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

W hile COVID -19 contin u e d to b e disr uptive for DACH e con omie s in 

2 021 ,  th e consulting market reb o un de d s trongly f rom th e setba ck s of 

th e p revio us year.  Digitisation in this  region has tra ditionally lag ge d 

b ehin d th e like s of  th e N ordic s an d th e U K , b ut th e pan demic sp urre d 

client s a cross DACH to p rioritise inve s tm ent s in te chn olog y in clu ding 

rem ote working s olutions ,  clo u d migration ,  an d c y b er se curit y. 

S us tainabilit y c am e to th e fore ,  as client s s o ught sup p or t re sp on ding 

to n ew E S G reg ulations .  T h e pan demic-relate d sup ply chain crisis  als o 

b o os te d consulting deman d with th e region’s  large man uf a c turing 

base se eking o ut side h elp to rethink th eir  sup ply chains an d 

op erations .  T his  combination of  pan demic re cover y an d ren ewe d an d 

n ew challenge s c am e togeth er to gen erate consulting grow th of  10 % 

overall  a cross th e region . 

The consulting market in G ermany, by far the largest in the region , 

grew 11% in 2021 . Cybersecurit y is in high demand around the world, 

and with the ongoing shif t to cloud and remote working alongside 

GDPR compliance, it  was no dif ferent in the DACH region where 

revenues rose 17% in this ser vice line last year.  Af ter experiencing 

especially stric t lockdowns in the f irst year of the pandemic ,  G ermany ’s 

ser vices sec tor proved par ticularly fruit ful for consultant s in 2021—

with revenues up 16 . 2%—as client s sought suppor t in exploring how 

technolog y & innovation could boost their recover y. Meanwhile, 

pharma & biotech client s looked to consultant s to help with digitisation 

as a means to increase ef ficienc y and capacit y,  with f irms’ revenues 

rising 14.7% as a result . 

Similar tren ds contrib ute d to a go o d year for consultant s in Aus tria , 

w h ere th e market grew 9 % overall .  T h e f as te s t-growing consulting 

ser vice s in Aus tria were te chn olog y & inn ovation (11 .7 %) an d 

c y b er se curit y (16%),  amid an a cceleration in digitisation initiative s 

a cross th e market .  In a d dition to th e impa c t of  COVID -19,  a  serie s 

of  high-p rof ile corr uption s c an dals within th e Aus trian governm ent 

b o os te d deman d for digitisation ,  as p ublic  se c tor client s s o ught 

to in crease transparen c y by digitising op erations .  Aus tria’s 

p harma consulting market grew f as te s t am ong th e se c tor s (14 .4%), 

i l lus trating th e n e e d for p harma client s to c atch up te chn ologic ally. 

T h e market for consulting in th e ser vice s se c tor grew alm os t as 

quickly (13 .7 %),  driven by a reb o un d in deman d f rom in dus trie s su ch 

as to urism an d transp or tation ,  p revio usly s tr u ck dow n by Aus tria’s 

re s tric tive lo ckdow ns . 

Digitisation  in 
this  region  has 
tra ditionally  lag ge d 
b ehin d  th e  like s  of 
th e  N ordic s  an d 
th e  UK ,  b ut  th e 
pan demic  sp urre d 
client s  a cross 
DACH  to  p rioritise 
inve s tm ent s 
in  te chn olog y 
in cluding  rem ote 
working  solutions , 
clo ud  migration , 
an d  c yb erse curit y.
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2O ur DACH sur vey data has par ticular signif ic an ce this  year :  A lways 

imp or tant b e c a use of  th e relative size of  th e G erman consulting 

market ,  o ur 2 02 2 re search to ok pla ce in th e we ek s following Russia’s 

invasion of  Ukrain e an d th e imp osition of  an unp re ce dente dly 

severe set of  e con omic san c tions agains t Russia .  T h e DACH region , 

e sp e cially  G ermany,  is  par ticularly exp ose d ,  as Russia sup plie s alm os t 

on e third of  it s  natural  gas . 

