to informally 

b ump into p eople in a corridor at the client site or at 

a cof fee shop. H owever, we’ve b een ver y ef fec tive in 
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utilising dif ferent approaches to engaging client s .  O f 

course, we’ve seen a drop - of f in sales ac tivit y over the 

las t year,  b ut we’ve really ma de a major p ush on social 

media an d on integrating our of fering s an d c apabilities 

into the conversations we have. Even basic prac tices 

such as always keeping our c ameras on during c alls is 

par t of our culture to help us f ully connec t with client s . 

We’ve also foun d that client s then come back wanting 

to keep their c ameras on to o, to b et ter engage with us .

What kind of measures have you been able to 

put in place internally to help your own people 

navigate their way through the pandemic? 

Well ,  one s tep was s witching our Human Per formance 

team from classro om-based teaching to remote teaching 

& engagement with employees . But more imp or tantly, 

there’s a real appreciation of the mental s tress that 

the las t 18 months has placed on our p eople.  O ur 

wellness programme provides access p oint s for our 

IQ ers to confidentially engage with third par ties 

an d, mos t imp or tantly,  our lea dership teams . We’re 

cons tantly lo oking for new ways of engaging p eople 

that have b een af fec ted by the s trug gles throughout 

the pan demic an d reducing the ver y real risk of mental 

illness .  For example, in meeting s ,  our f irm is in the 

habit of following up the “how are you? ” greeting with 

“how are you really? ”,  which , af ter a pause, c an bring 

out a ver y dif ferent ,  less sup er ficial  resp onse. We’ve 

also implemented a new programme c alled “ Wellness 

Wednesdays” where we provide hint s an d tips aroun d 

how to s tay mentally an d physic ally f it .  A nother 

recent programme is the “Energ y Hub”,  for which we’re 

working with an ex ternal organisation that cons tantly 

innovates aroun d how we c an b o os t our energ y levels 

so we c an show up to client s as a b eacon of p ositivit y 

an d energ y.

How have you been able to navigate price 

pressures in the market, and how has that 

impac ted your firm? 

Ever y July,  we normally implement market-related 

increases ,  b onuses , an d promotions , b ut in July 2020 , 

we decided to implement a zero -increase c ycle.  D espite 

this ,  we were able to have promotions an d b onuses 

at the en d of the year.  In keeping with our f irm’s 

framework , we decided that any decisions we make have 

to b e kept in balance across our p eople,  our client s , 

an d our shareholders .  These measures created a lot of 

relief for us ,  ensuring we ha d a success f ul f inancial year 

an d that we could resume our usual increase c ycle this 

July.  M eanwhile,  many other f irms have ha d to reduce 

salaries ,  cut s taf f back , an d s top increases .

How do you see the market evolving over the 

rest of 2021? 

Two ex traneous fac tors that will  determine how the 

market evolves are how quickly the p op ulation is 

vaccinated an d the p olitic al resp onse to the social 

unres t that occurred in July 2021 . There are ver y low 

levels of confidence in b oth the b usiness communit y 

an d the consumer communit y as long as those areas 

remain uncer tain .  H owever, we’re seeing continued 

deman d in the banking sec tor an d exp ec t other sec tors 

we’re ac tive in to gra dually return . We’ve s tar ted 

to inves t signif ic antly in the p ublic sec tor in the 

exp ec tation that the government will  b egin to sp en d 

again .  We’ve also completed a couple of acquisitions 

this pas t year to grow loc ally an d internationally b ut 

also to help us ser ve a p otential consulting b o om c ycle 

later this year an d into 2022 should it  happ en .

To what ex tent do you think M& A within 

consulting will  accelerate as we come out of the 

crisis? 

I  think it  will ,  par ticularly in the S outh Afric an market . 

A s the larges t home-grown player in this market ,  I 

think we’re hea ding into an d are par t of a p erio d of 

consolidation of b usinesses coming together an d 

creating sc ale.  This is b eing driven par tly by the current 

focus on loc alisation; par tly by many international 

f irms having sp oiled their lot here in the S outh 

Afric an market ,  get ting embroiled in s tate c apture an d 

corruption . Many client s are moving away from them as 

a result .
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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 Africa 

are af fec ting client s’  organisations and their 

use of consulting. One sur vey focuses on trends 

in Africa ,  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 

Africa ,  all  of whom work in organisations with 

more than 50 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 3 0

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

32 % 

18 % 

16% 

13 % 9 % 

4% 3 % 

3 % 

2 % 
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Inter views with senior consultant s

