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Introduction

Welcome to our European Consulting
Partner Compensation Report for 2024.
This comprehensive analysis is based

on the survey of 562 Consulting Partners
across various firms, from the MBB to
specialised boutiques. The report provides
an analysis of the compensation trends
shaping the consulting industry today, from
base pay and equity to non-cash benefits.
Additionally, we explore perceptions of
industry challenges and opportunities,
offering detailed insights into the factors
expected to influence the consulting
landscape in the year ahead.

This year’s findings reveal a cautious
optimism among partners, many of whom
anticipate increases in their compensation.
Yet, this optimism coexists with persistent
challenges, including significant

gender disparities in pay and variable
compensation growth across firm types.
Female partners consistently earn less than
their male counterparts, highlighting the
need for continued efforts toward gender
equity at leadership levels.

Survey Methodology

As the industry evolves in a post-pandemic
world, these trends highlight critical areas
where firms may need to refine their
strategies to attract and retain experienced
talent.

The Barton Partnership is committed to
providing data that supports our clients

in making informed decisions that drive
sustainable growth and foster a more
equitable workplace. We hope this report
serves as a valuable resource for consulting
firms, offering insights that help navigate the
intricacies of compensation strategies in a
competitive market.

Oliver Phoenix

Group Managing Director

The Barton Partnership compiled compensation data from 562 Consulting Partners

across Europe through an online survey conducted between March and April 2024. We
approached Consulting Partners from a broad spectrum of firms, soliciting insights on base
pay, equity, and perspectives on future compensation expectations. Our methodology
employed a mixed approach, combining quantitative and qualitative questions to capture
a comprehensive view of partner compensation. All data was self-reported and has been
collectively analysed to ensure a consolidated overview of the compensation trends across

the industry.

thebartonpartnership.com -



The Barton Partnership

Services

Retained Search &
Selection

Identifying & engaging high-performing

talent that drives long-term growth.

Retained Partner hiring and agile team
builds & lifts. We focus on the rapid iden-
tification, engagement and assessment
of top-performing candidates. We deliver

strategic hires or provide long-term talent

partnerships.

Independent
WX Consulting

Key individuals augmenting case teams on
high-priority projects.

Rapid deployment of premium talent. A
network of 8,500 Independent Consultants
allow us to build active benches for surge
capacity. We also provide specialist resources
to augment case teams and allow follow-on
and interim support.

Partnerships & Managed

=> Projects

Enabling growth & diversification through
partnership & case team deployment.

We provide flexible scale-up and commercial
growth services deploying full case teams,
managed by our Client Partners or the
Client. We also make strategic introductions
to our own corporate and Private Equity
client base.

Cross Functional Expertise

©)

oo Y

Corporate M&A, Pre-Deal Business & Economics, ESG & Technology,
Strategy & Value and Transaction Operational Disputes & Sustainabilit Data and
Creation Advisory Consulting Investigations y Digital
Global Reach Independent Consulting Network
18% 31%
INDUSTRY MBB
6 100+ 450+ 12% L )
TIER2 urated networ
OFFICES PEOPLE CLIENTS of >8,500
Consultants
14% 25%
BOUTIQUE BIG4
Industry Expertise Certified
?_j W 7o) PN
: il =Y ioam
s i o o S
As a B-Corp™ certified business, we hold
<Z> © 209 e ourselves accountable to a higher benchmark
2 N @ of sustainable business practices, committed
Healthcare & Industrials, Energy Public Technology, Media tO d ri\/ing pOSItlve Chaﬂge fOI’ our Cliel’]tS,
Life Sciences & Services Sector & Telecoms 2 2
community and the environment.
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Company information

A significant portion of respondents are from Big
4 and Large Multi-Disciplinary Consulting firms,
which account for 32% and 29%, respectively, with
a significant proportion of these organisations
reporting revenues exceeding $20 billion.

Strategy Consulting firms (24%) and Boutique
Consulting firms (15%) are also well-represented,
highlighting their specialised roles within the
consulting market. Revenue figures vary, with a
notable number achieving annual revenues above
$20 billion.

