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The wide net it has cast has served Accenture well. In 2004 it won a $10 ..... Power Play: The Beginning of the Endgame in Net Markets, a well-timed title. 
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Want to work for a top consulting firm? You’re not alone: Consulting firms are traditionally among the largest employers of top MBA and college graduates. But you’ll need to work hard to pin that plumb position. Start out by doing your due diligence and research the top firms. And lucky you, since WetFeet’s career experts have already done a lot of the legwork for you.
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Turn to this WetFeet Insider Guide to explore • Profiles of companies from Accenture and A.T. Kearney to McKinsey and Mercer. • Recent milestones for each—ranging from mergers and acquisitions to global expansion. • The inside scoop on what it’s like to work for these companies. • Hiring information—how to make contact and with whom, as well as what’s involved in the recruiting process. • Interviewing tips and key numbers.



WetFeet Insider Guide WetFeet Insider Guide



WetFeet has earned a strong reputation among college graduates and career professionals for its series of highly credible, no-holds-barred Insider Guides. WetFeet’s investigative writers get behind the annual reports and corporate PR to tell the real story of what it’s like to work at speciﬁc companies and in different industries. www.WetFeet.com
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The WetFeet Research Methodology



Who We Are



You hold in your hands a copy of the best-quality research available for job seekers. We have designed this Insider Guide to save you time doing your job research and to provide highly accurate information written precisely for the needs of the job-seeking public. (We also hope that you’ll enjoy reading it, because, believe it or not, the job search doesn’t have to be a pain in the neck.)



WetFeet is the trusted destination for job seekers to research companies and industries, and manage their careers. WetFeet Insider Guides provide you with inside information for a successful job search. At WetFeet, we do the work for you and present our results in an informative, credible, and entertaining way. Think of us as your own private research company whose primary mission is to assist you in making more informed career decisions.



Each WetFeet Insider Guide represents hundreds of hours of careful research and writing. We start with a review of the public information available. (Our writers are also experts in reading between the lines.) We augment this information with dozens of in-depth interviews of people who actually work for each company or industry we cover. And, although we keep the identity of the rank-and-file employees anonymous to encourage candor, we also interview the company’s recruiting staff extensively, to make sure that we give you, the reader, accurate information about recruiting, process, compensation, hiring targets, and so on. (WetFeet retains all editorial control of the product.) We also regularly survey our members and customers to learn about their experiences in the recruiting process. Finally, each Insider Guide goes through an editorial review and fact-checking process to make sure that the information and writing live up to our exacting standards before it goes out the door.



WetFeet was founded in 1994 by Stanford MBAs Gary Alpert and Steve Pollock. While exploring our next career moves, we needed products like the WetFeet Insider Guides to help us through the research and interviewing game. But they didn’t exist. So we started writing. Today, WetFeet serves more than a million job candidates each month by helping them nail their interviews, avoid illfated career decisions, and add thousands of dollars to their compensation packages. The quality of our work and knowledge of the job-seeking world have also allowed us to develop an extensive corporate and university membership.



Are we perfect? No—but we do believe that you’ll find our content to be the highest-quality content of its type available on the Web or in print. (Please see our guarantee below.) We also are eager to hear about your experiences on the recruiting front and your feedback (both positive and negative) about our products and our process. Thank you for your interest.



The WetFeet Guarantee You’ve got enough to worry about with your job search. So, if you don’t like this Insider Guide, send it back within 30 days of purchase and we’ll refund your money. Contact us at 1-800-926-4JOB or www.wetfeet.com/about/contactus.asp.



In addition, WetFeet’s services include two award-winning websites (WetFeet.com and InternshipPrograms.com), Web-based recruiting technologies, consulting services, and our exclusive research studies, such as the annual WetFeet Student Recruitment Survey. Our team members, who come from diverse backgrounds, share a passion about the job-search process and a commitment to delivering the highest quality products and customer service.



About Our Name One of the most frequent questions we receive is, “So, what’s the story behind your name?” The short story is that the inspiration for our name comes from a popular business school case study about L.L. Bean, the successful mail-order company. Leon Leonwood Bean got his start because he quite simply, and very literally, had a case of wet feet. Every time he went hunting in the Maine woods, his shoes leaked, and he returned with soaked feet. So, one day, he decided to make a better hunting shoe. And he did. And he told his friends, and they lined up to buy their own pairs of Bean boots. And L.L. Bean, the company, was born . . . all because a man who had wet feet decided to make boots. The lesson we took from the Bean case? Lots of people get wet feet, but entrepreneurs make boots. And that’s exactly what we’re doing at WetFeet.
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Overview Undergraduates and MBAs alike covet positions at consulting firms, and it’s easy to see why. Consulting is a high-paying, high-profile field that offers those who’ve been permitted entrance into the sanctum not only the opportunity to assume a large degree of responsibility right out of school, achieve rapid advancement, and obtain a sterling credential for their resume, but also the promise for the nimble-minded to quickly learn a great deal about the business world. Not to mention getting sent to far-flung places as exotic as Oman or banal as Omaha to sort out tough questions for a client that’s paying your firm millions of dollars. In essence, consultants are hired advisers to corporations. They tackle a wide variety of business problems and provide solutions for their clients. Depending on the size and specialty of the firm, these problems can be as straightforward as researching a new market, as technically challenging as designing and coding a large manufacturing control system, as sensitive as providing outplacement services for the HR department, or as sophisticated as completely rethinking the client’s organization and strategy. Companies hire consultants to have the best analytical and creative minds in order to solve problems from a fresh, politically neutral perspective and/or to bring in expertise on either computer systems and applications or corporate functions such as human resources, finance, and operations. Management consultants share an ability to analyze problems and quickly develop compelling solutions for their clients. There are two parts to a consultant’s work: solving problems for and building relationships with clients, thus becoming a source of confidence for them. Each is equally important. In solving a problem for a client, a consultant first frames the problem (many



2



The Industry



consulting firms use strict methodologies); she then analyzes data from various sources, including client databases, market data, anecdotal accounts from interviews, surveys, and other sources; finally from the data she develops an actionable solution. Success as a consultant consists of not only solving problems, but also selling those solutions to the client. You do this by old-fashioned relationship building: spending time with the client as well as providing compelling solutions, delivering presentations that are as interesting as they are well spoken, displaying integrity, and acting and speaking with confidence and authority.



A Healthy Industry Rumors of the consulting industry’s demise have been exaggerated. Kennedy Information predicts a compound average growth rate of 5 percent for the industry through 2006. And while some firms took some shaky steps as the economy changed course, the industry as a whole moved steadily ahead. Consultants have a way of trading in flagging sectors for more lucrative ones; telecommunications has been traded in for public sector work, especially security. As if taking a cue from their own PowerPoint presentations, consulting firms have not only grown revenue, but also their margins. Accenture, for instance, grew revenue 18.4 percent in the quarter ending in March 2004 over the same period the previous year and upped its operating margin from 11.8 percent to 14.3 percent over the same periods.



Blue Recruiting Skies Consulting has, again, become a hot ticket for undergraduates and MBAs. While the exuberance isn’t irrational, insiders report recruiting to be up in the 2004–05 season at the larger firms and stable at boutique shops. “Hiring has definitely increased from fiscal year 2003. With our market picking up with the economy, that’s had ripple effects,” says a recruiting insider. Additionally, much



3



The Industry



of the tectonic shifts that jolted the industry in the early part of the decade have now settled—Deloitte Consulting is now squarely back in the Deloitte Touche Tohmatsu fold after its aborted spinoff attempt in 2003 and PwC Consulting became part of IBM after its 2002 sale to Big Blue. With much of the uncertainty within individual consulting companies gone, the nebulous, wait-and-see attitude toward hiring has turned into a solid hiring program.
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Key Jobs Analyst This is the typical entry point in the consulting pyramid for college graduates. Analysts typically conduct field research, meet with and interview customers, conduct analysis, perform spreadsheet wizardry, make process-flow diagrams, and help put together PowerPoint presentations; they are for the most part the workhorses of a firm. As analysts become more confident, they are often called to present to clients. Within the industry, the job title varies. Bain, for instance, calls its undergraduate hires associates. Salary range: $38,000 to $65,000 with bonus.



Associate/Consultant/Senior Consultant This is the typical port of entry for newly minted MBAs (and increasingly for non-MBA advanced-degree holders as well). Senior consultants often perform research and analysis, formulate recommendations, and present findings to the client. Oh, and at many firms, they have to implement those great ideas, too. Although this is usually a partner-track position, a fair number of consultants will leave the business after 2 or 3 years to pursue entrepreneurial or industry positions. Salary range: $60,000 to $115,000 or more with bonus.
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Manager After a few years, a senior consultant will move up to manager. As the title implies, this usually means leading a team of consultants and analysts toward project completion. Some firms may hire MBAs with significant work experience directly into the manager position, particularly in their IT practices. In addition to having more rigorous responsibilities for managing the project team, the manager will typically act as the primary point person for client interactions. Salary range: $85,000 to $150,000.



Partner or VP If you’ve made it to this level, you’ve forded the River Jordan of consulting and arrived at the Promised Land. Note that some firms further subdivide partners into junior and senior grade. (And, if you aspire to it, there’s always that chairman or CEO position.) As a partner, one of your big responsibilities will be to sell new work. Fortunately, as with other big-ticket sales jobs, the pay can be quite rewarding. Salary range: $200,000 to seven figures at top firms.
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The Bottom Line Consulting is a fantastic long-term career for a few, a great short-term experience for many more, and the wrong place for many others. The work is challenging and diverse, but it’s a step removed from actually operating a company. It requires keen analytical skills, people skills, and a willingness to work hard. It pays outstandingly well, especially if you’re at a well-known firm. While nearly every top firm selects from a pool of strong candidates these days, elite firms—McKinsey, Bain, BCG, and some boutique firms—take on the cream of the cream. After cautious hiring during the first years of the millennium, firms have been “running hot,” as one insider says, with few consultants “on the beach”— consultant speak for consultants not engaged on a client project. This bodes well for prospective recruits. Says one insider, “2004–05 is looking strong.” Even companies that aren’t hiring bullishly expect to at least match last year’s hiring numbers. The other good thing about the “up-or-out” policy that pervades the consulting world is that it always leaves room for a new crop of hires to test its mettle. But don’t let the sanguine outlook throw down your guard. Prepare carefully: Know why you want to be a consultant and work at the firms you’re applying to, and dot all your i’s and cross your t’s. Consulting is a service business, and appearance and behavior count for a lot.
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Interviewing Tips Although the top management consulting firms hire hundreds of people every year, thousands and thousands of people compete for those positions. There’s no surefire way to guarantee yourself an offer, and there are few, if any, back doors into the organizations. In most cases, your best bet will be to go through the standard on-campus recruiting program and bid lots of points to get on those schedules. Beyond that, however, insiders say that there are a number of ways you can improve your chances in the interview process. Here are a few of their suggestions about how to prepare for your interviews: • Though most candidates focus on the case question, many blow their chances before they even hear one. Be ready to offer specific examples of how your background and experience have provided you with excellent preparation for a career in consulting. • Be ready to give a good answer to the question, “Why do you want to go into consulting?” Of course, there is no single right answer to this question, but there are wrong answers. The worst is to say something you don’t really believe. Even if you do happen to slip it by the interviewer, you’ll pay the price later. • Keep a high energy level. Recruiters get tired of asking the same questions, so it’s up to you to inject some excitement into the interview. At the end of a long day in the cubicle, chances are good they’ll remember more about your enthusiasm than about the bullet points on your resume. Remember, if you can’t convince your recruiter about your merit, how are you going to ever convince a client? • There’s no way around the case interview. To get an offer from a consulting firm, you’ll need to nail not one, but as many as eight or ten different case questions during your three rounds of interviews. To do your best, insiders recommend that you attend any informational sessions about the case interview, do some case interview drills with a friend, sign up for mock interviews (if possible), and, of course, get your copies of the Ace Your Case guides,
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WetFeet’s best-selling management consulting case interview prep series. You can order them at www.WetFeet.com. • Know what distinguishes the firm you’re interviewing with from its competitors, and be able to explain why you want to work for it. Everybody knows that most people who want to go into consulting will interview with a number of firms. However, you still need to demonstrate that you have enough interest in a particular employer to have done your homework.
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Accenture The Firms



1345 Avenue of the Americas New York, NY 10105 917-452-4400 www.accenture.com Though Accenture is organized under the laws of Bermuda (where corporations pay no taxes), it doesn’t have a formal geographical headquarters. In North America, most of the company’s administrative and management functions are based in Chicago, New York City, and Boston. Expect power to shift toward the Boston office as its new CEO, William Green, takes over. Find addresses for specific branches on the company website.



Overview Accenture has made a name for itself as one of the world’s leading management consulting and technology services firms. The company started as a side business of Arthur Andersen in the 1920s. As business grew, it became its own business unit in 1954. As the consulting business became an outright boom, Andersen Consulting became a separate entity within Andersen Worldwide in 1989. Ten years later, tired of having to share its profits with its less wealthy sibling, the consulting firm tried to spin off. It eventually succeeded in its endeavor by going through arbitration, though it was forced to change its name. In 2001, Andersen Consulting reintroduced itself to the business world as Accenture and went public. The timing and name change were fortuitous, as Arthur Andersen was subsequently brought down for its involvement with Enron.
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Today, Accenture is a consulting behemoth, with more than 90,000 employees churning out strategies and solutions, or supporting those who make strategies and solutions, worldwide. The company’s traditional stronghold is systems integration, but it also has formidable strategy, technology consulting, human resources,
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and outsourcing practices. Accenture’s client list is a veritable who’s who of not only Fortune 500 companies, but nonprofit and government organizations as well. The wide net it has cast has served Accenture well. In 2004 it won a $10 billion contract from the Department of Homeland Security to strengthen America’s security infrastructure. In the first 6 months of 2004, operating profits from its government sector made up 14.5 percent of total revenue. Moreover, the continuing trend toward outsourcing has further buoyed Accenture’s fortunes. Accenture has in the last year inked outsourcing deals with firms like Best Buy and Deutsche Bank to run functions such as IT and human resources. Outsourcing now contributes nearly 40 percent to total revenue. The company has now set out to take outsourcing to the next step, helping firms move functions overseas.







Key Numbers 2/04 Qtr.



8/03



8/02



1-Year Change (%)



Worldwide Revenue ($M)



4,050.2



13,397.2



13,105.0



2.2



Worldwide Earnings ($M)



210.4



498.2



244.9



103.3



n/a



83,000



75,000



10.7



Number of Employees



Sources: Hoover’s; WetFeet analysis.
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Recent Milestones 2004 Joe Forehand steps down as CEO (but remains chairman) and William Green takes the helm.
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Wins contract worth as much as $10 billion with the Department of Homeland Security. 2003 Employs 75,000 in 47 countries despite the brunt of the economic downturn. 2002 Increases stake in Microsoft joint venture, Avanade, to 80 percent.



Insider Scoop Taking Initiative Accenture’s high standards and demands require a lot of dedication and selfdiscipline on the part of employees. “Words I’d use to describe the culture here include commitment and initiative,” says one insider. “If you see something that needs to get done, you do it. You don’t wait for someone to tell you.” The reward is that advancement is based on merit rather than seniority.



Big Government Accenture is a big company, and it can be a bureaucratic place to work. “The company’s size makes change difficult,” says one insider. “We struggle to do things within the company that we succeed in doing for our clients. It’s frustrating to see that happen.” The firm’s complex structure can be frustrating to navigate. “We’re a heavily matrixed organization,” says another insider.



Neither Burnout nor Rust Sure, Accenture consultants get sick of spending a ton of hours at work, not to mention a ton of traveling to and from the client site. But there’s a major upside to the kind of work they do: the opportunity to, in essence, start a new job every 6 or 12 months. “You change roles, jobs, and clients every few months,”



14



says one insider. “If you’re in a position you don’t like, you can look within the company walls to see what other opportunities are available.”



People Helping People
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Accenture gets good marks for openness, responsiveness, and flexibility—a surprise, given its size. Insiders regularly cite “the people” as one of their favorite things about the firm. Accenture employees are, by and large, quite young, and they like being around other people their own age—people who can have fun while being ambitious and dedicated.



Getting Hired Accenture has a fit-focused recruiting strategy. That is, besides being brilliant in the consultant kind of way, you also need to fit in with Accenture. “Candidates do themselves a huge favor when they’ve thought about what they want to do and accurately present themselves in the context of what Accenture does,” says one insider. Word of advice: Interview the company as much as the company interviews you. While the company went through rounds of layoffs early in the decade, things are looking up. Accenture expects revenue growth in the range of 11 to 14 percent, up from a lackluster 2 percent in fiscal 2003. Accordingly, the hiring outlook for Accenture in 2004–05 looks decidedly rosy. The firm has “turned the taps back on” for new hires, says an insider, and skilled analysts and consultants again find themselves in demand for projects. That is not to say that things are easy at Accenture; employees are known for their hard-driving ways. “One plus about working here is the kind of personality traits you can pick up— people here are at the top of their game, A-types, go-getters,” says one insider.
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Opportunities for Undergraduates Undergraduates join the company as analysts and, except in strategy, can generally find opportunities to move straight up the career ladder without investing a small fortune in another degree. On the strategy side, Accenture has
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a business analyst program for undergraduates. The typical track is for undergrads to work 3 to 4 years and then go back to graduate school to get an MBA. Accenture will, at its discretion, offer tuition reimbursement to top performers who return to the company upon graduation. The firm offers pre-senior-year summer internships in all services but strategy.



Opportunities for MBAs MBAs join as analysts or consultants (strategy MBAs join as consultants) and move up to manager, senior manager, associate partner, and partner. Accenture reports that the trip from bottom to top takes 10 to 12 years.



Opportunities for Midcareer Candidates Midcareer hires reportedly can come into the organization at any level and move right onto the partner track. One insider even speaks of people who were hired right into the partnership level. However, most industry hires come on board at either the consultant or manager level.



