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The 2018 High Growth Study is the most comprehensive study  
of its kind.
Now in its third year, the 2018 High Growth Study was created by Hinge to provide 
detailed insight into how professional services firms go to market.

1,000 
participating firms

Over

$176 
BILLION 

combined revenues

Over

ONE 
MILLION 

full-time employees

Over

$20 
BILLION 

in marketing budgets

Over
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The sample includes firms of all sizes.

Firm Size

10.8%

25.9%

19.5%

43.8%

Large
$50M+ 
200+ employees

Micro Firm
Less than $1M

Small
$1M-$4.9M 
Less than 50 employees

Mid-Sized
$5M-$49.9M 
50-199 employees
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The sample is representative of the professional services 
marketplace.

Number of Full-Time Employees

0%

16%

32%

48%

64%

80%

0 to 4 5 to 9 10 to 19 20 to 99 100 to 499 500+
0.4%0.9%

5.2%7.1%
12.8%

73.6%

10.9%
16.6%

25.6%

10.0%10.7%

26.2%

2018 High Growth Study Sample
US Census Data - Professional Services Firms 
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Professional services firms from all industries are represented.

Healthcare Services 
2.5%

Human Resource Services 
3.8%

Legal Services 
5.3%

Marketing/Communications 
13.2%

Technology Services 
13.3%

Architecture, Engineering  
and Construction 

16.5%

Accounting &  
Financial Services 

21.1%

Consulting Services 
24.2%



Industry Growth Profile
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Growth across all professional services slowed in 2017.

Professional Services Firm Growth by Year

0%

5%

10%

15%

2015 2016 2017

9.1%
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All Professional Services Firms
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2017 growth rates varied by industry.

2017 Median Growth by Professional Services Industry

0%

5%

10%

15%

Technology Consulting Architecture, Engineering  
& Construction

Legal Accounting & Finance

6.1%

8.3%
9.1%9.3%

11.4%

Median Growth Rate (2017)
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Growth at firms selling primarily to the government outpaced 
those selling to non-government buyers.

Median Annual Growth by Level of Government Contracts

0%

5%

10%

15%

Majority of revenue (>50%)  
from government contracts

Some revenue (<50%)  
from government contracts

Does not contract with government

9.1%8.7%

13.3%

11.3%

9.6%
8.8%

14.3%

8.8%

7.1%

2015 2016 2017



Meet the  
High-Growth Firms
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There is a segment of firms that have a significantly higher growth  
rate than their peers.

Professional Services Firms by 
Growth Category

18.7%

47.1%

34.2%

High Growth:
20%+ growth

No Growth:
0% or less growth

Average Growth:
Positive growth 
less than 20%

How do we define 
High-Growth firms? 
High-Growth firms as 
those that experienced 
20% or greater 
compound annual 
growth in revenue over 
a three-year period. 
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Among the High-Growth cohort, the median annual growth rate 
is more than 34%. 

Professional Services Firm  
Median Growth Rate by Growth Category

-10%

0%

10%

20%

30%

40%

No Growth Average Growth High Growth

34.5%

8.7%

0.0%



The High-Growth Perspective
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Firms anticipate a range of threats in the future.

Top 10 Future Threats to Professional Services

Increased competition from new firms/competitors

Increased competition from larger competitors

Downward price pressure on services

A shortage of top talent

Unpredictability in the marketplace

The need for new skills

Changes in how buyers buy your services

Commoditization of your services

Automation/Artificial Intelligence

Generational changes in the workforce

0% 10% 20% 30% 40%

23.5%

24.0%

29.8%

30.0%

30.4%

31.6%

34.5%

35.3%

36.7%

39.6%
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High-Growth firms see future threats very differently than their  
No-Growth peers.

Future Outlook for the Professional Services Market  
by Growth

Increased competition from  
new firms/competitors

Unpredictability in the marketplace

Increased competition from  
larger competitors

Downward price pressure on services

A shortage of top talent

Automation/Artificial Intelligence

Commoditization of your services

Managing a remote workforce

0% 15% 30% 45% 60%

13.7%

43.1%

17.6%

56.9%

43.1%

51.0%

29.4%

51.0%

24.1%

27.7%

31.3%

33.7%

37.3%

38.6%

41%

47%

High Growth
No Growth



High-Growth Strategies
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High-Growth firms have very different strategies to 
address future threats.

Strategies to Address Industry Threats by Growth Category

Do more research on the needs  
of our target clients

Better training on business  
development skills

Better training on communications  
and client management skills

Better training on technical skills

Put more focus on hiring better talent

Enter new geographic markets

‘Productize’ our services

Outsource more of our non-core  
functions

Change our pricing structure

0% 15% 30% 45% 60%

21.6%

9.8%

17.6%

39.2%

45.1%

25.5%

47.1%

51.0%

45.1%

15.7%

19.3%

27.7%

28.9%

30.1%

34.9%

53%

55.4%

56.6%

High Growth
No Growth



The True Secret of High-Growth Firms   |  23

High-Growth firms are nearly 3X more likely to conduct frequent 
research on their target market.

Professional Services Firm  
Research Frequency by Growth Category

0%

10%

20%

30%

40%

50%

Frequent research (at least annually)

15.7%

43.0%

High Growth
No Growth
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High-Growth firms are much more likely to be highly specialized.

Professional Services Firm Specialization by Growth Category

Offering specialized services

Solving specific problems

Industry specialist

Serving a particular role or organizational function

Using specific technology

0% 10% 20% 30% 40%

11.8%

15.7%

35.3%

19.6%

25.5%

18.3%

27.7%

28.9%

33.7%

33.7%

High Growth
No Growth



High-Growth Marketing
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For the first time in 10 years, High-Growth firms outspent  
No-Growth firms in marketing.