O ur data b ear s witn e ss to a regional  e con omy that ,  alth o ugh 

his toric ally on e of  th e s tronge s t in th e world ,  is  transitioning f rom 

on e crisis  (COVID -19) to an oth er—p otentially  on e of  a cute en erg y 

sup ply disr uption .  DACH client s might b e forgiven for b eing le ss 

conf ident than th eir  co unterpar t s elsew h ere in EM E A , b ut that is 

n ot th e c ase .  W hile th e Russia- Ukrain e conflic t  is  cer tainly having a 

dis cernible impa c t ,  client s’  pat terns of  b ehavio ur in DACH are n ot o ut 

of  l in e with th ose in th e re s t  of  Europ e . 

Challenge s are signif ic ant an d plentif ul ,  b ut th ere is  n o eviden ce of 

th em yet deterring DACH client s f rom making m ore use of  consulting 

sup p or t .  T his  sh o uld n ot lea d to compla cen c y on th e sup ply side:  A s 

this  rep or t als o dem ons trate s ,  client-b u ying b ehavio ur is  changing .

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

T h e  DACH 
region ,  e sp e cially 
G ermany,  is 
par ticularly 
exp ose d ,  as  Russia 
sup plie s  alm os t 
on e  third  of  it s 
natural  gas .

G r e a t e r  a m b i t i o n  w i l l  d r i v e  t h e  c o r p o r a t e 
a g e n d a  i n  2 0 2 2

A  s l o w  r o a d  t o  p o s t- p a n d e m i c  r e c o v e r y

In th e late winter of  2 021 ,  we aske d DACH client s w h en th ey th o ught b usin e ss life wo uld 

return to n ormal .  Eight p ercent said it  ha d alrea d y don e s o,  an d aro un d a quar ter said 

it  wo uld do s o by th e en d of  J uly.  In total ,  92 % th o ught that th ey wo uld b e don e with 

COVID -19 by th e en d of  2 02 2 .  T h e em ergen ce of  th e O micron variant in D e cemb er 2 021 

p ut paid to w hat might have b e en considere d a reas onable h op e .  In realit y,  2 021 saw 

cons tant s wing s b et we en rising an d f alling infe c tion rate s ,  a ccompanie d by p erio ds of  b oth 

optimism an d p e ssimism . 

A s a re sult ,  in  early 2 02 2 client s are f ar m ore c a utio us .  T h e p rop or tion of  th ose that think 

life has return e d to w hatever we n ow def in e as “n ormal”  has risen to 23 % , b ut that is 

m ore than o ut weigh e d by th e third w h o say th eir  organisations are s till  s tr ug gling to deal 

with th e pan demic .  T h e large s t p rop or tion of  client s in th e DACH region— 4 6%— de scrib e 

th emselve s as b eing in re cover y m o de—planning for,  an d a dapting to,  th e en d of  th e 

pan demic .

T h e se p rop or tions are in lin e with th ose we have se en elsew h ere in Europ e:  Across EM E A , 

only th e G ulf  region s tan ds o ut ,  with alm os t 5 0 % of client s saying thing s are n ormal .  A s 

o ur re search in th e DACH region to ok pla ce a co uple of  m onths af ter that in th e U K an d in 

Fran ce ,  th e pic ture ap p ear s to b e imp roving ,  b ut slowly.
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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 DACH ’ consultant s,  as they reflec t 

on 2021 and, in the case of a few brave souls ,  venture a guess as to 

what comes nex t .
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Y i l m a z  A l a n ,  P a r t n e r,  E Y 

How do you feel the consulting market has 

per formed over the past year,  and what were it s 

key drivers?  

We recognised in the las t dec a de a huge p ush towards 

digitisation . COVID -19 also c aused a s trong p ush 

aroun d the f uture of work , including the new hybrid 

working environment an d (video) conferencing . These 

were only sup er ficial  changes , though . The big ger 

impac t has b een that companies recognise that they 

have to digitise their entire b usiness if  they want 

to gain a comp etitive a dvantage. A s cus tomers are 

continuously surroun ded by digital technologies the 

companies that are at an a dvantage are those that have 

s tronger digitisation across their b usiness . 