Q. What was your firm’s total revenue in the last fiscal year?

Q. Please select the category that best describes your current firm:

Strategy Consulting

24%

Firm

Boutique
Consulting Firm

15%

Large Multi-
Disciplinary
Consulting Firm

29%

Base size (n) =561

Q. What is the ownership structure of your firm?

<$500m - 20%
$500m-$1bn l 9%
$1bn-$5bn - 22%
$5bn-$20bn . 12%
>$20bn - 37%

Base size (n) = 560

Demographics

Q. Where are you based?

Limited Liability

Publicly

Private Equity
Owned/Backed . 14%

Base size (n) =558

Q. Gender identity:

France/
Benelux 17%
Southern
Europe . 12%
Nordics I %
Other I 4%

Base size (n) =562

Base size (n) =562

’I

M Male | 89%
Ml Female | 10%

M Prefernotto say | 1%
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Role information

Q. Please select the option that most closely aligns with your functional specialism:

|
|
Consulting :
Economics, Disputes, - ' . 50
Forensics :
|
Generalist - — 6%
|
. |
Restructuring & - . 0
Turnaround I >%
|
|
Transactions & M&A _ : 12%
|

Base size (n) =562

64% of respondents hold additional roles within their firm. Among these, Practice Leaders are the most common
leadership designation (29%), followed by Market Leaders (10%) and Regional Leaders (7%). 62% of Partners have
been with their current firms for five years or more, with Partners at Big 4 firms exhibiting the longest tenure, with a
significant proportion (45%) having been with their current firm for over a decade.

Q. How long have you been in your current role?

Q. Do you hold any additional roles within the firm?

<lyear .

11%

1-3 years

36%

22%

5-10 years

19%

>10 years

3-5years -

Base size (n) =561

12%

Q. How long have you been with your current firm? (By firm)

Recruitment Sponsor I

Practice Leader -

Regional Leader .

29%

Office Leader l

6%

7%

Market Leader .

10%

3%

Other .

o I

Base size (n) =542

9%

36%

<lyear
1-3 years
3-5years
5-10 years

>10 years

Strategy Consulting
Firm

l—‘ 5%
Bl
B
Bl

Boutique Consulting
Firm

.—
-
-—
-
.

10%

22%

11%

22%

35%

Big 4
- =

45%

Large Multi-Disciplinary
Consulting Firm

l—‘ 4%
-—< 14%
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Role information

The survey data reveals a gender disparity
in tenure: 42% of male Partners have been
with their current firm for over ten years,
compared to 26% of female Partners. 50%
of female Partners have been a Partner for
less than three years, and their time at the
firm is generally shorter (less than three
years) compared to their male counterparts.
This trend suggests a recent increase in the
appointment of female Partners, particularly
over the past three years, contrasting with
the longer tenures observed among male
respondents.

Q. How long have you been a Partner (or equivalent)?

Time at firm by gender:

. Men . Women

4%
<tyear
19%
13 years
14%
ovears
8%

21%

>riovyears

>
10years

Base size (n) =561

Time as a Partner by gender:

. Men . Women

<3years - 29%
3-5years - 19%
5-10 years - 27%
>10 years - 25%

Base size (n) = 562

27%
<3 years
19%
Soyears
26%
>-10years

28%

>10 years

Base size (n) =562

There was a marked decrease in the number of Partner promotions among Big 4 firm respondents approximately
3-5years ago, a period that aligns with the challenges posed by the COVID-19 pandemic. In contrast, Boutique
Consulting firms saw a spike in Partner promotions during the same timeframe, suggesting a heightened demand

for specialised skills.

Time as a Partner by firm:

Boutique Consulting

18%

37%

Strategy Consulting

Firm Firm
3-5years H 18%
3-5years F 25%
5-10 years E 21%

Base size (n) =562

-
-
e

27%

Big 4

27%

Large Multi-Disciplinary
Consulting Firm

21%
25%

28%

m

26%
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Firm dynamics

Q. Did you experience a change in your firm’s consulting revenue in the last fiscal year compared to expectations?

M significantly lower [l Lower [l About the same [l Higher | Significantly higher [l Don’t know

:

Base size (n) =559

By firm type:

Large Multi-Disciplinary Consulting Firm 11

Base size (n) =559

Big 4 and Strategy Consulting firms reported the weakest performance relative to expectations. For the Big 4,
operational complexities and audit restrictions limited their ability to adapt swiftly to changing consumer needs.
Meanwhile, Strategy Consulting firms faced challenges as demand for strategic services declined due to increased
market uncertainty and instability, leading to reductions in discretionary spending.

Q. How has Partner attrition at your firm changed in the last year compared to expectations?

M significantly lower [l Lower [ About the same [l Higher | Significantly higher [l Don’t know

L s f o

Base size (n) =559

By firm type:

Strategy Consulting Firm 2
Boutique Consulting Firm 13
Large Multi-Disciplinary Consulting Firm 4 n

Base size (n) =559

Over half of respondents at Strategy, Big 4, and Large Multi-Disciplinary firms reported that attrition levels
remained broadly consistent with previous years. Respondents from Boutique Consulting firms highlight more
variability, with 21% reporting lower or significantly lower attrition than expected, and 38% experiencing higher or
significantly higher attrition. This variability in attrition rates reflects the volatile market conditions of the past year,
demonstrating significant flux in performance across practices.