Recruiting Contacts Visit the company website at www.accenture.com to find out how to submit your resume.
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The Watergate 600 New Hampshire Avenue, NW Washington, DC 20037 Phone: 202-672-5600 www.advisoryboardcompany.com



Overview The Advisory Board Company (ticker symbol: ABCO) is the lucrative hybrid of a think tank and a publisher. Founded in 1979 with the grand purpose of answering any question for any company in any industry, ABC counted half of the Fortune 500 as member companies (or clients) by 1993. Since then, the firm has narrowed its scope; it now provides syndicated and customized research to only health-care organizations. Its corporate practice was spun off in 1999, forming the Corporate Executive Board. After this successful split, ABC was able to focus on the health-care industry. It started offering shorter and more frequent publications, eventually putting them online. And it created H*Works, a workforce that collaborates with hospitals and health systems to improve performance through the application of ABC research. In late 2001, the firm went public. Its annual membership fees for its 2,100 health systems and medical providers accounts for 80 percent of its revenue. Not only did the company continue to grow through the economic doldrums early in the decade, its revenue has skyrocketed with the recovery. Revenue jumped 21 percent for the year ending March 2004, and growth continued in the subsequent quarter. And as business expands, job opportunities have
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become plentiful. “We have a strong commitment to hiring” says one insider. The company has grown revenue 30 percent over the past 2 years, and more than half of the employees are recent college graduates.
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Key Numbers 3/04



3/03



1-Year Change (%)



Worldwide Revenue ($M)



121.8



100.7



21.0



Worldwide Earnings ($M)



18.7



14.4



29.9



Number of Employees



575



520



10.6



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 CEO Frank Williams becomes Chairman of the Board, succeeding Jeff Zients. 2003 Selected by Washingtonian Magazine as one of 50 “Great Places to Work” in the Washington, D.C., area. 2001 David G. Bradley, chairman of The Advisory Board Company, purchases The Atlantic Monthly.



Insider Scoop The Fast and the Fabulous The crowd is young and social and, some even say, beautiful. “We are a fastpaced research firm,” says one insider. “We tend to attract people who live fastpaced lives.” Some insiders say that personal lives are not that separate from professional lives. And dating a coworker is not uncommon.
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Homogenous ABC looks for people who blend well with the existing culture. And seeing that the best way to get a job there is to know someone, it’s not surprising that everyone looks the same. Insiders say that there isn’t a lot of diversity. Although the
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firm embraces the theory of diversity, insiders report that hires are mostly young and white.



A Healthy Education ABC takes a lot of pride in training its employees to be health-care experts. “There is a tremendous platform for understanding health care,” says one insider. Consequently, many of the undergrads who spend a few years with the firm do not necessarily leave for business school; they leave the firm for medical school.



Getting Hired The firm looks for applicants with strong analytical skills and well-rounded academic backgrounds. Insiders say that “looking the part” also plays a crucial role in getting a job offer. “This is a playful and fun firm,” says one insider. “There are a lot of young people here.” But don’t worry if you’re over the hill; there’s plenty of room for you. “If you have good presentation skills, and are fast and progressive, we’ll call you back,” says one recruiter. You’ll go through a three-round interview process, with the final interview always taking place at the D.C. headquarters. ABC doesn’t have a set recruiting goal for the 2004–05 season, though an insider says hiring should be on par with last year. Judging from the previous growth of the company, this is a good sign. The company brings people in as projects come up. “We are getting more and more business,” says one insider. “We are continually hiring people to get the work done.” The best way to get a job at ABC is to know someone. If you aren’t lucky enough to have one of its
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575 employees as a friend, then check out its website. Current open positions are always listed, as well as its college-recruiting calendar. Keep in mind that college recruiting is limited to a few top-tier universities, and applying online
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might be just as effective.



Opportunities for Undergraduates Undergrads are hired as analysts or into research positions. ABC generally recruits from Ivy League schools, but it welcomes online applications from other schools. Most analysts stay with the firm for only a few years before heading off to graduate school. If an MBA is not in your stars, it’s good to know that the firm does promote from within. You will not need an advanced degree to break out of research positions.



Opportunities for MBAs MBAs are hired as consultants. If you’re not an Ivy Leaguer, don’t despair. Just check out the company website. The firm takes online recruiting very seriously. Make sure you emphasize all academic achievements, and mention your perfect verbal presentation skills.



Opportunities for Midcareer Candidates Midcareer candidates can find opportunities at all levels. It’s best to apply online, as the firm does very little outsourcing. Also, if you know someone at the firm, slip your contact your resume. In the past, this has proved the most effective way to attain employment at ABC. The company is on the lookout for candidates with experience at the elite consulting firms.



Recruiting Contacts Visit the company website at www.advisory.com to find out how to submit your resume.
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A.T. Kearney, Inc. The Firms



5400 Legacy Drive Plano, TX 75201 Phone: 972-543-7500 www.atkearney.com



Overview A top player in the management consulting industry, A.T. Kearney offers strategy, organizational, operations, and—since its acquisition by Electronic Data Services in 1995—information technology consulting services. ATK absorbed the management consulting branch of EDS, allowing it to expand and compete with the Bains and McKinseys of the consulting world. The firm has a history of getting down and dirty inside the client’s organization, and its working style is highly collaborative. Unlike the strong, structured culture that characterizes larger firms, ATK is relatively relaxed and low-key. “We are not as mainstream as other firms,” says one insider. “We are not so regimented.” The firm has offices in more than 60 cities and 35 countries. A.T. Kearney is organized by both functional and industry groups. ATK seems to have been out to lunch as the economy was giving booster shots to consulting firms. Like many firms, ATK went through its share of layoffs at the beginning of the decade. However, the shedding hasn’t eased up at Kearney. Part of this is due to outsourcing of support positions—such as PowerPoint production—to India. The firm has done little recruiting outside of the summer associate program. ATK did not confirm recruiting plans for the 2004–05 season, but prospects aren’t looking good.
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The Firms







Key Numbers 1-Year Change (%)



12/03



12/02



Worldwide Revenue ($M)



846.0



1,005.0



–15.8



Number of Employees



4,000



4,600



–13.0



Sources: EDS 10-K; A.T. Kearney; Hoover’s; WetFeet analysis.



Recent Milestones 2003 H.L. Henner Klein elected to 3-year term as head of the consultancy. 2002 Acquires assets of the bankrupt Ray & Berndtson Inc., an executive search firm. 2001 A.T. Kearney consultants Mike Moriarty and Bruce Klassaen publish Power Play: The Beginning of the Endgame in Net Markets, a well-timed title for the economy.



Insider Scoop Mom and Apple Pie Insiders say that ATK has a definite Midwestern hominess—and they like that. “It’s down to earth and friendly,” says one insider. The firm’s dress code is business casual. And although the firm has always held social events, employees socialize after hours now more than ever.



Let’s Get Along Insiders say that employees at ATK, unlike those at some other firms, know how to push each other without pushing each other down. “I have heard stories about the competitive nature at other firms,” one insider says. “I am so happy to report that Kearney is not like that at all.” Arrogance is frowned upon even as there is a healthy sense of competition that keeps everyone working hard.
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“It’s not competitive in a cutthroat kind of a way,” says one insider. “We help each other, and it’s a very positive experience.”



Loosey-Goosey
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If you are the type that flops around if you don’t have marching orders, ATK may not be the place for you. “There is not a lot of structure coming from the top,” says one insider. “There are no rules or guidelines for new associates to follow.” The loose structure also extends to career paths. You’ll have to create your own at this firm.



Be Your Best Friend Insiders at ATK complain that job assignments and promotions are too closely tied to networking. Although the director of operations is supposed to handle staffing, managers often end up running the show and basically pick their own staff. An insider says, “You need a connection or you’re screwed.”



Getting Hired Besides the mandatory qualities of the consulting superstar—excellent grades, substantial work experience, personable and outgoing nature, able to jump tall buildings in a single bound—ATK recruits people who are down to earth and relatively easygoing. “We encourage recruits to be themselves when interviewing. This way we can tell if they are a fit with ATK culture,” says one insider. Like the company culture, the career path is not regimented. People advance at their own pace up the career ladder, with the main levels being analyst, associate, manager, principal, and officer. Recruits come from graduate and undergraduate schools, and a limited few are midcareer hires. ATK’s on-campus recruiting has yet to pick up in the United States. “The best opportunities right now can be found in the summer associate program,” says one insider. Summer associates are the first to get job offers after graduation.
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Opportunities for Undergraduates Undergrads are hired on as business analysts and can move up quickly, although most leave for graduate school after a few years. “ATK expects undergrads to go back to school for their MBA; in certain situations the firm will even pay
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your tuition,” says one insider. Undergrads will definitely get case questions during their interviews, but later interviews will focus more on resumes and cultural fit. The first two rounds usually take place on campus and include case study questions, and the third round is in-house and includes three interviews with senior consultants. “Be yourself throughout all of the interviews,” says an insider. “It’s important to find a place where you fit in.”



Opportunities for MBAs MBAs are hired as consultants. ATK gives priority to MBA students who participate in its summer associate program. As summer interns, MBA students get a chance to see if they like Kearney; if they are a good fit, the firm will bring them back as “first years.” The interview process is similar to that of undergraduates, but with much more difficult case study questions.



Opportunities for Midcareer Candidates Midcareer hires, although not recruited as heavily as undergrads and grads, have a place at ATK. The firm always keeps its eyes open for experienced consultants who can bring value to the firm. Recruiters estimate that in the past years about 10 percent of all hires have come straight from other consulting firms. Interested candidates should contact the head of corporate recruiting in Chicago.



Recruiting Contacts Visit the company website at www.atkearney.com to find out how to submit your resume.
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Bain & Company The Firms



131 Dartmouth Street Boston, MA 02116 Phone: 617-572-2000 www.bain.com



Overview Although smaller and younger than many of its competitors, blue-chip strategy house Bain & Company is comfortably settled within the top tiers of the consulting crème de la crème. It is one of the leading strategy consulting firms, with 29 offices around the world. Bain provides strategic advice and recommendations for business problems to leading companies in virtually every economic sector. The company’s recent clients include companies as diverse as Burger King, Continental Airlines, General Motors, Microsoft, Nike, and the Toronto Symphony Orchestra. In the beginning, the firm distinguished itself by forging long-term relationships with clients by agreeing not to work with their competitors in exchange for reciprocal fidelity. Later, during the peak of e-commerce glory, Bain launched its own venture capital fund, Internet incubator, and strategy technology partnership. Recently, Bain has begun to put more of a focus on implementation cases— sticking around to help a company put its suggestions into practice—as well as on the high-level strategy and diagnostic cases that are still its bread and butter. As one insider says, “We used to do all the hard work on the strategy and someone else would come in and help the client implement it. We’d get the 3-month project and they’d get the 9-month project. From a financial perspective, it
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makes more sense for us to do the full 12 months—and the clients are demanding it.” Another points out, “I think it gives us a chance to actually spend some time with the clients outside of the formal updates where we’re just talking about strategy. Instead, we can actually work side by side and develop something
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tangible.” Implementation cases also give Bain another chance to “put skin in the game.” With an up-and-down economy, longer-term relationships and payment based on equity and success fees make sense on both sides. An insider says, “It’s typical to have a high-level strategy piece that might roll into something more implementation oriented. We try not to stop at the strategic diagnosis.” Bain remained relatively unfazed by the last recession and didn’t have to undergo the major layoffs that plagued other firms. As the economy continues to gather steam, Bain is poised to do increased hiring in the 2005 season.







Key Numbers 1-Year Change (%)



12/02



12/01



Worldwide Revenue ($M)



761.0



825.0



–7.8



Number of Professionals



2,450



2,800



–12.5



Note: This was the most current data available at time of press. Sources: Hoover’s; Forbes.com; WetFeet analysis.



Recent Milestones 2004 Ranks as seventh most desirable employer of MBAs in Fortune. 2003 Ranks as best consulting firm to work for by Consulting Magazine. 2002 Claims double-digit annual growth in worldwide revenue since 1993 and consistently ranks in the top tier of strategy and management consulting firms.
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Insider Scoop Data-Driven Bainies Bainies are notorious for being data-driven. They are more likely to create a
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rigorous analysis based on cold hard facts than to theorize new frameworks and write academic papers. “As a new recruit, you’re not going to be helping a partner publish a book,” one consultant says. You’ll be working. A lot.



Ludicrous Lingo Bain has a language all its own. One insider offers this example: “I’ll meet you in 6A with my AC, and my CTC will call you, and we’ll get the VP to talk about 2XC.” Translation: 6A is a room number; AC, of course, is an associate consultant; CTC means case team coordinator; and 2XC refers to a specific case. There is a distinctly Bain way of doing things—a Bain way of research, a Bain way of creating slides, a Bain way of interacting with the client, and ultimately, a Bain way of talking.



Bainies Band Together If you want your social life separate from your work life, Bain may not be the place for you. Bainies enthuse about their firm’s young, social, energetic culture, and enjoy getting together with their colleagues outside of work. “If I hated these people, I could never work here, because I spend so much time with them,” one associate says. Bainies enjoy a slew of informal lunches, dinners, and drinks. They participate in company-sponsored athletic events, book clubs, and talent shows, not to mention all-expenses-paid museum outings, fancy dinners, ski trips, and Hawaiian getaways.



Work = Life Although there are more time-intensive careers (investment banking, anyone?), the consulting lifestyle is arduous. “Working 11 hours a day is a long time,” says
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one insider. “It sounds low, especially compared to banking jobs, but it’s harder than you think.” Personal lives sometimes get put on hold, which may be especially burdensome for consultants with young children or those who want to
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develop a social life outside of work.



Getting Hired Bain tends to hire people whom it believes to have the right stuff to one day become a partner in the firm. However, it does not expect all hires to stay. Insiders say there are two types of people at the firm: those who are lifers and those who aren’t. Many lifers come to Bain after undergrad or business school, put their noses to the grindstone, and make partner after a few years of blood, sweat, and tears. These are the few, the proud, the driven. Then there’s everyone else—those who spend 2 or 3 years at Bain learning consulting from the ground up and then take all that transferable knowledge to a smaller, more entrepreneurial venture. Bain has a three-round, and in rare cases four-round, interview process. Firstround interviews are usually conducted by one or two managers or VPs. Second and final rounds may take place on or off campus or at the office where the candidate wants to work. Insiders say that Bain’s recruiting process is generally more demanding and time-consuming than those of other firms. No one said entrance to the temple would come easy. Bain’s recruiting calendar looks good for the 2005 season. Though Bain doesn’t disclose its hiring plan, Wetfeet estimates that the coming year will far surpass the 2004 season. The best way to find out when and where the firm is hiring is to check its website. In fact, all applicants, including undergraduate and MBAs from core recruiting schools, must apply online. Check the company website, www.bain.com, to see customized recruiting information for your school. If
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your school is not among those listed on the Bain site, you can still apply by filling out the online application. Midcareer hires, of course, will have to fill out an application online as well.



Opportunities for Undergraduates
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Undergrads enter Bain as associate consultants. Advancement is based on your time commitment and performance at the firm. “If you’re doing a good job, you’ll get promoted,” says one insider. “No one ever really gets fired, but it’s really clear to people when you’re not progressing.” Although graduate school is not mandatory for advancement, insiders admit that about 90 percent of consultants do have MBAs. The best way to get a job at Bain as an undergraduate is through on-campus recruiting. Check with your campus’s career center, as well as on the Bain website for school-specific information. Bain does, however, also accept a limited number of candidates through online recruiting to fill vacant positions. Undergrads between their junior and senior years can come in as associate consultant interns. WetFeet estimates that Bain will bring in between 390 to 540 undergraduates in the 2004–05 season worldwide.



Opportunities for MBAs MBAs join as consultants. Though the firm doesn’t give specific numbers, your chances of getting hired for a permanent position are an order of magnitude greater if you have first worked as a summer intern. Worldwide, WetFeet estimates that Bain will bring in 465 to 540 graduates in the 2004–05 season, of which a limited number will be PhDs and JDs. Career advancement at Bain is a year or two faster than the track at some other firms, and insiders agree that Bain’s flatter organization is a good thing. Consultants who leave Bain typically do so after the 2-year mark, or sometimes after 3 years if they feel they’ve missed a promotion cycle.
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Opportunities for Midcareer Candidates To keep up with its rapid growth over the last few years, Bain has hired people from industry to fill some of its midlevel and industry-specific needs. Therefore, it’s a good idea to match your skills against Bain’s industry foci and current project
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needs to better your odds of getting hired. Bain doesn’t require midcareer hires to have worked in the consulting industry, but most carry an MBA. Midcareer candidates sometimes come from strong law schools or PhD programs and, depending on work experience, may enter Bain at any level. Bain will likely hire 90 to 120 candidates on a rolling basis in 2004–05.



Recruiting Contacts Visit the company website at www.bain.com to find out how to submit your resume.
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BearingPoint, Inc. The Firms



1676 International Drive McLean, VA 22102 Phone: 703-747-3000 www.bearingpoint.com



Overview The erstwhile KPMG Consulting changed its name and ticker symbol to BearingPoint, Inc., and BE, respectively, but still offers the same range of business consulting and IT services over five broad industry groups. Cisco Systems owns an 8 percent stake in the firm, explaining BearingPoint’s alliance with the networking company. Other alliances include Microsoft, Oracle, and SAP, and approximately 50 other technology firms. The company spun off from its accounting firm parent in 2001. A year after the spin-off, the firm went public. “We were the $2 billion start-up,” says one insider. Most recently, the firm acquired several operations from the bankrupt Andersen Consulting. Andersen’s Business Consulting Unit in Spain and its operation in Switzerland helped BearingPoint strengthen its financial services and industrial markets practices. Furthermore, the firm hired 140 partners and 1,400 professionals and staff from Andersen. The company breaks its business down into four groups: public sector, communications and content, financial services, and consumer, industrial, and technology (CIT). Approximately 60 percent of the company’s business comes from its public sector work, while the 19 percent comes from CIT, 11 percent from financial services, and the remainder from communications and content. Most
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recently, the company has profited from Homeland Security contracts and other government IT projects. The economic downturn forced BearingPoint to evolve in a number of ways.
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“We started to pay more attention to the talent we had in-house,” says one insider. “Instead of hiring outside, we retrained individuals into new positions.” The firm transferred staff from shrinking departments to departments that were hiring. Consequently, BearingPoint now has former consultants doing research and former managers doing sales. The firm also incorporated a voluntary leave-of-absence program and a reduced workweek initiative. “These programs prevented many layoffs,” says one insider. “Although we were still forced to let many people go.” By the end of 2002, BearingPoint had lost about 7 percent of its workforce. As the firm recently acquired a large chunk of Andersen people, job opportunities are scarce for the outside job seeker. As such, the hiring outlook for 2004 is dim.







Key Numbers 3/04 Qtr.