This has obviously increased the deman d for 

professional ser vices f irms , esp ecially consulting 

f irms . We've seen our highes t grow th rates ,  with the 

main driver of this b eing technolog y work . We've seen 

deman d come from the top -line angle,  with cus tomers 

asking how they c an digitise their b usiness ,  realise new 

b usiness mo dels ,  an d create new cus tomer channels . 

We've also seen b ot tom-line deman d from organisations 

aroun d consolidation an d out sourcing in order to free 

up c apacities so they c an concentrate on more value-

a dding ac tivities .  Both of these angles have b een 

impac ted s trongly,  which has c aused a huge p ush in 

consulting deman d . 

Are you seeing any other changes in what client s 

are demanding? 

We're obser ving a massive internationalisation of 

b usiness on the client side, which is in turn having an 

impac t on us .  The way we deliver projec t s has changed 

in that ,  now, we're more an d more international in what 

we're doing . Remote an d hybrid working have ma de it 

easier to s taf f international colleagues , an d companies 

such as ours that have a common s truc ture in their 

op erating countries have b een able to quickly ramp up 

resources from abroa d, thus giving us a dvantages over 

other companies . 

H ow a re clie nt s re sp o n din g to hy b rid wo rkin g? Is 

th e re a p ush to go ba ck to f ull y in -p e r s o n d eli ve r y? 

I ' ve ha d m ultip l e re q u e s t s f ro m clie nt s to m e et 

o n - site ,  b ut I  thin k clie nt s o nl y wa nt us to d o s o f o r 

s el e c te d a p p ointm e nt s rath e r tha n eve r y m e etin g . 

We k n ew rig ht f ro m th e b e gin nin g that th e re wo ul d 

b e s o m ethin g of  a  return to th e of f ice b e c a us e if  yo ur 

co m p etitio n is  m e etin g th eir  clie nt o n - site ,  yo u're 

naturall y goin g to d o th e s a m e . 

O n th e d eli ve r y sid e ,  alth o u g h a la rge sha re of  o ur 

co n sult a nt s a re s ti l l  wo rkin g f ro m h o m e ,  I  s e e that 

ma ny of  th e m a re d e sp e rate to co m e ba ck to th e 

of f ice to m e et w ith ea c h oth e r.  In -p e r s o n wo rkin g is 

c r u cial  f o r e m p l oye e rete ntio n a n d s atis f a c tio n .  W h e n 

co m m unic atio n is  re d u ce d to v ir tual- o nl y w ith o ut 

b ein g s o cial  to geth e r—w hic h I  thin k is  a  f un da m e nt al 

p a r t  of  b ein g a co n sult a nt—thin g s get m o re c hall e n gin g 

in th e l o n g r un . 

How are you responding to the talent crisis? 

In feedback ab out improving retention , s taf f told us 

they wanted a clear path for developing their c areer 

an d content knowledge. Tra ditionally,  the consulting 

c areer trajec tor y has b een to go from consultant to 

senior consultant an d so on , b ut we've moved to a more 

exp er tise- driven c areer path . N ow, we're providing a 

plat form for p eople—esp ecially tech-sav v y c an didates—

to develop their c areers with a s truc tured plan . This 

gives them visibilit y on what they need to do to reach 

the nex t level . 

Having f un is also ver y imp or tant ,  of course, as is 

money. Inflation an d the increased turb ulence we're 

seeing in the world—from climate change to the 

pan demic an d the war in Ukraine—means that economic 

s tabilit y an d securit y have b ecome increasingly 

imp or tant for the many p eople.  That wasn' t the c ase 

f ive or six years ago, when the mos t imp or tant thing s 

for s taf f were topic s like work-life balance. 

In our research, we've seen that exper tise 

is of ten really high on client s'  added value 

ranking s. Is this something you're experiencing, 

and do you think this is why your employees are 

looking to drive their own exper tise? 