thebartonpartnership.com - 8



Partner compensation - United Kingdom

Q. What was your total cash compensation for the last fiscal year? (£)

. Men . Women

Base size (n) =183

Survey data shows female respondents’ total <300k
compensation predominantly falls below £500Kk.
Despite recent increases in female Partner

| 300k-400k
promotions, only 13% earn over £500k, even

9 |
though 27% have been Partners for five years or 400k-500k -
more. 2
500k-s00k NEEFER

Big 4 and Strategy Consulting firms display
a flatter distribution of cash compensation

600k-700K 0,
with a larger number of high earners among

respondents. In contrast, MBB and Big 4 firms 700k-800k
focus primarily on cash earnings. Meanwhile, ’

boutiques and large tech consulting firms are 800k-1m e
more likely to compensate with a significant
portion of equity or shares, catering to different 1m-1.5m
0

strategic incentives and retention goals within
these firms

. >1.5m 4o,
By years as a Partner:

<3 years 3-5years 5-10 years >10years
sook-600k  [|————— 10% Bl Bl - B
600k-800k | 2% B = B = Bl
800k-1m 0% .— 5% I— 11% .— %
1m->1.5m 0% B Bl [ T

Average total cash compensation at Strategy Consulting Firms:

368,000 450,000

694,444

250,000

Lower Mean Upper
quartile quartile
Y

Lower Mean Upper
quartile quartile
Y

450,000 720,000

Lower Mean Upper
quartile quartile
Y

550,000 983,333

Lower Mean Upper
quartile quartile

<3years as a Partner
Standard deviation (£69,641)

3-5years as a Partner
Standard deviation (£374,536)

5-10 years as a Partner
Standard deviation (£526,940)

>10 years as a Partner
Standard deviation (£469,041)
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Partner compensation - United Kingdom

Average total cash compensation at Boutique Consulting Firms:

250,000 283,333 325,000 432,222

Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper

quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

@

<3 years as a Partner
Standard deviation (£51,639)

3-5years as a Partner
Standard deviation (£268,038)

Average total cash compensation at Big 4 Consulting Firms:

5-10 years as a Partner
Standard deviation (£280,673)

>10 years as a Partner

Standard deviation (£346,410)

250,000 350,000 375,000

Lower Mean Upper
quartile quartile
&

275,000 [ 410,000

Lower Mean Upper

quartile quartile
&

550,000 [ 725,000

Lower Mean Upper
quartile quartile

Lower Mean Upper

quartile quartile
&

<3 years as a Partner
Standard deviation (£103,279)

3-5years as a Partner
Standard deviation (£157,762)

5-10 years as a Partner
Standard deviation (£265,921)

Average total cash compensation at Large Multi-Disciplinary Consulting Firms:

>10 years as a Partner
Standard deviation (£289,199)

425,000 740,000

250,000 330,000 375,000 398,000 325,000 616,667

Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper

quartile quartile quartile quartile quartile quartile quartile quartile
Y Y Y Y

<3years as a Partner
Standard deviation (£116,847)

3-5years as a Partner
Standard deviation (£357,658)

5-10 years as a Partner
Standard deviation (£475,458)

>10years as a Partner
Standard deviation (£509,379)
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Partner compensatio

Q. What was your total cash compensation for the last fiscal year? (€)

N - DACH region

. Men . Women

Base size (n) =122

Survey data indicates that female respondents’ 300k
<
total compensation in the DACH region typically
sits below €600k, accounting for 89% of
jority of hi 300k-400k
respondents. However, the majority of higher
|
earne.rs above §600kare male. Among the upper 400k-500k -
quartile of Senior Partners (10+ years), average T
ion vari
total cash com-pensatlo.n varies by less than 500k-600k -
€100k across different firm types. T
) ] ) 600k-700k ),
Nonetheless, strategy consulting firms display
a significantly higher mean compensation due 700k-800k
. . 0%
to flatter deviation. Overall, strategy consulting
firms offer stronger remuneration compared to 800k-1m o
: :
other types, particularly for Partners with over
five years of tenure. 1m-1.5m
3%
>1.5m 4o,
By years as a Partner:
<3 years 3-5years 5-10 years >10 years
sook00k [——— 1% - Bl =« Bl
gookim Jf———— % B [ e -
1m->15m 0% B = B = B =

Average total cash compensation at Strategy Consulting Firms:

337,500 493,988 633,534 437,500
Lower Mean Upper Lower Mean Upper
quartile quartile quartile quartile

625,000 880,000

450,000 756,250 1.02m
Lower Mean Upper Lower Mean Upper
quartile quartile quartile quartile

