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Executive Presentation 
 
 
 
This report presents... 

• 105 pages in Microsoft PowerPoint format 
• 83 figures in total (see full list below) 
• Highlights are market trends 2003-08 and our forecasts 2009-13  
• Market shares are presented for each major player in each major service area and each client sector 
• Includes the full results from our Benchmark Survey of the UK Environmental Consulting Sector 
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Environment Analyst Market Intelligence Service 
 
The report is only available through our Market Intelligence Service. It is one of four key channels: 
 
1. Market Assessment of the UK Environmental Consulting Sector 2009 
2. Top 30 UK Environmental Consulting Companies 2009: Competitor Analysis 
3. Environment Analyst Market Briefing (our bi-monthly newsletter). 
4. Full access to the Environment Analyst online news service 
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Fig 1.1 Growth in the number of UK environmental consultancies 
Fig 1.2 Market structure: 2008 environmental consulting revenues by size of firm 
Fig 1.3 Market structure: 2008 EC revenues by consultancy type 
Fig 1.4 UK branch offices – market yet to reach geographical saturation 
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Fig 3.1 Change in employee numbers over last 12 months 
Fig 3.2 Average annual staff retention rate 2008 
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Fig 3.4 Fee rate trends in last 12 months 
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Key benefits 
 
 Understand market dynamics for 2003-08 and how the recession is impacting demand, M&A activity, margins, contract values and fee rates 
 Benchmark your performance: turnover growth, revenues per head, staff turnover & remuneration, fee rates, contract values, profitability 
 Get our market forecasts for 2009-2013 
 Learn about your competitors’ strategic business priorities, growth drivers and constraints 
 Market shares for leading players in each major service area and client sector  
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