Yes , exp er tise an d domain comp etence are of massive 

imp or tance to client s—that 's what they exp ec t from 

consultant s .  H owever, the issue is that many of the 

topic s we han dle are ver y innovative, so it 's hard 

to present credentials .  N o one is able to show that 

they've b een doing something like the blockchain or 

the metaverse for 10 years ,  for example, b ec ause these 

topic s are relatively newer. S o, some of the asp ec t s 

have to bring is the abilit y to reduce complexit y an d 

drive projec t s in a s traight for ward manner. 

To what ex tent are you seeing demand grow for 

ESG -related ser vices? 

Although E S G has b een on top of b oards' agen das 

for the las t few years ,  there is now more an d more 
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regulation forcing companies to have an E S G s trateg y. 

Obviously,  this then creates new opp or tunities for 

consulting an d professional ser vices f irms aroun d 

thing s like tax regulation , company culture, change, 

rep or ting , an d set ting up IT architec ture to enable that . 

What are your priorities as a f irm? 

Technolog y is one of our core focus areas .  Un der 

that broa d hea der,  there are several subsec tions . 

The f irs t is the massive shif t to the cloud an d cloud-

based data plat forms . If  client s want to realise thing s 

like autonomous driving or the Internet of Thing s , 

for example, they need a cloud-based data plat form . 

This isn' t jus t a technic al topic—it 's also ab out how 

corp orations are trans forming the way they op erate. 

In our discussions with client s ,  we're tr ying to talk 

ab out how they have to change as an organisation so 

they have a f uture-pro ofed b usiness mo del ,  rather than 

jus t ab out how they c an achieve these thing s from a 

technic al p ersp ec tive. 

Af ter technolog y an d digitisation , sus tainabilit y is 

another high priorit y.  O ptimising op erations an d 

ERP solutions are also a key focus , as companies are 

sp en ding huge amount s of money on mo dernising 

their applic ation lan dsc ap es an d moving towards so -

c alled real-time solutions ,  along side sof t ware from 

f irms such as SAP. W ith all  this increased digitisation , 

companies are also b ecoming increasingly v ulnerable, 

so c yb ersecurit y is anotrher ver y imp or tant area . 

Func tion-wise, supply chains are definitely a focus , to o, 

b ec ause, as we saw during the pan demic ,  optimising 

value chains are ver y imp or tant to organisations . 

What impac t,  if  any, do you think the Ukraine 

crisis is going to have on the DACH consulting 

market? 

T h e im p a c t o n us w ill  d e p e n d o n th e im p a c t o n o ur 

clie nt s .  Fo r exa m p l e ,  we' ve ha d m ultip l e clie nt s in 

th e a uto m oti ve in d us tr y w ith p ro d u c tio n f a cil it ie s in 

Russia o r U k rain e w h o have ha d to wo rk o ut h ow th ey 

wa nt to ha n dl e th e situatio n q uite q uickl y,  co n sid e rin g 

th e s a n c tio n s we're s e ein g .  In p ro d u c tio n -h eav y 

in d us trie s l ike that ,  c ha n ge s c a n' t  b e ma d e in day s 

b e c a us e yo u have to re p la ce thin g s that have b e e n 

b uilt  up ove r d e c a d e s . 

We've seen an impac t on the IT in dus tr y,  to o. A lot of 

sof t ware companies ha d moved their deliver y hubs 

to Ukraine an d Russia b ut ,  b ec ause of the crisis ,  the 

technic al facilities they b uilt up ha d to b e replaced, 

which required mitigation s trategies . 

A side from digitisation, are there any other 

thing s that you think firms have to be doing at 

the moment if  they want to be a viable player in 

the marketplace? 

Ever yone's top priorit y is at trac ting an d retaining the 

mos t talented resources .  At the moment , for example, if 

you have a comp etenc y in digitisation , ever yone will  b e 

tr ying to at trac t you . 

A nother key focus for the consulting in dus tr y is how 

f irms are shaping their ser vice of fering by incorp orating 

more an d more automated solutions into their ser vice 

deliver y. O f fering thing s like managed ser vices—where 

you're enriching technic al solutions with value-a dding 

consulting topic s—is continually a topic of discussion . 