In addition to our quantitative research , we 

inter viewed 10 ver y senior consultant s in Africa , 

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 in to 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 Africa 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 31 Figure 32

29 %

4 6% 

24% 27 % 

6% 

5% 

4% 

4% 

3 %
2 %

1 , 0 0 0 - 4 ,999 employe e s 
2 5 0 - 499 employe e s 
5 0 0 -999 employe e s 
5 , 0 0 0 + employe e s 

G en eral managem ent /CEO 
IT 
Finan ce 
Data & information managem ent 
O p erations (e . g . ,  sup ply chain) 
Risk 
Strateg y 
Legal 
Reg ulator y complian ce 

2 %

24%

23 %
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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

Adam Craker CEO IQbusiness

Dr Hesham Dinana Vice President & Managing Direc tor EFE SO

Emmanuel de Dinechin Par tner Altai Consulting

Mike Eldon Chairman DEPOT Kenya

Zweli Gwebit yala MD Business Consulting Ntiyiso Consulting

Jonathan Holmes Managing Direc tor Middle East Korn Ferr y

Hennie Human Advisor y Market s Leader – Africa Region E Y

Mohamed Radwan Managing Direc tor & Board Memeber Platinum Par tners

Stephen Rothgiesser Managing Direc tor The Change Consulting Group 

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 shok Patel

ashok . patel@ source 
globalresearch .com

A sh ok  Patel 

A shok is a writer and editor 

at S ource in our Market 

Trends team . He is an 

experienced writer,  editor, 

and analyst ,  providing 

insight s into the latest 

trends and development s 

across the professional 

ser vices market .  He has been 

quoted by a variet y of trade 

publications and has previous 

experience in S ource’s Client 

Perception Programme. Prior 

to joining S ource, A shok was 

an editor and consultant in 

the commodities market ,  as 

well  as working in the UK 

automotive industr y.

Fiona  Czerniawska

A Co-founder and Managing 

Direc tor of S ource, Fiona is one of 

the world’s leading commentators on 

the management consulting industr y. 

Since founding S ource in 20 07, she 

has been bringing this exper tise to 

bear on our client s’  most pressing 

strategic projec t s and business 

issues.  Fiona has published a dozen 

books on consulting topic s,  including 

t wo for The Economist:  Business 

Consulting:  A Guide to How it  Works 

and How to Make it  Work  and Buying 

Professional Ser vices . 

She has more than 20 years’ 

experience as a management 

consultant ,  working primarily in the 

areas of marketing and strateg y. She 

was previously in charge of strategic 

planning for E Y in the UK and has 

worked in the consulting prac tice of 

P w C . Fiona also has a PhD in 17th-

centur y French ar t and lives in hope 

that it  will  be of prac tical use in 

business someday.

Fiona Czerniawska

f ionac z@ sourceglobalresearch .com

Edward Edgcumb e

edward .edgcumb e @ source 
globalresearch .com

Edward  Edgcumb e 

Edward leads the Acquisition 

Strateg y team at S ource, 

scanning market s around the 

world for potential acquisitions 

and par tnerships for some of the 

world’s leading consulting and 

advisor y f irms. These searches 

have covered the consulting and 

advisor y spec trum from coding 

exper tise in specif ic US cities to 

Lean consultant s in S outheast 

A sia .  He holds degrees 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.

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

Q1

January
Forecasts for 2021 

US 

GCC 

UK 

Nordics 

Canada

UK 

US

February
Germany 

Financial Services

March

Healthcare & Pharma 

GCC 

France

Buying and Selling

Q2

April
France 

DACH

Australia 

Southern Europe 

Nordics 

Energy & Resources 

Technology, Media 
& Telecoms

May
China 

Japan
Digital,  Transformed?

June

Q3

July

China 

Benelux 

South America 

South East Asia 

India 

Japan 

Eastern Europe & Russia 

Africa  

Energy & Resources 

Financial Services

August
Perceptions of Risk Firms 

Perceptions of Tax Firms

Consulting’s New
Talent Crisis

September
Perceptions of Audit 
Firms

Q4

October The Global Tax Advisory Market 

The Global Risk & Cybersecurity 
Services Market 

Healthcare & Pharma 

Technology, Media & Telecoms 

Consumer Products & Retail 

Planning for Growth in 2022

Building a Trusted 
Brand

November

December
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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 .

A b o u t  u s



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