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IN THIS EXCERPT 

The content for this excerpt was taken directly from IDC MarketScape: Worldwide Business Consulting 

Services 2018 Vendor Assessment (Doc #US42761918). All or parts of the following sections are 

included in this excerpt: IDC Opinion, IDC MarketScape Vendor Inclusion Criteria, Essential Guidance, 

Vendor Summary Profile, Appendix and Learn More.  Also included is Figure 1. 

IDC OPINION 

This IDC study represents the vendor assessment model called IDC MarketScape. This research is a 

quantitative and qualitative assessment of the characteristics that explain a vendor's current and future 

success in the marketplace. This study assesses the capability and business strategies of many of the 

most prominent business consulting firms. This evaluation is based on a comprehensive framework 

and set of parameters expected to be most conducive to success in providing business consulting 

services during both the short term and the long term. A significant and unique component of this 

evaluation is the inclusion of business consulting buyers' perception of both the key characteristics and 

the capabilities of these consulting providers. As one would expect, overall, these firms performed very 

well on this assessment. Key findings include: 

▪ Worldwide, consulting providers are generally perceived as strong at understanding the 

unique needs of client's business, integrating appropriate analytics into the engagement, 

providing the required spectrum of strategy consulting services, and being collaborative. Most 

consulting firms are strong at identifying and implementing options for growth and transforming 

critical processes. 

▪ Surprisingly, this evaluation discovered that generally enterprises are disappointed with the 

consulting provider's ability to directly improve the organization's overall commercial 

performance, transfer knowledge/skills to the client, and drive business change across the 

organization. Consulting firms were weak at helping their clients improve talent performance, 

develop "digital" products and services, and create a more effective business. 

IDC MARKETSCAPE VENDOR INCLUSION CRITERIA 

This research includes analysis of the five largest business consulting firms and additional firms with 

broad portfolios spanning IDC's research coverage and with global or regional importance. This 

assessment is designed to evaluate the characteristics of each firm — as opposed to its size or the 

breadth of its services. It is conceivable, and in fact the case, that specialty firms can compete with 

multidisciplinary firms on an equal footing. As such, this evaluation should not be considered a "final 

judgment" on the firms to consider for a particular project. An enterprise's specific objectives and 

requirements will play a significant role in determining which firms should be considered as potential 

candidates for an engagement. 

ADVICE FOR TECHNOLOGY BUYERS 

Business requirements demand solutions that work holistically within an enterprise. These solutions 

are often complex and require multiple domains of expertise and stakeholders from a variety of areas 

to ensure success. As a result, consulting projects are often complex. To maximize value and minimize 

disruption, enterprise leaders must: 
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▪ Ensure a project is strategically valuable (be sure of full organizational commitment). 

▪ Create visible links between project strategy and "business execution." 

▪ Integrate all impacted LOBs throughout the project to ensure stakeholder needs are fully 

satisfied. 

▪ Anticipate and address the common obstacles to successful consulting projects. These include: 

▪ Scope creep, which can undermine focus and increase cost of projects 

▪ Organizational change, which is often underestimated, especially as project scope or 

complexity increases 

▪ Insufficient internal resources assigned to the project, which decreases project awareness 

of interdependent issues and increases reliance on external consultants for critical, 

interlock activities 

▪ Select firms that demonstrate the capabilities most important to the success of the project. 

VENDOR SUMMARY PROFILE 

This section briefly explains IDC's key observations resulting in a vendor's position in the IDC 

MarketScape. While every vendor is evaluated against each of the criteria outlined in the Appendix, 

the description here provides a summary of the vendor's strengths and challenges. 

PwC 

Based on IDC analysis and customer feedback, PricewaterhouseCoopers (PwC) is a Leader in this 

IDC MarketScape for business consulting services in 2018. 

PwC, a "Big Four" professional services organization, is committed to building trust in society and 

solving important problems for clients around the world. PwC comprises a global network of member 

firms employing more than 236,000 people in 736 locations in 158 countries. PwC's clients — served 

through 27 industry sectors — include 419 of the Fortune Global 500 businesses and 423 of the FT's 

Global 500 companies. 