We also have to think ab out how we're optimising 

our ser vice deliver y mo del in terms of near- an d 

of f-shoring . In many of our projec t s ,  we work with 

colleagues from countries such as Polan d, In dia ,  S pain , 

an d Por tugal .  We're ramping up deliver y hubs in the 

M editerranean countries b ec ause of their relative 

proximit y to G ermany, France, an d the UK , which 

is imp or tant .  Even when it comes to my projec t s in 

G ermany, for example, my Italian teams c an travel to 

Munich fas ter than colleagues in Hamb urg . 

For our client s to b e prepared for up coming challenges , 

I  think it  will  b e more imp or tant that they change the 

way they op erate an d their culture than it  will  b e to 

replace their legac y technologies .  We simply don' t 

know what will  happ en in the nex t f ive years b ec ause 

there are so many disruptive development s b eing 

ma de such as blockchain , the metaverse, an d quantum 

comp uting . W hat do you do when comp uters are able 

to hack encr yption metho dologies? Those technologies 

will  b e game- changers .  I  think it 's obvious that thing s 

will  increasingly move into the digital sphere, so we 

have to create a hybrid environment an d provide 

ser vices within that environment . We're p ushing ver y 

hard in these areas . 
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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 .73

US dollar to euro US$1 = € 0 . 8 4

Megamodel: Our Global Data Model

T h e quantitative market data in this  rep or t 

com e s f rom o ur uniqu e m o del  of  th e global 

p rofe ssional  ser vice s market .

Rath er than making high-level  assumptions ,  this 

m o del  has b e en b uilt  f rom th e b ot tom up,  sizing 

th e market c apabilit y by c apabilit y—asse ssing 

h ow m u ch work a f irm earns delivering ea ch 

p rofe ssional  c apabilit y within ea ch se c tor an d 

co untr y.  T his  re sult s  in a  rob us t view of  th e size 

of  th e sup ply- side market ,  w hich c an th en b e 

b roken dow n to view th e size of  th e market by 

co untr y,  se c tor,  l in e of  b usin e ss ,  c apabilitie s , 

an d ser vice .

A long side this  market segm entation ,  we als o 

limit  o ur market sizing an d analysis  to w hat we 

at  S o urce c all  “big consulting ”—work don e by 

mid- an d large - size d f irms (th ose with m ore than 

5 0 p e ople).  Please n ote that we don’t  tra ck th e 

long ,  thin tail  of  work don e by contra c tor s an d 

ver y small  f irms ,  as m os t rea der s of  this  rep or t 

wo uld n ot se ek or b e able to comp ete in this 

par t  of  th e market .

A ll  of  th e data in th e m o del  is  c alib rate d thro ugh 

ex tensive inter view s with ,  an d sur veys of, 

p rofe ssional  ser vice s f irms an d th eir  client s , 

allowing us to dis cuss b roa der tren ds in th e 

market along side detaile d dim ensions su ch as 

h ea dco unt .  T h e se inter view s an d sur veys are 

sup plem ente d with de sk re search ,  w hich allow s 

us to asse ss th e impa c t of  wider ma cro e con omic 

tren ds on p rofe ssional  ser vice s .  T his ,  combin e d 

with o ur detaile d m o delling ,  re sult s  in a  long-

term view of th e market that is  able to sup p or t 

b oth his toric  an d fore c as t data .

A ll  f ig ure s given in this  rep or t are in US dollar s . 

For referen ce ,  S o urce is  using th e following 

exchange rate s in it s  rep or 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 DACH 

are af fec ting client s’  organisations and their use 

of consulting. One sur vey focuses on trends in 

the DACH , 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 

DACH , 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 

2022 and the f irst half of 2023

 - 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 41

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

2 0 %

13 %

1 2 %
11% 11%

8 % 8 %11% 7 %
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Inter views with senior consultant s

In addition to our quantitative research , we 

inter viewed 13 ver y senior consultant s in 

the DACH , 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 DACH 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 ser vices 

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 & 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 ser vices”.

Respondent s by organisation size Respondent s by func tion

Figure 42 Figure 43

52 %

2 0 %

4 8 %

2 0 %

19 %

17 %

7 %
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3 %
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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  s e r v i c e 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 .
 

S e r v i c e 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 ser vices 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

Yilmaz Alan Par tner E Y

A xel Borcherding Member of the Board Hor váth

Olaf Clemens Par tner & Global E SG Lead Capco

Oliver G eiseler Par tner Capco

Christian Koehler Par tner Strateg y Engineers

Marco Lehmann Par tner KPMG G ermany

Alexander Lippner Head of Advisor y, Austria KPMG

Christof Menzies Consulting Leader P w C EME A , P w C  P w C 

 Europe & P w C G ermany, EME A Client s  

 & Market s Leader,  P w C G ermany 

Dr. Uwe Michel Member of the Managing Board Hor váth

Frederic Munch Division Direc tor S opra Steria

Stefan S chaible CEO G ermany & Central Europe Roland Berger

Hans- G eorg S cheibe Managing Direc tor ROI-EFE SO Management Consulting AG

Nikolaus S chmidt Co-Founder & Managing Par tner Klaiton

Christoph Treichler Managing Par tner Cardea

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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M e e t  t h e  e x p e r t

A shok Patel

ashok . patel@ sourceglobalresearch .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.
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W e  a n a l y s e  a n d  e x a m i n e  h o w  c h a n g e 
d r i v e s  t h e  w a y  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  m i g h t  h a v e  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 . 

D e r i v e d  f r o m  d a t a ,  y e a r s  o f  ex p e r i e n c e ,  a n d 

s o p h i s t i c a t e d  p r o p r i e t a r y  r e s e a r c h ,  w e  u s e  o u r  t e a m’ s 

ex t e n s i v e  k n o w l e d g e  o f  t h e  i n d u s t r y  t o  p r o v i d e 

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

a c t i o n  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  a r o u n d  t h e  w o r l d . 

O u r  i n s i g h t s  n o t  o n l y  p r o v i d e  i n t e r e s t i n g  r e a d i n g ,  b u t 

t h e y  h a v e  u n d e r p i n n e d  s o m e  o f  t h e  b i g g e s t  s t r a t e g i c 

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

S o ,  h o w  c a n  w e  h e l p  y o u ? 

A b o u t  u s
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I n  a d d i t i o n  t o  o u r  r e p o r t 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 

e v i d e n c e - b a s 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  t o  b e t t e r 

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

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

c l i e n t s ,  e x t e n s i v e  s u r v e y s  o f  b u y 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 ,  a n d 

o u r  w e a l t h  o f  d a t a  a n d  e x p e r i e n c e ,  o u r  w o r k  i s  d e s i g n e d  t o  h e l p 

y o u  f u l l y  u n d e r s t a n d  t h e  m a r k e t s  i n  w h i c h  y o u r  f i r m  o p e r a t e ,  a n d 

w a n t  t o  o p e r a t e .   

A m o n g  o t h e r  t h i n g s ,  o u r  o f f e r i n g s  i n c l u d e :

–  M a r ke t  e n t r y  s t r a t e g y 

–  C o m p e t i t o r  p r o f i l i n g  a n d  r e s e a r c h 

–  A c c e s s  t o  o u r  M e g a M o d e l  t a i l o r e d  t o  y o u r  d e f i n i t i o n  o f  t h e  m a r ke t 

 

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 ,  o r  o u r  o t h e r  w o r k ,  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 . 

H o w  w e  c a n  h e l p  y o u
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i n f o r m a t i o n  p u b l i s h e d  i n  t h i s  r e p o r t .  S o u r c e  I n f o r m a t i o n  S e r v i c e s  L t d  d o e s  n o t  a s s u m e ,  a n d 

h e r e b y  d i s c l a i m s ,  a n y  l i a b i l i t y  f o r  a n y  l o s s  o r  d a m a g e  c a u s e d  b y  e r r o r s  o r  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 .
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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.
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