High- and No-Growth Professional Services Firm Marketing Budgets

0%

12%

24%

36%

48%

60%

Less than 5%  
of revenue

5% to 9%  
of revenue 

10% to 14%  
of revenue

15% to 19%  
of revenue

20% or more  
of revenue

4.2%2.1%

14.6%

27.1%

52.1%

20.7%

4.9%

13.4%

24.4%

36.6%

High Growth
No Growth
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High-Growth firms invest differently in traditional marketing.

Effort Invested in Traditional Marketing Techniques

Nurturing prospects through phone calls

Cold calls to prospective clients

Providing assessments and/or consultations

Networking at targeted conferences,  
trade shows and events

Speaking at targeted conferences or events

Public relations (earned media)

Marketing partnerships with other organizations

Using a proposal toolkit

Pursuing industry award opportunities

0% 7.5% 15% 22.5% 30%

11.8%

18.8%

20.0%

5.6%

23.5%

3.4%

5.3%

5.6%

7.4%

7.7%

13%

13.5%

15.9%

25%

High Growth
No Growth
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High-Growth firms invest more in digital and content marketing 
techniques.

Effort Invested Towards Digital & Content 
Marketing Techniques

Publishing written blog posts on your website

Developing case studies  
(both written and video)

Email marketing campaigns

Presenting in webinars

Keyword research/search engine optimization

Video blogging

Promoting thought leadership on social media

Marketing video

Publishing guest blogs on  
external publications

0% 5.5% 11% 16.5% 22%

3.8%

7.1%

7.1%

11.8%

7.7%

12.5%

4.2%

4.5%

10%

11.1%

12.2%

13.6%

15.2%

15.6%

21.1%

High Growth
No Growth
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High-Growth firms enjoy a skills advantage in five of seven 
critical business development skill areas.

Professional Services Firm Subject Matter Expert  
Skill Level by Growth Category

Networking face-to-face with  
industry peers and prospects

Speaking in front of a live audience

Writing in-depth, technical content

Writing articles or blog posts

Speaking on video

Networking on social media with  
industry peers and prospects

Presenting on webinars or podcasts

0% 10% 20% 30% 40%

14.0%

6.0%

5.9%

12.2%

18.0%

33.3%

21.6%

13.3%

13.4%

16.9%

18.1%

25.6%

33.7%

38.6%

High Growth
No Growth
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Of the top traditional marketing techniques, High-Growth firms 
see greater impact from targeted networking and use of a 
proposal toolkit.

Impact of Top Traditional Marketing Techniques

Networking at targeted conferences,  
trade shows and events

Providing assessments and/or consultations

Using a proposal toolkit

Speaking at targeted conferences or events

Nurturing prospects through phone calls

0% 10% 20% 30% 40%

18.2%

32.3%

25.0%

35.3%

17.6%

19.4%

30.8%

31.6%

35.1%

35.8%

High Growth
No Growth
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High-Growth firms see much greater impact across digital and 
content marketing.

Impact of Top Digital & Content Marketing Techniques

Video blogging

Digital Ads (pay-per-click,  
banner ads, etc.)

Promoting thought leadership  
on social media

Networking on social media

Publishing guest blogs on  
external publications

0% 7.5% 15% 22.5% 30%

0.0%

3.4%

4.0%

7.1%

0.0%

13.6%

15.2%

17.5%

18.2%

22.2%

High Growth
No Growth
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Visible expertise and digital strategy are top marketing  
priorities for 2018.

Top 5 Professional Services Firm Marketing 
Priorities for 2018

Increasing our firm's visibility  
in the marketplace

Attracting new business/ 
generating more leads

Differentiating our firm from  
the competition

Creating content for digital marketing

Upgrading our website

0% 10% 20% 30% 40% 50% 60% 70%

36.4%

45.2%

52.7%

54.0%

63.6%
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Gain Exclusive Access to the Full Report

What’s included 
Over 40 detailed charts 

Data not available in the executive summary 

Full result breakdowns of each survey question 

What you’ll learn 
How does your marketing mix compare to other 
professional services firms? 

What marketing initiatives are firms prioritizing for 
2018? 

What marketing skills are in the highest demand? 
Purchase the full report 

or get it FREE with a 
Hinge University Pro 

membership
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How Hinge Can Help

 

Free Growth Strategy Consultation: 

Your differentiators and your current 

approach to marketing  

Techniques to increase your lead 

generation  

How well your content marketing is 

working (and what you can do to improve 

it)  

Tips to get better marketing results with 

less effort 

For webinar registrants only!

Respond to follow-up 

email or call:  
703 391 8870
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Thank you! Questions?

Connect with Hinge  

         www.hingemarketing.com/blog 

         www.twitter.com/HingeMarketing 

         www.facebook.com/HingeMarketing 

         www.linkedin.com/companies/Hinge 

www.hingemarketing.com 
703 391 8870

Lee Frederiksen, Ph.D. 
Partner 
lfrederiksen@hingemarketing.com 

Connect with me on LinkedIn:  
in/leefrederiksen 

Connect on Twitter: @LeeFrederiksen

John Tyreman 
Research Manager 
jtyreman@hingemarketing.com 

Connect with me on LinkedIn:  
in/johntyreman 

Connect on Twitter: @John_Tyreman

mailto:lfrederiksen@hingemarketing.com?subject=


Thank You