12/03



6/02



Worldwide Revenue ($M)



861



1,554.4



2,367.6



–34.3



Worldwide Earnings ($M)



1.7



–165.8



133.1



n/a



Number of Employees



n/a



15,000



9,300



61.3



Sources: Hoover’s; WetFeet analysis.
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1-Year Change (%)



Recent Milestones 2004 Bolsters its financial services offering by opening an Alternative Investments and Brokerage Services Practice. Opens offshore development center in Chennai, India.
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Opens its second development center in China. 2002 Changes name to BearingPoint and stock ticker to BE.



Insider Scoop Sink or Swim You are on your own at BearingPoint. “If you want constant direction, you should not look to BearingPoint,” says one insider. People who thrive at this IT consultancy are able to pick up a project and run with it, with limited questions and limited feedback. “There’s not a lot of hand-holding here,” says another. “You have to be confident in your own abilities.”



Start-Ups and Stability Insiders appreciate the entrepreneurial climate encouraged at this large and stable firm. “You get the small company feel in a large company,” says one insider. Consultants enjoy the fact that they can work on the same kind of cutting-edge projects they would have had at small start-up firms, yet they’re often interacting with CEOs of Fortune 500 companies. Furthermore, they like getting paid in the manner of a start-up (stock options) by a profitable company that doesn’t bounce reimbursement checks.



Very Frequent Flier Miles The majority of a consultant’s time is spent at the client’s site working on projects. “During the interview, they asked me if I was opposed to 100 percent travel,” says one insider. BearingPoint offers some flexibility in travel schedules,
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but the amount of travel remains a sticking point for consultants. One insider says he had a choice between either working 2 weeks out of town and 1 week at the home office, or flying out every Monday and back on Friday each week.
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He opted for the 2-week/1-week schedule.



Home Is Where the Heart Is Most BearingPoint consultants have no dedicated office space where they can pin up pictures of friends and family. With hoteling, the company is able to provide office space to consultants on an as-needed basis. Because consultants spend a big block of their time at the client site, it would be inefficient to do it any other way, the company reasons. That said, while many insiders find it very convenient, some say it can be isolating.



Uncle Sam Wants You Nearly 60 percent of BearingPoint’s business comes from the public sector. An insider says, “A lot of people, especially in the Virginia area, are involved in government projects.” Another insider adds, “A lot of the new work is coming from security infrastructure contracts like Homeland Security.”



Getting Hired When applying for jobs at BearingPoint, applicants should contact the company through its website. Sure, you can mail a resume and cover letter to the national recruiting manager instead, but if you aspire to work for a technology consulting firm, the old-fashioned paper approach may send the wrong message. “We have moved the entire hiring process to an online atmosphere,” says one recruiter. “We want to be at the front of the technology market in all of our operations.” Besides technical skills, the interview team looks for independent, entrepreneurial individuals. If you are the right candidate, and the firm’s accelerated interview process goes as planned, a job offer could arrive at your inbox within a week of your initial application.
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BearingPoint’s recruiting ambitions, as in 2004, are modest for 2005. “Right now our hiring is based on the just-in-time model,” says one insider. “We hire on an as-needed basis, and only after we try to fill the position with in-house talent.” The best way to get your foot in the door is by completing the firm’s
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online profile with information about your background, work experience, compensation, and location preferences. When a job comes up that matches your profile, the company will send an e-mail notifying you of the opportunity. An insider says that, “though we’re not doing much hiring, we are looking for people with technology-security backgrounds.”



Opportunities for Undergraduates Undergrads will have a hard time finding work at BearingPoint. The firm does not have a heavy campus recruiting presence, and undergraduate recruits make up only 5 percent of its hiring pool. If you are determined to work for BearingPoint, you’ll need to put some extra energy into getting your resume noticed. The best way to do this is to demonstrate that you have an aptitude for technology and, of course, are willing to start at the bottom.



Opportunities for MBAs MBAs have to hustle for recognition in the same way undergrads do. If the company doesn’t have a presence on your campus (and it probably doesn’t), submit your resume through the corporate website. The way to really make recruiters sit up and take notice is to emphasize your industry experience, especially if you have e-business experience—no matter how limited it is.



Opportunities for Midcareer Candidates Midcareer candidates are best positioned to find work at BearingPoint. Veterans of high tech, manufacturing, financial services, health care, government, and, of course, e-business are especially sought after for manager-level consultant positions. “People with a solid depth of understanding of a particular industry
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really stand out,” says one insider. Also, candidates should emphasize all technical skills and demonstrate a take-charge attitude.
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Recruiting Contacts Visit the company website at www.bearingpoint.com to find out how to submit your resume.
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Booz Allen Hamilton The Firms



8283 Greensboro Drive McLean, VA 22102 Phone: 703-902-5000 www.boozallen.com



Overview Booz Allen Hamilton is one of the oldest and most respected firms in the consulting industry. With more than 100 offices on six continents, it’s a major force domestically and internationally. The firm’s breadth of expertise extends to both government and commercial organizations. Booz Allen maintains that government and commercial industries are now interdependent, with technology wrapping them together into one big corporate package. Consequently, the firm’s World Technology Business (WTB), which caters to government and the public sector, and World Commercial Business (WCB), which serves private industry, are now intertwined. The WTB tends to handle large technology implementation projects and competes with the likes of SAIC and Accenture, while the WCB tends to be more strategy focused and competes with the Bains and McKinseys of consulting. Booz Allen still separates its government practice from its commercial practice, but this is also slowly changing. Many credit the interdependence, and the diversity, of Booz Allen business with its relative financial health. Indeed, Booz is riding a tide of recovery and increased government spending. “Of the years I’ve been here,” says an 8-year veteran, “we had one of our best years in terms of profitability last year. Our economics are fantastic right now.” Another European insider agrees, “Public
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sector business on the commercial side, which is mostly consulting to ministries in Europe, is picking up. The opportunities are quite good, better than [that of] the last couple of years.” More than 10,000 of the firm’s nearly 15,000 employees work in the government practice. “If we were just commercial, we’d be in a
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world of hurt,” says one insider. Booz Allen has remained independent and privately held, meaning that the firm’s partners still call all of the shots and bring in the big bucks. Business at Booz Allen is booming, especially in the public sector practice. Of course, the economic slump didn’t leave the company completely unscathed. Many underachievers were “counseled out” of the firm and not replaced. Things have been looking up, however. Consultants on the government side of things are under significantly less pressure; not only is the business less intense— less hours and no “up or out” policy—than the commercial side of the house, but also not subject to the vagaries of the market as is the commercial side.







Key Numbers 3/04



3/03



1-Year Change (%)



Worldwide Revenue ($M)



2,700.0



2,200



22.7



Number of Employees



14,800



12,600



17.5



Sources: Hoover’s; Forbes.com; WetFeet analysis.



Recent Milestones 2004 Celebrates 90 years of being in business. Ranks in top ten of Fortune magazine’s most desirable employers of MBAs. Ranked by Computerworld as one of the top 100 places to work in IT. 2003 Ranks sixth on the Washington Post list of top private companies.
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Insider Scoop On the Road Again As in other consulting firms, you can expect to spend a lot of time on the road.
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“I think that some people come into consulting and really aren’t ready for the commitment that it takes,” says one insider. “Do you want to be traveling? Do you want to be working long hours?” Travel at Booz Allen isn’t the 90 to 95 percent that it used to be, but it’s still a lot. And as for the hours, crunch time at this firm might take 80 hours of your week.



Not Just Ivy Leaguers Booz Allen reaches much farther and wider in its recruiting efforts than some of its competitors do. Many insiders see this as a real plus. “The people are a lot more diverse than I thought they would be,” says one. “People do have MBAs, but they have different life experiences before that.” Many insiders think this strengthens Booz Allen’s staff and helps it avoid the snobbery that characterizes other firms.



Team Players One might expect a lot of competition and personality clashes in a firm full of rugged individualists, but insiders say it isn’t so. “The environment here is more collaborative than competitive. The term ‘teamwork’ is really lived at this firm. Hotshots burn out quickly,” says one insider. “You may be successful in the short term, but people won’t want to work with you again.”



Up or Out After a quick training session, you are on your own. “People have to be aggressive in managing their own careers,” says one insider. “You can’t be a passive player.” At certain points in your Booz Allen career, you must be promoted or you’ll be asked to leave the company. If you’re not self-motivated and assertive about getting ahead, Booz Allen may not be the place for you.
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Getting Hired Booz Allen likes recruits to have as much contact as possible with the firm before the interview. In some cases, consultants will even call you up before-
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hand and meet with you to discuss your goals for the future. The firm puts candidates through a standard hiring process, complete with three rounds. But look out for the case interview. Booz Allen relies on this standard interview tool to test a candidate’s analytical ability. Equally important, the firm seeks people with a demonstrated record of career achievement before attending business school—and, of course, it expects a stellar intellectual track record. Booz Allen organizes its hiring process around the two halves of its business: You’ll either work in the government or the commercial side of the house. The government side is hiring more new faces than the commercial side, but insiders say that recruiting is up all over the firm. Recruiters report that they will again be hiring briskly for the 2004–05 season. Booz Allen, like other top firms, looks for needles in the haystack: people not only possessing analytical and writing skills, but also showing leadership potential. Additionally, the case is key at Booz Allen. Says one recent associate consultant hire, “Practice the case.”



Opportunities for Undergraduates Currently, Booz Allen is not planning to hire any undergraduates into its commercial-sector unit. But according to one recruiting insider, “University recruiting is not a large percentage of the recruiting we do for the government business, but we still hire a large number of undergraduates.” The recruiting process is similar for undergraduates and MBAs. Expect several rounds of interviews. Undergraduates with engineering, computer science, business, and public policy degrees are likely to attract the most interest. Be sure to highlight any government, national security, or defense industry internships on your resume.
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Opportunities for MBAs The best way to get your foot in the door is to sign up for the on-campus interviewing program at your school. “I was asked many case questions in my interviews,” says one insider hired out of B-school. “I know that interviewers
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derive many questions from cases they’ve been staffed on. They want to see how you can establish a framework, step by step, to arrive at a logical solution.”



Opportunities for Midcareer Candidates Booz Allen hires midcareer people from other consulting firms and from industry. Contact the Booz Allen location of your choice. The governmentsector side of the firm in particular brings in large numbers of experienced hires. Like college hires, midcareer candidates must survive several rounds of interviews that include case questions.



Recruiting Contacts Visit the company website at www.bah.com to find out how to submit your resume.
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The Boston Consulting Group The Firms



Exchange Place, 31st Floor Boston, MA 02109 Phone: 617-973-1200 www.bcg.com



Overview The Boston Consulting Group (BCG) belongs to that small pack of companies often referred to as elite consulting firms. With just 2,600 consultants, compared to McKinsey’s more than 8,000 professional service employees, BCG is a relatively small firm, but one that casts a long shadow, finding itself in the boardrooms of some of the world’s preeminent companies. Founded in 1963, it came to prominence in the 1970s, when it began challenging McKinsey for high-level strategy work with large corporations. The firm has developed a number of analytical tools, including capability-driven competitive strategies and concepts such as total shareholder return, as well as the two-by-two matrix in which reside cash cows, dogs, stars, and question marks—ideas that are now used throughout the entire consulting industry. BCG has a huge international presence; its second office was in Tokyo. Today, it has more than 50 offices in some 32 countries, with nearly two-thirds of its revenue coming from outside the United States. Insiders say creativity and new ideas are highly valued. “We make real, fundamental change—we push our clients very hard sometimes to find the right solution,” says one project leader. “We approach problems in a very difficult, structured, and logical way—a way that might not be easiest to implement or the most politically acceptable.”
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The technology and e-commerce explosion of the last decade was a great boon for the consulting industry and BCG certainly reaped the benefits. But BCG wasn’t spared the effects of the downturn that followed. Global revenue fell in 2001 and the voluntary attrition rate slowed. Similar to other firms, layoffs
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followed. BCG cut consulting and support staff by 12 percent in North and South America in the first quarter of 2002. But now business is surging again, driven by rebounding financial services and industrial goods markets. BCG insiders say they are working on a range of projects, picking up new clients and serving firms they’ve already helped. The firm is eager to build long-term relationships. “There’s a lot of repeat business, follow-up work,” says an insider, adding, “There’s more work than we have staff to put on projects. The prospect is that we will be very busy in upcoming months and years. Our hiring directives have gotten much higher over the past 6 months.”







Key Numbers



Worldwide Revenue ($M) Number of Employees



1-Year Change (%)



12/03



12/02



1,120.0



1,020.0



9.8



n/a



4,250



–4.5



Sources: Hoover’s; Forbes.com; WetFeet analysis.



Recent Milestones 2003 Opens offices in Houston, Miami, Nagoya, Santiago, and Taipei. Hans-Paul Bürkner elected CEO, the first European to hold the post and fourth successor to founder Bruce Henderson. 2002 Ranks second (McKinsey is first) as the place future MBAs would most like to work, in Fortune’s annual poll of business school students.
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2001 Declared the best consulting firm to work for by Consulting Magazine. BCG consultant Jeanie Daniel Duck comes out with The Change Monster: The Human Forces that Fuel or Foil Corporate Transformation and Change, a bestseller.
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Insider Scoop Get Out of the Box You have to think on your own at this firm. “There is no set BCG approach to any problem,” says one insider. “If you’re the kind of person who needs a formula to fall back on, this is not the place for you.” Insiders say that BCG rigor comes from an insistence on developing original solutions to problems.



Always on the Go The consulting lifestyle is not for the faint of heart or body. “It would be ideal if I could do the same work and not travel,” says one consultant. Although BCG reportedly takes extra pains to see that its consultants don’t have to work on a succession of field projects, most people can still expect to be traveling a couple of days a week, on average.



The McKinsey Complex While insiders maintain there are a variety of reasons to choose BCG over McKinsey—more supportive people, an entrepreneurial working environment, and less conformity and arrogance—beware of thinly veiled jealousies. Almost every insider we spoke with mentioned McKinsey in some negative way, shape, or form. “It’s no secret here that McKinsey always makes the first move,” says one consultant. “People here are always complaining, saying, ‘Why are we always the second to change? Why do they have to initiate everything?’”



The Learning Curve Consulting attracts many people because of the constant intellectual challenge it provides, and BCG is certainly no exception. Insiders consistently mention the
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exciting mix of client work and the fast-paced academic environment. “The speed of learning is incredible,” says one insider. “You spend 6 months on a particular project, and you learn so much about the industry.”
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Getting Hired Having an intelligent and inspiring conversation with your interviewer is the way to go at BCG. “Focus on communicating your true personality in the interview, rather than guessing what the interviewer wants to hear,” says one insider. And, of course, be witty and clever and smart and well thought out and analytical and maybe even have some experience to match your Ivy League graduate degree. Got it? Good, then you’ll have a good shot at getting into BCG. Actually, only half of its hires are from Ivy League schools; all BCG hires have top-notch analytical skills. Although recruiting is coordinated via a centralized process, BCG offices hire separately to fill their own needs. Movement between offices is rare, so be sure to choose a place you can live with. For most offices, the firm puts entry-level consultant candidates through two rounds of interviews and undergrad analyst candidates through three. All interviews include case questions, so get ready to ace those suckers. The first round of interviews may take place in a hotel off campus. During the final round, BCG will fly you to the regional office at which you want to work, but don’t spend your bonus check yet. It’s not a guaranteed offer. An insider says that about a quarter of all interviewees make it to the second round and that about half of those get an offer. If BCG does not recruit directly from your university or program, apply directly online on the Careers@BCG pages of the website (www.bcg.com/careers/careers_splash.jsp).



Opportunities for Undergraduates Gaining admission to the associate pool at BCG is notoriously difficult, as most of the applicants have strong backgrounds and the number of openings is
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limited. BCG may have as many as 10,000 applicants for about 75 associate positions in North America. In 2004–05, BCG should hire 70 to 80 undergraduates in the United States. One factor to note: BCG likes to see clear evidence of quantitative capability—coursework in economics or engineering, for example,
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or summer experience that involved working with numbers. BCG has a summer associate program for undergraduates who have completed their junior year; the firm plans to hire 15 to 25 people for the program next year.



Opportunities for MBAs BCG will probably hire between 200 and 300 entry-level consultants in 2004–05 in the United States and Canada, up significantly from the previous recruiting season. Although it actively recruits at the top ten or so business schools, graduates from other programs are encouraged to apply. BCG usually brings on a large crop of first-year MBAs as summer consultants; it will probably hire 75 to 125 MBAs for the summer of 2005. Recruiters tell us that BCG has been among the more aggressive consulting firms in its efforts to hire non-MBA advanceddegree candidates. In recent years, 10 to 15 percent of graduate hires have been from PhD and JD programs. These applicants start at the same level as MBAs and receive additional business training within the company.



Opportunities for Midcareer Candidates Although BCG has no formal industry-recruiting program, the firm does hire a small number of midcareer candidates; lateral hires comprise less than 5 percent of total recruits. For associate positions, BCG welcomes applications from those without an MBA who have 1 or 2 years of relevant work experience, such as investment banking, venture capital, e-commerce, or consumer goods, and/or additional education other than an MBA, JD, or PhD.



Recruiting Contacts Visit the company website at www.bcg.com to find out how to submit your resume.



46



Capgemini The Firms



U.S. Headquarters: 5 Times Square New York, NY 10036 Phone: 917-934-8000 www.capgemini.com



Overview Capgemini, the largest supplier of information services in Europe, gained a stronger footing in the United States when it acquired the management consulting side of Ernst & Young in May 2000. The two organizations brought complementary strengths in information systems integration. The firm is now a powerhouse of management and IT consulting services, specializing in systems integration and technology development. According to one Capgemini recruiter, “Our vision is to be the global entrepreneurs of the connected economy.” The company implemented a reorganization known as LEAP in 2002, resulting in practice areas consisting of management consulting, outsourcing, technology, and local services, as well as national units. Its fourth practice, launched as Sogeti in January 2002, focuses on little jobs that the parent company might otherwise leave behind. Recent clients include Alcoa, Bank of America, Ford, and Sprint. The honeymoon for Cap Gemini and Ernst & Young was short-lived. The company has faced sagging revenue and headcount numbers even as the global economy has improved. The voluntary attrition rate was high in the wake of the merger, but stabilization after the merger and the down job market have
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lowered it. Recruiting picked up in 2004 as the company picked up approximately 125 undergraduates and a handful of MBAs. The company looks to do a similar level of recruiting in 2005.
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Key Numbers 1-Year Change (%)



12/03



12/02



Worldwide Revenue ($M)



7,222.4



7,386.0



–2.2



Worldwide Earnings ($M)



–247.3



–538.7



n/a



Number of Employees



49,805



52,683



–5.5



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 Wins 10-year, $3.2 billion consulting contract with energy company TXU Corp. Changes name to Capgemini from Cap Gemini Ernst & Young. Acquires consulting firm Transiciel for $430 million. 2002 Reorganizes under LEAP plan, dividing the company into four service lines and nine geographic regions.