Combining deep industry knowledge with functional business and technical skill, all supported by its 

global network, PwC helps organizations build the next competitive advantage. The firm works to 

deliver impact and value from strategy through execution — drawing on the functional skills evident 

across the firm, including strategy, operations, finance, people and organization, customer, design, 

analytics, portfolio and program management, technology, forensics, digital, deals, tax, transformation, 

and risk regulatory and compliance issues. 

PwC's awards speak to the strength and diversity of PwC's global network — its ability to listen to and 

understand clients and work with them to forecast their future needs. A global presence and local 

knowledge of individual markets and sectors is brought to each client, helping them move strategically 

through a global landscape of rapid change. In addition: 

▪ PwC has been named as an IDC MarketScape Leader for digital strategy and agency services 

in EMEA in 2017 (see IDC MarketScape: EMEA Digital Strategy and Agency Services 2017 

Vendor Assessment, IDC #US41462317, August 2017). 

▪ PwC has been rated as an IDC MarketScape Leader for business consulting services in Asia 

in 2017 (see IDC MarketScape: Asia/Pacific Business Consulting Services 2017 Vendor 

Assessment, IDC #US42327717, March 2017). 
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▪ PwC has been rated as an IDC MarketScape Leader for eDiscovery services in 2017 (see IDC 

MarketScape: Worldwide eDiscovery Services 2017 Vendor Assessment, IDC #US42255117, 

March 2017). 

▪ PwC has been named as an IDC MarketScape Leader for app development and testing for 

iOS in 2017 (see IDC MarketScape: Worldwide Mobile Application Development and Testing 

Services for iOS 2017 Vendor Assessment, IDC #US42993117, August 2017). 

PwC's Strategy& — formerly Booz & Co., which was acquired by PwC in 2014 — reinforces the firm's 

position as the strategy through execution services provider, drawing on these renowned strategy 

expertise capabilities and combining them with PwC's deep implementation capabilities worldwide so 

that any client can bring a strategy to life, avoid the strategy-to-execution gap, and achieve growth, 

profits, and real transformation. 

Underscoring the integrated suite of offerings PwC provides through its lines of service, PwC Digital 

has experts embedded across the firm's existing structure, avoiding the silos that can occur with a 

discrete digital practice. With 35 digital experience centers worldwide, PwC Digital provides clients 

with integrated, purpose-built solutions. Using the Business, Experience, and Technology (BXT) 

philosophy, the digital team's integration on projects across the network delivers exponential value. 

PwC has expanded its digital consulting business with a focus on acquiring enhanced capabilities in 

disruptive strategy, digital customer engagement and experience, data and analytics, digital business 

operations, and 3rd Platform technology. These skills, in combination with PwC's more traditional 

business strategy offerings, help clients with large-scale transformation and guide businesses from 

strategy through to successful execution. 

PwC has built extensive technology capabilities, supporting clients worldwide and across industries as 

they look to optimize their IT investments, engage with digital transformation, connect with emerging 

technologies, employ well-known business applications, and harness the power of data and analytics. 

Adding to technology experts across the global network, PwC supports clients with global delivery 

centers in India and China. It has also built relationships with key technology players to bring advanced 

and efficient digital business solutions to clients. PwC has strategic alliances with innovation-oriented 

organizations including SAP, Oracle, salesforce.com, Workday, Microsoft, and, most recently, GE. In 

2014, PwC also announced a joint business relationship with Google, which allows collaboration with 

Google on existing solutions, such as security, cloud, and data analytics, as well as development of 

entirely new solutions. In addition, PwC is working with Google to create connected employee 

experiences, both for its own practitioners and for clients, through Google's mobile and apps solutions. 