<3years as a Partner
Standard deviation (€173,115)

3-5years as a Partner
Standard deviation (€183,085)

5-10 years as a Partner
Standard deviation (€440,820)

>10 years as a Partner
Standard deviation (€316,918)
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Partner compensation - DACH region

Average total cash compensation at Boutique Consulting Firms:

325,000 392,681 469,203 406,250 589,725 706,250 831,532 1.02m

Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper

quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

A 4 A 4

<3years as a Partner
Standard deviation (€99,919)

3-5years as a Partner
Standard deviation (€285,546)

Average total cash compensation at Big 4 Consulting Firms:

5-10 years as a Partner
Standard deviation (€218,438)

>10 years as a Partner
Standard deviation (€467,266)

375,000 [l 641,949 Il 775,000

291,465 1.05m
Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper
quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

<3 years as a Partner
Standard deviation (€60,480)

3-5years as a Partner
Standard deviation (€391,323)

5-10 years as a Partner
Standard deviation (€156,089)

>10 years as a Partner
Standard deviation (€350,239)

Average total cash compensation at Large Multi-Disciplinary Consulting Firms:

275,000 396,077 506,246 375,000 468,360 393,750 1.02m

Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper

quartile quartile quartile quartile quartile quartile quartile quartile
Y Y Y Y

<3years as a Partner
Standard deviation (€255,574)

3-5years as a Partner
Standard deviation (€108,826)

5-10 years as a Partner
Standard deviation (€157,234)

>10 years as a Partner
Standard deviation (€509,379)

thebartonpartnership.com - 12



Partner compensation - France/Benelux region

Q. What was your total cash compensation for the last fiscal year? (€)

. Men . Women

Survey data reveals that 50% of female
respondents earn less than €300k, potentially
reflecting more recent appointments and/

or promotions of junior female Partners in the
region. It’'s interesting to note that at the top
end, 15% of female respondents have reported
compensation over €800k, more than the 12% of
male respondents who reported the same in the
region. This 15% figure represents the highest
demographic of top female earners across our
entire survey.

Strategy consulting firms in the France/

Benelux region offer significantly higher average
remuneration across all levels of partnership,
highlighting the competitive compensation
packages in strategy consulting compared to other
firm types.

By years as a Partner:

Base size (n) =105

<300k

300k-400k
400k-500k
S00k600K
7%
600k-700K 0,
5%
700k-800k o,
s00kcam

1m-1.5m

<3 years 3-5years
sooks00k I 3% Bl
aooksook  [II———" 2 B o
500k-600k 0% B =
600k-800k 0% B
800k-1m 0% 0%
1m->1.5m 0% B

Average total cash compensation at Strategy Consulting Firms:

5-10 years

[ I
B
-—< 11%
B
B
-— 11%
| et !

>10years

Bl -
-—‘ 11%
B
.— 11%
-—< 11%

Lower
quartile

360,833

450,000
Mean Upper

quartile
@

691,667

Lower
quartile

Upper
quartile

Mean

575,000 814,285 850,000
Lower

quartile

Mean Upper
quartile

Lower
quartile

Mean Upper

quartile
&

<3years as a Partner
Standard deviation (€118,760)

3-5years as a Partner
Standard deviation (€390,406)

5-10 years as a Partner
Standard deviation (€394,191)

>10 years as a Partner
Standard deviation (€414,515)
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Partner compensation - France/Benelux region

Average total cash compensation at Boutique Consulting Firms:

558,333 643,750 531,250 737,500 956,250

275,000 331,250 362,500 413,750
Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper
quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

A 4 A 4

<3years as a Partner
Standard deviation (€25,000)

3-5years as a Partner
Standard deviation (€60,394)

Average total cash compensation at Big 4 Consulting Firms:

5-10 years as a Partner
Standard deviation (€247,319)

>10 years as a Partner
Standard deviation (€467,266)

261,250 [l 276,250 375,000 [l 437,500 [ 475,000

581,667 1.01m
Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper
quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

<3 years as a Partner
Standard deviation (€94,595)

3-5years as a Partner
Standard deviation (€82,915)

5-10 years as a Partner
Standard deviation (€257,366)

>10 years as a Partner
Standard deviation (€411,498)

Average total cash compensation at Large Multi-Disciplinary Consulting Firms:

313,000 PYENE) 389,375 418,750 555,000 950,000

Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper

quartile quartile quartile quartile quartile quartile quartile quartile
Y Y Y Y

<3years as a Partner
Standard deviation (€104,019)

3-5years as a Partner
Standard deviation (€140,036)

5-10 years as a Partner
Standard deviation (€206,801)

>10 years as a Partner
Standard deviation (€343,563)
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Partner compensation - Southern Europe