Insider Scoop Fast Learners Insiders say there are many training options to increase employees’ competency and allow them to get a taste of industries and service lines. “I’ve gotten a lot of knowledge squeezed into a very short time frame,” says one insider. Not only do these professional development opportunities help consultants polish
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their consulting skills while at Capgemini, but they also make them highly marketable should they choose to leave the firm.



It’s a Jungle in There
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Many insiders say that they must make a constant effort to get on good projects and avoid getting placed on projects in which they have no interest or that won’t further their career goals. “The apparent lack of structure is difficult,” one insider says. “It’s a big firm, and if you are not proactive in finding work and networking, then it’s easy to become lost.” The economic slump made the scramble for projects even more frenzied. “The people who got laid off were the people who weren’t staffed on projects,” says one consultant. “Get staffed— that’s the word from day one.”



Getting Hired Capgemini wants to see that you can thrive amid the chaos typical of the consulting field and take the lead when nobody else does. It will use behavioral interviews to delve into your handling of past problems and see how good you are at learning on the fly. Recruiters may also use case questions for MBAs going into the strategy and transformation service line. Interviews are lumped into two to three rounds, with two to four interviews per round. Even for undergraduates the emphasis will be on experience, so be sure to stress your internships or leadership roles in campus organizations. Capgemini will hire 400 to 500 consulting professionals in the United States during the 2004–05 recruiting season. The firm plans to hire roughly 100 to 125 undergraduates, mostly with technical backgrounds, and 15 to 20 MBAs. The rest will come from the midcareer hiring pool. One recruiting insider characterizes the hiring numbers as “accurate to conservative” and noted that an economic upsurge would increase the need for people.
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Opportunities for Undergraduates Recruiters will visit 25 schools this year, and most of the students that the company hires will be technical or industry specialists. Once you join the company, promotions typically take place every 2 or 3 years, leading you up the ranks



The Firms



from staff consultant or business analyst through senior consultant, manager, senior manager, and eventually to the coveted VP status. In truth, few undergrads stay around long enough to see that happen; after 2 or 3 years, most undergraduates go on to business school or careers in industry.



Opportunities for MBAs Capgemini estimates that it will hire a limited number of MBAs in 2005. Recruiters favor candidates with undergraduate degrees in accounting, engineering, finance, and information systems and at least 3 years of work experience. Industry expertise in fields such as accounting, banking, consulting, health care, information systems, insurance, manufacturing, and retail—particularly in operational roles—is a big plus.



Opportunities for Midcareer Candidates Capgemini hires many more experienced candidates than student candidates. Recruiting takes place all year and varies according to local and regional needs. Typically, successful midcareer and alumni applicants have 5 to 10 years of industry or consulting experience under their belts. After you submit your resume online at the company website, it will be routed to the appropriate recruiter.



Recruiting Contacts Visit the company website at www.capgemini.com to find out how to submit your resume.
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CGI Group The Firms



600 Federal Street Andover, MA 01810 Phone: 978-946-3000 www.cgi.com



Overview American Management Systems, a big fish in the tank of government contracting, found itself swallowed by a larger fish in 2004, Canada’s CGI Group (ticker symbol: GIB). Conseillers en Gestion et Informatique is Canada’s leading IT services firm, a position it came to largely through acquisitions. In addition to acquiring AMS in 2004, it gobbled up Cognicase, Underwriters Adjustment Bureau Ltd., and Cornerstone Project Management Group in 2003. Founded in 1976 by Serge Godin, CGI started out providing a wide range of services, from facilities management for oil companies to inmate tracking software for federal prisons. The company executed its first acquisition back in 1986 when it acquired BST group. CGI expanded into military contracting in 1988, then looked toward the south for growth in 1991, taking over Software Professionals. The next dozen years was a series of acquisitions, culminating in the conquest of AMS. CGI’s business includes consulting, systems integration, and outsourcing in the financial services, government, manufacturing, and telecommunications industries. The company’s marquee clients include Pitney Bowes, Allianze, Fingerhut, Bell Canada, and Air Canada. BCE, Bell Canada’s parent company, owns 30 percent of the company.
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Most of the company’s opportunities in the United States are with CGI-AMS, the erstwhile American Management Systems. The vast majority of AMS’s business comes from government contracts, so get ready to deal with bureaucracy. For job seekers, this is something of a double curse; in recent years, AMS
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has withered as a force in the systems integration world. It dropped nearly onethird of its employees from its peak of 9,000 employees in 1999 until it was acquired in 2004. The firm slowed investment in new talent, reducing the number of recent college graduates as a percentage of new hires from 50 percent to 25 percent. AMS was not a happy place. Add to this the turmoil of being a recently acquired company. While the company plans on a full college recruiting schedule in 2004–05, it has not yet established its hiring targets.







Key Numbers 3/04 Qtr.



12/03



12/02



1-Year Change (%)



Worldwide Revenue ($M)



553.3



2,013.7



1,366.9



47.3



Worldwide Earnings ($M)



39.3



131.4



85.6



53.5



n/a



20,000



14,600



37.0



Number of Employees



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 Acquires American Management Systems. 2003 Acquires Cognicase, Underwriters Adjustment Bureau Ltd., and Cornerstone Project Management Group. 2002 Acquisitions include Myriap, the retail division of Netplex Systems, Stewart and Stewart Consulting, and INSPire Insurance Solutions.
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Insider Scoop Safety First Given that many of its projects involve government agencies responsible for
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managing sensitive or even top-secret information, CGI-AMS has created an inhouse corporate security office. “We implemented a background check 6 months ago, and I am sure it is a post-9/11 response that our government clients appreciate,” says one insider. The background check occurs during the recruiting process; they check things like resume scandals and criminal backgrounds.



Reap What You Sow CGI-AMS employs a loose management structure with no set career path for its employees. This lack of structure benefits aggressive people who like to blaze their own trails, insiders say. However, those who prefer the more straightforward chain of command found at larger consulting firms may want to work elsewhere.



Tighten Your Belt CGI-AMS has adopted a more bottom-line approach with its employees during the tough economic climate of the last few years. Expenses are closely watched, and perks are kept to a minimum. “The financial perks were never good, and now they have an excuse to keep it that way,” says one insider. Others are more understanding of the situation. “I wasn’t here for the perks anyway,” says a consultant. “I like the people I work with, and this is just one of the things we have to deal with to keep it all together.”



Getting Hired CGI-AMS hopes to bring on 100 to 150 undergraduates through its college recruiting program in the 2004–05 season. “Hiring this year will have to factor



53



in the acquisition,” says an insider. Because of the acquisition, it’s more important than ever to do your homework on the company. “More and more, people are not researching companies before making employment inquiries,” says one insider. “If I am at a career fair and a potential recruit asks me what CGI-AMS
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does, it looks really bad.” The summer associate program remains a good way to get your foot in the door, as 80 percent of the interns receive full-time job offers. Knowing someone who works for AMS can help your chances of getting hired, since the company places a lot of emphasis on its employee-referral program.



Opportunities for Undergraduates The firm visits several campuses a year, meeting students at career fairs and collecting resumes through the campus career center. The firm’s early estimates make room for 100 to 150 undergraduate hires in 2004, 75 percent of which will be technical. After screening the resumes, the firm schedules on-campus interview days, where a recruiter might host 12 to 15 interviews. If the interview goes well, the recruit is invited to the office to participate in three to five more interviews; then a decision is made. Many undergraduates participate in the tuition-reimbursement program, where the firm pays all tuition costs. The employee is expected to work full-time and go to school part-time. Says one insider, “We don’t give people 2 years to go back to school. It’s difficult to participate in the program, but some people pull it off.” Maintaining a full-time consulting gig while going to graduate school proves difficult for some.



Opportunities for MBAs MBAs with industry experience will find some opportunity at CGI-AMS. If you can jump in without requiring too much guidance, then you are the candidate the firm is looking for. The process for MBAs is the same as the one for undergraduates. Check with your school’s career center to find out when the
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firm will visit your campus. Or check the company website for its campus visitation schedule and current job listings.



Opportunities for Midcareer Candidates
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Unlike most other consulting firms, CGI-AMS has placed a priority on hiring experienced professionals. The company has a strong employee-referral program, which is the firm’s preferred form of midcareer recruiting; on average, the firm finds 35 percent of its lateral hires through referrals. The next best way to get in is by visiting the company website, where job listings are updated frequently. Finally, the firm sometimes uses search organizations, although for only very specialized positions.



Recruiting Contacts Visit the company website at www.cgi.com to find out how to submit your resume.
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Computer Sciences Corporation The Firms



2100 E. Grand Avenue El Segundo, CA 90245 Phone: 310-615-0311 www.csc.com



Overview With approximately 90,000 employees in more than 70 countries, Computer Sciences Corporation ranks, along with IBM and EDS, as one of the world’s leading IT service firms. The company has four broad service lines: global outsourcing, global systems integration and consulting, federal sector outsourcing, and federal sector systems integration and consulting—which contribute 42 percent, 17 percent, 3 percent, and 38 percent to total revenue, respectively. CSC is a major defense and federal government contractor; one quarter of its revenue comes from defense department contracts and another 16 percent comes from work with civil agencies. Of the company’s 59 percent of revenue that comes from commercial business, 24 percent comes from work within the United States, 27 percent from Europe, and 8 percent from other international sources. The company increased its stake in government work with the acquisition of the $2.3 billion (revenue) DynCorp. This entrenchment in government work has been fortuitous as government contracts are becoming a major source of revenue for consulting firms in the security-conscious first half of the decade. Some of the contracts that the company landed in 2004 include a $1.75 billion deal with the State Department, a $1.6 billion outsourcing agreement with Sears, a $525 million deal with the U.S. Strategic Command, and a $600 million outsourcing agreement with Aon. The company’s non-government clients include Aon, Zurich Financial, Sears, Boeing, and Bombardier.
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Key Numbers 1-Year Change (%)



3/03



Worldwide Revenue ($M)



14,767.6



11,346.5



30.2



Worldwide Earnings ($M)



519.4



440.2



18



90,000



90,000



0



Number of Employees
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3/04



Sources: Hoover’s; CSC press release; WetFeet analysis.



Recent Milestones 2004 Wins $1.6 billion outsourcing contract with Sears. 2003 Signs 10-year, $2.4 billion contract to provide IT services to U.K.-based Royal Mail. Dyncorp forms joint venture with Boeing to provide IT support to U.S. military. Purchases DynCorp, a $2.3 billion (revenue) provider of IT services to the federal government.



Insider Scoop Big Bureaucracy If you work at CSC, you better not mind dealing with the bureaucracy of a large company. With its constant growth through acquisition, the firm is getting larger all the time. Says one insider, “It’s easy to get lost between all of the levels.” On the upside, the firm offers a certain amount of security. Through all of the levels of this big bureaucracy, you’ll be able to find your place and stay.
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Different Strokes Insiders refer to CSC as a “collection of small companies.” You might also say it’s a “collection of small cultures.” “It’s hard to pinpoint our culture,” says one insider. “It’s different from office to office, region to region, and country to
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country.” Some offices require a suit and tie, while others tolerate khakis.



It’s the People Insiders rave about the caliber of people with whom they work. “People are highly intelligent and highly motivated,” says one insider. Management also receives high marks. “The management team is amazing,” says one insider. “They are responsive and dedicated. They really care about the employees.” Insiders report that management does a good job navigating team members through the large organization. One insider says, “This is a place where the leadership actually leads.”



Getting Hired As a forward-looking technology company, CSC has turned to the Web to meet its broad and complex hiring needs. Candidates can browse job openings and sign up to receive job alerts. To increase your chances of getting hired, brush up on your people skills. “Communications skills are important here,” says one recruiter. “That’s because of CSC’s client focus—you have to be able to communicate effectively with both our internal and external clients.” To find out when CSC will be interviewing on your campus, check with your college placement office; CSC’s career site also highlights the career events that the company plans to attend. Although it doesn’t disclose its hiring forecasts, CSC does hire primarily experienced candidates for its consulting group.
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Opportunities for Undergraduates Undergraduates will find a range of entry-level opportunities across CSC. Says a recent college recruit, “Unlike smaller, more specialized corporations, CSC offers the freedom to explore different technologies and the mobility to move
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from one role to another.” Although you may need to have explored a little before joining the company: CSC looks for experience and technical skills in its undergraduate recruits. Once you get in, CSC offers a wide range of training and professional development.



Opportunities for MBAs MBA recruitment is very selective at CSC, but in exchange the firm offers its MBAs high-profile positions. “Once selected at this level, you get the chance to work closely with top executives,” says a recruiter. MBA opportunities are listed on the firm’s career website.



Opportunities for Midcareer Candidates The midcareer level is CSC’s strong suit, the broadest range of openings are for experienced hires. Again, remember to check the company’s site frequently for openings.



Recruiting Contacts Visit http://careers.csc.com to find out how to submit your resume.
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The Corporate Executive Board The Firms



2000 Pennsylvania Avenue, NW Washington, DC 20006 Phone: 202-777-5000 www.executiveboard.com



Overview A publicly traded consulting and research firm, the Corporate Executive Board (ticker symbol: EXBD) provides “best practices” research to businesses and their top executives on a subscription basis. Members, including more than 2,100 Fortune 500 firms and other large corporations worldwide, pay a yearly $35,000 fee for CEB’s library of 275,000 research reports. Research is centered on the management strategies of companies and the trends affecting specific industries. Reports are then available to employees of member organizations. For instance, an operations director could log on to find what problems arise from a major systems integration project and view possible solutions to the problem, or a PR director could view reports on how a scandal affects an organization and detailed ways of dealing with those repercussions. Begun in 1993 as part of the Advisory Board Company, CEB spun off in 1997 and has recently started building a traditional management consulting team. This new arm of the firm advises member companies on how to improve their businesses by putting CEB research findings into practice. “We are a small yet growing part of the practice,” says a consultant who works in the new division. “We are already really, really busy.”
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Like its cousin the Advisory Board, the Corporate Executive Board continues to chalk up stellar growth numbers. Insiders speculate that a reason for the firm’s healthy balance sheet may be its strategy of charging firms an annual fee rather than working on a project basis, like other consulting firms do. This one-
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time fee creates a predictable cost structure for clients and a stable revenue stream for CEB. Whatever the reason, CEB is in growth mode. Membership is up, and the company is hiring at all levels.







Key Numbers 6/04 Qtr.



12/03



12/02



1-Year Change (%)



Worldwide Revenue ($M)



67.2



210.2



162.4



29.4



Worldwide Earnings ($M)



12.7



35.7



29.6



20.6



n/a



1,222



997



22.6



Number of Employees



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 Increases European focus by naming ex-McKinsey Partner Eric Beinhocker as Executive Director of Europe. Declares quarterly cash dividend of $0.075 per share. 2002 Selected as one of Fortune’s fastest-growing companies in America. Consulting unit launched.



Insider Scoop Not Your Father’s Consulting Firm Typical consulting drawbacks—endless travel and mobile living—do not apply at CEB. The firm’s consultants travel only 10 to 20 percent of the time, and
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most of their work is based out of the D.C. office. “They are innovating consulting and making it fun,” says one insider. “And for someone like me who’s been around consulting for a while, this is really exciting.” CEB consultants get to use their brains to implement complex ideas, but they do not have to spend 16
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hours a day doing it.



Casual Every Day Because of its emphasis on research over traditional hands-on consulting, not a lot of clients roll through the D.C. office. Consequently, blue jeans and T-shirts can be found any day of the week. But CEB people know when they have to step it up. “When we visit client sites, we dress very professionally,” says one insider—so you might need a suit or two.



Work Hard, Play Hard Videogames and pool tables can be found in the CEB offices, but employees tend to save their quarters for the end of the workday. Although employees like to have fun, they take their jobs very seriously. “We are a young company with young people,” says one insider. “We definitely live the work-hard, play-hard lifestyle.”



D.C.-Centric Be ready to live in the nation’s capital if you want to work at CEB. Practically the entire company works in the D.C. office, though there’s also a small London outpost. “Very few people work remotely,” says an insider. “It’s just not an option.”



Getting Hired Recruiters say getting hired at CEB comes down to three key attributes: Candidates must have strong analytical and intellectual abilities. They should have good communication skills, both oral and written. And recruits must be
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“service-oriented.” This skill set, combined with the proper experience and educational background, can lead to a long and happy career with the firm, insiders say. Currently, CEB is hiring aggressively at all levels. College grads, MBAs, and
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experienced hires can apply for positions in the research, member education, and marketing departments. When applying, keep in mind that the person who interviews you will decide what you do for the company. Of course, you have an opportunity to show where you would best fit. “Although a candidate should have a good idea about what he or she wants, we pretty much determine where the recruit is best suited,” says one insider. But once in, it’s relatively easy to move around.



Opportunities for Undergraduates Undergraduates enter the firm through the research, sales, or member-services group. They can determine their own career path and move between departments until they find a fit. Insiders report that people burn out quickly in these entrylevel research positions. Within a year, most either advance out of research or leave the company; happily more people advance than leave. College grads tend to explore graduate school opportunities after a few years with the firm, although advanced degrees are not required to move up in the company. The interviews include the typical case/fit questions, and the first round is on campus. The company lists schools from which it recruits, which include Southeast, MidAtlantic, and Ivy League schools, on its website.



Opportunities for MBAs MBAs enter the firm at a higher level than undergraduates do, as research consultants or marketers. The interview process is similar to that of an undergraduate’s, with a little more focus on the candidate’s area of interest within the firm. The company recruits from top regional schools and top-ten programs. Additionally, it takes submissions directly from its website.
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Opportunities for Midcareer Candidates Midcareer hires enter the firm at all levels, although they usually take senior positions. CEB utilizes several recruiting methods to find experienced hires, including headhunters, job sites, its website, and employee referrals. The inter-
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view process for midcareer hires is more extensive than for undergrads and MBAs, since the roles they generally fill are higher up in the organization.