An organization's ability to effectively mitigate and capitalize on risk is a growing marketplace 

differentiator, with direct impact on business profit and mission effectiveness. PwC's Risk practice has 

positioned enterprise resilience as a strategic imperative in today's world of greater complexity, 

uncertainty, and accelerating change. PwC helps clients make better, faster, and more agile decisions 

— and embed a proactive and dynamic risk management capability and mindset into the business, 

starting from the onset of strategic planning and extending through implementation. Teams work cross-

functionally within client organizations to factor risk into the entire business cycle — from strategy 

through execution. PwC is the principal author and project team for COSO's Enterprise Risk 

Management Framework — a widely recognized and frequently applied enterprise risk management 

framework worldwide, which provides boards and management with principles to manage risk, from 

strategy setting through execution. 
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Tremendous forces are radically reshaping the workplace. There are new organizational, talent, HR, 

and technology challenges to be faced as business leaders wrestle with disruptive innovation, global 

trade, skills mismatches, and the constant tests of risk and regulation. Organizations need to redefine 

the way work gets done and create innovative talent ecosystems that build engaged, enabled, and 

agile workforces. And each organization is different. Each has a unique history, culture, leadership 

style, and capability set in its employees. PwC's People & Organization practice builds tailored 

solutions to help clients achieve their strategic ambitions — reflecting their uniqueness but also 

grounded in rigorous analysis and data-driven insight — to create lasting, differentiated value. 

Combining industry and functional business knowledge with technical skill, PwC's capabilities across 

advisory, assurance, and tax help organizations build the next competitive advantage. PwC's global 

network of professionals facilitates the use of cross-border, cross-competency, and crossline of 

service teams that address clients' most pressing business imperatives. 

Strengths 

Worldwide, PwC is considered to excel at offering high-quality staff to support engagements and at 

supporting business change across client organizations. Moreover, clients say PwC is among the best 

at helping them reduce costs and improve operational efficiency. PwC teams are viewed as some of 

the strongest at maximizing project value and providing functional insights and competence. 

"PwC has an excellent profile in relation to quality of project design, technical support, and the 

international scope of its business expertise," says a financial services client in the United Kingdom. 

Challenges 

To advance further, PwC must significantly improve the perception of its ability to help clients increase 

productivity and improve its end-customers' experience. In addition, PwC should aim to improve 

perceptions of its ability to help clients manage risk and drive innovation through their organizations — 

areas where PwC is seen as somewhat underperforming its peers. 

APPENDIX 

Reading an IDC MarketScape Graph 

For the purposes of this analysis, IDC divided potential key measures for success into two primary 

categories: capabilities and strategies. 

Positioning on the y-axis reflects the vendor's current capabilities and menu of services and how well 

aligned the vendor is to customer needs. The capabilities category focuses on the capabilities of the 

company and product today, here and now. Under this category, IDC analysts will look at how well a 

vendor is building/delivering capabilities that enable it to execute its chosen strategy in the market. 

Positioning on the x-axis, or strategies axis, indicates how well the vendor's future strategy aligns with 

what customers will require in three to five years. The strategies category focuses on high-level 

decisions and underlying assumptions about offerings, customer segments, and business and go-to-

market plans for the next three to five years. 

The size of the individual vendor markers in the IDC MarketScape represents the market share of each 

individual vendor within the specific market segment being assessed. 
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IDC MarketScape Methodology 

IDC MarketScape criteria selection, weightings, and vendor scores represent well-researched IDC 

judgment about the market and specific vendors. IDC analysts tailor the range of standard 

characteristics by which vendors are measured through structured discussions, surveys, and 

interviews with market leaders, participants, and end users. Market weightings are based on user 

interviews, buyer surveys, and the input of a review board of IDC experts in each market. IDC analysts 

base individual vendor scores, and ultimately vendor positions on the IDC MarketScape, on detailed 

surveys and interviews with the vendors, publicly available information, and end-user experiences in 

an effort to provide an accurate and consistent assessment of each vendor's characteristics, behavior, 

and capability. In prior years, IDC used two years of data to evaluate firms. This year, with significant 

changes to the survey approach, we have only examined a single year's data when evaluating firms. 

Some evaluated firms were positively impacted, and some were negatively impacted by this change. 

We are confident in the overall evaluation of each firm. 

Note: All numbers in this document may not be exact due to rounding. 

Priorities of Business Consulting Buyers/Consulting Buyer Perception as  
an Input 

A significant and unique component of this evaluation is the inclusion of the perception of business 

consulting buyers of both the key characteristics and the capabilities of these consulting providers. 

This insight is captured in a broad-based random global buyer value survey of consulting firm clients 

and reveals key insights regarding the capabilities of the individual firms. 

The broad survey also provides key insights into the kinds of issues that enterprises are engaging 

consultants to help address. 

While overall, efficiency, productivity, and customer experience are generally high priorities, regional 

priorities vary widely. The most important priority in each region is improving productivity. Interestingly, 

what is the next most important priority varies by region: Americas believe that improving customer 

experience is the second most important priority. In EMEA it is reducing cost. Overall, EMEA is more 

interested in digital products and services and less interested in generic innovation. In Asia/Pacific, the 

second most important priority is adapting to change and overall Asia/Pacific is less focused on new 

markets and more on penetrating existing markets (see Table 1). 

Based on these priorities, the shift to a more growth-oriented strategy has begun and a majority of 

companies are looking beyond the volatile economy. These business priorities highlight the different 

circumstances that enterprises would consider when selecting a consulting partner. 

Market Definition 

Business consulting involves advisory and implementation services related to management issues. It 

often includes defining an organization's strategy and goals and designing and implementing the 

structures and processes that help the organization reach its goals. Business consulting includes three 

main areas: strategy consulting, operational improvement consulting, and change and organization 

consulting. 
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The market is primarily served by four firm types: 

▪ Big Four: IDC recognizes the well-known Big Four firms as the four largest international 

accountancy and professional services firms — Deloitte, EY, KPMG, and 

PricewaterhouseCoopers. 

▪ Multidisciplinary: IDC describes multidisciplinary firms as large, diversified consulting 

organizations that offer a range of business consulting services to clients across a myriad of 

sectors. To distinguish these from other specialty firms, consulting services must address 

more than two business functional areas, in addition to providing strategy and operational 

implementations. 

▪ Technology led: These are also large, multifaceted firms and are known for deep expertise in 

both technology and business consulting. IDC identifies these firms as those that expanded 

from information technology–centric business into more broad business consulting or vice 

versa. 

▪ Specialty: Specialty firms have focused areas of consulting expertise in specific industries, 

functional areas, or technologies. Management and strategic consulting specialists that offer 

primarily strategy consulting and business intelligence (BI) models to specific sectors or 

industries including government fit into this category of firms. 

LEARN MORE 

Related Research 

▪ Global Client Value Survey, 2018: Efficiency, Productivity, and Customer Experience Are High 

Priorities (IDC #US43565218, February 2018) 

▪ Worldwide and U.S. Business Consulting Services Market Shares, 2016: Design Thinking and 

Innovation (IDC #US43251717, December 2017) 

▪ Worldwide and U.S. Business Consulting Services Forecast Update, 2017–2021 (IDC 

#US41250617, November 2017) 

▪ IDC MarketScape: Worldwide Organizational Consulting Services 2017 Vendor Assessment 

(IDC #US42802917, July 2017) 

▪ IDC MarketScape: Worldwide Risk Consulting Services 2017 Vendor Assessment (IDC 

#US42810817, July 2017) 

Synopsis 

This IDC study uses the IDC MarketScape model to provide an assessment of a number of providers 

participating in the worldwide business consulting services market. The IDC MarketScape is an 

evaluation based on a comprehensive framework and a set of parameters that assesses providers 

relative to one another and to those factors expected to be most conducive to success in a given 

market during both the short term and the long term. 

"While consulting providers are generally perceived as capable, this evaluation discovered that 

generally enterprises are disappointed with the consulting provider's ability to drive business change 

across the organization, develop digital products, and create a more effective business overall. In this 

research, we find that some vendors are better able to produce meaningful results than others." — 

Cushing Anderson, program vice president, Business Consulting Services research 
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