Q. What was your total cash compensation for the last fiscal year? (€)

. Men . Women

Base size (n) =61

Survey data for Southern Europe reveals that
43% of female respondents and 23% of male
respondents earn less than €300k. No female
Partners in our survey were reported to earn over
€600k in the region; in comparison to 21% of our

<300k

300lc400K

male respondents being above this figure, however
more women than men reported compensation in 400k-500k
the €500-600k bracket (24% vs 14%).
| stincti S00k600K
Compensation ranges show clear distinctions by
years of experience. 81% of Partners with less than
three years of experience earn up to €400k. For 600k-700k
those with three to five years of tenure, earnings
generally fall between €450k and €518.75k. 700k-800K 5,
Partners with five to ten years of experience
see compensation increase further, earning

between €525k and €662.5k. At the senior level,

compensation ranges significantly, with upper [ )
quartile earnings reaching up to €987.5k. 1m-1.5m o,
By years as a Partner:

<3 years 3-5years 5-10 years >10years
osooc ——— | DD > B~ HE
500k-600k 0% 0% [ B
600k-800k 0% Bl I - Bl
800k-1m 0% 0% 0% H 14%
1m>15m w B B | e

Average total cash compensation at Strategy Consulting Firms:

331,250

Lower
quartile

368,750 425,000

Mean Upper
quartile
@

493,750 518,750

Lower Mean Upper
quartile

quartile
@

525,000 589,286 662,500

Lower Mean Upper
quartile quartile
Y

537,500 716,667

Lower Mean Upper
quartile

quartile

<3years as a Partner
Standard deviation (€66,480)

3-5years as a Partner
Standard deviation (€114,337)

5-10 years as a Partner
Standard deviation (€104,938)

>10 years as a Partner
Standard deviation (€312,916)
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Partner compensation - Southern

Average total cash compensation at Boutique Consulting Firms:

Europe

245,000 318,750 333,750 385,000 533,333 561,250 850,000

Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper

quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

A 4

<3years as a Partner
Standard deviation (€55,000)

A 4

3-5years as a Partner
Standard deviation (€40,901)

Average total cash compensation at Big 4 Consulting Firms:

5-10 years as a Partner
Standard deviation (€246,731)

>10 years as a Partner
Standard deviation (€124,733)

225,000 256,250 287,500 331,250 406,250 581,250 850,000

Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper

quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

<3 years as a Partner
Standard deviation (€25,000)

3-5years as a Partner
Standard deviation (€66,144)

5-10 years as a Partner
Standard deviation (€142,889)

Average total cash compensation at Large Multi-Disciplinary Consulting Firms:

>10 years as a Partner
Standard deviation (€207,213)

Lower Mean Upper

quartile quartile
&

256,250 295,833 343,750

Lower Mean Upper
quartile quartile
Y

325,000 381,000 450,000

Lower Mean Upper

quartile quartile
&

375,000 525,000 700,000

Lower Mean Upper

quartile quartile
ry

<3years as a Partner
Standard deviation (€43,502)

3-5years as a Partner
Standard deviation (€65,986)

5-10 years as a Partner
Standard deviation (€67,952)

>10 years as a Partner
Standard deviation (€220,794)
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Partner compensation - The Nordics

Q. What was your total cash compensation for the last fiscal year? (€)

. Men . Women

Survey data for the Nordics reveals that 50% of
female respondents earn less than €300k, with no
female Partners under three years’ tenure earning
over €500k. Compensation levels overall are
lower than the other regions we surveyed except
for Southern Europe, with 14% of respondents
reporting compensation above €800k.

Compensation trends show Partners with less
than three years’ experience earning mostly
between €300k and €400k. For those with three

to five years of tenure, earnings typically fall
between €427.5k and €482.5k. Partners with five to
ten years of experience earn between €564k and
€660k, while Senior Partners with over ten years
of experience see upper quartile earnings up to

300k-400k

<300k

Base size (n) =46

20%

400k-500k

500k-600K g0,

600k-700k

0%

700k-800K g,

7%

800k-1m g0,

€940k. 1m-1.5m g,
By years as a Partner:

<3 years 3-5years 5-10 years >10years
aooksook Il % B - B 9 BBl
500k-600k 0% 0% Bl Bl
800k-1m 0% 0% Bl B
Im->1.5m 0% 0% 0% B

Average total cash compensation at Strategy Consulting Firms:

377,500 393,333 412,500 427,500 456,667 482,500
Lower Mean Upper Lower Mean Upper
quartile quartile quartile quartile

564,000 607,667 660,000
Lower Mean Upper
quartile quartile

777,500 843,333
Lower Mean
quartile

<3years as a Partner
Standard deviation (€35,473)