Recruiting Contacts Visit the company website at www.executiveboard.com to find out how to submit your resume.
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Deloitte Consulting The Firms



1633 Broadway, 35th Floor New York, NY 10019 Phone: 212-492-4500 www.deloitte.com



Overview After having flirted with separation from parent company Deloitte Touche Tohmatsu and briefly changing its name to Braxton in 2002, Deloitte Consulting decided that the economic climate wasn’t quite right for leaving the nest, reverted back to “Deloitte,” and retained its relationship with the accounting giant in March 2003. Since then, Deloitte has roared back on the scene as one of the world’s largest consulting firms. With 12,000 consultants in 30 countries, Deloitte has served more than one-third of the Fortune Global 500. Deloitte offers its clients a selection of service lines that include strategy, operations, human capital management, outsourcing, and technology services. It focuses on seven industries: consumer businesses, communications, energy, financial services, health care, manufacturing, and public sector. Clients include heavyweights like Chevron Texaco, Kaiser Permanente, Novartis, Boeing, and Vodafone. Deloitte’s reorganization back into the parent firm in 2003 left it somewhat unprepared for the 2003–04 recruiting season. But recruiters say that 2005 is looking much better: The firm expects to hire 2,600 new employees. Says one recruiter, “Our turnover is consistent with years past and is within industry standards, and our people are busy. We need more resources.”
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Key Numbers 1-Year Change (%)



5/03



5/02



Worldwide Revenue ($M)



3,245.0



3,150.0



3.0



Number of Employees



12,000



12,000



0



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 Ranks 11th on Fortune’s “50 Most Desirable Companies for MBAs,” up from its place at number 40 the year before. Deloitte consultants are named among the 25 most influential in the industry by Consulting Magazine. 2003 Changess name back to Deloitte Consulting and relinquishes spin-off plan from Deloitte Touche Tohmatsu.



Insider Scoop Get a Life Despite the business Deloitte is in, the workload is much more manageable than at some other consulting firms. The company follows a 3-4-5 policy— consultants typically spend three nights each week away from home, four days with the client, and the fifth day at home—at least 70 percent of the time. There’s little emphasis on face time, and managers are generally flexible about outside commitments, within limits. “Personal needs don’t always win out, but they do take them seriously,” one insider says. Which isn’t to say that life is easy when a big project is underway. “I’m not going to paint a rosy picture: The work is tough. Sometimes you’re working from 7:30 a.m. to midnight,” says an insider.
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Titles Shmitles From business cards that don’t carry titles to project meetings where it’s hard to tell the analyst from the manager, Deloitte cares little for hierarchy. Instead, the organization rewards proven performance with greater responsibility. “It’s an



The Firms



entrepreneurial atmosphere—you can send a sharp analyst to talk to the client,” says one insider. “I’ve operated above my level more often than not,” says another. This is particularly true if you’re staffed on a long-term project.



Long-Distance Lifestyle If you don’t like long-distance pillow talk, start checking out another profession. One insider explains the equation: Operations plus implementation equals your very own parking sticker at the client site. “It’s a big switch from working at a regular company,” says one insider, “but that’s the point of consulting.” You’ll spend the lion’s share of your time at the client site—a major disruption to your lifestyle if the job is out of town.



Getting Hired Check your ego at the door. Although Deloitte naturally seeks logical, insightful types with sound judgment, poise, self-confidence, persuasiveness, and analytical ability, its recruiters make a point of finding people who match the company’s down-to-earth culture. “If you’re haughty or arrogant, don’t bother,” says one insider. “They’ll find out sooner or later.” To get an interview, either contact your campus recruiter directly or check with your career services center. Expect the selection process to take one to two rounds, with one to two interviews in each round. Deloitte lays out a reasonably clear career path all the way up to that brass ring known as partnership. The notion of up or out isn’t unheard of, but it’s a rarity that people stay frozen at one level, say insiders. Undergrads enter as business analysts or systems analysts, MPAs/MPHs as consultants, and MBAs as senior consultants.
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Opportunities for Undergraduates A strong GPA, though important, is measured against intelligence, poise, business savvy, relevant experience, and internships. Recruiters like well-rounded, selfmotivated types with communication and leadership skills. All majors—ranging
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from economics and business to liberal arts—have a shot at business analyst positions. For systems analyst positions, engineering, mathematics, and computerscience majors have a leg up, with techie novices often viewed as requiring a great deal of catch-up.



Opportunities for MBAs Although the on-campus recruiting process is the best way to get on the interview list, company recruiters say they’re willing to interview any motivated, qualified applicant. Unlike other big firms that base interviews on resume screening, Deloitte is more interested in what you show in person. “Team”—as in team player—is the magic word. Professionalism, flexibility, and humor go a long way. Expect a mix of behavioral and case questions that’ll probe your analytical strengths and work accomplishments and determine your ability to fit in.



Opportunities for Midcareer Candidates Deloitte is always looking for people with real-world (i.e., nonconsulting) experience. Although MBA programs are the primary source of general management consultants, many mid-level to senior practitioners come from industry. Experienced-hire recruiting is done first on a regional basis, then on a more detailed industry level. “Experienced hires must have very well-defined experience in our service line,” says one recruiter.



Recruiting Contacts Visit the company website at www.deloitte.com to find out how to submit your resume.
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DiamondCluster International, Inc. The Firms



John Hancock Center 875 North Michigan Avenue Suite 3000 Chicago, IL 60611 Phone: 312-255-5000 www.diamondcluster.com



Overview A relative newcomer to the consulting world and something of a holdover from the dot-com era, DiamondCluster International (ticker symbol: DPTI) was formed after the 2000 merger of e-business specialist Diamond Technology Partners and the European wireless consultant Cluster Consulting. The firm operates with a belief that everything that can be wireless and mobile will be. It works with companies to help them effectively deploy emerging and disruptive technologies. The firm caters to the health care, telecommunications, energy, and financial services industries. Its clients include blue-chip names like Ericsson, Deere & Company, and Broadwing, as well as a number of smaller concerns. Though the company’s fortunes continued to plummet longer than those of most other consulting firms, it did, finally, see an increase in revenue in 2003.
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Key Numbers 1-Year Change (%)



3/04



3/03



Worldwide Revenue ($M)



177.1



152



16.3



Worldwide Earnings ($M)



–5.4



–360.1



n/a



Number of Employees



652



735



–11.3



Sources: Hoover’s, Form 10-k, WetFeet analysis.



Recent Milestones 2004 Company services 110 clients during the fiscal year, down from 140 the previous year. 2002 DiamondCluster partner Tim Rohner and Heidi Mason publish The Venture Imperative (HBS Press). 2001 Partnerships with Intel, Osage, Verity, Digex, and Calico. 2000 Acquires Cluster Consulting to form DiamondCluster International. First-year revenue exceeds $135 million. Annual revenue growth rate is well over 60 percent.



Insider Scoop A Virtual Firm Headquartered in Chicago, and with a small presence in New York, San Francisco, and Boston, DCI is really a virtual corporation. The firm’s consultants spend relatively little time at the office. Instead, they are on the road or working at home. Some employees love the freedom afforded by this arrangement. They can live in Florida, fly to the client site for four days, and never come to a DCI office. Others complain about feeling too isolated from their fellow colleagues.
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“The set-up is good and bad,” says one insider. “You can live wherever you want, but you don’t feel connected with the company.”



Long-Distance Relationships
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One challenging aspect of working for a virtual firm is that there isn’t necessarily someone around when you want to hit the town after work. Because the nearest employee may be miles—or even a time zone—away, DCI insiders stress that you have to be able to create your own after-hours community. That said, many rave about how friendly the people are at the firm. “There is a certain type of person who is attracted to the virtual firm model,” says one insider. “We are up for anything and like to hang out.”



Change Is a Constant One thing you can count on is that very little about DCI stays the same for very long. As a young and growing firm, DCI is still developing its identity. Jobs change. Clients grow. Strategies evolve. Prospective employees should be comfortable with a certain amount of turmoil. Says one insider, “People who need predictability don’t make it here.”



Getting Hired DiamondCluster looks for highly motivated employees who have a zest for helping organizations implement growth strategies, improve operations, and capitalize on technology. In addition to presenting good academic and professional credentials, job candidates should demonstrate that they think like a businessperson. That means being a self-starter and, above all, staying flexible in the face of constant change. “DiamondCluster will turn away people with high IQs if it thinks they will not be a fit,” says an insider. “Being easygoing is a requirement.” Once in the door,
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employees have a clear career path that proceeds from analyst to associate to senior associate to manager to principal to partner. “People spend most of their time at Diamond somewhere in the middle,” says one insider. “Our organization is shaped like a diamond; there are a lot of senior associates, managers, and
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principals.” The company maintains a cautious outlook for recruiting for 2005. Though the company’s revenue is up, it hasn’t gotten the full effect of the recovery that has been felt at other firms. It will be looking for MBAs, undergraduates, and summer consultants to meet the staffing needs of the practice. Since the company prefers to promote from within, experienced hires may find it tough to break in. This is not to say that DCI shuns experienced professionals. It just means they will have to work hard to get noticed.



Opportunities for Undergraduates Undergrads are hired at the analyst level. There are two on-campus interviews, followed by three final round interviews, two case studies, and one behavioral interview. Unlike other positions in the firm, analysts are expected to live near the Chicago office for the first 2 years of employment. Some undergraduates leave DCI after a few years for business school.



Opportunities for MBAs MBAs are hired at the senior associate level. The interview process includes two on-campus interviews. The final round consists of three interviews that include two case interviews and one behavioral. MBAs are not expected to relocate.



Opportunities for Midcareer Candidates Midcareer recruits enter the firm anywhere between analyst and principal depending on level of experience and background. The firm relies on its employee-referral program to find these senior hires, although this is not the
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only way to get your foot in the door. DCI regularly updates the career section of its website, posts listings on job boards, and occasionally uses professional search firms.
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Recruiting Contacts Visit the company website at www.diamondcluster.com/careers to find out how to submit your resume.
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Electronic Data Systems Corporation 5400 Legacy Drive Plano, TX 75024 Phone: 972-604-6000 www.eds.com



Overview You might know Electronic Data Systems (ticker symbol: EDS) as the computerconsulting firm that made one-time presidential candidate Ross Perot a billionaire. It has grown to become number two in the systems integration field, after IBM. The firm attempts to solve corporate America’s all-consuming task of getting computers to talk to each other and has found customer loyalty in companies such as Chevron Texaco and Bell South. EDS also has a loyal customer in General Motors, its parent company from 1984 to 1996. Despite EDS’s independence, GM still accounts for 15 percent of its sales. The company strengthened its Internet capabilities when it acquired Marc Andreessen’s hosting services company Opsware (formerly called Loudcloud) in August 2002. While the company’s blue-chip clients include Chevron Texaco, the U.S. Navy, and BellSouth, it hasn’t gotten the boost out of the economic recovery that most other firms have had. Part of this is due to its position in the outsourcing arena. As it had entrenched outsourcing operations, lower cost outsourcing operations sprang up across the globe. EDS has responded by increasing overseas personnel from 9,000 in 2003 to more than 20,000 by the end of 2004 in places like India and China.
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Key Numbers 1-Year Change (%)



12/03



12/02



Worldwide Revenue ($M)



5,198.0



21,476.0



21,502.0



–0.1



Worldwide Earnings ($M)



–12



–1,698.0



1,116.0



n/a



n/a



132,000



137,000



–3.6



Number of Employees
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3/04 Qtr.



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 Announces workforce cut of 5,200 over the course of the year. 2003 Sells Credit Union Industry Group to Fiserv for $218 million. 2002 Acquires Opsware, the erstwhile Internet darling Loudcloud. Sells Consumer Network Services division to Fiserv for $323 million.



Insider Scoop Little Fish in a Big Fish Tank You definitely get the big-company vibe when you work at EDS. “It is a bureaucracy,” says one insider. “There are a lot of levels and most of us have no clue where we fit in.” With that said, many people take comfort in being part of a large corporation. “EDS is a stable company and has remained stable through these hard economic times,” says one insider. “Employees trust that.”



EDS University Plug in your laptop and put on your thinking cap. The firm has an excellent training program, with 85 percent of the training done online. The firm offers
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several courses, all of which are free as long as you have Internet access. “It’s really helpful to me when I am traveling,” says one insider. “I can continue to work while taking courses that will help me advance in my career.”
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The Long Haul You better like your projects at EDS because you’ll likely be working on them for a while. Assignments can last from 5 to 10 years, and employees are expected to “become one with the client” for the duration of the project. “When someone walks onto our client site,” says one insider, “they shouldn’t be able to tell the difference between the EDS employee and the client.”



Commuting Not Recommended EDS tries to hire consultants based where the clients are located. The idea is to cut down on travel time. “Some firms will have you away from your home Monday through Friday for years of your career,” says one insider. “EDS makes every effort to ensure that this does not happen to us.” Besides matching consultant to client geography, EDS has several work/life balance initiatives, and it encourages employees to take advantage of them. For example, consultants can work four 10-hour days, taking the fifth day off, or they can work nine 9-hour days, taking the tenth day off.



Getting Hired Flexible individuals who can easily articulate their career aspirations will fare well during the EDS interview process. The firm wants people who are well versed in company methodology and who have a complete understanding of the position they are applying for. The company is large and complex, and specific business units and managers have great leeway in their interview styles. Insiders suggest getting to understand the approach taken by the hiring manager before going into interviews. The interview process is constant throughout the
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firm: After recruiters screen resumes, set up interviews, conduct phone interviews, and forward candidates to the appropriate department, candidates then go through an interview round with a manager and that manager’s group. Check with your recruiter to get an idea of what this round will be like for the group
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you are looking at. Hiring will be slow, again, in 2005. EDS is hiring on an as-needed basis, filling positions as they become available. The best way to find out about career opportunities is to check the careers section of the company website, where you will also find the campus recruiting schedule. Knowing someone at the firm doesn’t hurt, and in this economic climate, it might even be necessary.



Opportunities for Undergraduates The firm looks for candidates who can bring skills and experience to the table. A big brain is one thing, but recruiters say what they really want is a candidate who can add value to the client from the start. EDS hires interns into its summer program and hires co-ops for a semester at a time. These are excellent ways to get your foot in the door, and maybe even receive a full-time job offer. That said, insiders say that midcareer candidates are slowly taking over the hiring pool. “The economy has forced us to alter some of our recruiting practices,” says one insider. “We have scaled back our campus recruiting program.”



Opportunities for MBAs When asked about what kind of MBA candidates they are looking for, EDS recruiters issue the refrain: people with relevant work experience and skills that can add value to clients from the start. “We have a diverse group with diverse educational backgrounds,” says one insider. Check the company website for job openings that might match your background.
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Opportunities for Midcareer Candidates The firm is increasingly interested in midcareer candidates and is finding them; the slack economy helps redistribute talent. EDS wants educated, goal-oriented
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people on staff.



Recruiting Contacts Visit the company website at www.eds.com to find out how to submit your resume.
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Gartner, Inc. The Firms



56 Top Gallant Road Stamford, CT 06904 Phone: 203-964-0096 www.gartner.com



Overview Gartner (ticker symbol: IT) is a research and advisory firm specializing in helping clients with hardware and software purchasing, communications, and other IT-related decisions and implementations. The firm has four main units: Gartner Measurements advises on IT product purchases; GartnerAdvisory lends support through technology reports and research on market trends; Gartner Consulting focuses on project-management consulting; Gartner Community provides a forum for bringing together technology professionals and business executives through best practice groups and executive forums and includes the highly exclusive group, The Research Board. The firm acquired Solista Global in 2000 and achieved revenue totaling $952 million in 2001. Clients include Boeing, Microsoft, Pegasystems, and Toshiba. Silver Lake Partners, which had acquired $300 million of the firm’s debt in 2000, converted its holdings to stock in 2003 and subsequently ended up owning 35 percent of the firm. Gartner intends to pursue recruits based on need, but the need for 2004 has yet to be determined. One thing is for certain: Campus recruiting will be very, very limited. Current open positions call for experienced professionals.
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Key Numbers 1-Year Change (%)



3/04 Qtr.



9/03



9/02



Worldwide Revenue ($M)



208.7



858.4



907.2



–5.4



Worldwide Earnings ($M)



0.5



23.7



48.6



–51.2



Number of Employees



n/a



3,729



4,039



–7.7



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 Former ADP executive Gene Hall takes on the post of CEO. 2003 Silver Lake Partners converts its debt holdings in Gartner to equity. 2002 Purchases remaining interest of People3, an IT human capital venture it started in 1998. 2001 Sells IT Web community TechRepublic to CNET Networks. Receives $300 million from venture capital firm Silver Lake Partners.



Insider Scoop I Gotta Wear Shades The future seems bright for a Gartner-ite. With acquisitions as an identifying and important part of the Gartner identity, many insiders report that this growth will only enhance their future with the firm. “New partnerships create new opportunities,” says one insider. Since the company went public in 1993, it has made more than 30 acquisitions and investments. This is a good place for people who like the change and opportunity that accompanies growth.
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No Water Coolers Here Although culture varies from office to office, many insiders say that Gartner lacks the social climate that many other firms have. “There is no water cooler where we can gather and chat,” says one insider. With this in mind, insiders also
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say that their coworkers are professional, smart, and humorous. They just don’t take these attributes to after-work social events. According to insiders, people at Gartner have lives outside of work.



Crossed Wires Insiders say that access to current company information is limited. “Information takes a long time to trickle down,” says one insider. “And sometimes it’s outdated by the time it hits bottom.” Opportunities for job advancement might pass you up if you do not pay close attention.



Getting Hired Gartner is very specific about what it wants from recruits. It looks for candidates with perfect presentation skills, excellent written and verbal abilities, and, preferably, some business development experience. “We want consultants who understand the value of creating new business,” says one insider. The hiring process usually involves four rounds of interviews, the first one over the phone. In the following three rounds, you can count on case study and behavioral questions, as well as inquiries into your business development experience. Depending on your experience, you can enter the company at any stage of your career. Gartner’s formal career ladder looks like this: consultant, senior consultant, associate, director, vice president, and senior vice president. Gartner will continue filling positions as they open. The firm does not have a formal campus-recruiting program, and besides, very little opportunity exists for entry-level candidates. “Almost all of our hiring is midcareer,” says one
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insider. The best way to get your foot in the door is to know an insider. The firm posts positions on its website and makes it a rule to acknowledge all inquiries within 24 hours. Occasionally the firm posts on external websites, and in rare
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circumstances, it will outsource.



Opportunities for Undergraduates Undergrads will find little opportunity at Gartner. “We maybe visit one or two campuses a year to fill the few entry-level positions we have,” says one insider. If you really want to work for Gartner, perfect your presentation skills, get some experience under your belt, and start hanging out with Gartner employees. Your other alternative is to compete online with everyone else.



