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Current changes in the consulting 
industry and their impact on client 
organizations



The consulting business 
model under challenge?
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 One can observe a series of business model innovations  

that could reshape the way consulting firms engage with 

clients in the future.

 Management consulting’s fundamental business model 

has not changed in more than 100 years It has always 

involved sending smart outsiders into organizations for a 

finite period of time and asking them to recommend 

solutions for the most difficult problems confronting their 

clients.

 Demand for classic strategy work is decreasing. in recent 

years, there has been more pressure on the oligopoly of 

the large strategy houses. Competition is also arriving from 

newcomers to the market leading to significant price 

pressure on incumbents.

What’s next?
 There’s one major thing that currently happens: the 

emerging «modularization» of the consulting industry, i.e. a 

shift in consulting’s competitive dynamic from the primacy 

of integrated solution shops, which are designed to 

conduct all aspects of the client engagement, to modular 

providers, which specialize in supplying one specific link in 

the value chain – at a fraction of the costs of traditional 

consulting, with greater speed and beyond the traditional 

project-based model
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The consulting market offers new possibilities and 
chances to buy new types of consulting services

 Today, the consulting market offers more than just «classic» consulting services. Many 

consulting firms are offering innovative business models and solutions for a variety of 

clients’ challenges and needs.

 The emergence of «disaggregated» services leads clients to seek „best-of-breed“ 

expertise and approaches, reducing their reliance on solution-shop providers and 

enabling them to choose the most effective and efficient solutions, in terms of time 

and money.

 Whereas  consulting firms have traditionally relied on talent  to  drive  success  in  

client  engagements, technological innovations available today augment  and  in  

some  cases  replace  manual  effort  with  tools  and  software that  allow  for  new 

business and delivery models, automation,  and cost-efficient consulting services.

How can client organizations benefit from these 
new possibilities?
Clients have to screen the consulting market to identify innovative solutions available and 

find incumbent providers or newcomers which provide relevant, specialized and cost-

efficient offerings for them:

 Software and technology-based analytics and tools (asset-based consulting)

 Digital platforms that directly connect external consultants with clients’ internal 

projects and teams 

 Alternative professional services firms which assemble leaner project teams of 

freelance consultants for clients at a small fraction of the cost of traditional 

consulting and with more-experienced consultants.
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Expert Survey: 6 trends in the consulting 
industry

Cardea has conducted a survey among leading experts in the 

consulting market, stemming from prestigious client 

organizations, renowned consulting firms, well-known and 

media. They major trends they’ll see in 2016 are:
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Consolidation
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One of the drivers for consolidation in the consulting 
sector has been international consultancies seeing 
challenging conditions with many of their key markets flat 
or in decline. Looking for continuous growth they have 
embarked on a strategy to become multi-specialists/ one-
stop-shop providers of consulting services. Mid-sized 
consultancies however will be struggling to grow 
organically in the space.
Client organizations are increasing their use of more 
specialized consulting services and knowledge which will 
help smaller specialist consulting firms and freelance 
consultants grow despite of the market challenges.
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Multiple consulting 
roles & delivery
models
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Extensive experience and offerings across multiple delivery 
models and consulting roles will increasingly be a top 
deciding factor for clients when selecting a consultant and 
a major differentiation factor for consulting firms against 
competitors.
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Cherry Picking
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Clients increasingly are looking for the most experienced
and skilled (individual) consultants. Because large 
consuting firms still struggle with providing their clients
contingent workers, clients increasingly engage 
independent contractors and freelancers. As the use of 
external talent increases, so does the need for more 
efficient ways to find, hire, and manage freelancers and for 
alternative professional services providers.
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“Assiocate Networks”

Networks of highly skilled 
independent experts/ 

associates which can be hired 
and deployed flexibly.
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Transfer of 
problem-solving 
knowledge
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When selecting consulting firms, management consulting 
services buyers are looking first for the right set of team 
expertise, skills and industry knowledge. That’s why the know-
how of a consultant, how to solve its clients challenges, is the 
preeminent value a consultant can provide to its clients. New 
forms of this kind of knowledge transfer may provide more 
sustainable and cost-efficient solutions for clients.
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Technologiebasierter 
Wissenstransfer (Asset-

based Consulting)

Experten-basierter 
Wissenstransfer 

(inkl. Open Management)

Thought Leadership-
basierter Wissenstransfer
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How can we assist 
you?
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We support you with identifying and evaluating consulting 
providers and approaches, we make cost and resource 
implications transparent and guide you through the selection 
process to ensure the best match between your requirements and 
the consulting company’s capabilities.

1 Information gathering, 
Research, Market overview, 
Prequalification of consultants

Pro2

3 Tender,
Evaluation,
Selection

Project-specific identification of 
potentially eligible consulting 
approaches & suppliers

Clarify project requirements and 
definition of “scope of search" for 
potential approaches & suppliers

Price and performance comparisons,
valuation & matching of 
approaches & suppliers

Project and requirements 
definition,
Project approach and planning
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Founding Partner and Managing 
Director of Cardea

For more than a decade, he 
knows the challenges in the 
consulting world in national and 
international markets. His 
qualifications and experience in 
virtually all consulting topics are 
the basis for the efficient and 
thorough evaluation of 
consultants.
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Would you like to learn more about our 
services and offerings?

Visit our website or contact us:


