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“Al and the Future of Consulting”

The consulting industry, worth over $300 billion globally, stands at an inflection point.
Artificial intelligence isn't just another tool in the consultant's toolkit—it's
fundamentally reshaping the value proposition, competitive dynamics, and survival
prospects of firms across the industry. To understand this transformation, we must first
recognize that not all consulting firms are created equal.

The Three Archetypes of Consulting

The consulting landscape can be divided into three distinct categories, each serving
different client needs and facing unique Al-driven challenges:

1. The Plumbers: validators and Socializers

These firms (typically the Big Four (Deloitte, PwC, EY, KPMG) but not only) serve clients
who already know their answers but need institutional credibility to validate decisions
and build internal consensus. When a Fortune 500 CEO wants to restructure operations
but faces board resistance, they don't hire a Big Four firm for novel insights. They hire
them for the brand name on the cover slide.

Think of a major bank implementing new compliance frameworks after regulatory
changes. The answer is often straightforward—comply with the new rules—but the real
challenge is getting thousands of employees across dozens of countries aligned. The
Plumbers excel at this orchestration, leveraging their reputation and delivery networks.

Their domain: Regulation, compliance, audit, risk management, and large-scale
transformation programs where credibility matters more than creativity.

2. The Artists: Problem Solvers and Strategists

Firms like McKinsey, BCG, and Bain fall into this category. They tackle ambiguous,
complex problems where the path forward is unclear. These firms bring intellectual
horsepower, proprietary frameworks, and pattern recognition from working across
industries.

Consider a traditional retailer facing declining margins and the rise of e-commerce.
Should they double down on physical stores, pivot to omnichannel, sell to private
equity, or reinvent their business model entirely? The Artists frame the problem, gather
data from multiple sources, run scenario analyses, and synthesize recommendations
that balance risk, opportunity, and organizational capability.

Their domain: Corporate strategy, market entry, M&A strategy, organizational
transformation, and any problem requiring creative thinking and cross-industry insight.
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3. The Doers: Builders and Implementers

Accenture, Infosys, Capgemini, and the consulting arms of tech giants like Microsoft
occupy this space. Unlike their counterparts who mainly deliver PowerPoint decks, the
Doers deliver functioning systems, platforms, and solutions. They turn vision into code,
strategy into software, and concepts into deployed technology.

When a healthcare provider wants to modernize its patient records system or a
manufacturer needs an loT-enabled supply chain, they call the Doers. These firms
combine consulting acumen with engineering capability, delivering tangible assets
clients can use daily.

Their domain: Systems integration, custom software development, cloud migration,
enterprise platform implementation, and digital transformation.

Al's Differential Impact: Winners and Losers

The Plumbers: Under Pressure
The Plumbers face mounting challenges that Al will accelerate rather than alleviate:
Cost and pricing pressure from three converging forces:

First, perceived value erosion is inevitable. As Al democratizes access to analytical
insights and regulatory intelligence, clients will increasingly question why they're paying
$300 per hour for work that could be automated. A recent survey by Source Global
Research found that 68% of buyers plan to reduce spending on traditional advisory
services over the next three years. When a company can use Al to draft compliance
frameworks or analyse regulatory text, the premium for a Big Four brand name
diminishes.

Second, nimbler competitors are emerging. Boutique firms are leveraging Al to
operate with 40-60% lower cost structures while delivering comparable quality.
Consider a mid-sized advisory firm that uses Al to automate document review, financial
analysis, and even portions of report writing. They can undercut Big Four pricing by 35%
while maintaining healthy margins. This dynamic mirrors what happened to law firms
when legal tech companies automated document discovery.

Third, talent acquisition costs are rising as the best graduates increasingly prefer tech
companies, startups, or the Artists over the Plumbers. Why join a firm perceived as a
"validator" when you could join one seen as an "innovator"? The Big Four now compete
with Google, OpenAl, and McKinsey for the same talent pool, but often lose on both
compensation and mission.

The existential question: Can the Plumbers transform their internal operations fast

enough? Those who successfully embed Al into their knowledge management, quality
control, and delivery processes will create a sustainable moat. Those who don't will
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face margin compression and market share loss. The challenge isn't technological; it's
cultural, emotional and organizational. These are large, complex organizations with
entrenched ways of working. As Peter Drucker observed, "Culture eats strategy for
breakfast," and changing the culture of 100,000+ person organizations is extraordinarily
difficult.

The Artists: Facing Their Own Obsolescence

Management consultants have always been modern-day oracles—connecting
disparate dots, thinking laterally across industries, and inventing new paradigms. Andy
Warhol, Picasso, Dali, and Orlinsky understood that artistry and business acumen
aren't mutually exclusive; the same applies here. The best strategy consultants are
both creative thinkers and commercial operators.

But Al presents The Artists with a paradox. In the short term, it's their greatest
productivity enhancer. In the long term, it may be their greatest competitor.

The talent crisis intensifies. Management consulting already burns through people at
alarming rates. The average tenure at McKinsey is just 2-3 years, with consultants
regularly working 70-80 hour weeks. Now add Al anxiety: "Will | be replaced?" This isn't
paranoia; it's rational. When Al can analyse datasets in seconds that would take
analysts days, perform competitor benchmarking instantly, and draft strategy
frameworks based on thousands of case studies, what's the human value proposition?

BCG, McKinsey, and Bain have all invested hundreds of millions in Al and data
capabilities. McKinsey acquired QuantumBlack (a data analytics firm) for this reason.
Yet despite advising clients on Al strategy, these firms have been slow to transform their
own operations fully. It's the classic "cobbler's children have no shoes" problem.
Internal politics, partner economics, and the billable hour model create perverse
incentives against automation and share of individual knowledge.

The medium-term threat is profound. Imagine an Al trained on millions of strategy
case studies, competitive analyses, and industry reports. It could potentially:

¢ ldentify strategic options in minutes rather than weeks

¢ Runthousands of scenario analyses simultaneously

e Provide insights based on pattern matching across every industry

¢ Generate executive-ready presentations complete with frameworks and
recommendations

This isn't science fiction. Today's large language models can already perform
rudimentary strategy work. GPT-4 can conduct Porter's Five Forces analysis, suggest
growth strategies, and identify competitive threats. As these systems improve, and
they're improving exponentially, we could see the "Uberization" of strategy consulting:
democratized, on-demand, and a fraction of the cost.
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The Artists who survive will be those who reposition from "analysts who think" to
"facilitators who inspire and align." Strategy execution matters more than strategy
formulation, and humans excel at navigating politics, building coalitions, and driving
change. Al can't yet walk into a boardroom and read the power dynamics, influence the
CFO who's resisting change, or inspire middle management to embrace
transformation. This uniquely human capability will become The Artists' defensible
moat.

The Doers: Acceleration Ahead

The Doers face the most favourable Al scenario. Their core challenge—high cost, long
timelines, and scope misalignment—is precisely what Al addresses.

The traditional problem: A mid-sized enterprise wants a custom CRM system.
Traditional approach: 6-12 months, $2-5 million, teams of developers, and a 40%
chance it doesn't meet user expectations. The process is painful, expensive, and
fraught with risk.

The Al-enabled future: Al coding assistants like GitHub Copilot, Claude, and GPT-4
can already generate substantial portions of codebases. Developers using these tools
report 30-50% productivity gains. A project that took 12 months might now take 6-8
months. A custom application that cost $3 million might cost $1.8 million. These aren't
theoretical savings—companies like Accenture and Cognizant are already seeing these
impacts.

Microsoft's consulting services exemplify this shift. They're positioning as "Al-first"
implementers, using Copilot and Azure Al services to accelerate delivery. For clients,
this means faster time-to-value and lower cost. For Microsoft Consulting, it means
improved margins and competitive differentiation.

The remaining human imperative: Understanding what to build. Al can generate code
brilliantly, but it can't yet conduct deep stakeholder interviews, navigate complex
organizational politics, or translate ambiguous business requirements into clear
technical specifications. A CTO says, "We need to be more data-driven." What does
that actually mean? What capabilities are needed? What's the change management
strategy? These questions still require human judgment.

The Doers who combine Al-accelerated development with strong business analysis and

change management capabilities will capture disproportionate market share. Those
who view Al as merely a coding tool will miss the strategic transformation.
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The Emerging Reality: A Restructured Industry

Al isn't just optimizing the consulting industry—it's restructuring it. We're witnessing
several parallel shifts:

Margin compression at the high end: The $500/hour partner rate justified by "deep
expertise" becomes harder to defend when Al provides comparable insights. Expect
pressure on premium pricing, particularly for routine strategic work.

Rise of Al-native boutiques: Nimble firms built around Al from day one, with no legacy
systems or cultural resistance, will emerge as formidable competitors. These firms will
operate with 50% of the overhead of traditional consultancies while delivering 80-90%
of the value.

Consolidation among laggards: Firms that don't adapt will merge, be acquired, or
quietly decline. We've already seen this in legal services with the collapse of several
major law firms that failed to modernize.

Specialization as defence: Deep domain expertise in complex, regulated industries
(healthcare, financial services, energy) willcommand premium pricing because Al
struggles with nuanced, context-dependent problems.

Human skills premium: Capabilities that Al can't replicate (executive presence,
political navigation, inspiring leadership, building trust) will become increasingly
valuable and differentiated.

Conclusion: Disruption Creates Opportunity

The consulting industry's Al transformation mirrors what's happening across
professional services, creative industries, and knowledge work broadly. Some firms will
decline, unable to adapt their business models and cultures. Others will thrive,
leveraging Al to deliver better outcomes at lower cost.

But the most exciting prospect isn't about incumbent adaptation, it's also about new
entrants. Just as Stripe reimagined payments, Figma reimagined design software, and
Notion reimagined productivity tools, we'll see entrepreneurs reimagine consulting
itself. These Al-native firms will build entirely new service delivery models, pricing
structures, and value propositions.

The question isn't whether Al will transform consulting. It's already happening. The
question is: who will build the future, and who will be left behind?
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