Opportunities for MBAs Gartner recruits MBAs at colleges and universities. Hopefully you’ll have some experience to supplement your education, and therefore, be a bit more competitive. People with sales and business development backgrounds will find that their resumes get extra consideration—as opposed to the MBA who is fresh from school with no experience.



Opportunities for Midcareer Candidates Midcareer hires will find more opportunities than recent graduates. “We want people who know what they are doing,” says one insider. “We want people with a process behind them.” The firm hires at all levels, and some insiders say that getting in is the hard part, but once you’re in, you can move around. Check out the career opportunities section of its website to find out which locations are hiring.



Recruiting Contacts Visit the company website at www.gartner.com to find out how to submit your resume.
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IBM Global Services The Firms



New Orchard Road Armonk, NY 10504 Phone: 914-499-1900 www.ibm.com/services



Overview IBM (ticker symbol: IBM) may be better known for its computer hardware, but Big Blue’s largest division is Global Services, which competes with the likes of Accenture and CSC. Global Services accounts for about 40 percent of company sales and has become a consulting powerhouse with the acquisition of PricewaterhouseCoopers Consulting. Originally, IBM ran a consulting unit under the name IBM Consulting; but in 2000, it merged that group with its systems integration group to provide end-to-end business solutions. IBM Global Services works with companies large and small throughout the world and offers e-business services, IT work, and even strategy. Its specialty, however, is systems integration. Recent clients have included Chevron Texaco, Deutsche Bank, Bridgestone/ Firestone, Delta Airlines, and the State of California. Global Services is IBM’s fastest growing business—one of the reasons Cisco, Microsoft, Novell, and HP have all made noise about getting into the services game in a bigger way. Big Blue’s size and reputation have remained steadfast, despite the economic hard times of the past few years. “We are a stable company,” says one insider. “And that is what attracts companies to our services.” There has actually been an increased demand for IBM services, and the firm’s position in the consulting world has never been stronger. But this is not to say that IBM has been immune
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to the downturn. With the recent acquisition of PwC Consulting, the firm has had to shed more than a few consultants. “People are not that surprised by this announcement,” says one insider. “It’s just the way these things go.”
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IBM has been on the forefront of innovation in terms of deploying its human capital in recent years. Long known for harboring its share of technical and science geniuses in its research centers, IBM has started to farm these resources, also known as smart people, out to its clients as part of its global services offering. Much press has been made of the scientists who have been sent out to clients to solve complex problems or create brilliant software solutions.







Key Numbers 12/03



12/02



1-Year Change (%)



Worldwide Revenue ($M)



42,635



36,630



17.3



Worldwide Earnings ($M)



17.3



n/a



n/a



180,000



n/a



n/a



Number of Employees



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 Inks $1.4 billion outsourcing deal with Dow Chemical, supplanting EDS as IT services vendor to the company. 2003 IBM becomes preferred consulting services provider to Chevron Texaco. 2002 Launches Demand Innovation Services, a services unit that makes IBM Research resources available to consulting clients. Acquires the consulting arm of PricewaterhouseCoopers. Wins the Management Consulting Association’s Best Management Practice Award for IT. Partners with Nextel to develop, market, and install mobile e-business solutions to U.S. customers.
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Insider Scoop A Big Blue Matrix With almost 180,000 people in its Global Services practice alone, it’s easy to
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imagine the many overlapping areas inside Big Blue. “There might be a dozen or more people working on one account,” says one insider. “The challenge is coordinating all efforts so that we don’t step on each others’ toes.” An account manager is usually assigned to each client to ensure that sales efforts do not interfere with consulting efforts, and so on. This is an effective way to keep track of projects, but it is not always enough to prevent the different layers from colliding.



Bigger is Better? IBM is so big that insiders say it’s easy to get lost in the shuffle. Still, they add, the company does a decent job of helping employees find direction. That includes helping them take their careers in radically new directions if need be—without leaving the company behind. “There is such a wealth of opportunity here,” says one insider. “You can explore several different careers without risking your retirement.”



The Crème de la Crème Employees claim that you can’t get any better than IBM, particularly if you’re a techie. “I am at the top of my game,” says one insider. “I get to work with cuttingedge technology.”



Casual Encounters IBM is not the stiff, blue-suited place that it used to be. Several employees with whom we spoke say they work from home in T-shirts and sandals. Others explain how they are free to shift their schedules to allow for 3-day weekends once or twice a month. “It’s low-key and friendly,” says one insider. “The people are just nice and relaxed.”
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Getting Hired Global Services looks for intelligent, creative individuals with technical skills and a desire to tackle problems large and small. Ideally, interested candidates
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have a strong background in engineering or computer science. The firm has moved its recruiting process online, and it hopes to make this the preferred method for fielding applications. Check the company website for job listings and application information. If you hear back from a recruiter, expect multiple interviews with different hiring managers. The complexity and size of IBM’s different lines of business translate into different interviews. The company plans to recruit on campus for undergraduate and graduate positions in 2004–05. The company’s recruiting calendar focuses on tech heavy schools, such as MIT, as well as superior regional programs, such as Columbia. “It’s really hard to predict what the business environment will be like 6 months from now,” says one insider. Besides the uncertain economy, IBM just gained an entire company of consultants through its acquisition of PwC Consulting, so don’t be too disappointed when you don’t get a response after sending in your resume.



Opportunities for Undergraduates Undergraduates with technical degrees are favored at Global Services. Ideal degrees include electrical engineering, mechanical engineering, chemical engineering, computer science, computer engineering, and information systems. Check with your career center to find out if and when the firm plans to visit your campus.



Opportunities for MBAs MBAs with undergraduate technical degrees are favored over those with other undergraduate degrees. Also, the firm prefers extensive technical work experience.
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Opportunities for Midcareer Candidates Candidates with a good combination of consulting experience and technical savvy will find opportunity at Global Services. Check the company website to find out where the opportunities are, and submit your resume online.
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Recruiting Contacts Visit the company website at www.ibm.com/services to find out how to submit your resume.
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Keane, Inc. The Firms



100 City Square Boston, MA 02129 Phone: 617-241-9200 www.keane.com



Overview The dreaded Y2K problem turned out to be much ado about nothing, but it sure put Keane, Inc. (ticker symbol: KEA), on the map. After positioning itself as the world’s leading Y2K-preparedness firm in the late 1990s, Keane achieved widespread name recognition and lots of new business. The firm, which got its start in 1965 as a consultant to companies needing help with their mainframe computers, has since moved into application development and management consulting. The firm has three business streams: business consulting, application development and integration (ADI), and applications development and management (ADM) outsourcing. In 2002, Keane looked to India to augment software development; it purchased Signaltree Solutions, an India-based software development house. Keane now has its fingers in several different industries, with bigname clients like Toyota, the New York Times, Krispy Kreme, 3M, Caterpillar, and government organizations. Thanks to the firm’s steady business growth and a series of mergers and acquisitions, Keane’s workforce has ballooned from 800 employees in the early ’90s to more than 10,000 in the late ’90s. Today, the firm’s headcount hovers just below 8,000. “We are a small firm that quickly became a mid-sized firm,” says one insider. “We have barely been able to keep up with ourselves.” Still, the past
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few years have been rough. The firm sacked 2,000 employees and sold its entire 1,000-person helpdesk division in 2001. Although the layoffs are over, aggressive recruiting is still not on HR’s to-do list. Says an insider, “We will not have any major organized recruiting for a while.”
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Key Numbers 12/02



1-Year Change (%)



3/04 Qtr.



12/03



Worldwide Revenue ($M)



215.8



805.0



873.2



–7.8



Worldwide Earnings ($M)



5.5



29.2



8.2



256.1



Number of Employees



n/a



7,847



7,331



7.0



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2004 Purchases Fastrak holdings a U.K.-based SAP integrator. 2003 Purchases Worldzen, a business applications developer. 2002 Purchases Signaltree Solutions and acquires with it two India-based software development centers. 2001 Acquires Metro Information Services, a software development and IT services firm. Sells helpdesk division.



Insider Scoop Sometimes Boring Is Good If you’re looking for a consulting firm that’s doing work on the cutting edge, this isn’t it. “It’s not cutting-edge IT work that we do here,” says one insider.
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“But the work is very dependable.” If you value stability in an employer, then Keane just might be the place for you. And at a time when many competitors are fighting to stay alive, that’s saying something.
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Small Company Cheers Keane is the kind of place where (almost) everybody knows your name. “We are not some big bureaucracy,” says one insider. “We are not an IBM or Accenture, where you don’t know anyone you work with.” There are about 150 employees in each office and clients are generally within 50 miles of the branch. Consequently, there is limited travel time for consultants. The firm tries to keep the atmosphere personable by keeping all business in the local market.



Self-Driven When it comes to career development, Keane encourages independence and individual leadership. If you do not exhibit these qualities, you might have a difficult time. “If you are not ready, able, or willing to take charge of your own career, then you should look elsewhere for employment,” says one insider.



Getting Hired Keane seeks out potential leaders in its candidates. Although attributes such as past accomplishments or the degree you hold will make your resume stand out, the firm wants people who are unafraid to take the ball and run. “It’s our business to have people who can walk into any situation and be able to lead,” says one insider. “We want people who can deliver both a business analysis and an IT package.” Recruiters find these leaders through case study and behavioral interviews. “We take the behavioral part of the interview very seriously,” says one insider. “If the candidate is not a good company fit, we do not want them.” There are several rounds of interviews, the final ones being a technical interview and an interview with management.
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Keane expects to continue hiring through the 2004–05 season. When openings become available, the firm uses employee referrals and the company website to fill them. “All of the recruiting is in-house,” says one insider. “We rely heavily on referrals as a great source of high-quality hires.” The staff levels at Keane
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include consultant, senior consultant, manager, senior manager, vice president, senior vice president, and president.



Opportunities for Undergraduates Undergrads will find little opportunity at Keane. The firm used to do limited amounts of campus recruiting, but now it focuses on talented lateral hires, preferably those with advanced degrees and relevant work experience. Says one recruiter, “We look for people with at least 1 to 2 years of IT and consulting experience.” This is not to say that the door will be shut in your face if you are an undergrad—it will just be harder to open. Check the company website for entry-level job openings.



Opportunities for MBAs MBAs with experience should have no problem finding openings at Keane. These candidates can find work in a variety of areas, including business analysis, Web development, and sales. You can submit your resume online, or if you’re connected, slip it under the door.



Opportunities for Midcareer Candidates Midcareer candidates will find plenty of opportunities at all levels at Keane. The firm recruits primarily through employee referrals, so start making friends. For those of you networking-shy people, look at the career opportunities section of the company website and on Monster.com to check for current openings.



Recruiting Contacts Visit the company website at www.keane.com to find out how to submit your resume.
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Kurt Salmon Associates The Firms



1355 Peachtree Street, NE, Suite 900 Atlanta, GA 30309 Phone: 404-892-0321 www.kurtsalmon.com



Company Overview Kurt Salmon Associates is the only top 25 consulting firm that focuses solely on the health care, consumer products, and retail industries. The recent acquisition of Swander Pace and Company (and the resulting appointment of its founder to the KSA CEO chair) added strength to KSA’s consumer products line. Now with more than 600 employees worldwide, this Atlanta, Georgia–based company is enduring the growing pains associated with its expansion. “Everyone in the office laughs at how we are too big to be a small company, and too small to be a big company,” says one insider. “We are having fun as we struggle to learn how to function in this awkward stage.” Job opportunities at KSA generally occur at the entry level, and securing one of these positions can be challenging. As KSA has no formal campus-recruiting process, it can be argued that figuring out how to get an interview is much more difficult than getting through the interview. One insider says, “We are not very organized when it comes to recruiting. We just don’t have the administrative support to make it a fluid process.” If KSA doesn’t make it to your campus, or you don’t have any personal contacts within the company, check the website for job openings; several insiders say that this is an effective way to get in.
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Key Numbers Kurt Salmon, a privately owned firm, does not release financial information to the public.



The Firms



Recent Milestones 2004 Mark Wietecha, chairman of the board, ranked by Consulting Magazine as one of the 25 most influential consultants. 2002 William Pace, founder of acquired firm Swander Pace, becomes CEO of KSA. 2000 Acquires four firms: Swander Pace (consumer packaged goods strategy), Trans Tech (intranet technology), Space Diagnostics (facility management), MMM Consultancy Corp (logistics and supply chain consulting).



Insider Scoop Atlanta Roots Run Deep Although the company is now global, many insiders still feel like everything is tied to Atlanta. “We have self-sustained and very connected regional hubs, but people who have never even been to Atlanta think they are missing something by not being based out of there,” says one insider.



Friendly Interactions KSA is not a firm that punishes employees for being green. New employees are not at the mercy of their superiors, and it’s understood that everyone has a personal life. “Everyone has to work hard, but we’re not a place that throws the grunt work on junior people,” says one insider. “At some firms, junior people can’t leave until their boss goes home for the day, and then as the boss walks out, he will throw more work on the consultants’ desks to be done before the end of the day. That would never happen at Kurt Salmon.”
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Technologically Challenged Some insiders say that KSA’s own technology infrastructure is a bit behind the curve. As the once small firm expands across the globe, old-school methods of communicating are being replaced with technology that has been around for a
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few years. For example, the firm just started using an intranet to share company information, allowing consultants to access information online while they are at the client site. “We usually use FedEx to share information,” says one insider. “And now we are realizing the Web is a better and faster way to share information. We’re realizing this about 10 years after everyone else.”



Getting Hired When recruiting, KSA looks for candidates it can mold into leaders. “Entrylevel candidates don’t necessarily have to demonstrate well-polished technical, analytical, and interpersonal skills, but must demonstrate that the potential is there to develop the skills necessary to become a principal,” says one insider. The firm tries to keep titles to a minimum, with the three main levels being consultant, manager, and principal. Recruits come in from undergraduate and graduate schools; midcareer hiring is rare and limited to candidates with project management experience, usually in retail, consumer products, or health care. The firm is actively looking to fill positions in several areas. Current openings include IT analysts and consultants in retail and health care. The company remains taciturn about explicit hiring numbers, but insiders say that hiring is picking up in 2004–05.



Opportunities for Undergraduates Undergrads are recruited into the retail side of the house; the health-care side pursues only MBAs. There are three stages: The first stage is a telephone interview or a face-to-face interview, which involves some analytical skill assessments.
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The second stage is an in-house interview or an additional campus interview, which may involve a case study. The third stage is at the office and involves several interviews with consultants of varying levels of experience. Included in the process are a variety of styles of interviews designed to capture the full
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picture of a candidate. At each stage, the interviewer looks for a potential partner; someone who represents what KSA is all about. “We expect our recruits to present themselves to us in the same way we present ourselves to clients,” says one insider. Undergrads can advance all the way to the principal level without ever getting an MBA.



Opportunities for MBAs MBAs are recruited into either the retail or health-care divisions. The interview process is similar to the one for undergrads. Some insiders feel that MBAs who go into health care enjoy a more relaxed consulting atmosphere. “The people in this part of the business recognize that your life is your own, but everyone realizes he or she has aggressive sales targets to reach,” says one insider.



Opportunities for Midcareer Candidates Midcareer hires are few and far between. KSA consultants are expected to be experts in their field. With such a specialized industry focus, midcareer hires are limited to people who have extensive experience in retail, consumer products, or health care.



Recruiting Contacts Visit the company website at www.kurtsalmon.com to find out how to submit your resume.
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L.E.K. Consulting The Firms



28 State Street, 16th Floor Boston, MA 02109 Phone: 617-951-9500 www.lek.com



Overview As other major consulting firms wither or wrestle with name changes, L.E.K. has been quietly growing at a 12 percent clip over the past 5 years. Started by three ex-Bain consultants in 1983 (messieurs Lawrence, Evans, and Koch) in London, the firm’s cup now runneth over with 500 employees and 450 consultants—175 of whom are based in the United States—and 16 offices worldwide. L.E.K. divides itself along three service lines: business strategy, mergers and acquisitions, and shareholder value, which account for 40, 35, and 25 percent of revenue, respectively. Within these business lines, the firm consults across a broad spectrum of industries. Clients seem to agree that L.E.K. is helping their businesses run more successfully and achieve greater shareholder value: 90 percent of L.E.K.’s new business comes from client referrals. Indeed, this strong customer loyalty has buoyed the firm in an otherwise lackluster economy. L.E.K. has found its sweet spot in solving complex problems in sectors that are undergoing significant change and where emerging trends promise to drive the future. This has resulted in a significant presence in life sciences, media and entertainment, transportation services, energy, and high technology. Additionally, L.E.K.’s approach to valuing M&A transactions has been attractive to many private equity firms seeking timely, independent, and rigorous evaluations.
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L.E.K. plans to continue recruiting high-caliber candidates in 2005. Successful recruits come from a variety of backgrounds with some common denominators being “bright, well-rounded, and confident.” The firm will hire throughout the year on an as-needed basis.



The Firms



Key Numbers Though the firm does not make its revenue figures public, worldwide revenue estimates for the firm range from $125 million to $150 million.



Recent Milestones 2004 In conjunction with the Wall Street Journal, L.E.K. produces ninth annual “Shareholder Scoreboard,” comparing companies on shareholder return. 2003 Opens Tokyo office. 2003 L.E.K. celebrates 20-year anniversary. 2001 Firm acquires AAP to add China experience with Beijing and Shanghai offices.



Insider Scoop Functional, Extended Family Despite its growth, L.E.K. has been able to maintain a family-like feel, largely due to the typically small offices and the limited on-site work. This allows people from all levels to get to know each other quite well. “The lack of travel you usually find in a consultancy goes a long way in letting you get to know people outside the case team,” says an insider.



Jet Set The firm encourages its professionals to do tours of duty in its offices around the world. The company reports that more than one-third of its consultants
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have worked in other offices. An insider says, “A lot of people go between London and Boston.”
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Getting Hired L.E.K. looks for your typical outstanding candidate: high academic marks and superior analytical skills in addition to extracurricular activities and other signs of people skills. The firm looks for people who can grin through the often absurd world of management consulting. “L.E.K. recruits extremely bright, well-rounded, confident (though not arrogant) people who are eager to learn and contribute to the firm,” says one recruiter. L.E.K. has significant hiring goals for 2005, bringing on as many as 100 undergrads and 50 MBAs worldwide. It plans to hire upwards of a dozen midcareer people as needs arise throughout the year. The firm will use its employee-referral program as well as the Internet to find them. If you are one of the chosen few, you will find the interview process typical of those in the consulting world. You’ll go through three rounds, with several case studies. Additionally, interviewers—typically other consultants—look for culture fit and personality. If you are invited back to the office for a third round, you are almost guaranteed a job, insiders say. Once in, the trip from bottom to top takes about 10 years. Undergraduates start at the associate level, move on to associate consultant, then consultant, up to manager, and eventually the eagle’s nest of partner.