3-5years as a Partner
Standard deviation (€55,302)

5-10 years as a Partner
Standard deviation (€97,167)

Upper
quartile

>10 years as a Partner
Standard deviation (€171,051)
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Partner compensation - The Nordics

Average total cash compensation at Boutique Consulting Firms:

325,000 331,667 465,000 670,000

Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper

quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

A 4

<3years as a Partner
Standard deviation (€70,356)

A 4

3-5years as a Partner
Standard deviation (€55,302)

Average total cash compensation at Big 4 Consulting Firms:

5-10 years as a Partner
Standard deviation (€111,692)

>10 years as a Partner
Standard deviation (€126,787)

725,000 [l 900,000

375,000 325,000 362,000 400,000 481,250 681,250
Lower Mean Upper Lower Mean Upper Lower Mean Upper Lower Mean Upper
quartile quartile quartile quartile quartile quartile quartile quartile
& & & &

<3 years as a Partner
Standard deviation (€106,800)

3-5years as a Partner
Standard deviation (€92,421)

5-10 years as a Partner
Standard deviation (€194,722)

Average total cash compensation at Large Multi-Disciplinary Consulting Firms:

>10 years as a Partner
Standard deviation (€307,205)

225,000 279,167 306,250

Lower Mean Upper
quartile quartile
Y

366,250 383,750 410,000

Lower Mean Upper
quartile quartile
Y

Lower Mean Upper
quartile quartile
Y

581,250 681,250

Lower Mean Upper

quartile quartile
ry

<3years as a Partner
Standard deviation (€94,096)

3-5years as a Partner
Standard deviation (€43,277)

5-10 years as a Partner
Standard deviation (€97,147)

>10 years as a Partner
Standard deviation (€147,726)
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Partner compensation

Q. What percentage of your total billings does your total

Survey data reveals that despite broader industry Compensation represent?

challenges, including redundancies and softer

market conditions, 85% of respondents reported . - .
no reductions in their compensation, suggesting <10% 23%
a pr|or|t|satv|on of protectmg partner profit and 10%-20% - 2506
compensation during these periods.

20%-30% - 15%
39% of respondents from Boutique consulting
firms reported involvement in M&A activities, 30%-40% I 5%
and 11% acknowledged a positive impact on
their compensation. Big 4, Multi-Disciplinary, 40%-50% I 3%
gnd Strategy Consglpng fwms feported varied ~50% I -
figures for M&A activity and its impact on partner

: : Lo ; Not applicable/
c‘om‘p‘ensat}on with the majority reporting no Prefer not to say 24%
significant impact.
Base size (n) =482
Q. Asa Partner, have you been asked to take any kind of reduction to your fixed or on-target earnings in the last 2 years?
Yes, reduction in fixed salary I 3%

Yes, reduction in on-target - 10%
earnings

Yes, reduction in both fixed I
salary and on-target earnings

Base size (n) =489

2%

Q. Has your firm been involved in Mergers and Acquisitions in the last few years, and if so, did this result in any distribution of proceeds
impacting partner compensation?

. Yes, it positively impacted compensation . Yes, no significant impact on compensation . Yes, it negatively impacted compensation No/Not applicable
4l 6 63

Base size (n) =491
By firm type:
B ves, it positively impacted compensation [ Yes, no significant impact on compensation [l Yes, it negatively impacted compensation No/Not applicable

Strategy Consulting Firm 65
] | :

o R .
Large Multi-Disciplinary Consulting Firm 56

Base size (n) =491
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Equity/non-cash compensation

Equity and non-cash compensation play a Q. What percentage of your total cash compensation is fixed?
significant role in the overall remuneration .
packages for Consulting Partners with 54% of 10% — 2%
respondents confirming an equity or non-cash 20% : 4%
component in their compensation structure. :
When examining the proportion of equity or non- 30% | 10%
cash elements relative to total compensation, 40% 8%
the data shows considerable variability 50% L 1796
highlighting the diverse approaches firms take in |
structuring partner compensation packages. The 60% : 17%
determinants of bonuses further demonstrates 70% | 18%
the importance of performance-based incentives, 30% - 16%
with revenue contribution as the primary factor for |
28% of respondents, with firm-wide profitability & 90% | 5%
performance dictating bonus outcomes for 17%. 100% : 3%
Base size (n) =498 50%

Q. What percentage is your equity (or non-cash element) as a

Q. Do you have an equity or non-cash element to your percentage of your total compensation?

compensation?

Base size (n) =498 l
<0 [ 2%
10%-20 | —26%
200-30% [ —23%
30%-40% [N — 13%
B ves | 54% 10%-60% ([ — 8%
. No | 46% 60%-75% . % 3%
75%-100% [ — 2%
>100% [ . 3%
Base size (n) = 265 50%
Q. What is the main factor in determining your bonus?
Personal revenue 0
contiboton [T 289%
Level/seniority within I 3%
partnership
Firm-wide profitability _ 17%
and performance
% of base / fixed I 1%
Other - 5%

Base size (n) =494
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Compensation expectations

57% of respondents expect an increase in their
compensation, aligning with the general market
sentiment that conditions have bottomed out.
With firms operating with a leaner, higher-
performing workforce, there is an anticipation
that profitability will increase this year. In Strategy
Consulting which has been particularly hard

hit, a notable percentage of Partners anticipate
an increase in compensation this year. This
expectation stems from CEOs increasingly
focusing on strategic challenges, likely enhancing
the demand for strategic consulting services as
market conditions improve.

By firm type:

Q. Over the next 12 months do you expect your Partner compensation to:

Base size (n) =496

M Increase | 57%

Il Decrease | 9%

M stay the same | 34%

B Increase Il Decrease Stay the same

Base size (n) =492

Q. Isyour expected change in Partner compensation predominantly due to:

(Respondents who answered ‘increase’ or ‘decrease’ to expected changes in compensation over the next 12 months)

B General market improvement | 17%
. Expected company performance | 56%

[ Specific market or functional focus | 27%

Base size (n) =323 .

0 Respondents who answered ‘specific market of functional focus’:

. Specialisation in high-demand sectors such as digital infrastructure, financial services,
and technology
Emphasis on Environmental, Social, and Governance (ESG) initiatives

. Exceptional personal performance in achieving above-target results on specific
projects

. Engagement in mergers and acquisitions, driving strategic business expansion

. Sustained organisational growth, exemplified by consistent year-over-year revenue
increases
Broader market dynamics, including economic shifts and sector-specific downturns

«  Thestrategic importance of roles focused on emerging markets or innovative projects,
such as data and Al

. Focus on business development activities driving new client acquisition and revenue
growth

«  Thecritical role of managing risk and ensuring compliance in maintaining firm stability
The increasing recognition of regulatory compliance and risk management as key
areas critical to firm operations

. Leadership in opening and managing new office locations, contributing to regional
business growth

. Transition to new remuneration structures aligned with sector growth projections

Expansion into new geographical markets and diversification of business operations
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Working practices

Q. Whatisyour firm’s policy on hybrid working?

B Fullyremote [l 1-2 days in the office per week [Jll 3 days in the office per week [l 4 days in the office per week 5 days in the office per week

B Fully flexible (individual choice) No formal policy [ Other

Firm-wide policy

| |

Base size (n) =493

By firm type:

. Fully remote . 1-2 days in the office per week . 3 days in the office per week . 4 days in the office per week 5 days in the office per week

B Fully flexible (individual choice) No formal policy  [JJj Other

Large Multi-Disciplinary Consulting Firm 1 13

Base size (n) =493

The survey reveals a spectrum of hybrid working arrangements across firms. The most prevalent model, adopted
by 43% of respondents, is a fully flexible approach to working practices. Following, 22% mandate 3 days in the
office per week. 14% of firms allow 1-2 days in the office per week, showcasing a shift towards more flexible work
environments, while only 2% of firms have adopted a fully remote working model. This variety in working policies
reflects the ongoing adjustments within the industry to balance operational efficiency and employee preferences in
a post-pandemic environment.
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Benefits & parental leave policies

Q. Which of the following benefits are provided by your firm?

Company car
allowance

54

Base size (n) =431

Education
allowances

17

Company contribution

to pension

65

Long term
incentive plan

31

Company
shares

49

15%

By firm type:
Strategy Consulting Boutique Consulting Big 4 Large Multi-Disciplinary
Firm Firm Consulting Firm
allowance
Education .

allowances

Company contribution
to pension

Long term
incentive plan

Company shares

B
Bl

B

Q. What types of parental leave policies does your firm offer?

B
B

65%

1%

Enhanced maternity
leave

54

Base size (n) =480

By firm type:

Enhanced paternity
leave

55

Shared parental
leave

33

Adoption
leave

22

No parental leave
beyond statutory

28

Strategy Consulting

Firm
Enhanced maternity
leave

Enhanced paternity
leave

Shared parental
leave

Adoption
leave

Other family leave

Firm

75%

28%

Boutique Consulting

Big 4

49%

18%

3%

4%

policies

I
m
=

|
B =
m-

|

L
Bl
-
I—.

47%

21%

4%

Large Multi-Disciplinary
Consulting Firm

47%

.
e

38%

19%

|

4%
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Challenges & opportunities

Q. What do you see as the biggest challenges and opportunities for your firm in the next 12 months?

CHALLENGES

A.-@ Market Conditions and Economic
Uncertainty

& 5 Talent Acquisition and
|} Retention

Concerns about market slowdowns, economic
conditions, and geopolitical instability impacting
business operations and client budgets were prevalent.
Specific issues include the impact of elections and
global economic downturns. Respondents mentioned
prolonged economic downturns in local markets and
uncertainty around ownership and leadership changes.

@

Client Dependence and Market
Diversification

Recruitment and retention of high-potential junior staff
and skilled resources in strategic roles such as Al and
sustainability were significant challenges. Respondents
emphasised difficulties in attracting and retaining

top talent, managing retention, and high performers
leaving for competitors. There were also concerns about
maintaining cohesion and culture after downsizing.

<: Operational and Organisational
adsva ) Challenges

Risks associated with reliance on a limited number of
clients or markets, particularly in volatile sectors, were
frequently mentioned. Expanding into new geographies
and diversifying market presence are seen as critical yet
challenging strategies. Dependency on too few clients
and the need for geographical growth were highlighted.

OPPORTUNITIES

Technological Advancements

Managing profitability alongside growth, maintaining
margins, and adapting to new business models,
including digital and Al consulting capabilities, were
key concerns. Post-merger integration, adjusting to
new ownership structures, and the need for internal
transformation were also noted.

B
¢&ﬂ> Market Expansion and M&A
v

The potential of Al and GenAl presents significant
opportunities for firms to integrate these technologies
into their service offerings and enhance internal
operations. Leveraging Al for efficiency gains and
innovation was a prominent theme. Respondents also
mentioned the opportunities presented by broad-
based digital transformation.

Enhancing Operational Efficiency

S

Geographical expansion and entering new market
segments, including growth in regions like Saudi Arabia
and other emerging markets, were identified as key
opportunities. Mergers and acquisitions, particularly
driven by private equity, offer avenues for growth

and diversification. Respondents also highlighted the
potential for regional and corporate project growth.

&
2

Client Service Enhancement

Current market conditions are seen as an opportunity
to enhance operational efficiency and drive cultural
transformation. Creating a more agile and innovative
environment to better respond to market demands
was viewed positively. Respondents highlighted
opportunities to streamline operations and improve
governance and business structure.

Developing capabilities to better meet evolving
client needs, particularly in sustainability and digital
transformation, is seen as a strategic opportunity.
Enhancing client service to differentiate from
competitors and add significant value is a key focus.
Opportunities to amplify the brand in the market and
develop cross-service line growth were noted.
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Global Professional Services practice

EMEA

Oliver Phoenix

Director
London

oliver.phoenix@thebartonpartnership.com

Alex Dyke

Director
London

alex.dyke@thebartonpartnership.com

Sam Adams

Senior
Consultant

London

sam.adams@thebartonpartnership.com

US & APAC LEADS

Michael Neier

Head of US

Services
New York

michael.neier@thebartonpartnership.com

Group Managing

Professional

Sam Wolfman

Director
London

sam.wolfman@thebartonpartnership.com

lan Copsey

Associate
Director
London

ian.copsey@thebartonpartnership.com

Jake Stoneman

Senior
Consultant

London

jake.stoneman@thebartonpartnership.com

Charlotte Pairé

Principal
Consultant
New York

charlotte.paire@thebartonpartnership.com

Thomas Sharkey

Director
London

thomas.sharkey@thebartonpartnership.com

Peter Reddall

Principal
Consultant
London

peter.reddall@thebartonpartnership.com

Sehar Ghaffar

Research
Lead

London

sehar.ghaffar@thebartonpartnership.com

Tuvshin Ganbold

Managing
Principal
Singapore

tuvshin.ganbold@thebartonpartnership.com
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LONDON

16 High Holborn
London

WC1V 6BX

+44 (0) 207 138 3691

contact@thebartonpartnership.com

SINGAPORE

8 Marina, Asia Square Tower 1
#42-01

Singapore 018960

+65 6018 7822

apac@thebartonpartnership.com

NEW YORK

45 W 45th Street, 16th Floor
New York NY

10036

+1 646 982 1350

nyc@thebartonpartnership.com

HONG KONG

Flat 2005, 20th floor,

Kinwick Centre, 32 Hollywood
Road, Central Hong Kong

+65 6018 7822

apac@thebartonpartnership.com

PARIS

128 Rue La Boétie
75008

Paris

+33 6 83 95 94 26

paris@thebartonpartnership.com

SYDNEY

Level 5/350 George St,
Sydney NSW 2000
Australia

+61 405 492 969

contact@thebartonpartnership.com