Opportunities for Undergraduates Undergrads will find opportunity at L.E.K. as associates. The firm recruits from several top-tier schools. The L.E.K. website lists the core schools from which it recruits. If L.E.K. does not recruit at your program, contact L.E.K.’s
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recruiter to schedule an interview. Generally, people remain as associates for a few years before leaving for graduate school. That is not to say that all analysts go back to school; there is room for advancement in the firm for people without advanced degrees.
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Opportunities for MBAs MBAs are recruited as consultants. A good way to get your foot in the door is through the summer internship program. As with undergraduates, L.E.K. recruits MBA students from a stable of core schools. If L.E.K. doesn’t recruit at your school, contact the L.E.K. recruiter to schedule an interview. If you are a good fit with the company, advancement should take place with relative ease. MBAs progress to manager and eventually partner.



Opportunities for Midcareer Candidates Midcareer people come in at all levels. Most are found through employee referrals or via the Internet. The firm is increasing its midcareer recruiting campaign.



Recruiting Contacts Visit the company website at www.lek.com to find out how to submit your resume.
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Marakon Associates The Firms



245 Park Avenue, 44th Floor New York, NY 10167 Phone: 212-377-5000 www.marakon.com



Overview Outside of boardrooms and CEO suites, Marakon Associates is perhaps the least well known of the elite consulting firms. Among the Olympians of the corporate world, however, the firm, founded by former corporate finance executives from Wells Fargo Bank in 1978, has earned a respect and renown that few consultancies can match. Marakon combines the disciplines of strategy, organization, leadership, and finance into an integrated approach to long-term value growth. Because of the high stakes that Marakon deals in, it often consults directly with CEOs and top managers; this also means that Marakon vies for clients with much larger firms such as McKinsey, Bain, and the Boston Consulting Group. But if the proof is in the pudding, then Marakon’s oven is one of the hottest in the industry; the firm regularly ranks among the top U.S. consultancies in revenue per consultant, a walloping $590,000 in 2002, twice the industry average and better than McKinsey. The company has been growing revenue at a 27 percent annual clip over the past 5 years. Marakon’s recent client list includes Alcan, Barclays, Boeing, BP, Cadbury Schweppes, Dow Chemical, Gillette, Lloyds TSB, and Prudential plc.
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While Marakon is faring far better than most other consulting firms, its size prohibits it from recruiting on the magnitude of the larger firms, but still expects a strong showing in the 2004–05 season.
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Key Numbers Marakon is a private company and does not publish this information.



Recent Milestones 2004 Cofounder Jim McTaggert named one of the industry’s 25 most influential consultants by Consulting Magazine. Peter Kontes, cofounder of the company, retires. 2003 Since 1995, the number of Marakon consultants has almost doubled, from less than 150 to about 230. 2001 Named one of the three highest-paid consultancies on Consulting Alert’s Global Leadership Index. Opens an office in Singapore, its first in Asia.



Insider Scoop Check Your Ego at the Door Marakon discourages what it has coined the “lone ranger” approach to consulting. “Most consultants are driven internally,” says one insider. “But if you are someone who needs to prove yourself to the detriment of others, you will not do well here.” It’s a very collaborative environment, and insiders report that there is plenty of room for a variety of people with diverse interests. “Everyone makes the effort to work together,” says another.
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Variety Is the Spice of Life There’s no getting stuck in an industry rut at Marakon. The firm calls itself a generalist firm, which means that consultants do not have to specialize as they advance in the firm. “There are a variety of projects in a variety of industries,”
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says one insider. “If one industry gets old or tiring, you can move on to another one without the change hurting your career.” (Many other firms require you to specialize in a particular area, and moving out of that area might knock you down the ladder a few rungs.)



A Well-Traveled Road There is a lot of structure and training in place at Marakon, all the way up to the partner level. Consultants log an average of 200 hours of formal training in their first 15 months at the firm. Career advancement is well defined, and mentors are assigned to employees to help them climb up the ladder. “It’s almost too structured,” says one insider. “People here don’t really blaze their own trail.” But it’s a good place for those who enjoy a bit of predictability in their professional lives.



Getting Hired The interview process at Marakon involves two or three rounds, with two or three interviews in each round. A few words of advice: Be mellow and casually confident. Interviews will definitely involve the dreaded case-study questions, but the real challenge will be making your case solutions seem natural and easy. “Do not force yourself to follow a case framework you learned in school, one that doesn’t make sense to you,” says one insider. “Let the interviewer see your natural thought process.” The hiring plan for 2005, although not set in stone, is to focus recruiting on the New York, Singapore, and London offices. Marakon hopes to hire 30 to 50
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consultants, mostly in these locations. That is not to say that it’s impossible to get your foot in the door elsewhere. It’ll just be a bit more competitive.



Opportunities for Undergraduates
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Undergrads are hired as associate consultants and shouldn’t have any problem advancing all the way to the partner level without ever getting a graduate degree. Marakon will recruit at a few top-tier campuses in the 2005 school year; check with your career center to find out whether Marakon recruits on campus at your school. If you don’t go to one of Marakon’s core recruiting campuses, you can apply for associate positions online at the Marakon website.



Opportunities for MBAs MBAs enter the firm as consultants. Marakon’s London office conducts a 10week MBA internship program that has proven to be a good way to get noticed for a full-time position. Outside of this program, the firm does not anticipate many hires coming from the 2004 graduate class.



Opportunities for Midcareer Candidates The firm has been doing more midcareer hiring since the economy went south. “With so many qualified people out of work, we have moved our focus to lateral hires,” says one insider. If you apply for one of these jobs, make sure your resume demonstrates a track record of having moved up through the ranks in past organizations. The firm wants experienced hires who are continually expanding their horizons.



Recruiting Contacts Visit the company website at www.marakon.com to find out how to submit your resume.
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McKinsey & Company The Firms



55 East 52nd Street, 21st Floor New York, NY 10022 Phone: 212-446-7000 www.mckinsey.com



Overview In founding McKinsey & Company, Marvin Bower more or less invented the management consulting industry. And with his passing last year, he left behind what is now arguably the most powerful and intellectually formidable firm in the business. The Firm (as it is affectionately called) may have taken a couple of hits in recent years, and highly respected competitors such as Bain and Booz Allen Hamilton may be nipping at its heels, but McKinsey remains, year after year, the most sought-after job in the world by MBAs. McKinsey’s standards are sky high, the work is demanding, and the lifestyle unrelenting, but the rewards, both financial and experiential, are hard to beat. McKinsey’s reputation is built on a long history of providing strategic advice to the top management of the world’s largest corporations. That means it knows more CEOs on a first-name basis than perhaps any other organization. McKinsey alumni are, likewise, influential movers and shakers in the business world, the political sphere, as well as in nonprofit and development organizations. A stint at McKinsey can indeed open many doors, including the one to the CEO suite. In fact, more than 70 CEOs at Fortune 500 companies, such as Lou Gerstner
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of IBM, Philip Purcell of Morgan Stanley, Leo Mullin of Delta Air Lines, Kevin Sharer of Amgen, as well as the infamous ex-chief of Enron, Jeffrey Skilling, once worked for McKinsey. While McKinsey may well be the world’s most prestigious management consulting
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firm, it is by no means the largest. The Firm currently employs around 6,200 consultants worldwide and operates 82 offices (plus 27 Business Technology Offices) in 44 countries. Whereas a decade or two ago the company might have felt somewhat intimate and clubby, it is now truly unquestionably large. And if you work in one of the bigger offices, don’t expect to know everyone you pass in the halls on a first-name basis. The firm has an unrivaled depth of experience. Given the sheer number of engagements it takes, there is a good chance that McKinsey has prior experience in any given situation. Critics charge that this can lead to a cookie-cutter approach to solving business problems, but even competitors acknowledge the formidable intellectual capital of the firm. Traditionally McKinsey has been able to bank on its big brains, charging a premium of up to 25 percent over their competitors. But as budgets get tighter, companies are inviting more consulting firms to face off in pitches, and the unofficial word is that even McKinsey is having to offer deep discounts to land business it might one time have easily won unopposed. Whatever the current trends and troubles, McKinsey is still the premier opportunity in the industry. As one insider says, “When I look around at my friends in other places, I still think this is by far the best place to be.” McKinsey is fiercely committed to the people it hires and to their development. In 2002, when analysts greatly outnumbered projects, McKinsey honored its 2-year commitment to its business analysts in New York. Taking advantage of the down time, McKinsey provided numerous resume writing workshops and made its formidable network and research resources available to all outgoing staffers. And having that McKinsey name on the resume is still a sure door opener.
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While McKinsey still draws more staff from the top business schools than any other background, MBAs actually account for fewer than half of all hires these days. The firm’s professional staff is made up of a growing number of PhDs, MDs, and JDs, and the firm has also begun to recruit more specialists to augment
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its strong professional staff of generalists. Despite McKinsey’s many appealing attributes, the firm is not for everyone. The exclusive (some would say arrogant) culture that it cultivates is sure to rub some people the wrong way. Some say McKinsey’s “one firm” way of doing things can stifle individuality—not to mention take up a good bit of your personal life. One insider says, “At any McKinsey office in the world, the culture is very similar. A McKinsey person is a McKinsey person, no matter where they are.” As another insider says, “The people are amazing, but sometimes I wish it was a little more hip. It’s pretty square.” And as the organization has grown bigger, insiders acknowledge that it is not as intimate as it once was. The upside of the firm’s size: If you’re interested in a particular industry or a functional focus (strategy, operations, systems), there’s an excellent chance that McKinsey will house some of the leading authorities in the field. Given the size and structure of the firm, you might not meet these experts personally, but McKinsey nonetheless encourages employees to reach out to them for advice and support. And that’s a resource you will find nowhere else but at McKinsey.







Key Numbers



Worldwide Revenue ($M) Number of Employees



1-Year Change (%)



12/02



12/01



3,000



3,400



–11.8



12,000



13,000



–7.7



Note: This was the most current data available at time of press. Sources: Hoover’s; WetFeet analysis.
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Recent Milestones 2004 Rated the company where MBAs would most like to work for, according to Fortune magazine. 2003 Ian Davis succeeds Rajat Gupta as managing director of firm.
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2001 Ranked first in terms of revenue, according to Consultants News. Signs an agreement to counsel the Savings and Deposits Insurance Fund of Turkey on problems of that nation’s banking industry



Insider Scoop The Few, the Proud, the McKinseyites Employees regularly comment on the high quality of McKinsey staff. One insider says, “Everybody here is a Rhodes scholar or a valedictorian, a class president, a member of Phi Beta Kappa, just a genius, or all of the above.” Constant contact with such astute colleagues offers great opportunities to learn from others and to push yourself.



Open Sesame A McKinsey stint on your resume will open doors. As one insider says, “If you come to McKinsey, you can do anything with your life.” McKinsey alumni have gone on to become Fortune 500 CEOs (one insider calls the firm “CEO boot camp”). The firm’s alumni network is legendary, and McKinsey does all it can to help the careers of consultants who leave.



Code of Conduct One thing that makes McKinsey stand out from the crowd is a strict code of behavior—initially set forth by father figure Marvin Bower—that continues to define how a McKinsey employee should behave. These principles include always putting your client’s interests ahead of increasing the firm’s revenues (although there has been some suggestion by outsiders that the revenues have, of necessity,



107



taken an upper hand in some cases), never divulging information about your client, always telling the truth and never hesitating to challenge your client’s opinion, and taking on engagements that you feel are both necessary and in line with McKinsey’s talents. If you like this approach, you won’t find a firm that
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follows it more closely than does McKinsey.



Have Suitcase, Will Travel As at other firms, people don’t always like the severe travel and work demands of consulting. One insider to whom we spoke has been on out-of-town projects for nearly 2 years, and, in our nomination for Worst Assignment Imaginable, we’ve heard rumors about another who was assigned to a project on the North Slope of Alaska that lasted through most of the winter.



The Price of Elitism Exclusivity and elitism abound at McKinsey. What do you expect from a firm that is constantly telling its people that they are the best, that the clients it works with are the best, and that, well, everything about the firm is the best? “At times the elitist attitude rubs me the wrong way,” says an insider. “It’s not always the friendliest place.”



Getting Hired McKinsey solicits applications from students at more than 30 U.S. MBA schools and more than 30 U.S. undergraduate programs, and is always looking for top performers. You’re a big step ahead in the recruiting process if you’re a student or alumnus of a top-tier academic program. An insider says, “They’ll take walkins from other schools, but their focus is on the Harvards, Princetons, Stanfords, and MITs of the world.” And even if you are from a top school, applying for a job with McKinsey is a lot like trying to get into Harvard Medical School, Yale Law School, or Stanford Business School all over again. There will be hundreds
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of candidates from your campus applying. Competition for the available spots is intense. But even if you’re not from one of these schools, you’ll still have a chance. A McKinsey recruiter says, “Even though you might not see us on your campus, we do reach out with Web-based recruiting efforts.” Of course, no
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matter where you come from, you’re really going to have to show your recruiter what makes you special. McKinsey hasn’t determined final hiring numbers for 2004–05. Insiders are, however, talking about an up-tick for the coming season.



Opportunities for Undergraduates All applicants to McKinsey go through its formal recruiting program. At the business analyst level, this involves two rounds of interviews, beginning at the applicant’s campus and ending with a day at the office of choice. These interviews typically involve a resume review and case questions. The interviewer is looking for intellectual and analytical ability, presentation, leadership qualities, and business sense. The firm accepts people from virtually any background or major. Insiders estimate that there will be approximately 275 berths worldwide for undergraduates in the 2005 season.



Opportunities for MBAs The interview process for associates on U.S. campuses also takes place in two or three rounds. The first round usually involves case interviews and personal experience interviews and can take place on campus or over the telephone. Successful candidates in the first rounds of interviews at the MBA level will also have a final round of interviews in the office of choice, where they will have an opportunity to get familiar with the personality of the office and interact with its leadership. Insiders estimate that there will be 300 slots for summer associates and an equal number for full-time hires in the 2005 season.
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Opportunities for Midcareer Candidates People from industry or other firms who are interested in interviewing for a spot with McKinsey should apply online. The online application will ask you for your geographic preference. McKinsey has been hiring an increasing number



The Firms



of experienced people in recent years, and that trend should continue. Insiders estimate that the firm will target 475 experienced hires in the 2005 season.



Recruiting Contacts Visit the company website at www.mckinsey.com to find out how to submit your resume.
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Mercer Management Consulting The Firms



1166 Avenue of the Americas, 32nd Floor New York, NY 10036 Phone: 212-345-7000 www.mercermc.com



Overview Mercer Management Consulting is one of five consulting arms of Mercer Consulting Group, itself part of insurance company Marsh & McLennan. The firm’s mantra is, “shareholder growth for our clients,” which it practices through a regimen of strategy, operations, and brand strategy (Lippincott Mercer) in seven vertical and quasi-vertical markets: travel and transportation; retail and value engineering; private equity; manufacturing; financial services; energy, life sciences, and core industries; and communications, information, and entertainment. An aspiring top-tier strategy consultancy, the firm is particularly proud of its “thought leadership.” Mercer consultants have published seven books since 1995, the most recent of which is Adrian Slywotzky and Richard Wise’s How to Grow When Markets Don’t, which came out in 2003. The firm’s capabilities— business design innovation, customer and brand strategy, operational breakthrough, organizational transformation, and portfolio redesign—are targeted to growing shareholder value. In 2000, Mercer launched a venture capital fund in conjunction with its sister company, MMC Capital, to take advantage of the firm’s expertise in telecommunications and the information industry (which we bet they regret doing). The firm now has 22 offices on four continents.
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Mercer’s fortunes mercifully turned upward in 2003 and the firm posted positive gains in revenue and headcount. “We’ve turned the corner,” an insider says. The firm recruits at more than 50 campuses in the United States and Europe.
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“We’re beefing up,” says a recruiter.







Key Numbers 12/03



12/02



1-Year Change (%)



Worldwide Revenue ($M)



2,719.0



2,364.0



15.0



Number of Employees



15,900



15,000



3.9



Sources: Hoover’s; WetFeet analysis.



Recent Milestones 2003 Oliver, Wyman & Company, a financial services consultancy, is merged into Mercer’s financial services practice. 2002 Acquires Informed Sources, a New York–based consulting firm. 2000 Acquires the Delta Consulting Group and merges with Analisis y Desarollo de Proyectos.



Inside Scoop One Tree, Many Branches Want to work with transportation, information, and oil companies? At Mercer, there’s a good chance you’ll be able to. Insiders like Mercer’s involvement in a wide range of industries. Working with clients in many of those industries gives you greater latitude in defining your own career. “The atmosphere here is very entrepreneurial and autonomous,” says one insider. “You have the ability to do what you think is important and steer your career where you want.”
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People, People, People Mercer clearly attracts people who value friendly interaction with colleagues. “The people here are just really cool,” says one insider. “They have a lot of outside interests.” In addition to the usual high points of a consulting career (the learn-
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ing, the challenge, the opportunity to work for bright people), Mercer employees all stress the good atmosphere and chemistry among people in the office.



Cancel Those Plans Mercer insiders caution job seekers that consulting (even at a less-structured firm like Mercer) is not an easy lifestyle. “People need to realize that we work every bit as hard as the other firm,” says one consultant who has noticed a few new recruits with high expectations about their personal lives. There is no doubt that the hours are long and the travel is exhausting.



Getting Hired Mercer recruiters are looking for your average run-of-the-mill superstars— bright, aggressive, energetic, well-spoken, and analytically sharp MBAs and undergrads from top colleges and universities. Fitting in with the company culture is also very important. A tip: Joviality might help your chances of getting hired; arrogance will not. Beyond that, demonstrating an individualistic bent with the brainpower to back it up is the key to impressing your interviewer. The 2005 recruiting season promises to increase the amount of recruiting done in the previous year, with a focus on undergraduates and select MBAs. Once again, the majority of hires will come from Mercer’s campus recruiting efforts at undergraduate and business schools in the United States and Europe. No specific hiring numbers have been released, so it’s best to keep an eye on the company website for job opportunities. Also, ask your school’s career center to find out if and when Mercer will be visiting your campus.
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Opportunities for Undergraduates Undergrads typically join Mercer as analysts. After 1 to 2 years, they may be promoted to consultant, which is one rung below associate on the organizational ladder. Ultimately, most undergrads stay for a 2- to 3-year stint before leaving
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the company for other opportunities. Most are destined for MBA programs, but as many as 20 percent take jobs at other companies. Mercer also has a policy of promoting analysts who have proven their worth, without requiring them to attend business school. Mercer also has an MBA sponsorship program in which it provides the necessary time off to attend business school as well as financial support for tuition. Candidates are expected to return to Mercer after they have completed their program.



Opportunities for MBAs Mercer is a popular destination for ambitious MBAs. MBAs start as associates and are promoted to senior associate, principal, and director. Insiders say that, despite recent setbacks, the firm’s rapid growth over the years has created many opportunities for employees to move up quickly and assume greater responsibilities.



Opportunities for Midcareer Candidates Mercer hires a small number of midcareer candidates from industry and from other consulting firms, although it does get a bulk of its hires from college campuses. As a rule, previous consulting experience is a plus for midcareer candidates, but not a requirement. Deep industry or functional expertise is also helpful.



Recruiting Contacts Visit the company website at www.mercermc.com to find out how to submit your resume.
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Monitor Group The Firms



2 Canal Park Cambridge, MA 02141 Phone: 617-252-2000 www.monitor.com



Overview Newer, younger, and maybe a bit hungrier than its larger competitors, Monitor has nonetheless established itself on the radar screens of the management consulting elite, competing for business and recruits with the likes of McKinsey and The Boston Consulting Group. With a reputation for doing business its own way, the company has carved out a niche as a strategy expert with close ties to academia. Its approach derives primarily from the work of Harvard Business School professors Michael Porter and Chris Argyris, who are known for their insights into competitive advantage and organizational learning, respectively. The firm can be described as an umbrella organization that encompasses a group of companies specializing in areas such as software, market research, and private equity. The Action Group—known to insiders as TMAC—takes on most of the strategic and management consulting projects. Projects of late have been limited due to the slower economic climate. “Before, we were getting so much business, and I think now is what it’s really supposed to be like: steady business, not explosive business,” one insider says. The firm has cut back on hiring, encouraging employees to go back to school, “counseling” people out of the company, and deferring start dates. Hiring for the class of 2004 appears to be limited, with many of the open positions going to summer interns and former Monitor consultants.
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Key Numbers Though Monitor doesn’t release financial data as a private company, the



The Firms



company had nearly 980 professionals on staff in 2004.



Recent Milestones 2003 Sells Monitor Environmental Consultants to Casella Group. 2002 Grows from its small group of idealistic founders to more than 800 employees.



Insider Scoop The Uncertainty Principle If you prefer a highly structured work environment, where employees know exactly what they need to do to climb the corporate ladder, Monitor may not be your kind of place. Although consultants have the flexibility to determine their own career path, and advancement opportunities are awarded based on skills (not tenure), many insiders say they want a clearer sense of hierarchy. “Since there’s not a set career ladder, you have to keep your eyes open about cases you might want to work on,” says one insider. “Once you’re on the case, you have to keep creating your own opportunities.”



Good Cheer Some Monitor insiders describe the culture as “collegial.” Others use words like “warm,” “inviting,” and “energetic.” Either way, the sense is that this is a pleasant group of people with whom to share your workday. “Even with the economic downturn, people have maintained a sense of camaraderie and have kept communication lines open,” says one insider.
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Smart Surroundings In keeping with its academic roots, Monitor places a high priority on the continuing education of its employees. Consultants are encouraged to learn new skills and areas of expertise and to share new ideas with coworkers. “I am surrounded



The Firms



by smart and interesting people,” says one insider. “Their thoughts and ideas motivate me to pursue my own crazy ideas.”



Getting Hired The interview process at Monitor can be challenging, but try to look like you’re having fun. The company looks for interviewees who can enjoy themselves while demonstrating their strong analytical skills, keen intellect, good communication abilities, and self-direction. “We hire people who fit the bill, and have fun while doing it,” says one insider. The firm puts candidates through multiple interviews—the typical business case and fit interviews at the initial interview level. And those who do well are invited back to a Monitor office to spend an entire morning or afternoon participating in a group exercise, a role-play exercise, and several one-on-one interviews. Some insiders say the firm is becoming more aggressive with interviews, attempting to confuse recruits and make them think on their feet. However, not many recruits have had to sweat through the interview process recently, since the firm hasn’t been hiring much. Most recently, the new hires have been mainly undergraduates with a handful of new MBA hires. The firm has historically had a large number of former summer associates and former consultants return to Monitor; this translates into few offers extended to people outside the summer program. “Recruiting has begun to finally pick up—which will give us some relief,” one insider says. The firm plans to maintain a campus presence in 2004–05. The
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best way to get your foot in the door is to grab one of the cherished summer intern spots. “We shoot to bring back all of our summer associates,” says one insider.



The Firms



Opportunities for Undergraduates Undergrads join Monitor as consultants. The firm recruits on campus at ten to 15 undergraduate institutions. On-campus interviews are followed by a second round of interviews, and outside of the United States, a third round, where candidates can expect to encounter multiple interviewers and several different types of interviews. After getting hired and working for 2 or 3 years, many choose to go back to business school. Monitor will reimburse tuition to those consultants who receive offers to rejoin the firm upon graduation. Tuition is reimbursed only after the consultant accepts Monitor’s offer. Undergrads also have the option of staying with the firm, gaining experience, and carving out their own career path.



Opportunities for MBAs MBAs also come on as consultants, and after 1 or 2 years most begin to play leadership roles on case teams. After several years in that role, some are invited to become partners, which Monitor calls group leaders. To reflect the firm’s relatively flat organizational structure, there are only two titles at Monitor: consultant and group leader.



Opportunities for Midcareer Candidates Though Monitor does occasionally bring midcareer candidates on board, its focus in this market is on undergraduates.



Recruiting Contacts Visit the company website at www.monitor.com to find out how to submit your resume.
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Pittiglio Rabin Todd & McGrath, Inc. The Firms



1050 Winter Street, Suite 3000 Waltham, MA 02451 Phone: 781-647-2800 www.prtm.com



Overview Founded in 1976, Pittiglio Rabin Todd & McGrath is a management consulting firm to the high-tech industry. Its areas of expertise include supply chain, strategic IT management, e-business, marketing and sales, customer service and support, and product development processes (which it calls product and cycle-time excellence, or PACE). The firm is currently expanding into other sectors, such as consumer packaged goods, energy, and government. Candidates interested in the firm might want to check out cofounder Michael McGrath’s 2000 book, Product Strategy for High Technology Companies, and PRTM’s Insight, which is published on the firm’s website. PRTM has 14 offices worldwide, in North America, Europe, and Asia. Insiders credit the firm’s broad client base in helping it survive through difficult times. PRTM clients include multinational corporations like Sun, Inktomi, Cisco, and GM, as well as small, 15-person start-ups. PRTM is actively recruiting associates for 2004–05, although it has not released any specific hiring numbers. Recruiting is taking place at top MBA schools nationwide. In addition, the firm is looking for candidates who are bilingual in English and Japanese to staff its Tokyo office.
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Key Numbers 1-Year Change (%)



2002



2001



Worldwide Revenue ($M)



165



175



–5.7



Number of Employees



430



450



–4.4



Source: WetFeet research and analysis.



Recent Milestones 2004 Founder Michael McGrath, the “M” in PRTM, retires. 2003 Consulting Magazine ranks PRTM as one of the top consulting firms to work for. 2000 Starts an academic affiliate program that brings together executives from high-tech companies with distinguished professors at the Harvard Business School, the MIT Sloan School of Management, and Stanford University.



Insider Scoop Proud to Be a Geek Many PRTM consultants never really intended to go into consulting. They were techies first and are still techies at heart. “The people I work with are really into technology,” says one insider. “We have this common passion that brought us together.”



Focus on Implementation Many consulting firms steer clear of doing implementation for clients, preferring to focus on analysis and strategy. However, PRTM isn’t one of those consulting
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firms. “We stay with the client all the way,” says one insider. This emphasis on implementation suits the techies just fine.



A Double-Edged Sword



The Firms



PRTM consultants are kept very busy. Very few are on the beach (consultant slang for the time in between projects) for more than a few days at a time. It is not uncommon to finish one project on Friday and start a new one on Monday. “It’s great because our utilization is very high,” says one consultant. “But it sometimes means that you get thrown into projects that you might not want.”



Getting Hired Most consultants at PRTM have a background in technology and an MBA. The firm also wants people willing to commit to PRTM for the long haul. “When hiring, we look for future directors,” says one insider. PRTM invests a lot of time in developing new hires, helping mold each individual into “PRTMers”— team players rather than superstars. This process is fostered in part by its low (four-to-one) consultant-to-partner ratio. Consultants receive constant mentorship from directors. As far as interviewing goes, expect about three rounds with a few interviews each. And don’t stress too much about the case-study interview. Although it’s used throughout the interview process, more weight is given to work experience. What PRTM looks for in its people is strong personal and professional integrity. The firm looks for team players and problem solvers—deep-thinking doers. PRTM hires consultants who are keen observers, who know how to listen and communicate. PRTM expects its consultants to be able to assess a situation accurately, create recommendations for action, and then drive the execution of that action.
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Opportunities for Undergraduates PRTM finds more than 60 percent of its recruits at colleges and universities. Undergraduates are recruited into the analyst program. The firm looks for people with degrees in engineering or the life sciences. Check with your career center
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or PRTM’s website to find out if and when PRTM will be visiting your campus.



Opportunities for MBAs MBAs are recruited from top schools. PRTM has strong relations with Harvard Business School, the MIT Sloan School of Management, and Stanford University, for example. Beyond finding candidates with an MBA degree, the firm looks for a strong technical background and significant career achievements. One way to get your foot in the door is to become a summer associate while earning your MBA. Insiders say that this is a good strategy for landing a full-time job offer.



Opportunities for Midcareer Candidates Midcareer candidates should have extensive industry experience as well as a graduate degree—typically an MBA or a PhD from a top school. The firm finds candidates through personal networking, online job sites, and media advertising.
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Strategic Decisions Group The Firms



735 Emerson Street Palo Alto, CA 94301 Phone: 650-475-4400 www.sdg.com



Overview A small-scale consulting shop, Strategic Decisions Group once described itself as the “mini-McKinsey” of the consulting universe. With 160 employees worldwide, the firm deals with only high-level, high-stakes strategy problems. “There is usually a lot of money and uncertainty involved in our projects,” says one insider. SDG has dipped its tactical fingers into several industries, focusing on three areas: biotech and pharmaceuticals, technology and communications, and oil and gas. This specialization has allowed the firm to stay afloat during the hard economic times, as clients in these industries have been fairly stable for SDG. Current clients include Bayer AG, Cisco Systems, General Electric Capital Corp., Pfizer, Philips, and Shell. SDG plans to tread lightly in terms of recruiting for the 2005 season. “We’re a small enough company that we don’t have to worry about recruiting large numbers.”



Key Numbers Strategic Decisions Group, a privately owned firm, does not disclose detailed financial information. However, estimates put SDG revenue between $30 million and $50 million.
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Recent Milestones 2004 Main office moves from Menlo Park to Palo Alto, California. 2003 Announces joint venture in Japan with Mizuho Securities.
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2002 Launches technology and communications practice. 2001 Offices include Menlo Park, Houston, London, Boston, New York, and a joint venture in India.



Insider Scoop Take-Charge Attitude You need to be proactive to make it at this firm. It’s a small firm, and there isn’t a lot of structure. “This is good news for some people,” says an insider. “They have the freedom to blaze their own trail.”



It’s Your Call Consultants at SDG get to choose which projects they will work on, a system that encourages employees to pursue work that truly interests them. An insider says, “We market ourselves to management, and management markets their projects to us.” But be careful. The opportunity to choose how and where you spend your time can work against you. Insiders say excessive pickiness about projects has caused some people to miss out on advancement opportunities.



Data Heavy You better like working with numbers. SDG places a heavy emphasis on quantitative analysis. So if you’d rather spend most of your time dealing with people issues, you might find SDG projects a bit unsatisfying. An insider says, “If you’re not comfortable with math, then this is definitely not a good place to be.”
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Why Can’t We Be Friends? Yeah, yeah, yeah, many firms rave about their friendly company culture. But SDG might actually be the real deal. It’s not uncommon to see partners and consultants socializing outside of work. It is uncommon, however, for company
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employees to draw attention to the fact that partners and consultants socialize outside of work. “People here really like each other,” says one insider. “It’s so natural that we take it for granted.”



Getting Hired SDG pays special attention to applicants who show genuine interest in making a long-term commitment to the firm. “We want people who will make it all the way to the partnership level,” says one insider. “We have no desire to use people up and spit them out.” It’s okay to be frank and honest during the interview. SDG embraces a diverse group of people, and showing your true self will only enhance your chances of receiving an offer letter. “We are a small company, and we recruit on a very personal level,” says one insider. SDG has very conservative hiring goals for 2004–05. Even though the economy has improved, SDG’s campus presence is small and highly selective. If you are one of the chosen few, you will find the interview process typical of those in the consulting world. You’ll go through three rounds, with several case studies and a few behavioral tests. If you are invited back to the office for a third round, you are almost guaranteed a job, insiders say.



Opportunities for Undergraduates Undergrads will find opportunity at SDG as business analysts. The firm recruits from several top-tier schools. Check with your career center to find out if and when SDG will be visiting your school. Generally, people stay in this position for a few years before leaving for graduate school. That is not to say that all
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analysts go back to school; there is room for advancement in the firm for people without advanced degrees.



Opportunities for MBAs
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MBAs are recruited as consultants. A good way to get your foot in the door is through the summer internship program. “Ideally, we bring back all of our interns,” says one insider. If you are a good fit with the company, advancement should take place with relative ease. MBAs progress to senior consultant, senior engagement manager, principal, and director.



Opportunities for Midcareer Candidates Midcareer people come in at all levels. Most are found through employee referrals or on the Internet.



Recruiting Contacts Visit the company website at www.sdg.com to find out how to submit your resume.
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The WetFeet Research Methodology



Who We Are



You hold in your hands a copy of the best-quality research available for job seekers. We have designed this Insider Guide to save you time doing your job research and to provide highly accurate information written precisely for the needs of the job-seeking public. (We also hope that you’ll enjoy reading it, because, believe it or not, the job search doesn’t have to be a pain in the neck.)



WetFeet is the trusted destination for job seekers to research companies and industries, and manage their careers. WetFeet Insider Guides provide you with inside information for a successful job search. At WetFeet, we do the work for you and present our results in an informative, credible, and entertaining way. Think of us as your own private research company whose primary mission is to assist you in making more informed career decisions.



Each WetFeet Insider Guide represents hundreds of hours of careful research and writing. We start with a review of the public information available. (Our writers are also experts in reading between the lines.) We augment this information with dozens of in-depth interviews of people who actually work for each company or industry we cover. And, although we keep the identity of the rank-and-file employees anonymous to encourage candor, we also interview the company’s recruiting staff extensively, to make sure that we give you, the reader, accurate information about recruiting, process, compensation, hiring targets, and so on. (WetFeet retains all editorial control of the product.) We also regularly survey our members and customers to learn about their experiences in the recruiting process. Finally, each Insider Guide goes through an editorial review and fact-checking process to make sure that the information and writing live up to our exacting standards before it goes out the door.



WetFeet was founded in 1994 by Stanford MBAs Gary Alpert and Steve Pollock. While exploring our next career moves, we needed products like the WetFeet Insider Guides to help us through the research and interviewing game. But they didn’t exist. So we started writing. Today, WetFeet serves more than a million job candidates each month by helping them nail their interviews, avoid illfated career decisions, and add thousands of dollars to their compensation packages. The quality of our work and knowledge of the job-seeking world have also allowed us to develop an extensive corporate and university membership.



Are we perfect? No—but we do believe that you’ll find our content to be the highest-quality content of its type available on the Web or in print. (Please see our guarantee below.) We also are eager to hear about your experiences on the recruiting front and your feedback (both positive and negative) about our products and our process. Thank you for your interest.



The WetFeet Guarantee You’ve got enough to worry about with your job search. So, if you don’t like this Insider Guide, send it back within 30 days of purchase and we’ll refund your money. Contact us at 1-800-926-4JOB or www.wetfeet.com/about/contactus.asp.



In addition, WetFeet’s services include two award-winning websites (WetFeet.com and InternshipPrograms.com), Web-based recruiting technologies, consulting services, and our exclusive research studies, such as the annual WetFeet Student Recruitment Survey. Our team members, who come from diverse backgrounds, share a passion about the job-search process and a commitment to delivering the highest quality products and customer service.



About Our Name One of the most frequent questions we receive is, “So, what’s the story behind your name?” The short story is that the inspiration for our name comes from a popular business school case study about L.L. Bean, the successful mail-order company. Leon Leonwood Bean got his start because he quite simply, and very literally, had a case of wet feet. Every time he went hunting in the Maine woods, his shoes leaked, and he returned with soaked feet. So, one day, he decided to make a better hunting shoe. And he did. And he told his friends, and they lined up to buy their own pairs of Bean boots. And L.L. Bean, the company, was born . . . all because a man who had wet feet decided to make boots. The lesson we took from the Bean case? Lots of people get wet feet, but entrepreneurs make boots. And that’s exactly what we’re doing at WetFeet.



Want to work for a top consulting firm? You’re not alone: Consulting firms are traditionally among the largest employers of top MBA and college graduates. But you’ll need to work hard to pin that plumb position. Start out by doing your due diligence and research the top firms. And lucky you, since WetFeet’s career experts have already done a lot of the legwork for you.



25 Top Consulting Firms



Careers/Job Search



25 Top Consulting Firms



Turn to this WetFeet Insider Guide to explore • Profiles of companies from Accenture and A.T. Kearney to McKinsey and Mercer. • Recent milestones for each—ranging from mergers and acquisitions to global expansion. • The inside scoop on what it’s like to work for these companies. • Hiring information—how to make contact and with whom, as well as what’s involved in the recruiting process. • Interviewing tips and key numbers.



WetFeet Insider Guide WetFeet Insider Guide



WetFeet has earned a strong reputation among college graduates and career professionals for its series of highly credible, no-holds-barred Insider Guides. WetFeet’s investigative writers get behind the annual reports and corporate PR to tell the real story of what it’s like to work at speciﬁc companies and in different industries. www.WetFeet.com
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